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QUEST 

Refer to page 3-8, specifically, the last paragraph in Sectiori E.4. and Exliibit 3-3 of the IRP. 

a. Coiifiiiii whether the program identified 011 the graph in the exhibit are the programs 
recoiimeiided in the Indiana Market Poteiitial Study (“MPS ’). 

b. If the aiiswer to pait a. of this request is yes, provide the description from the Iiidiiia MPS of 
each of the programs ideiitified in the exhibit 

a. Yes. 

b. Please see the attached Pages 2 tlwough 46. Note: The Deiiioiistratioiis aiid Renewables 
program (pages 10-1 1 of attaclment) was iiot inodeled because this program contains five 
program eleineiits aid each of these program eleineiits are cuixxitly non-cost effective aiid 
together, the set i s  not cost-effective. The deinaiid response programs (pages 4-9) were 
evaluated but are iiot depicted on Exliibit 3-3 of the IRP. 

WXTNESS: Enol I< Wagiier 
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DS s 

Programs bundle related energy savings measures or demand ieduction measures. The cost effectiveness of the 

individual measures is shown in the ineasure tables in the previous section of this iepoi t, where individual measure 

raiikiiigs may be reviewed. In moving from the level of consideration of individual measures to the program level, 

we have included the program administrator's program costs (sometimes called the utility program costs) along 

with tlie costs of the iiidividual measures that have been assenibled into each program. The cost-effectiveness tests 

applied at the program level include the additional costs to niaiiage the programs aiid costs of program evaluation. 

Cost-effectiveness testing of the programs requires assumptions about the relative frequency of iiidividual nieasui-es 

iiicluded in each program option. Using this approach, recoinniended programs are listed in Table 17. 

I&M will, of course, make the final selection of programs to be submitted for regulatory approval. For programs 

ultimately selected and aproved, I&M will then develop a scope of work and will then (for most programs - any 

that are not determined to be best run internally) issue a RFP to the program vendor community to elicit proposals 

from which a vender may be selected. Each vendor will propose full program designs in their bid package. The 

final program designs (tlie ones actually implemented) will be based on the planned design as approved by the 

Commission, the scope of work developed by I&M, aiid the selected vendor's proposal. 

Today, most DSM programs are inanaged with a small internal staff responsible for vendors who do most of the 

work to implement the programs, develop relationships essential to increasing customer participation, carry out 

day-to-day operations, and perform the work of data entry for program tracking." 

sufficient internal I&M DSM staff to insure that program control is efficient and effective and that responsibilities 

and lilies of accountability of vendors to I&M are kept crystal clear. 

There will need to be a 

The programs pieseiited below were designed to capture the most cost-effective opportunities from the Energy 

Efficiency Measures (EEMs) identified ealier in this iepoi t. Cost effectiveness results are presented for all of the 

program in the following section of the report. Each of the program plans pi-eseiited in this section contains 

inforination on progiani design, participation, expected savings, tracking concerns, and implementation budget. 

This information is organized as follows: 

0 Description of program design includiiig measures aiid incentives. This description leads off each 

0 Rationale for the program. TIis is a brief description of the logic of the program. 
0 Participation and measures included in the prograin, along with expected energy savings. This 

program plan. 

provides a five-year overview of iiuinber of participants and expected energy savings (annual kWh 
savings and kW reductions). 

I '  Be s u e  to require vendors to provide consistent aiid timely tracking system inputs as a condition of submitting a bid. The 
program tracking system is usually best internal to the company (so it will be consistent across piograiiis rather thaii each 
vendor biinging their own system), but the detailed input is usually best made part of program vendor responsibilities (so as to 
avoid duplication of iiiput effort). 

Page 33 
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0 Marketing Plans. A brief description of suggested marketing efforts specific to the pi-ograiii. l 2  

0 Detailed Budget Plans. Annual program impleineiitatioii budgets for five years. 
8 lii addition to the specific plans for each program, it is recommeiided to have a general marketing 

Program Tracking Coiisideratioiis 

and promotional effort to support DSM and to help customers become aware of the pi-ograms. This 
will include effective energy efficiency education efforts, iiicludiiig education in the schools and an 
energy audit web tool. 

1 C&I Pealc Reduction 

2 Residential Pealc Reduction 

3 Reiiewables & Demonstrations 

Note that in some of the program descriptions organizational or product iiaines are given. These are not 

recommendations of specific groups or brands, but are included as links for developing further information. 

Air conditioner DL.C for commercial, iiidustrial and 
institutioiial custoiiiers 
Air conditioner and electric hot water heater DLC for 
residential customers 

Denioiistratioiis to push liiilits and learning for new 
technologies; aiid to build custoiiier attention to green and 
DSM/II)R programs 

Yes 

Yes 

Research and Demonstration Projects 

Yes 

Table 17. Program Recommendations 

4 

5 
6 
7 

Sets of iinproveiiients or special nieasures proposed for 
individual situations C&I Incentives Yes 

C&IRebates Prescriptive measures for noli-residential customers Yes 
C&I Retro-Conmissioning Lite T~iniiig of controls No 
C&I HVAC Optimization Check and optinization of HVAC units No 

8 

9 

Andit program focused on food processing and refrigeration 
(supermarkets and restauraiits) Yes C&I Audit 

C&I New Construction New buildinzs Yes 
Residential Pro, wmis 

10 Residential Whole House 

Free remote audits with lut available to all customers; on-site 
audit with direct install of low-cost items and kit for fifty 
dollars (refundable against installation cost of items 

11 
12 
13 
14 

Yes 

recommended iii audit) 
Residential Rebates Energy efficient lighting and clothes washers Yes 
Residential Appliance Recycling Pick-up and environmental disposal Yes 
Residential New Constiuction New buildings No 
Residential Solar Siting Yes 

Yes Income Weatlierization 

Solar orientation, passive design, work 011 codes 
Homes with electric heat and electric hot water, income at or 
below 150% of the federal poverty level or at or below 80% 
of median income 

& Moderate 

While marketing is addressed for each program, we recommend buiidling the piogranis so that from a custoiiier perspective 
there are no more than nine options. Although programs will be selected and evaluations performed on the individual 
programs, for customer coiimiunications a simplified nieiiu approach is more appropriate. For a model of how the nienu 
approach works, go to litt~~://~~ww.~oe.coiil/iiidex.htiill. This site divides into “For my Home,” aiid “For my Business.” Then 
programs are listed branching from these two options. The progianis as they appear to the custoiiier are constructed to make 
sense from the logic of customer communication and the logic o i  efficient piograni administration, rather than as many 
individual programs. 

Page .?4 
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P 

Approximately 10,000 South Bend, Indiana area customers of I&M are taking part in a demonstration of new 

metering technologies. In this effort, T&M is collaborating with the Indiana Utility Regulatory Coinmission (KJRC) 

and the Indiana Office of [Jtility Consumer Counselor (0UCC).l3 The pilot is also part of an initiative with General 

Electric. The pilot is a deployinent of "smart grid" technologies, and is expected to be a precursor to eventual 

system-wide iiiiplenientatioii of the technologies. Cui-rently, the pilot is limited to homes and businesses located 

west and northeast of downtown South Bend, Indiana. 

GE smart meters, which are digital meters connected to a two-way radio frequency cominunications network 

provide iininediate feedback information both to the custonier and to the utility co~npany. '~  The smart nieter 

technology supports: 

e Time-of-use prices, where the cost of electricity is lower during off-peak periods and higher during 

0 Direct load control, a feature that allows automatic adjustments to central air conditioning units 
times of peak use, 

during periods of peak demand during suniiner nionths in exchange for price incentives on electric 
rates, and 

0 The ability to pre-pay for electricity service. 

The conipany will also work with homebuilders to install advanced energy controls in fifty new homes. For the 

South Bend pilot, all system will be in use by tlie second quarter of 2009 and will be evaluated for one year. 

For this program, we focus on load control, although clearly the new smart grid technologies offer the opportunity 

to explore development of several other kinds of customer service initiatives, including time of use pricing. A load 

control program is a dispatch program. lii a dispatch program, a switch can be engaged to send a signal wlricli 

diiectly reduces load. Direct load control is an important approach to peak reduction because it offers low cost to 

the company and is dispatchable. 

Ratiorzale 
Load (KW) constraints are one of the most costly events a utility encotinters. During peak tiines when demand 

escalates and there is a problem with meeting demand with additional generation supply (either physically or at 

reasonable cost), the cost per kW to the company can escalate exponentially. For this reason, in these situations 

load control is essential to control costs and insure service. 

Participation arzd Meastires 
Measures are shown below. 

Table 18. Measawes - C&I Peak Reduction 

j 3  I&M and the OUCC worlted collaboratively to define the scope of the program, select the technology, develop programs, 
design expeiimental taiiffs, aiid will work together to measure tlie results. 
l 4  The project includes General Electric's ENMAC system. ENMAC is a fully integrated, advanced network management 
system that automates the real-time management, monitoring and contiol of electrical distribution networlts. 

Page .3.5 
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Projected participation by year is shown in the table below. 
Noveiiiber 20, 2005 

Table 19. Estimated ~ ~ ~ t i c i ~ a ~ i ~ n  and Savings - C&l[ Peak Reduction 

Potential p_articipanfs 
Per participant savings ( 

Marketing Plans 
Since DLC will proceed with the roll out of new meters following the model of the South Bend pilot, marketing 

will likely be targeted to specific areas within the I&M Indiana service territory. Marketing should tale advantage 

of current concerns for mitigating cliinate problem by emphasizing a green maxketing theme and can include the 

following elements: 

0 Proposed marketing efforts are to include mention of the program in any coininunications with 
Commercial, Industrial, and Institutional customers regarding energy efficiency program options 
such as bill inserts, recognition window stickers for participating businesses, customer service 
representatives, and promotion using the I&M website. 
The program can involve key customer account managers to interact with customers regarding the 
benefits of the program. 

Bsograitz Tracking Considesations 
Direct load control is data intensive and load management data is precise. When load events are called either for 

capacity shortages or as tests, the systems self-validate. Care needs to be takeii to insure the collection of data 

elements sufficient to show the baseline condition at the time an event is called and the response to the call as a I W  

effect. The duration of each event for evaluation purposes should also last long enough to show the affected units 

back on line to demonstrate there are no unexpected effects. 

Detailed Budget Plans 
An estimated five-year budget for this program is provided below. The anticipated cost to I&M for offering this 

program to customers involves budgets for: 

0 A participant incentive of $250 each summer (5 inonthly paynients of $50). 
Cost of equipment prorated to the DLC effort ($100) plus the cost of connecting the controlled 
equipment ($150). 

Cost to the participants is to accept the temporary load control when incidents are called. 

Page 36 



KPSC Case No. 2009-00339 
Staff 1st Set Data Requests dated November 13, 2009 
Item No. 4 
Page G of 46 

Iitdinrin Market Assessment nricl Action Plnnfor Elect, ic DSM Progrnriis: Fhinl Report Noveriiber 20, 2005 

Table 2Q. Estimated Five-Year Program Budget - CBLI Peal: 1Rt~h~Abn 

$250 $51,500 $180,250 $334,500 $514,500 
$303 $62,315 $155,788 $186,643 $217,800 

$222,815 $395,038 $G02,143 $813,300 . 
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Approximately 10,000 South Bend, Iiidiaiia area customers of ISLM are taking part in a demolistration of new 

metering technologies. In this effort, I&M is collaborating with the Indiana TJtility Regulatory Coniiiission (IURC) 

and the Indiana Office of Utility Consumer Counselor (OUCC).” The pilot is also part of an initiative with General 

Electric. The pilot is a deploymelit of “smart grid” technologies, and is expected to be a precursor to eventual 

system-wide iinplemeiitatioii of the technologies. Currently, the pilot is limited to homes aiid businesses located 

west aiid northeast of downtown South Bend, Indiana. 

GE smart meters, which are digital meters connected to a two-way radio frequeiicy comniuiiicatioiis network 

provide immediate feedback information both to the customer and to the utility company.I6 The smart meter 

technology supports: 

0 Time-of-use prices, where the cost of electricity is lower during off-peak periods and higher during 

0 Direct load control, a feature that allows automatic adjustments to central air conditioning units 
times of peak use, 

during periods of peak demand during summer months in exchange for price iiiceiitives on electric 
rates, aiid 

0 The ability to pre-pay for electricity service. 

The company will also work with homebuilders to install advanced energy controls in 50 new homes. For the 

South Bend pilot, all systems will be in use by the second quarter of 2009 aiid will be evaluated for one year. 

For this program, we focus on Residential load control, although clearly the new smart grid technologies offer the 

opportunity to explore development of several other kinds of customer service initiatives, including time of use 

pricing. A load control program is a dispatch program. In a dispatch program, a switch can be engaged to send a 

signal wlicli directly reduces load. Direct load control is an important approach to peak reduction because it offers 

low cost to the company and is dispatchable. 

Rationale 
Load (KW) constraints are one of the most costly events a utility encounters. During peak times when demand 

escalates and there is a problem with meeting denialid with additional generation supply (either physically or at 

reasonable cost), the cost per kW to the company can escalate exponentially. For this reason, in these situatioiis 

load control is essential to control costs and insure service. The Resideiitial water heaters are included not to deal 

directly with peak calls (the residential AC serve that puipose) but to reduce the rebound effect irom the residential 

air coiiditioiiers as they come back into service following a peak call. 

l 5  I&M and the OIJCC worked collaboratively to define the scope of the piogram, select the technology, develop programs, 
design expeiimental tariffs, and will work together to measure the results. 

The project includes General Electric’s ENMAC system. ENMAC is a fully integrated, advanced network management 
system that automates the real-time management, nioilitoring and conr~ol of electrical distribution netwoilts. 
16 
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Participatioiz and Measures 
Measures a e  showii below. 

Table 21. Measures - Residential Peak IReducti~n 

DLC - Residential Hot Water 

Projected participation by year is shown in the table below. 

Table 22. Estimated ~ a r ~ i c i ~ a ~ i Q ~ i  and Savings - Residential Peak 
Potential participants 234,850 

Marketing Plans 
Since DLC will proceed with lhe roll out of iiew meters following the model of the South Bend pilot, marketing 

will likely be targeted to specific areas within the I&M Iiidiaiia service territory. Marketing should take advantage 

of current coiiceriis for mitigating climate problems by emphasizing a green inarketing theme aiid can include the 

followiiig elements: 

0 Proposed marketing efforts are to iiiclude mention of the program in any communications with 
customers regarding energy efficiency program options such as bill insei ts, recognition window 
stickers for participating homes, media coverage of how to manage electric bills, customer service 
representatives, and proniotion using the I&M website. 

0 Residential coiimuiiications €or the program can reach out to customers with high bill coniplaiiits 
and to customers with payment problems as well as to general promotion to customers coiiceriied 
with keeping costs low and interested in mitigating global warming. 

Progranz Tracking Corzsideratiorzs 
Direct load control is data intensive aiid load maiiagemeiit data is precise. When load events are called either for 

capacity shortages or as tests, the systems self-validate. Care needs to be taken to insure the collection of data 

elements sufficient to show the baseline coiiditioii at the time an event is called and the respoiise to the call as a kW 

effect. The duration of each event for evaluation purposes should also last long enough to show the affected units 

back on line to demonstrate there are no uiiexpected effects. 
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Detailed Budget Plans 
An estimated Eive-year budget for this program is provided below. The aiiticipated cost to I&M for offeriiig this 

program to customers involves budgets for: 

Q A participant iiiceiitive of $25 each summer ( 5  monthly payiiieiils of $5). 
Q Cost of equipinen1 prorated to the DLC effort ($100) plus the cost of coiinecting the controlled 

equipiiieiit ($150). 

Cost to the participants is to accept the teiiiporary load control when iiicideiits are called. 

Table 23. Estimated Five-Year Program udget - Residential Peak 

$0 $30,000 0.1% 
$44,000 $44,000 $66,000 $66,000 SS8,OOO $308,000 13% 

Prograni Monitoring Sr Evaluation $15,000 $15,000 $15,000 $15,000 $15,000 $75,000 0 3 %  
Variable Program Costs 

Incentives (paid annually to participants) $25 $117,425 $411,000 $763,275 $1,174,275 $1,643,975 $4,109,950 17.5% 
Delivery Sr Other $233 $1,350,388 $3,376,113 $4,051,163 $4,726,500 $5,401,550 $18,905,713 SO 7% 

Total Budget $1,556,813 $3,846.1 13 $4,895,438 $5,981,775 $7,148,525 $23,425,663 100.0% 
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This program contains five program elements: Solar photovoltaic, solar hol water, ground source heat pumps, LED 

 streetlight^'^, and the “Go Deep” project. Each of these program eleiiieiits is currently non-cost-effective and 

together, the set is not cost-effective. However, this program in included in the recoinmended programs for three 

reasons. First, it is  a source for a small number of technology demonstration projects that can be nsed for 

proinotiiig interest in energy efficiency. This can iiiclude a sinall iiuiiiber of solar demonstration projects at 

schools, a ground source heat pump demonstration and sponsoring a few homes for the “Go Deep” project. In 

addition, LED streetlights are starting to becoiiie available - a denionstratioil in a sinall parking lot could be used to 

demonstrate this new technology. 

Since most people a e  iiiteiested in “Green” programs, these examples will fit with aiid encourage this interest. 

Second, each of the deliionstratioils is at the edge of current technology in its area. This will keep key company 

staff current in so la ,  ground source, aiid “Go Deep“ technologies. Third, each of these has sufficient scale 

possibilities that rnalte them sufficiently powerful to address climate change and, at the same time ruiiiiiiig these 

deiiioiistrations will place the conipany in with companies in a leadership role in developing these techiiologies. 

Rationale 
Each of these program eleineiits push technology beyond current cost-effective limits, but, at the same time, present 

coherent pathways towards the future of energy efficiency applications. The “Go Deep” project is based on a 

German niodel using a “passive house” strategy. The goal is to reduce energy use by eighty percent in existing 

homes. The principles of this approach include tight super-insulated homes with a thick building eiivelope aiid high 

perforiiiance windows and doors. According to the organizer of the “Go Deep” project, Linda Wigington, “Our 

housing is facing a crisis of obsolescence, and we have a lion share of existing houses that need to be dealt with to 

reduce energy in the near term.” In this approach structure aiid appliaiices are parts of the solution as is “how a 

fanlily lives in a house.” “Go Deep” is a national project in which individual utilities sponsor a sinall number of 

homes in the 1,000 home pilot. Early results suggest that attaining the savings goal is possible, and the focus is on 

system replacements aiid increasing efficiencies. 

l 7  Although some cities are now putting in large nuinbeis of LED streetlights, MEEA is currently recommending them on a 
deiiionstiation basis for use in parlung lots that have cobra-headed lights with shoiter (about twenty feet high) poles. The LED 
units snap in to replace the old cobra bulb, nialting use of the existing cobra head and the existing poles. MEEA informally 
estimates an approximate cutrent payback in the Midwest of about nine years. AEP is a MEEA member, and so inay contact 
Jay Wrobel, Progiain Director (3 12) 557-8390, extension 16, for inforimtion on specific brands and current costs in developing 
a demonsbation pilot. 
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Participation arid Measures 

Solar PV 
Solar Hot Water 
Ground Source Heat Pump 
Go Deep 
LED Streetlidits 

Measures are shown below. 

R- 1 100% 
R-39 100% 
R-20 100% 
Demo 100% 
Demo 100% 

Table 24. Measures and Incentives - Renewables and Demonstrations 

1 MeasuhProgram Element I MeasureNumber I Incentive ~ i n o u n t  I 

Because this is a promotional and R&D program there will be oiily a very small number of projects each y e a .  

Table 25. Estimated Participation and Savings - enewables and Demonstrations 
10,000 

Marl'cetirag Plans 
These projects will be used to create interest in energy efficiency through public demonstration prqjects and to 

provide referrals to the other programs. 

Program Trackirzg Considerations 
Since these are demonstration pi-ograms data collection will focus on technical documentation of each project. 

Detailed Birdget Plans 
An estimated five-year budget for this program is provided below. 

Table 26. Estimated Five-Year Program Budget - 

Iiiipletnentation 6r Other Annual Cost SO $25,000 

$22,000 $72,000 $27,000 $22,000 $22.000 $1 10,000 
Program Moniloring 6r Evaluation $20,000 $20,000 $50.000 $30,000 $50,000 5 160,000 

Variable Program Costs 
$7,590 $37,950 $37,950 $37,950 $37,950 $37,950 $189,750 

Delivery 6r Other $7,000 $35,000 $35,000 $35,000 $35,000 $35,000 $175,000 
$139,950 $1 14,950,-- $144,950 $1 14,950 $144,950 $659,750 100.0% 
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Custom Program - designed to 

This program targets oiily commercial, induslrial and institutional accounts. The program is a totally custom 

program, designed to develop exceptionally productive energy savings opportunities in coopei ation with the 

customer. Each project will be specially designed. The incentive will be tlirty percent o€ incremental cost. It is 

expected that projects will need to be caivied out in narrow time windows as dictated by conditions specific to the 

customer’s operations and that evaluation will consist primaily of short term instrumentation and spot metering. 

For the first nine months of each program year, no project may be allocated more than ten percent of the measures 

budget allocated for this progiam. The hurdle rate €or projects under this program will be set to insure only the 

most cost-effective projects are selected so as to insure cost recovery. 

I Thirty percent (30%) of cost of study to 

Rationale 
Some commercial and institutional customers will offer special opportunities for energy savings, either brought to 

I&M by tlie customer (or the customer’s ESCO), or as identified by company account representatives and 

engineers. By providing a thirty percent cost share in co-developing projects, plus a thirty percent “buy down,” 

customer projects will be likely to move forward. Experience will show whether a thirty percent buy down is 

enough to attract projects. If this percentage proves too low (based on response to tlie program) the percentage buy 

down will be raised. Experience with similar pro~jects in the Northeast has led utilities to offer 90 percent to 7.5 

percent buy downs in this program sector. The hurdle rate (payment for savings) for the program will be set to 

insure IRLM only acquires cost-effective projects. 

meet a selected cost-beliefit ratio 

Participatiorz arzd Measuses 
Measures are shown below. 

Custom develop project proposal and thirty percent 
(30%) of energy efficiency improvements 

Table 27. Measures and hcentives - C&H Incentives 

Because of the custom nature of the project, there will not be a large number of participants in any one yea .  

Table 28. Estimated Participation and Savings - C&H Incentives 
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Marketiizg Plans 
This program is in every iespect a custom program. An example of this type of program is NSTAR Electiic’s 

Compressed Air Leak Detection and Remediation Program (www.com!~ressedairclialIeiirre.or: &L 

www.iistaronline.coii~busiiiess/eiiergv efficiencv). Also see Pacific Power’s Energy FinAnswer and Energy 

FitiAiiswer Express programs at www.paciGc~ower.1iel/Navigatio1~Navi~atio1i925.Iit1~. It is expected that these 

will be high ieturn projects in t e r m  of savings achieved. As a program control tool, for the first nine months of 

each piograin year, funds to any one paticipaiit will be capped at ten percent of program funds allocated to 

incentives for this program. 

Program. Tracking Considerations 
Data requirements will vary with the specifications for each project. In some cases, utility billing meter 

infoonnation i s  capable of the level of detail required to assess program i~qiacts.  h other cases, spot metering or 

other types of assessment may be required. In any case, the program manager should collect, at a ininimum, 

information about all customer electrical equipment, hours of operation, etc. It is expected that evaluations will 

primarily take the form of short term instrumentation and spot metering with eiigiiieeriiig review. Since these are 

custom projects, it will be particularly important in insure provision is made to assess the kWh and/or kW condition 

that constitutes the baseline, and then measure the change due to the DSM improveinelits. 

Detailed Bisdget Plans 
An estimated five-year budget for this program is provided below. The anticipated cost to I&M for offering this 

program to customers involves budgets for: 

0 

0 

Administrative costs to develop, advertise, oversee and inoilitor the program. 
A customer incentive of thirty percent to defray the cost and energy study and improvements. 

Costs to participating customers include the remainder of energy study cost to develop p i ~ j e c t  proposals, provision 

for staff involveinent in developing and monitoring the project, and the remainder of equipment costs. 

Table 29. Estimated Five-Year Program Budget - @&I Incentives 

Impleiiieiitalion & Other Annual Cost 0 $30,000 
DSM Staffing $44,000 $44,000 $44,000 $44,000 $44,000 $220,000 
Progmm Monitoring &Evaluation $40,000 $SO,OOO $SO,OOO $120,000 $ 120,000 $440,000 

Incentives $14,540 $74,200 $145,400 $148,400 $222,600 $222,600 $S16,200 
Delivery & Other $2,000 $10,000 $20,000 $20,000 $30,000 $30,000 $1 10,000 

Total Budget- $198,200 $292,400 $292,400 $416,600 $416,600 $1,616,200 

Variable Program Costs 
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aldusltrial Rebates 
p_ 

This program targets non-residential customers eligible for piesciiplive measures. These will include commercial, 

industrial, and institutional custoniei s. For-profit, noli-profit and public agencies (such as schools) will be included. 

Measure 
Energy Saving Liglitiiig Measures 
Mo tors/Drives/Pumps 
Energy Star Transformers 
Refrigeration Efficieiicy 
Efficient Vending Machines 

Rationale 
Rebates are straightforward reimbursements of a portion of customer cost of specific rebated energy efficiency 

items. Many custoiiiers have concei-lis about the high first cost associated with some of the larger energy efficiency 

investments (e.g. HVAC systems or energy iiianagenient systems). I&M’s proposed incentives will help remove 

that barrier. Some customers may also need technical assistance to deteriiline what equipment is appropriate for 

their facilities. I&M will help address that problem by pre-qualifying ESCOs and then iiialuiig the list of pre- 

qualified ESCOs available to interested customers. As an example of this program type, NYSERDA’s 

EnergySniart(SM) Coinniercial/Industrial Perforinance Program (CPP) is iiiipleinented entirely by ESCOs. Since 

the program started in 2004, the number of qualifying ESCOs in New York State has iiicreased significantly, thus 

facilitating program iinpleineiitation. ESCO involveiiient will provide customers with technical expertise to 

deteriiiiie what equipinelit is most appropriate for them, as well as energy savings monitoring. 

Measure Number Incentive Amount 
C-17, C-18, C-19, C-20 25% 

c-11, c-12 25% 
C-14 25% 
c-10 25 % 

25 % ___--- C-3 1 

Par ficipatiorz and Measiwes 
Representative iiieasures are shown in the table below. Measures may be added or deleted from the prescriptive list 

as infomation is gained during program planning and adninistration. The incentive level for these measures is 

twenty-five percent. 

Table 30. Measures and Incentives - C&I Rebates 

A rigorous analysis of program cost effectiveness is presented in the next section but all of the measures included in 

this program are cost effective based on the measure specific benefit-cost ratio (see Table 14) except for measure 

C-20. LED traffic lights (C-20) were included because the benefit-cost ratio was close to one. 
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Projected participation by year is shown in the table below. 
Noiwiiber 20, 200s 

Table 311. Estimated Participation and Savings - C&P 
Potential Participants 42,400 

Marketing Plans 
I&M will need to advertise this program during its initial stages, and also will need to actively recruit ESCOs to 

work in its service territory. We recommend some general advei tising, primarily in the form of brochures and 

mailings targeted to potential program participants. I&M should work directly with business associations and 

contact sonie customers through account representatives. The budget below provides for some general advertising 

at business events, as well as brochures and premiums. The incentive level for the program is recoininended at 

twenty-five percent. 

Prograin Tracking C'oizsidesatiorzs 
The program manager should insure that the vendor managing this program has an excellent tracking system and 

provision should be made to gather in-service date and technical data about equipment being replaced as well as the 

energy savings measures that will replace old equipment. 

Detailed Bicdget Plans 
An estiniated five-year budget for the Coinniercial and Institutional Rebate Program is provided below. The 

anticipated cost to IRrM for offering this program to custoiners involves budgets for: 

0 Adnlinistrative costs to develop, advertise, oversee and monitor the program. 
Q A customer incentive to defray the cost of an energy audit for those customers, although the 

0 Incentives for installing energy efficient equipment. 
primary strategy will be for ESCO developinent of audits. 

Costs to participating customers include the remainder of equipment and installation costs. 

Table 32. Estimated Five-Year Program Budget - 618x1 Rebates 

Implementation & Oher Aniiual Cost $50,000 $0 $0 $0 $0 $50,000 

DSM Staffing $44,000 $44,000 $66,000 $88,000 SS8,OOO $330,000 
Program Monitoring & Evaluation $10,000 $7,500 $SO,OOO $7,500 SS0,OOO $185,000 

innable Program Costs 
Incentives $1,350 $572,400 $1,144,800 $1,717,200 $2,289,600 $2,862,000 $8,566,000 
Delivery 6: Orlier $130 $55,120 $ I  10,240 $165,360 $220,480 $275,600 $826,800 

btal  Budget $731,520 $1,306,540 $2,028,560 SZ,G05,580 53,305,600 $9,977$00 
~ 
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rogram 6. Commerciall and 

This program targets commercial aiid institutional custoiiiers with a usage profile that indicates a possible high 

value from retro-coiniiissioiiing. Although direct requests may also be received, typical the program begins off- 

site with a scan of billing records using EZ Sini or a similar tool. This screening process will select a pool of 

buildings for which it loolts like retro-commissioiiiiig is highly likely to produce substantial energy savings. 

Building coinniissioning is a process that is associated with new buildings; a quality assurance process that is 

followed to facilitate new buildings perforiiiiig as designed. Retro-conimissioniiig applies a similar process to 

existing buildings. The goal is insure that a building operates efficiently and effectively. The focus of this pilot 

prograni is in insuring efficient operation, rather than on upgrading equipment. The prograni conducts a low-cost 

“ttuning” of electricity related building systems. The tuning typically involves control systems such as energy 

iiiaiiagenieiit systems that may be improperly programmed, or controls that %-e out of calibration. When probleins 

are identified and demonstrated, they may have major ecoiionic effects. When this type of probleiii exists, retro- 

coniiiissioning resolves such problenis at low cost. 

There is single measure, retro-cominissioiiiiig. This project will also €eed participants towards the Commercial & 

Institutional Presa iptive Measures Program and the Commercial & Insti tutioiial Incentives Program. 

Rationale 
Most buildings have never beeii coimissioned, so the comnissioning of an existing building may be able to 

identify and collect high priority operating deficiencies aiid verify proper operations. The focus will typically be 

011 energy-using equipment, lighting, and controls. Further, this progi ani is designated as “retro-comiiissioiiiiig 

lite,” since it will iiivolve eiigagements of about $4,000 per building’8, rather than the $10,000 to $52,000 

associated with full retro-coiiimissioiiing.’~ The objective will be to find the best buildings for the program. These 

will be buildings with sigiiiiicaiit energy problems that can be easily detected and easily fixed. Energy savings will 

be documented by engineering calculations and evaluated using EZ Sim. The persistence of energy savings will 

also be tested. 

Pnrtic&atioit nitd Meastires 
Measures are listed below. 

Table 33. Measures and Incentives - C&% I[$e(ro-63Qmmissioning Lite 

I s  This is pel building; an individual project may have more than one building. 
l 9  See Haasl &Terry Shai-p, A Piactical Guide for Coiiiniissioiiing Existing Buildings Washington, DC: Office of Building 
Technology, State and Coniinuiiity Piogiams, US Depaliiient of Energy. Prepaed by Portland Eneigy Conservation, Inc. and 
Oak Ridge National Laboratory, Apiil 1999. 
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Because it will take some time to p i t  the program in place and to reach the targeted customers, we plan for 

participation in the program’s first year to be lower than in subsequent years, aiid expect that many of the first year 

participants are likely to be sinaller businesses with more flexibility in their decision making. 

Table 34. Estimated Participation and Savings - C&l[ HPetro-Commissioning Lite 

129,209,760 I 21,452 I I Cumulative I 6,360 1 3.0% I 

Marketing Plans 
We recoininend some general advertising within the business community, primarily in the form of brochures and 

mailings targeted to potential program participants; also coordination with business associations. The budget below 

provides for some general advertising at business events, as well as brochures and preniunis. Since this prograni 

will operate using internal prescreening, direct contacts to selected businesses and institutions will also be useful. 

Air Advice is currently running a sinlilar program for the Oregon Energy Trust. 

Progrant Trackiitg C‘orzsidemtioias 
The program inanager should collect, at a minimum, information about all customel- electrical equipment, hours of 

operation, etc. The major concern will be for complete and accurate documentation of “before” and “after” enei-gy 

use and demand impacts. In addition, a way to monitor the duration of energy savings aiid deniand reduction. 

Detailed Budget Plans 
An estimated five-year budget for this program is provided below. The anticipated cost for offeiiiig this program to 

customers involves budgets for: 

0 

0 

Administrative costs to develop, advertise, oversee aiid monitor the program. 
Incentives for installing energy efficient equipment20. (Incentive aniounts are based on the average 
incentive given in NYSERDA’s EiiergySmartSM C P P  program, discounted to allow participation by 
sinaller coniinercial customers.) 

Costs to participating customers include the remainder of equipment costs. 

Incentive amounts are based on the average incentive given in NYSERnA’s EnergySmartSM CIPP progi-am, discounted to 
allow participation by snialler coiiiniercial customel s. The average CIPP program participant receives $17,000 in incentives. 
We have discounted that number to $9.750. 

20 
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Table 35. Estimated Five-Year Program Budget - C&l[ Reta.o-Coimimissioning Lite 

Impleinenk~tion & Other Annual Cost $0 $50,000 

Program Monitoring & Evnluation $10,000 
$44,000 $44,000 $44,000 $44,000 $44,000 $220,000 

$7,500 $50,000 $7,500 $50,000 $IS5,000 

$2,000 $548,000 $1,696,000 $2,544,000 $3,332,000 $4,240,000 $12,720,000 
Variable Piograin Costs 

$952,000 $1,747,500 $2,668,000 _, 33,443,500 54,364,000 

This program also serves as a feeder program for the prescriptive program (Program 5, C&I Rebates). 
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Measure 
Small W A C  units -- 

Tlis  program was designed on the premise that iiiuch commercial, industrial, and institutional Heating Ventilation 

and Cooling is not operating as planned. A typical assignment envisioned in t l is  program is to do on-site testing o€ 

HVAC units, and review their operation as an integrated building system. For example, out of twelve rooftop units, 

it is likely that two will be operating out of specification due to improper installation, subsequent damage to units, 

or problems with controls. In the case o€ a Iarge schoo1, built in sectioiis over time, it would not be L I I ~ U S L I ~ ~  to find 

adjacent units, some cooling and some heating, and other units damaged while most units are performiiig as 

designed. 

Measure Number Incentive Amounts 
c-2 25 % 

Ratiorzale 
Most buildings have never had a focused look at the working of the HVAC systems. This program will deploy 

HVAC specialists to test units and make recommendations for their efficient operation as a building system. Tlis 

will primarily involve repair of units aiid control adjustments, but iiiay also involve recoinmendations for 

modification to air circulatioii withiii buildings. 

Pa&ipntioiz and Mmsicres 
Measures are listed below. 

Table 36. Measures and ncentives - C&I 

Participation is indicated in the table below. 

Table 37. Estimated Participation and Savings - C&H VAC Optimization 

Potential Partici 

Masketiizg Plans 
It is likely that company representatives can help develop lists of buildings that will be likely candidates for this 

program. In addition, there should be coordination with business associations. The budget below provides for 

some geiieral advertising at business events, as well as brochures aiid premiums. 
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Prograin Tracking Coiisideratioizs 
This is an applied technical program that will be dependent 011 the quality and completeness of technical drawings 

and brief technical explanation provided by the program staff. Evaluation will rely on this iiiforiiiatioii and may 

also involve spot metering and (where applicable) billing analysis. 

Detailed Budget Plans 
An estimated five-year budget for this program is provided below. The anticipated cost for offering this program to 

customers involves budgets for: 

Q 

e 
Administrative costs to develop, advertise, oversee and monitor the program. 
Incentives to cover HVAC inspection aiid evaluatioii of air flows where necessary. 

Costs to paticipatiiig customers include the remaiiider of costs (for repairs to W A C  equipment aiid remodeling to 

permit better airflow within buildings). 

onitorin:: 6i Ewluation $10,000 $7,500 $SO,OOO 

-- , $247,070 $337,640 $553,210 

This program also serves as a feeder program for the prescriptive program (Program 5 ,  C&I Rebates). 
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Restaurant Audit C-28 

This program is tat-geted to food service facilities and grocery stoi-e/superiiiarkets. It consists of refrigeration 

improvements, improvements to refrigeration to reduce load, and restaurant coinrnissioiiing audits (designed to 

optimize controls and h i t  energy losses in food service facilities). The program will also serve as a feeder to 

Program 5 ,  CLeI Rebates. 

25 % 

atiorzale 
There are consistent energy savings to be obtained from food service facilities (primarily restaurants) and the 

refrigeration end-use in grocery stores and supermarkets. There are t h e e  DSM nieasures in this program, listed in 

the table below. 

Refrigeration Tune-up C-29 
Refrigeration - Casework C-30 

Participatioii arid Measures 
Measures are listed below. 

25 % 
25 % 

Participation is indicated in the table below. 

Table 40. ~ s ~ i I n a ~ e d  Participation and Savings - @&I Audit 

Potential Participants 2,470 
Per participant Sayings (kWh): 20,595 
Per Participant Savings (1cW): 2.9 

Marketing Plaizs 
It is likely that company representatives can develop lists of buildings that will be likely candidates for this 

program. In addition, there should be coordination with business associations. The budget below provides for 

some general advertising at business events, as well as brochures arid premiums. 

Program Tracking Coizsideratioizs 
This is an applied techilical program that will be dependent 011 the quality and completeness of technical drawings 

and brief technical explanation provided by the program staff developed on-site for each project. Evaluation will 

rely on this information and may also involve spot metering and (where applicable) billing analysis. 
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Detailed Budget Plans 
An estimated five-year budget for this program is provided below. The anticipated cost for offering this program to 

custoiners involves budgets for: 

Noveiiiber 20, 2005 

0 

0 

Administrative costs to develop, advertise, oversee and monitor the prograiii 
Iiicentives to cover audits and tune-ups. 

Costs to participating customers include the reinaiiider of costs (for repairs to HVAC equipment and remodeling to 

permit better ail flow within buildings). 

Table 41. Estimated Pivve-Year Program Budget - C&:H Audit 

Iniplementation 6i Other Annud Cost $50,000 $0 $0 $0 $0 $50,000 

Program Monitoring 6i E,vnluniion % 10,000 $7,500 SS0,OOO $7,500 $SO,OOO $1S5,000 

Incentives $610 $15,250 $29,S90 $45,140 $60,390 $75,640 $226,310 
Delivery 6i Orher $130 $3,250 $6,370 $9,620 $12,570 $16,120 $48,230 

DSM Steffing $22,000 $22,000 $22,000 $22,000 322,000 $1 10,000 

lariable Progiani Costs 

'otai Budget 

This program also serves as a feeder prograin for the prescriptive program (Program 5 ,  C&I Rebates). 
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Measure 
Design Assistance 

This program targets iiew conxnercial, industrial, and institutional construction. The program provides rebates for 

Measure Number I Incentive Amounts 
C-9 I 50% of Incremental Cost 

developing projects that are at least thirty percent inore efficient than current building code. Iiiceiitives are offered 

to project owners or, for government buildings, to the design team. These incentives will cover fifty percent of the 

iiicremental cost difference between standard and energy efficient equipment, or the amount of the iiiceiitive will be 

enough to decrease the iiicremeiital cost to a 1.5 year payback, whichever is less. The focus of this program is on 

integrated design. Prospective veiidors should be asked to propose a method of determining incremental cost for 

I&M review. As a control tool, for the first nine months of each yew, no project may be allocated inore than ten 

percent of the budget allocated for efficiency improvernents for this program. 

This program is based on National Grid’s Design 2000 Plus program. For comparison, Western Mass Electric’s 

(WMECo’s) Energy Coiiscious Construction program covers most costs plus, for larger and complex projects, 

provides design assistance.” National Grid‘s Design 2000 Plus program initially covered 60 to 90 percent of 

iiicreiiieiital cost plus a comprehensive design approach for larger and complex projects“” More recently, as a 

mature program, National Grid Design 2000 Plus now covers 7.5 percent of increiiiental cost.”3 The program will 

follow the Advanced Buildings System approach developed by the New Buildings I~istitute.’~ 

Ratiolzale 
This pi-ogram is designed to overcome first cost barriers by providing iiiceiitives that cover the incremental cost, 

and to provide information to project developers and design teams. 

Participation arzd Measures 
Measures are listed below. 

Table 42. Measures and Incentives - C&I New C o n s t ~ u ~ t ~ ~ ~ ~  

See: www.wineco.conl/biisiness/saveenergy/ener~yef~cieiicyprograiiis. 
--See: www.aceee.org/i1tility/9aiigriddesign2OOO.pdf. 
23 See: ~~~~.natio1ialgridus.coiii/niasselectric~usiness/energyef~/4~new.asp. 
24 See: http://www.advancedbuildings.net/index.htm. Note that leading program are adopting the NBI approach. 

7 7  
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Projected participation is shown in the table below. 

Table 43. Estimated P a ~ ~ ~ c i ~ a t i o n  and Savings - C&I New Construction 

Markatirzg Plan 
The target of the marketing effort will be the project owners and the design teams. Programs of this type usually 

involve direct personal relationship building, traiiiing sessions or seminars, direct marketing, aiid meetings. 

Psograni Tracking Considerations 
New coiistructioii projects present a particular cliallenge for prograin tracking since there is not an actual baseline 

building to compare to the iiew structure. This ineaiis that the contrast to baseline conditions will require 

siinulatioii software that can model the iiicreinental energy efficiency improvements. The specific assumptions 

built-in to tlie inodel should be recorded so that they are evident, and the simulation software package employed 

must be in general use for DSM applications in wlich current practice (as built) coiiditioiis are used to develop tlie 

energy savings that derive from the ineasures installed. Simulation software is required to take sometime complex 

interaction effects into account. 

Detailed Budget Plaits 
An estimated five-yeas budget for this prograin is provided below. The anticipated cost to I&M for offering this 

program to customers iiivohes budgets for: 

0 Administrative costs to develop, advertise, oversee and inoiiitor the program. 
0 Incentives for the installation of recorninended measures as demonstrated through the provision of 

receipts by the customer. 

Costs to participatiiig customers include the customer share of the costs of covered measures and equipment and 

installation costs. 

Table 44. Estimated Five-Year Program Budget - C&I New C o ~ ~ s ~ ~ ~ c ~ i o n  
Cost per 

Program Monitoring 61 Evaluation $10,000 $7,500 $80,000 $7,500 $80,000 $185,000 

Incentives $9,520 X7G,IGO $104,720 $123,760 $133,2SO $218,9GO $656,880 
Delivery C Otlier $7,000 $1 1,500 $34,500 

Variable Prograin Costs 

Total Budget 
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Progrartn 310. 
_ _ ~ ~  

This program includes the two residential energy assessment options that are cai-ried out remotely, by mail or 

Internet and an oti-site audit with direct iiistallatioii of niinor nieasures. In both remote options, a residential 

customer can coiiduct a residential energy assessment using a computerized home energy auditing program. The 

remote audit program is the same for both the Internet and mail options, aiid works by linlung to actual billing data 

for the residenlial account. The remote program is open to all custoiiiers and free to all customers. However, the 

program will woilc best for electric heat customers and this is the focus o€ the remote audit program. In addition, 

for electric heat customers who coinplete the remote audit, I&M will send a sinall l i t  of energy efficiency itenis 

(shown in the first column of Table 23). As a more advanced option, the program will also offer an on-site audit 

for I&M's electric heat custoiners €or a $SO fee, as discussed below. The savings in the remote eleiiieiits o l  this 

program are computed based on the items in the l i t ,  aiid no savings is assumed for the remote audit step. 

Ratiorzale 
The remote elements of this program are open to all residential customers at no charge to provide easy access to 

energy efficiency recoiimendations tailored to the home. Since it is conducted by hiternet or mail, it can be dolie 

to suit a customer's schedule. The reniote elements are an entry-level degree of customer engagement, providing a 

way for customers to begin to get direct inforination on what they can do to niake their home inore energy efficient. 

For homes with electric heat, the separate program element for an on-site energy audit with direct install of iiinor 

measures provides the option of a higher level in-home audit for a sniall fee, I-efin?ded if aiirlit I-econznzeirdatioizs w e  

implemei7ted. The oii-site audit program element targets households in existing single family homes aiid condos 

aiid (with a difierent permission structure) €or iiiultifaiiiily dwellings. The program iiicludes an on-site audit and 

encourages households to save electricity through the installation of energy efficiency measures. The audit, for 

example, might recoininelid air sealing, insulation, and other measures. 

The On-Site Audit with direct install program element will provide households with a walk-through examiiiatioii of 

their home by a trained auditor/contractor using standard audit software for identifying existing conditions related 

to electric energy usage. The auditor will identify specific energy saving opportunities that could be installed by 

the contractor upon approval of a job scope by the customer. The contractor will convey energy saving tips during 

the walk-through, and attempt to be comprehensive in their assessineiit of opportunities regardless of their 

particular specialization. Customers will pay $SO of the audit cost, aiid have their audit cost credited to their bill if 

they proceed with installation of at least one of the recoininended measures. The recommendations of the auditor 

a-e expected to be standard measures associated with whole house weatherization, such as ceiling insulation, wall 

insulation, air sealing, etc. 

At the same time, duriiig the walk-though audit, the contractor will install the measures in the Direct Install Kit at 

no cost to the customer and additional low-cost measures (see table). At the conclusion of the site visit, customers 

will be provided with a check list of preliiiiiiary reconmiendations from the audit, to be followed within o m  week 
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by a full report generated by the audit software. The program will take credit for kit measures after degrading the 

l i t  savings for expected installation rates. Expected installation rates of 80 percent for CFL’s, 60 percent for 

showerheads, and 75 percent for aerators were used to calculate pi-ogram savings for the inailed kits. Savings from 

the onsite audit are only counted for installed nieasures at the time of the audit and recommended measures 

subsequently installed and rebated. There is a fifty percent incentive for recoinmended ineasures beyond those 

directly installed during the audit. 

Noveiiiber 20, 200s 

Measures - Remote Program Elements Measure Number 
CFLs (4) R-32 
Showerheads (2) and Aerators (3) R-36 
Hot Water Thermometer Kit Add-In 
Refrigerator Therinometer Kit Add-In 

The package of direct install measures is modeled after Wisconsin’s Home Perforinaiice with Energy Star program 

with emphasis on their E-Saver Kit component, which includes these measures plus a programmable thermostat, 

but oiily included one CLF.25 Prograininable thermostats have recently becoine controversial (see Appendix). To 

overcoine problems with prograininable thermostats, the program will focus on easy-to-read, easy-to-use equipment 

and provide customer education. 

Incentive Amount 
100% 
100% 
100% 
100% 

The remote eleinents provide easy access to energy saving information tailored usiiig computerized energy use 

information and an electronic protocol. The on-site audit with direct install of ninor measures program element 

provides a step up to an on-site audit. This program element, in addition, may serve as a predecessor to a full Home 

Performance with Energy Star program, providing a framework to work with contractors to develop Home 

Perforinaiice with Energy Star, if such a program is desired in the second program cycle. 

Wall Insulation R-2 1 
Ceiling Jiisulation R-16 
Prograininable Thermostat R-15 
Duct Sealing R-6 
Refrigerant Charge Check R-6 
House Sealing R-18 
CFLs (12 additional) R-32 
Electric Water Heater Wrap & Pipe Wrap R-35 

Participation arid Memiires 
Measures are shown in the table below, and may be added or subtracted during the program based on experience. 

50% 
50% 
50% 
50% 
50% 
50% 
50% 
50% 

All of the nieasures included in this program we cost effective based on the nieasure specific benefit-cost ratio (see 

Table 13) except for measures R-6 and R-18. Given the relatively close to one benefit-cost ratio of these measures, 

25 State of Wisconsin Depaitment of Administration Focus on Energy Statewide Evaluation, Evaluation of the Home 
Perfoiinance with Energy STAR Whole House Coinponent, April 24,2003. 
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the iinprecise nature of the ineasuie screening, and the iniportance of peak savings associated with each of these 

measures, they were included in the piogiain design. 

Noveiiibei. 20, ZOOS 

There is no cost in the remote pxogram elements to participating customers for the remote audit and kit. There is a 

$50 fee for the on-site audit, however this is credited to the bill if at least one program recommended ineasure is 

installed (recommended measures will be suppoi ted by the company at a SO% rebate). 

Projected participation by year is shown in the table below. Ninety-two percent of all pxticipants are expected to 

be remote only with the remainder receiving the on-site audit. 

Table 46. Estimated Participation and Savings - Residential Whole House 

69,455 I I Potential Particinants 

&fdCQtZirZg PhZlZ§ 
I&M will need to actively market this program in custoiner conmunications, such as bill stuffers. Employees can 

also make customers aware of tllis program if they contact the conipany about energy efficiency or a need to lower 

bills. The remote program eleinents are low-involvement lead-in program that will help develop prospects for 

other programs. 

In developing the kit for the remote program elements, strategic attention should be placed on the lcit as a marketing 

tool. First, insure that the kit items are attractively packaged and that the package itself is attractive. The focus 

should be on making the kits attractive and interesting as well as technical. Possibly some noli-energy but useful 

health and safety items can be included, as well as helpful literature. Since inany customers are more interested in 

“green” items to try to reduce carbon and save the planet, marketing staff should ask for suggestions and perhaps 

create a “green” theme. For example, one year the Washington DC Energy Office obtained a tire gauge for 

inclusion in each kit, donated by a local business. For the basic kit items, it is important to coiisider the value of 

paying a bit inore for “higher end” better performing and better looking items. Again, the kit is part of the 

marketing and promotion of this program. The luts should also be available at cost froin the company’s website. 

The on-site program element represents a step u p  in engagement and comnlitinent for an on-site energy audit that 

can lead to full weatherization retrofit with a fifty-percent level of support froin the utility company. As noted 

above, the on--site element can be developed into a full Home Performance with Energy Star program for the second 

program cycle. 
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Prograin Trackiizg Corzsidesatiorzs 
The program eleiiients in this prograin (remote and on-site) u e  packaged prograins provided by a vendor. All data 

requirements shodd be part of the pi-ograin database. 

Detailed Budget Plaizs 
An estimated five-year budget €or this program is piovided below. The anticipated cost to I&M €or ofiering this 

piograin to custoiners involves budgets for: 

e Adnlinistrative costs to develop, advertise, ovei see and monitor the program. 
B Direct program costs, including a vendorized liiternet/mail-in energy assessinent program. 
8 Diiect program costs for the audit/direct install vendor. 

There is no cost in the remote program elements to participating customers for the remote audit and kit. There is a 

fifty dollar fee for the on-site audit, however this is credited to the bill if at least one program recoinmended 

ineastire is installed (recommended ineastires will be supported by the company at a SO% rebate). 

Incentives $6S $94,730 $159,460 $ZS4,159 
Delivery 6r Other $20 $27,780 $55,560 $53,340 

$19G,510 $296,520 $491,529 - Total Budget -- 
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~ ~ Q E ~ ~ ~  lie 

The Residential Rebates program is focused on rebates for CFLs and Energy Star Appliances (Energy Star Clothes 

Washers). 

The promotion will provide rebate coupons to I&M customers toward the purchase of CFLs, L,EDs, and Energy 

Star clothes washers. Tlie coupon approach gives the I&M program administrator direct control over where 

coupons will be made available and for which sales outlets.‘G 

The dollar aniount for the appliance incentive for this promotion is lower tl?aiz might be expected based on industry 

experience in prior years. This is due in part to recent changes in the Energy Star program and the overall success 

of the Energy Star strategy as demonstrated by the gradual increase in energy efficiency of base case (non-Energy 

Star) equivalent products. This is also why refiigerators and dishwashers are not included among the appliances €or 

which rebates are provided. 

For clothes washers, MEEA utilities have been using a $75 to $100 rebate, however this amount includes an 

arranged manufacturer rebate of $25 to $50. According to a September 2006 Consortium for Energy Efficiency 

(CEE) report, Alliant Energy provided a $50 rebate for vertical axis and a $100 rebate for horizontal axis clothes 

washel-s. To communicate a consistent message, the rebate for clothes washers is set at $100. Efficiency Vermont 

provided a $50 rebate for a CEE Tier 3a clothes washer and $25 for a room AC. The Long Island Power Authority 

clothes washer rebate is $15, $35, or $SO to customers along with a $50 clothes washer rebate for builders who 

install a clothes washer with a modified energy factor (MEF) of 2.0 or National Grid provides a $100 

clothes washer rebate for washers with MEF of 1.8 or higher. TJnited Illun~nating and Connecticut Light & Power 

both provide a $20 or $50 clothes washer rebate. Sacrainento Municipal Utility District (SMUD) has clothes 

washer rebates at $7.5 and $125 depending on CEE tier level. 

The coupon approach is available as a “pacltaged” approach through Energy Federation Incorporated (EFI), which can also 
provide coupon processing services (ww\v.efi.orq). WECC administers several similar programs. Marketing and promotional 
plans for this program area have been developed collaboratively tlxough the Consortiuni for Energy Efficiency (CEE). Part of 
the reality of this hiid of program is the need to work through a program vendor. Tlie vendor offers a full package of features, 
one of the most important of which is contact with the national offices of big-box and other chain stores. Indiana Michigan 
Power may also want to explore making promotions available through locally owned and operated stores. Big-box stores are 
akeady primed and looking for cooperation \?it11 utilities and prograin vendors in this area will already have relationships with 
national offices of the big-box stores that can be activated for Indiana Michigan Power. For lighting promotions, Wal-Mart has 
announced a major CFL initiative designed to introduce at least one CFL, to each of its 100 iiiillion US customers over the next 
few years. In initiating this campaign, Wal-Mart has devoted additional shelf space to CFLs and a~~anged with GE for an initial 
21 percent cut in the price of CFLs. We can expect a number of proiiiotioiis for 4-packs, 6-paclq 12-paclts, an increasing 
variety of bulb types, and possible additional price reductions. Although this initiative has received major buzz, other stores, 
such as Home Depot and Lowe’s are implenienting siiililar CFL promotions, and a trip to any of these big-box stores will show 
that extensive shelf space is now dedicated to promotion of a wide variety of Energy Star CFLA These big-box initiatives are 
compatible with tlie lighting promotion design and can be viewed as additional leverage for program efforts. Utilities with 
current CFL DSM programs have been working with both local and big box retailers, and see any fui-ther contributions on the 
part of manufacturers and retailers in cutting prices and extending proniotions as contributing to their programs. 

26 

The higher tlie MEF, the more efficient tlie clothes washer. 27 

Page 60 



KPSC Case No. 2009-00339 
Staff 1st Set Data Requests dated November 13,2009 
Item No. 4 
Page 30 of 46 

birliniin MaI.ket Assessliteiit mid Actio11 P l m  for. ElectiYc DSAt PI  O ~ I  O I I I S :  Fiitnl Report Noveiiibei~ 20, 200s 

Ratioitale 
The appliance and lighting program elements both improve the product mix in favor of energy efficient 

technologies for the service territory by promoting the purchase and stoclciiig of efficient 1-eplaceiiieiit units. 

Appliaiice promotions are best developed on a national level with participation by utilities and governments. 

Eiiergy Star has overcome all of the defects of the earlier local or regional proiiiotioiial prograiiis through a single 

national prograin structured to periodically advance program standards and regulate miiiiiiiurn efficiencies. At the 

same time, it is structured to work with regional marketing initiatives aiid local promotion.’* 

MeasuresRrogram Element Measure Number 
Eiiergy Star Clothes Washers R-28 
Energy Star CFL Instant Coupon R-32 
Eiiergy Star CFL 2-Pak Coupon R-32 
Eiiergy Star CFL 4-Pak Coupon R-32 
CFL 6-Pak Coupon R-32 
CFL 8 R-32 
LED Holiday Light Strings NA 

CFL promotions are also best developed by leveraging iiational campaigns (such as “Save a Light - Save the 

World”), including federal investments in marketing and promotion by EPA aiid the now coordinated efforts 

developed through utility cooperation with big-box stores. 

hcentive Aniouwt 
$100 per unit 

$1 
$2 
$4 
$6 
$8 

Up to 3 free if 3 or more traded in 

Participation arzd Measures 
Measures are shown in the table below. 

Table 48. Measures and Incentives - Residential 

LED Holiday Light Strings, the last measure listed in Table 48 is included as a promotional item, and is not part of 

Measure R-32 or a tested measure. The Holiday Lighting Exchange has proven to be a veiy well accepted part of 

the energy efficiency efforts in California and Alaska. In Califorilia it helps focus public attention on the greater 

energy efficiency effoit. hi the California programs (run throughout the state) in the month of December the 

utilities include LED Holiday Light Strings in their standard CFL exchange program. Custoiiiers niay briiig in 

t h e e  or more strings of old inefficient holiday lights and exchange them for up to three strings of LED Holiday 

~ i g ~ i t s . ’ ~  

For exaiiiple, for the history of the residential clothes washer initiative, see She1 Feldiiian Management ConsLiltiiig, Research 25 

into Action incorporated, and Xeiiergy incorporated, The Residential Clothes Washer Initiative, A Case Study of the 
Contributions of a Collaborative Effort to Transform the Market, prepared for the Consortium for Energy Efficiency, June 
2001 (http://www.ceel .org/eval/RC~-eval.pd~. 
29 The new light emitting diode (LED) holiday lights use only 0.04 watts per bulb (compare with 0.4 watts for newer miniature 
lights or 5 watts per bulb for C7 screw-in lights, or 10 watts per standard bulb). The retail cost of a string of 100 LED lights is 
approximately three times the cost of a string of 100 miniature lights. To work out a comparison, assuiiie that lights are used 
five hours per day or one-hundred and fifty hours for a month. For current information, see Questline, “Lighting Up the 
Holidays: An Energy Cost Coinparison” at www.questli1ie.coiil/Article.aspx?userll)=.?6S464&articleID=34S7&NL=S439. We 
thank Betsy Krieg at Pacific Gas & Electric for this updated information. When run as an exchange, we have observed that the 
majority of strings turned in appear to be the 10 watt and 5 watt bulbs. For strings of 100 bulbs this replacenleiit by 0.04 watt 
LED bulbs is a major difference for this end use. 
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Projected participation by year is shown in the table below. 
Noveiiiber 20, 2005 

Table 49. Estimated ~ a ~ t i ~ i p a t i o ~  and Savings - Residential Rebates 

Marketing Blcms 
Proposed marketing efforts include the use of utility bill stuffers, and coordinated advertising with selected retail 

outlets. This type or program is best iniplemented using implementation vendors and the program elements already 

exist in nationally available programs for utilities to implement, and selection of a regional vendor will provide 

added value in the form of detailed program and technology knowledge and relationships. A basic assumption in 

the development of t l is  program is that it is not so much the size of the rebate so much as the existence of a rebate 

and the skill in developing engaging promotions and long-term relationships with the appliance industry and dealers 

that will help move the more energy-efficient products.30s 31 

The basic marketing goals for the appliance program elements come from the Consortium for Energy Efficiency 

and are provided below:32 

1. Coiisumers understand and value the benefits from energy-efficient features. 
2. Retail sales force is knowledgeable about Energy Star and considers it a meaningful distinction 

for makiiig a sale. 
3. Manufacturers market and promote energy-efficient products and/or features. 
4. Energy efficiency, defined by Energy Star perforniaiice levels, becomes a standard feature or is 

available across all manufacturers' product lines. 
5. Energy Star represents the most energy efficient quality products available. 

The Energy Star residential lighting promotion will parallel the Energy Star appliance promotion to reach 

residential custoiiiers through retail outlets. The lighting promotion provides direct incentives to consumers to 

30 See tlie WEXC paper on residential appliances at littp://www.aceee.org/utility/iigl~estprac/wecc.pdf. Note that this paper is 
for a natural gas clothes washer program, however "lessons learned" regarding relationships and promotion would apply across 
appliance programs. 
31 A review of rebates offered across the US indicates that most utilities are offering rebates honi this h i d  of iiiarlteting and 
promotional perspective ratlier than from a direct resource acquisition perspective. See the Database of State Incentives for 
Renewables & Efficiency, (DSIW), maintained by tlie North Carolina Solar Center for tlie Interstate Renewable Energy 
Council (IWC) funded by the US.  Department of Energy (DSRE) at 
(http://www.dsireusa.org/library/includes/teclino.cfni?EE= 1 & F E = O ) .  
32 CEEs National Residential Home Appliance Market Transformation Strategic Plan, December 2000 
(littp://\~ww.ceel .org/resid/sehalseha-pl~i.pI.ip3). 
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facilitate their purchase of energy-efficient lights. The incentive is in the form of discounted pricing available foi 

lighting products that carry the Energy Star logo. 

This program is ,justified based on direct energy savings targets but also has a significant market transformation 

dimension. Generally, throughout the US, the Energy Star program has been affecting the types of lighting products 

available in stores: 

0 Tlie relative amount of available lighting shelf space assigned to Energy Star lighting products is 

0 The quality of CFL lighting has dramatically increased. 

0 There has been as sizable decrease in the cost of energy-efficient lighting, and with it an increase in 

Q At the same time, there is still variation in lighting quality between manufacturers and types of 

increasing dramatically in “big box” stores. 

The diversity of CFL styles and applications has greatly increased. 

store sponsored proniotions featuring price discounts. 

CFLs. 

In this program, I&M will be an active participant in the US Energy Star campaign. Through this participation, i t  is 

expected that the company will move more Energy Star lighting into retail stores, help make energy efficient 

lighting more affordable to its customers, and provide a contiiiuing and responsible guidance and energy efficiency 

education message to customers. 

Incentives will be iniplenieiited by coupons, in-store markdowns, or upstream manufacturer buy-downs. A coupon 

approach is more suitable for a service territory because it gives the program administrator direct control over 

where coupons ai-e available and for which sales outlets.33 Tlie lighting promotion program is modeled after a set of 

promotional program that is implemented by Energy Federation Incorporated. These programs are sponsored by 

Connecticut Light and Power, United IlluiTlinating Company, the Cape Light Compact, National Grid, NSTAR 

Electric, and Western Massachusetts Electric. 

Program Tracking Consideratiorzs 
Data collection and documentation for program purposes and nionthly/annual reporting will be included as features 

of the vendor program “package.” Data estimation of the baseline market and market potential for the specific 

Energy Star appliances promoted should be refined as a part of the vendor services and developed for each pi-oduct 

type. Data estimation of the baseline niarket and inarltet potential for Energy Star bulbs and fixtures in I&M’s 

service territory should be refined as a part of the vendor services and developed for each product type (CFL, type 

of CFL,, CFL pack, LED holiday lights). hi addition, for the program evaluation, data collection to compute free 

riders and spillover effects for computing Net-to-Gross ratios will need to be worked out pi-ior to program 

implementation, and responsibilities for collecting data inputs will need to be carefully defined along with workable 

accountability relationships. 

33 An alternative or parallel approach is the “lighting catalog,” which can be an extensive catalog of lighting options offered by 
a fulfilliiient vendor or a simple option for purchase of limited types of CFL,s ovei the 1&M website. For customers not near a 
cooperating big box or local stole, an InteInet option is a valuable addition fi-oiii a custoiiier service perspective. At the same 
time, there is a ‘trade off siiice the market transformation dimension of this program is better met by working with existing 
supply channels and existing retail outlets. 
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Detailed Budget Plans 
As in the other programs, the anticipated cost to I&M for oifering this program to customers involves budgets for: 

0 Adiniiiistrative costs to develop, advertise, oversee and monitor the program. 
@ Vendor services for the program vendor (assuming use of existing turnkey program elements). 
Q Incentives for the installation of approved measures as demonstrated through the provision of 

coupons collected aiid processed from the retail outlets. 

The cost to participating customers is the customer’s share of the cost (cost of product after the rebate). 

Table 5Q. Estimated Five-Year 

itoring 6: Evaluntion 

5s  $214,848 $368,31 I 5521,774 
Delivciy 6: Other $5 51 36,325 $233,700 $331,075 

$403,173 $62401 1 $974,S49 .- Total Budget 
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- 
The recycling program iinproves the in-service technology mix for the service territory by reinoviiig energy hog 

appliances aiid deleting them from existence in an environmentally fi-iendly way. Appliance recycling is available 

primarily through two national program vendors, both of which bring the necessary eiivironnieiitally sound 

technologies aiid procedures to the program. 

Measure Number Measure 
Refi-igeratioflxeezer Recycling R-26 

This program targets households with secoiid refrigerators or freezers. The program will piovide free refrigerator 

and or freezer pick up. If a home also has an old AC unit, the AC unit will also be picked up" The contractor will 

pick up, disable, and recycle the unit(s). Once I&M receives veiificatioii that the refrigerator has been recycled, the 

custoiner will receive a $30 incentive. This number is based on the amount offered by Nevada power Company. 34 

Incentive A n i ~ ~ n t  
$30 

Rntioriale 
This prograin tar-gets residential custoiners with second refrigerators or freezers, prefei-ably those older than 1997. 

The program is designed to take these inefficient older refrigerators off the niarket entirely, and to do so in an 

eiiviroiinieiitally-sustaiiiable iiianner. I&M will pay a $30 incentive to each custoiner to help persuade them to get 

rid of tlie secoiid refrigerator or freezer, and will also cover the cost associated with removing the refrigerator or 

freezer and recycling its components. As a program option, old window AC units may also be picked up ($20 

custoiner incentive) froin homes in which a visit is scheduled to pick up a refrigerator or a freezer. This option is 

now being developed by tlie firins that operate this type of program and inay be explored with the bidders. 

Window AC Unit Recycling 

Pwticipatioiz and Measures 
Measures are shown below. 

(Optional, may be developed) $20 

Table 52. Estimated ~arti~ipatiQn and Savings - Residential Appliance Recycling 
- 

Potential Participants 

34The $30 incentive is based 011 the Nevada Power Coiiipany incentive, which has elicited a stiong positive iesponse from 
customers. Wisconsin Public Seivices offers a $50 incentive, but we believe I&M's piogain will be successful with the lower 
incentive amount. 
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Marketing Plaits 
This program will be marketed directly to coiisuiiiers tluough bill inserts, direct niailing materials, and through 

refrigerator distributors. The program will need to mail inforination to customers on a regular schedule (twice a 

year basis, or more frequently as needed to produce the desired participation rates), and though poiiit-of--purcliase 

information at trade ally facilities. The two primary program vendors for this type of prograin are Appliance 

Recycling Centers of America, Inc. (ARCA), 7400 Excelsior Blvd., Minneapolis, MN 55426 [952-930-9000] 

[www.arcainc.coni]; and JACO Environmeiital, Inc. (JACO), 7 1 IS Larimer Road, Everett, WA 98208 [425-290- 

629 1][www.jacoinc.net], 

Program Tracking Coizsideratioizs 
The program vendor will be required to supply a detail database sufficient to demonstrate the age and coiiditioii of 

units picked LIP and also to demonstrate that the units are properly destroyed and recycled. In addition, the database 

should be sufficient to supply data necessary for program evaluation. 

Detailed Budget Plms 
An estimated five-year budget for this program is provided below. The anticipated cost to I&M includes: 

Q 

0 

0 Contractor payment. 

Administrative costs to develop, advertise, oversee and monitor the program. 
Incentive payments to customers of $30. 

There are no costs to participating customers. 

Table 53. Estimated Five-Year Program Budget - esidential Appliance Recycling 

$0 $20,000 
522,000 $22,000 522,000 522,000 $22,000 $1 10,000 
$10,000 $0 $l00,000 $7,500 $80,000 $197,500 
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This is a “beyond Energy Star” strategy for new residential construction. A second program element, Energy Star 

manufactured homes would have been included except that tlie ielatively small stock and yearly increment of 

manufactured homes in I&M’s Indiana service territory are too small to support a progra~n.~’ 

Recent changes in Energy Star and tlie general success of Energy Star in improving the perforinance of baseline 

(Non Energy Star) new homes have negatively affected the cost-effectiveness of the standard Energy Star pi-ogram. 

In the Energy Star program, there are many builder pathways (called Building Options Packages) to enable 

manufacturers to meet Energy Star criteria. Many Energy Star builders, in order to be sure of meeting the Energy 

Star criterion, now build beyond it. From a utility perspective, supporting “beyond Energy Star“ homes is the only 

viable option to insure cost-effectiveness of this program element. 

Energy Star homes are homes that are independently certified and are more efficient, comfortable and durable than 

standard homes constructed according to local building codes. Energy Star homes feature additional insulation; 

better windows, doors and bath ventilation; and high efficiency appliances such as furnaces, AC units, heat pumps, 

and water heaters. These iniproveinents beyond current practice typically cost home buyers a factor of two to three 

times the actual cost to builders for the energy efficiency improvements. Tlis provides excellent leverage in an 

upstream program model that can provide something like two to three times the customer value for each dollar of 

upstream buy down. 

The builder pathway indicated in the table above is an example taken from the set of possible pathways - builder 

options that that will produce a “beyond Energy Star” result. A package such as this is essential to keep the 

program cost-effective. The incremental cost of $3,000 per home plus a $400 inspection fee in the illustrative 

ineasuie package represents a generalized measure package. 

Incentives for new residential buildings program vary greatly across utilities. For example, the Eugene Water and 

Electric Board (EWEB) provides incentives of $250 or $1,000, and other utilities in the PaciCic Northwest states 

provide $1,000, $1,500, or $2,000. NYSERnA and Long Island Power Authority (LPA)  in New York provide 

incentives from $7.50 to $3,500 to builders of Energy Star homes. New Hampshire utilities provide up to $3,000. 

Southern California Edison provides incentives up to $700, depending on climate zone. 

Rationale 
The Energy Star Plus program element is necessary due to the overall success of the Energy Star concept. Baseline 

homes have become increasingly energy efficient, enough so that to mitigate the risk of not being cost-effective, 

program homes must be taken to a beyond Energy Star level of perforinance. 

~ 

A iiiariufactured home program could work as a joint utility funded statewide program. 35 
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Participation and Measuses 
Measures are shown below. 

Energy Star New Home (Building Options Package) 
Lighting aiid Appliance BOI~LIS when 10 energy efficient 
fixtures and 3 labeled Energy Star appliances are included 
(or equivalent upgrade) 
Illspection Service Fee 

Table §4. Measures and Incentives - Residential New Construction 

$1,500 

$200 

R-25 
- 

I Measure Number I Incentive Amounts 

Projected participation by year is shown in the table below. 

Table 55. Estimated Participation and Savings - Residential New Construction 
- - 

tential Pai ticipaiits 350 

Marketing $lam 
For beyond Energy Star homes, only the top income segments ase likely to be effectively in the market for very 

energy eificieiit new homes. This is particularly so now with problems in mortgage markets and general tightening 

of credit. The fiiiaiicial incentive is provided directly to homebuilders to help offset the additional cost to build an 

Energy Star home. This gives the iiiceiitive a multiplier of between two aiid thee.  This program element is a 

vendor delivered program requiring an experienced Energy Star program vendor. The program vendor provides all 

of the detailed knowledge aiid relationships to put the program in place with a restricted set of measures to reach 

savings levels significantly beyond Energy Star using a set of builder options packages. While the customer has 

higher iirst cost, the customer pays less for energy over the life of the home aiid on a life cycle basis comes out we11 

ahead financially. The program veiidoi will also provide the established channels to national builders, establish 

I-elatioiiships with local builders, and will come supplied with all manner of promotional materials 

The key, according to the Texas Energy Star program is in promoting the value of the brand to builders who would 

like to differentiate their product. Marketing methods include: 

1. Newspaper and real estate guide ads 
2. Signage 
3. Marketing materials 
4. Builder and subcontractor training and ongoing technical assistance 
5. Training in the advantages of Energy Star homes for all the builders, sales staff, realtors, aiid the 

lending coiimiunity. 
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6. Seininars and literature targeted at consuiiiers. This is a valuable addition to a iiiarketing effort 
because coiisuiiiers can create a market pull. 

Key points to include in a beyond Energy Star program element are:3G 

1. Establish a single stable multi-year appi-oach. This will give stability to builders and allow the 
program to grow more readily. 

2. Establish a single, simple, and high program standard of efficiency. This is iinportant because it 
lets builders kcnow where they stand and what is expected. 

3 .  Establish good relationships with area builders and developers. 
4. Ensure that staff professionalism, delivery systems, equipment, marketing materials arid quality 

assurance are all of high quality. 
.5. Maintain strict adherence to specifications based on sound building science and economics to 

maintain program credibility and consistency. 
6. Establish a process for certifying and documenting homes built to requireme~its.~’ 
7. Develop a solid infrastructure of experienced, well-known and respected organizations. 
8. Develop targeted incentives that are well coordinated with niarlteting and other service-related 

materials. 
9. Coordinate with health and safety standards and codes for residential construction. 
10. Provide ongoing technical training for builders and subcontractors. 
11. Promote builders buy-in into the program by getting them financially invested in the program 

tlxough advertising, building requireneiits, and training so they will support all aspects of the 
program. 

energy efficiency nieasures. 

38 

12. New constiuctioii is an excellent area to review for strategic combination of gas and electric 

Program Tracking C Q ~ ~ W ~ ~ ~ Q F Z S  
As Energy Star homes, Energy Star Plus homes are certified by HERS raters, and I&M will need to work with the 

HERS raters and tlie program vendor to establish a worltable data traclung system. There are seveial models for 

this system, for example the “Dashboard” system developed by Paragon Consulting Services. 

Detailed Budget Plan 
An estimated five-year budget for this program is provided below. The anticipated cost to I&M for the beyond 

Energy Star program element involves costs for: 

Q Adninistrative costs to develop, oversee, and monitor the program. A vendor contract to niaiket 

0 Cooperative advertising budget as part of an incliisive marketing and promotional budget. 
Q Incentives to be paid to the builder. 

and deliver the new home program, including funding of HERS raters. 

Costs to p a  ticipating custoiners include the customer’s outlay for any remaining incremental cost of tlie Energy 

Star Plus home. 

36 Drawn from Veimont Energy Star Program, inanaged by Efficiency Vermont. 
37 Texas Energy Star Program. 
3s Texas Energy Star Prograiii. 
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Table 56. Estimated Five-Year Program Budget - Residential New Construction 
I--’- 

Incentives $1,500 $52,500 $105,000 $157,500 $157,500 $I57,5 
Delivery & Other $500 $17,500 $35,000 $52,500 $52,500 $52,5 

$I  17,000 $ 1  72,000 $292,000 $242,000 $292,0 
-*-- 

Total Budget 

Page 70 



KPSC Case No. 2009-00339 
Staff 1st Set Data Requests dated November 13, 2009 
Item No. 4 
Page 40 of 46 

hicliaiin Marlter Assessiiieiir niid Acfioii Plnii for  E k f i  ic DSA4 Piogi a i i i ~ .  Fiiial Repoir NoiwiiDer 20, 2008 

esidemtial Solar Siting 

Passive solar design and orientation reduce a home's heating and cooliiig costs and malm the home inore 

comfortable with better lighting and better iiiteriial temperature control. Here we ~ O C U S  on orientation only - 

reorienting a new home to take advantage of the warmth of the sun (we include in the orientatioii shifting existing 

plans for windows to place more on the south side of the home aiid additional passive solar measures may be 

optionally i~icluded).~' This prograin differs from the others in that, in addition to assistiiig with solar siting of 

iiidividual homes, I&M will work with local, county and state code authorities with the goal of inserting a 

preference for solar siting into building codes. This provision would require consideration of solar siting, but 

would not make solar siting mandatory. It would also remove all legal barriers to solar siting. 

Rationale 
Passive solar orientation places a home on the building site i n  such a way that tlie home takes full advantage of tlie 

sun's natural heat. With the long side of the home facing to the south, the structure will capture solar heat in the 

winter aiid block solar gain in the suimner.Jo While there is no need to change the house design, moving wiiidows 

to the home's south side will enhance its solar performance. If tlie south-facing window area reaches eight to teii 

perceiit of floor area, the home can be called "sun tempered." This is an inexpensive way to gain a substantial and 

long term energy savings advantage. 

A full-fledged "passive solar" home has south facing glass area of 1.5 to 20 percent of floor area. With this much 

glass, additional features must be added, such as thermal storage mass and suinnier shading. Many builders choose 

to keep the prqject simple by sticking to the sun-tempered level. 

Solar orientation, in itself, can reduce aiiiiual home heating costs for a home in Northem Iiidiaiia by from teii to 

twenty percent (extrapolating fiom a Boiiiieville Power Administration study for the Pacific Northwest), and, if the 

home also has air conditioning, rednce cooling costs siiiilarly (based 011 California studies). If "suii tempering" or 

fully passive solar improvements are also made, the savings increase. Also, people generally feel more "natural" 

aiid comfortable in a home that takes maximum advantage of natural lighting. 

Costs for the solar orientation program eleiiieiit will also include staff work with municipalities, couiities and state 

offices to work towards codes that remove all barriers to solar orientation, aiid require documentation of 

builddhoine owner consideration of solar orientation. 

39 We expect that insuring solar orientation will lead to most homes also increasingly adopting elements of passive solar 
design, however, for this program we assume only solar orientation. 
40 If, further, south-facing window area is at least ten percent of floor area, tlie home is "sun tempered" resulting in higher 
energy efficiency. As a fuither step, a fully passive solar home will add tlieiinal storage iiiass and suinnier shading, and special 
windows will be used. 
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Participatioiz and Measures 
Measures are shown below. 

R-23 100% (up to $500) Inspection Service Fee 
Solar orientation of iiew homes -.- 

Table 57. Measures and Incentives - Residential Solar Siting 

1 Measures 1 MeasureNuinber 1 Incentive Amounts 

Work on local, county aiid state codes Iiiteriial staff work 100% I&M effort 

Projected participation by year is shown in the table below. 

Table 58. Estimated Participation and Savings - Residential § o h  Siting 

Marketing Plans 
The solar orientation program eleiiieiit is targeted to all markets segments for which new housing is being 

constructed. Since we limit the focus to solar orientation (while expecting this focus to also increase participation 

in other solar options), there is no new cost to the builder or buyer for this feature. The aim of tlie codes effort will 

be to have codes changed to require that builders aiid home buyers actively consider the advantages of solar 

orientation in placenieiit of homes on lots and to insure that Iocal, county, and state codes remove all barriers to 

solax orientation. There are no substantial customer costs for orienting a home on a lot to take natural advantage of 

energy supplied freely by the Sun, though it is expected that once builders and home owners consider solar 

orientation, it will lead towards rapid adoption of "sun tempered" and f ~ ~ l l y  passive s o l a  designs. 

Progrant Tracking C'onsideratiioizs 
For the solar orientation program element, a careful process evaluation of the company's effort to improve 

municipal, county and state codes will provide necessary docuiiieiitatioii of effort. For individual homes affected 

by this program, there should be a certification as to proper s o l a  siting, aiid of other aspects of passive design to tlie 

extent they are included. 
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Detailed Budget Plans 
An estiiiiated five-year budget for this prograin is provided below. The aiiticipated cost to I&M for the Solar Sitiiig 

prograiii eleineiit involves costs for: 

0 Adiniiiistrative costs to develop, oversee, and monitor the program. 
0 Cooperative advertising budget as part of aii iiiclusive iiiarltetiiig aiid proiiiotioiial budget. 
Q Iiiceiitives 
0 Costs to work with municipal, couiity aiid state goveriiiiieiit codes organizations. 

Table 59. Estiniated Five-Year rograrn Budget - esidential Solar Siting 
r P-1 

- -- 
Cost per 

Pnrticipont Year 1 Year 2 Yenr 3 Yeor 4 Year 5 5-Yr Total Totn 
Fixed Program Cosls 

hiiplemcntation 6( Other Annual Cost $10,000 $0 $0 $0 so $10,000 2% 
DSM Staffing $22,000 $22,000 $22,000 $22,000 $22,000 SI 10,000 23% 
Progrnm Monitoring & Evaluation 515,000 $10,000 $60,000 S10,OOO $60,000 Sl55,OOO 32% 

Incentives $500 $17,500 $35,000 $52,500 S52,500 $52,500 $210,000 434 
Deliveiy Other $0 $0 $0 $0 $0 $0 so 0 95 

Variable Progrm Costs 

Total Budget $64,500 .$67,000 $134,500 $S4,500 $134,500 $485,000 -- 
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This program will serve 1-esideiitial customers. There are two program elements, based on household income. The 

first program element is the Residential Low Income Prograin which will serve customers L I ~  to an iiicludiiig 150 

percent of the Federal Poverty Level. It is modeled on the federal Weatherization Assistance Program (WAP) and 

the Indiana Weatherization Assistance Program. The second program element is to serve income liinited 

households from 150 percent of the Federal Poverty Level to 80 percent of the state median household iiicoine (this 

is the upper limit of eligibility for public housing under federal Department of Housing and Urban Developmeiit 

regulations). It is modeled on the “Gap” programs now implemented by many 1.W electric and gas utilities to assist 

households with income deficiencies, but above the cut off level for low income programs. The two program 

eleiiieiits will be identical except for the income cut offs to determine eligibility. 

It is expected that the homes served by these program eleinents will be primarily single fanlily owner occupied 

homes and manufactured owner occupied homes. However, and altliougli the perinissioii structure is different, and 

typically much less work can be done in a rental unit than in an owner-occupied home, we recommend that rules be 

developed for iiiclusion of apartments and rental units in this program. 

Rationale 
Low-incorne programs ate different irom traditional DSM programs. They are a special case in that they attempt to 

cover four objectives: 

1. Like other DSM programs, a core objective is to provide energy savings (DSM savings). 
2. Unlike other DSM programs, a second core objective is to provide repairs necessay to iiistall 

energy savings improvements in a part of the housiiig stock that is often old and substandard in 
comparison to nlirldle and upper income housing. 

3. Provide DSM service to customers who otherwise could not obtain DSM improvements due to 
cost. 

4. Due to problems with low-income housiiig stock, address health and safety coiiceins. 

Low-Income 
Weatherization 

Assistance I_,- Program 

Income Logic Safety Logic Stock Logic Cost Test 

For these reasom, the prevailing practice in the asea of low-income programs is not to focus solely on the 

“California tests” traditionally used in DSM program review.41 Instead, conmissions have been adopting different 

41 For low-income programs, program cost-effectiveness is a lesser issue, altliougIi still an important objective. Because of 
their particular focus on the special needs of disadvantaged households, low-incoine energy efficiency prograins are generally 
not held to the same cost-effectiveness criteiia as utility energy-efficiency “iesource” programs (is., they are not judged with a 
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tests for low-income programs. For example, the DC Coinmission uses an “Expanded All Ratepayers Test” 

(incorporating several “non-energy benefits” for low-income programs if the Benefit Cost ratio on the initial test is 

0.S or above; the Califoinia coinmission uses a “Modified Participant Test” and Utility Cost Test (including “non- 

energy benefits”) for screening ineasures for low-income programs. A ineasure is accepted into the program if i t  

passes either test. Thus, the Total Resource Cost (TRC) test result for the Southern California Edison Low-Income 

Energy Management Assistance Program was 0.63 for 2004 and 0.61 for 2005. Similarly, the TRC for Pacific Gas 

& Electric’s Low-Income Energy Partners Program was 0.41 for 2004. 

Noveiiiber 20, ZOOS 

Measure 
Wall Insulation 
Ceiling InsulatiodAttic Insulation 
Prograininable Thermostat 
Duct sealing & Check on Charge Levels & Furnace Filters 
House Sealing 
CFLs (8) 
Showerhead (2.0 GPM) and Flow Restrictors 
Water Heater Blanket 
Primary Window Replacement (if broken or deteriorated beyond repair) 

. 

Participntiorz and Measures 
The types of weatherization ineasures to be offered are shown in the table below. Tl is  program is free to qualifying 

participants each year until funds are exhausted. 

Measure Number 

This program is designed 
to supplenient the Indiana 
Weatherization Assistance 
Program and will adopt 
their measui-e list and state 
regulations and procedures. 

For developing participation, the Low Income program liniit of 1 SO percent of the Federal Poverty Level has been 

retained for the new program to facilitate compatibility and cost sharing with the Indiana Weatherization Assistance 

Program.42 However, consistent with the direction of cui-rent practice, the upper limit for the Moderate Income 

Weatherization Assistance Program is 80 percent of median household income. This conforms closely to the 

Department of Housing & ‘IJrban Developinent upper h i t  of low income used to determine eligibility for public 

~ i o u s i n g . ~ ~  

strict “total resource cost” test, or TRC). More typically, tlie focus is 011 the magnitude of utility bill savings to pzticipating 
customers, rather than tlie utility system avoided energy supply costs. Also, low-income prograins often include broader “noii- 
energy benefits” (NEBS) such as lowered credit and collection costs and avoided bad debt for the utility, and improved health 
and safety for customers. See: ICushler, Martin, Dan York & Patti Witte, “Meeting Essential Needs: Tlie Results of a National 
Search for Exeiiiplary Utility-Funded L,ow-Income Energy Efficiency Programs.” Washington, DC: American Council for an 
Energy-Efficient Economy, Report Number UOS3, September 2005. 
42 For inethods and advantages of cost coordination, see Hill, Lawrence J. & Marilyn A. Brown, “Estimating the Cost- 
Effectiveness of Coordinated DSM Programs.” Evaluation Review, Vol. 19 No. 2, April 1995, Pp. 181-196. 
43 Tlie federal poverty metric, though updated using tlie Consumer Price Index each year, is a corrupted metric that is based oil 
wildly inaccurate assumptions regarding household composition, availability of foodstuffs, and overloolts significant household 
costs. Replacing tlie poverty metric, inany states rely at least in part on percentages of median income. The best metric of 
income insufficiency is developed using tlie family budget study method, developed by Wider Opportunities for Woiiieii and 
tlie Ford Foundation. Using tlie Depaitiiient of Housing and TJrban Development definition of low income (SO% of median 
income) rather than the Departiiient of Health and Huinaii Services definition (60% of iiiediaii income) goes a long way 
towards nialcing the eligibility criterion reflect the material reality of household econoinic situations today. 
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Table 61. Estimated Participation andl Savings - Residential Low aFS Moderate Income Weatherization 
Potential Pal (icipants 28,114 
Per participant Savings ( I c r h ) :  3,714 

2,670 I 9,916,380 I 

As a rough guide, income for Indiana counties served by I&M was analyzed with the following results: 

Q 16.6 percent of households are between zero and 150 percent of the federal poverty level; 
Q 26.5 percent of households are between zero and 200 percent of the federal poverty level; 
0 28.7 percent of households are between zero and 60 percent of Indiana median household income; and 
0 40.1 percent of households are between zero aiid 80 percent of Indiana iiiedian household incoine.4' 

These percentages are not exact for the Indiana service territory of I&M, but they are close enough to use reliably 

for estiinatiiig eligibility. 

Masketirzg Plans 
Marketing for this program is expected to be coordinated with INCAA and the state weatherization program, which 

already Iias outreach activity through the sub-grantee agencies. The iiuinber of prograni slots to be allocated to the 

Moderate Iiiconie program is expected to be a matter for continuing decision as economic conditions change. It is 

very iiiiportant to have the capability to serve electrically heated homes above the 150 percent of poverty level 

since the federal poverty ineasureiiient system is systematically off by a factor of approximately two, and the 

situation of a home somewhat above the 150 percent cut off may easily be inore difficult than a home ,just below the 

150 percent cut off. The assignment of slots between the Low Income and Moderate Income programs is likely to 

depend on circumstances that will develop and change. Care will need to be talcen to try to insure that the programs 

are not oversubscribed in any given year. 

0 The delivery contractor will be responsible for recruitment, taking into account referrals from I&M. 
0 Pxoposed marketing efforts include the use of utility bill stuffers for customer education, and mention of 

the program in coiiiniunications with custoiners regarding energy efficiency program options. 
0 Custoiner relations aiid collections staff will be trained to refer custoniers if they are within the income 

range aiid enquire about weatherization or experience payment problems. (And have electric heat.) 

Prograin Tracking Coiasidesatioras 
Data collection and doctunentation for program purposes and annual reporting will require a tracking system. The 

selected delivery contractor will be requested to carry out most of the data entry for this system. 

44 Source: Calculated from data in "Hoosiers by the Numbers." 
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Detailed Budget Plarzs 
Ail estiiiiated five-year budget €or this program is provided below. Costs to parlicipating customers will be 

customer’s time aiid perinittiiig access to the hoiiie for improvements. As with the current low-income programs, 

attempts should he iiiade to coordinate through LNCAA and other sources for program delivery aiid cost sharing. 

Table 62. Estimated Five-Year Program Budget - Residential Low & Moderate I[ncoiiw Weatherization 

$2,000 $844,000 $9S4,000 $1,124,000 $1,1SO,OOO $1,208,000 $5,340,00 
$1,561,701 $1,795,G23 $2,121,545. $2,146,914 .. $2,277,098 $9,905,88 -- 
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