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Idaho Power Company Supplement 2: Evaluation

EVALUATION SUMMARY

Program evaluation is an essential component of Idaho Power’s demand-side management (DSM)
operational activities. The company relies on evaluation by third-party contractors, internal analyses,
and regional studies to ensure the ongoing cost effectiveness of programs through validation of energy
savings and demand reduction, and the efficient management of its programs. Idaho Power considers
research studies, cost-effectiveness analyses, surveys, market-potential assessments, impact evaluations,
process evaluations, and market-effects evaluations important tools to improve DSM activities by testing
program assumptions and results. The results of Idaho Power’s evaluation efforts are used to enhance
programs or initiate program changes.

Idaho Power uses industry-standard protocols for its internal and external evaluation efforts.

The resources for these protocols and standards include the National Action Plan for Energy
Efficiency—Model Energy Efficiency Program Impact Evaluation Guide, the California Evaluation
Framework, the International Performance Measurement and Verification Protocol, Database for
Energy Efficiency Resources (DEER), and the Regional Technical Forum’s (RTF) evaluation protocols.
Idaho Power participates in the Northwest Research Group, the Pacific Northwest Demand Response
Project, and RTF meetings and joins with several regional entities to evaluate energy efficiency
technologies and advancements.

Internal studies and analyses are managed by Idaho Power’s Research and Analysis Team within

the Customer Relations and Energy Efficiency department. Evaluations are specifically coordinated by
the company’s energy efficiency evaluator, while surveys are performed in consultation with the
customer research coordinator. Third-party studies and evaluations are generally awarded through

a competitive bidding process and managed by Idaho Power’s Procurement department.

On January 25, 2010, Idaho Power joined with the Idaho Public Utilities Commission (IPUC) staff and
other Idaho investor-owned utilities to sign a memorandum of understanding (MOU) in IPUC Case

No. I[PC-E-09-09. The MOU reflects how Idaho Power intends to manage, plan, evaluate, and report its
DSM activities. The MOU includes specific requirements for timing and reporting of evaluation of
Idaho Power’s energy efficiency and demand response programs. Within the MOU, the IPUC staff has
agreed to provide reasonable and necessary leeway for the implementation of the guidelines described in
this MOU for the Demand-Side Management 2010 Annual Report.

In 2010, Idaho Power implemented a comprehensive evaluation plan for its energy efficiency and
demand response programs. Global Energy Partners, LLC, was chosen to perform process evaluations of
the Heating and Cooling Efficiency (H&CE) Program, Energy House Calls, Home Improvement
Program, and the Energy Efficiency Education Initiative. The Cadmus Group, Inc., was retained to
provide process evaluations for the Building Efficiency, Easy Upgrades, Custom Efficiency,
Commercial Energy Efficiency Initiative, and Irrigation Efficiency Rewards programs.

A list of all evaluations completed in 2010, copies of each evaluation report, and a table showing the
schedule for future evaluations are provided in Supplement 2: Evaluation. Although the evaluation plan
is expected to be used for scheduling evaluations, the timing of specific program evaluations will be
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based on considerations regarding program needs, evaluation timing, and other relevant regional studies.
When necessary, resources are reallocated to programs with the most urgent needs for research,
as was the case in the selection of the four residential programs for the Global Energy Partners, LLC.

Idaho Power contracted with Market Strategies International to perform a market research study i 2010.
The primary objective of this study was to profile residential customers across the service area to better
understand their housing and end-use characteristics, including demographics, fuel source, home heating
and cooling, appliance, and consumer electronics saturation. Actual monthly customer kilowatt hour
(kWh) usage information was linked to the survey data to analyze predictors of kWh usage. A total of
5,407 residential customers were randomly selected and mailed surveys. Idaho Power received

1,923 responses representing a 35 percent response rate. The survey results were received by the
company in February 2011 in the form of a final report. The Customer Research and Analysis team are
in the process of analyzing these data to enhance existing programs and determine the efficacy of

future programs.

As part of its evaluation efforts, Idaho Power is actively participating in several local and regional
studies to identify and promote emerging technologies that may further enhance opportunities for new
program deployment. Included in Supplement 2: Evaluation are copies of all evaluations, research
studies, and customer surveys that Idaho Power either performed, or was a participant, in 2010.
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Supplement 2: Evaluation

EVALUATION PLAN

Idaho Power Company Customer Relations and Energy Efficlency Program 2010-2012 Evaluation Plan

Segment Program

Program Type

Evaluatlon Selection

2010

2012

Residential

AIC Cool Credit

Demand Response

Impact
Process
Cost Effecliveness

Ductless Healpump Piol Pilot

Pilot

Impact
Process
Cost Effecliveness

123456789 ### 123456789 ###1234567889H##R

Energy Efficient Lighting

Energy Efficiency

Impact
Process
Cost Effecliveness

Energy House Calls

Energy Efficiency

Impact
Process
Cost Effectiveness

ENERGY STAR® Homes Northwesl

Energy Efficiency

Impact
Process
Cost Effectiveness

Heating and Cooling Efficiency Program

Energy Efficiency

Impact
Process
Cost Effectiveness

Home Improvement Program

Energy Efficlency

Impact
Process
Cost Effectiveness

Home Producis Program

Energy Efficiency

Impact
Process
Cosl Effectiveness

Rebate Advanlage

Energy Efficiency

Impact
Process
Cost Effectiveness

See ya laler, refrigeratorg

Energy Efficiency

Impact
Process
Cosl Effectiveness

Residential Energy Efficiency
Education Inilialive

Educalion/Qutreach

Impact
Process
Cosl Effectiveness

Weatherization Assistance for Qualfied
Customers

Energy Efficiency

Impact
Process
Cost Effectiveness

Wealherization Solutions for Eligible
Customers

Energy Efficiency

Impact
Process
Cost Effectiveness

Commercialfindustrial

oo

Building Efficiency

Energy Efficiency

Impact
Process
Cost Effectiveness

Custom Efficiency

Energy Efficiency

Impacl
Process
Cosl Effectiveness

T

Easy Upgrades

Energy Efficiency

Impaci
Process
Cosl Effectiveness

FlexPeak Management

Demand Response

Impact
Process
Cost Effectiveness

Commercial Energy Efficiency
Education Initialive

Education/Oulreach

Impact
Process
Cost Effectiveness

Irrigation

Irrigation Efficlency Rewards

Energy Efficiency

Impact
Process
Cost Effectiveness

Irrigation Peak Rewards

Demand Response

Impact
Process
Cosl Effecliveness

! Performed by NEEA
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ENERGY EFFICIENCY ADVISORY GROUP MINUTES

The following pages include minutes from EEAG meetings held on February 18, 2010, May 26, 2010,
and October 26, 2010.
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9:30
9:35
9:40
10:45
11:00

11:30
12:00
1:00

2:00

2:45

S POWER.

An IDACORP Company

Energy Efficiency Advisory Group
February 18, 2010
Agenda

Welcome, Review October/December minutes

NEEA Contract

2009 Year in Review / 2010 Forecast—Celeste Becia, Todd Schultz
Break

2009 Financial & Savings Report (Est.)
ldaho Prudency MOU—Pete Pengilly

Oregon Update—Mike Youngblood
Lunch
Stimulus Projects Update—Celeste Becia
City of Boise
Idaho Office of Energy Resources
Oregon Department of Energy
|daho Power Smart Grid grant

Students for Energy Efficiency—Todd Schultz .
CAP Agency Energy Efficiency Education—Celeste Becia

Adjourn

P.O. Box 70 (83707)
1221 W, Idaho St.
Boise, ID 83702



Encrgy Efficiency Advisory Group (EEAG)
Minutes dated February 18™ 2010

Present:

Catherine Chertudi-City of Boise, Public Works Dept. Celeste Becia®*—Idaho Power

Ken Robinette~South Central Comm. Action Partnership  Lynn Young-AARP

Lynn Anderson-Idaho Public Utilities Commission Ken Eklund-Office of Energy Resources

Nancy Hirsh—-Northwest Energy Coalition Sid Erwin—Idaho Irrigation Pumpers Association
Mike Youngblood--Idaho Power Linnea Wittekind-Oregon Public Utilities Commission

Tom Eckman—Northwest Power & Conservation Council

Not Present:

Don Sturtevant--Simplot
Jim Coles-Design West Architects

Guests and Presenters®:

Pete Pengilly*-idaho Power Denise Humphreys-ldaho Power
Mike Darrington—idaho Power Theresa Drake—Ildaho Power
Sheliey Martin—ldaho Power Andrea Simmonsen-ldaho Power
Ric Gale-idaho Power Dennis Merrick-ldaho Power
Billie McWinn-Idaho Power Ryan Hartnett-ldaho Power
Cheryl Paoli-ldaho Power Patty Best-ldaho Power

Quentin Nesbit-ldaho Power Becky Arte-Howell-ldaho Power
Rochelle Jensen-ldaho Power Kathy Yi-ldaho Power

Todd Schultz*-idaho Power Randy Thorn-ldaho Power

Ann Wadsworth-idaho Power Mindi Shodeen-ldaho Power

Recording Secretary:
Shawn Lovewell-ldaho Power with Mike Darrington-idaho Power

Meeting Convencd at 9:34 am,

9:34-Ccleste welcomed the group. Guests were introduced to the group and the minutes from October 2009 as
well as the teleconference minutes from December 2009 were reviewed.

9:40 NEEA Contract Update-Celeste Becia

Celeste thanked the group for the important feedback given during the teleconference in December. Since that
time, Idaho Power has further clarified with NEEA the 17.5 million dollar contract over the next five years.
Included in the proposed contract is language that provides check-in points and if needed, the potential for an off
ramp between Idaho Power and NEEA. Idaho Power is currently preparing a joint application with NEEA for the
Idaho Public Utilities Commission’s approval to fund the contract thru the rider. The expectation is that this will
be finalized by the middle of 2010. One member asked if the rider fund would need to be increased in order to
meet this contractual obligation with NEEA. Celeste reminded cveryone that regardless of what happens with the
NEEA contract that it will not interfere with Idaho Power providing incentives for current DSM programs.



9:45 2009 Year in Review/2010 Forecast—Celeste Becia & Todd Schultz *(please refer to the presentation
slides along with the minutes)

Some of the information in the first few slides are estimates, Pete’s team is finishing up the 2009 DSM Annual
Report which will be finalized on March 15" so some of the final numbers might be different.

Ductless Heat Pump Pilot-This pilot was reviewed by EEAG about a year and a half ago and is still a
pilot. Evaluations are still underway and the final results needed to determine permanent program status are not
yet available. One of the members asked if there was a way to incorporate this into a low income program.
Celeste informed the group that this is not an income qualified program. Idaho Power decided for 2010 to keep it
as it was in 2009 for evaluation results. Idaho Power would not be opposed at looking at other ways to offer this
program in the future, 1t was asked what the costs of the installed units are. Shelley Martin informed the group
that it was approximately $3500 to $4000.

Heating & Cooling Efficiency-In 2009 some changes were made to the Heating and Cooling Efficiency
Program. The tune-up incentives for air conditioners and heat pumps were removed because they were not cost
effective. One member asked if the contractors who go thru Idaho Power’s training class receive a certificate that
they can use, Celeste informed the group that only contractors who go thru the class can participate in the
program. Idaho Power also has quality assurance for this program, but not a certification process. Through
extensive dealings with the local contractors, Idaho Power learned that in the service area, contractors typically
size heat pumps for cooling load and not heating load which decreases effectiveness in the winter. Idaho Power is
working to convey the message to the contractors differently starting with the sizing language written by Bob
Davis, one of the trainers.

AJ/C Cool Credit- Through a partnership with the Idaho Food Bank, Idaho Power provided $12,600 thru
the end of January 2010 in Boise and $560 in Oregon. This promotion continues through the end of February. In
2010, the goal for this program is to reach 40,000 customers,

Encrgy Efficient Lighting- It was determined that there is still potential for savings for the next 24
months in the service territory. The 2010 RTF did reduce the savings per bulb by about 1/3. One member asked
if Tdaho Power was going to launch socket saturation. Pete said that Idaho Power is hoping to have an End Use
Survey done this year. One member asked how the bulbs are counted in savings if they were not purchased as
part of a promotion. Celeste explained that if bulbs are not part of an Idaho Power promotion, the company does
not count those savings, but that they could be part of NEEA’s overall savings. Celeste also pointed out that
Idaho Power partners with specific stores for bulb promotions.

See Ya Later Refrigerator- This program has a high customer satisfaction level. Idaho Power is looking
into the idea of going to second hand stores and collecting working units to make sure they do not end up back in
the residential market. The stores would receive the incentive. Another option that is being explored is the
Charitable Giving Option. Southern Cal-Edison has a similar program. Jaco would send a list of customers that
would like to donate their incentive to a third party charity, The charity would have to issue the official tax
receipt, Celeste asked the group for feedback. One member who actually has participated in the program said she
loves the idea and that if that option would have been available, she would have donated. One member, who also
likes the idea, suggested that the charity be energy related, for instance, Project Share,

Rebate Advantage-In 2009 one-third of the dealerships closed down. The target for 2009 was 70 homes
which was not reached. Idaho Power was spurred into action to come up with some creative marketing strategics.
Customers were reached thru a company newsletter and dealerships were visited every quarter. Prior to 2009 it
was more “point of purchase” marketing. One member stated that Bonneville is looking at making manufactured
homes significantly more encrgy efficient.

Energy House Calls-Last year a survey was sent to potential qualifying customers to find out why they
were not taking advantage of this free service, The responses were varied. Some customers were not aware that
Idaho Power had this program, while others had a lack of understanding of how the program worked and how
these changes could impact their energy bills. One member asked why our targets for this year arc substantially
lower given the actual number of homes serviced in 2009. Celeste explained that the program’s performance
assumes participation decrease and it is a difficult program to forecast. During budgeting, participation was lower




and then a surge of projects came in during the fall. These are just “targets” and if those numbers are exceeded )
then that is fine. Ryan also explained that ECOS helps to determine market saturation and to set these targets. {

Home Produets-This program has been around for about one and a half years and that 2009 was the first
full year. Idaho Power is in the middle of contract negotiations to outsource the application entry process. The
Office of Energy Resources has received stimulus money for funding an appliance program (Handout passed
around) Customers can apply for both incentives. One member explained that OER is finalizing the contract with
the rebate handler and the vendor has not been announced. One member stated the confusion that might be
experienced by the customers with the two different incentives. It was explained that the customer will be able to
reserve the rebate in advance and then there will be a set amount of time in order to use the voucher. It will be set
up like a debit/gift card.

ENERGY STAR® Homes-This program exceeded expectations last year. Hubble Homes, a production
builder, signed on last year. They build 1500-2000 sq ft sized homes. These homes are less expensive homes. In
2010 Idaho Power is partnering with NEEA and St. Jude’s Hospital to build a “Net Zero” energy home. Labor
and materials for this project are donated and raffle tickets are being sold for $100. The home is in the process of
being built and will be raffled off at the end of June.

Home Improvement-This program currently offers only attic insulation, but cost-effectiveness analysis
is being done to add other measures. The 2010 target is 1200 homes, but based on current customer participation
rates it is likely that number will be much higher. One member asked what other measures are being looked at.
Celeste mentioned that high efficiency windows and duct sealing are possible options.

Weatherization Solutions for Eligible Customers-The differcnce between this program and
Weatherization Assistance for Qualified Customers (WAQC) is income qualifications.

Residential Education-Items that do not fit into a specific program fall under this umbrella. Lynn
Anderson’s suggestions were put to use in the new Spanish transtation of the book 30 Simple Things You Can Do
To Save Encrgy. Celeste shared with the group that Idaho Power is partnering with Avista and Rocky Mountain
Power to supply Idaho libraries with Kill-A-Watt meters for individuals to check out.

Building Efficiency-This program is for new construction and major remodels for industrial and (
comunercial customers. Idaho Power also works closely with the Integrated Design Lab (IDL). They have a .
builder simulation group that meets once a month. One member asked why the year’s targets are cautious. Todd
explained that there is a deliberate process for setting targets. They are evaluated midyear to see what is going on.
The economy impacts these numbers too, Celeste also pointed out that as long as Idaho Power knows that it’s a
target and not a limit, then the numbers are not the main focus as much as the actual energy savings. One of the
other members pointed out that some of the targets are set with regard to the Integrated Resource Plan (IRP) for
the purpose of planning load.

Easy Upgrades-This program is for smaller projects, lots of lighting projects are completed under this
program. Modifications were made to some of the measures and the program is being looked at to see if process
improvements can be made to streamline the application process.

Irrigation Peak Rewards-The application process on this program has been changed. Onc of the
members asked what percentage of customers are participating in this program. Quentin Nesbitt answered that
around 20% have participated in cither of the irrigation programs. The newest option for the Irrigation program is
the dispatch option where Idaho Power communicates via cell phone technology to turn off systems. One
member asked if customers can opt out in the middle of the season due to crop growth or other issues. Quentin
explained that there are some that choose to opt out, usually due to unforeseen circumstances, most often it has to
do with management issues rather than crop issues. There is a penalty assessed to the customer if they completely
opt out of the program after June 1%, Each customer is allowed 5 opportunities to opt out of a load control event
for each service location. One member expressed his satisfaction with the program and expects it grow in years to
comne.

Flex Peak Program-This program will be offered in Oregon in 2010. This program was on a fast track
and was approved in 2009. A company called ENERNOC is administering and promoting the program. In this
program the customer determines the commitment reduction amount. Idaho Power is very pleased with the
relationship ENERNOC has with customers, They conducted a post event survey to gauge customer satisfaction
and all of the customers that participated in 2009 will be participating again in 2010,

i
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Commercial Education Initiative-There were some group discussion on lighting changes due to the
2007 Energy Independence Act and one member suggested that Idaho Power have a spec sheet to advise
customers on current and upcoming changes. Customers will need to be educated about the new changes coming
in 2012 as well.

11:30—Break
11:40 2009 Financial & Savings Report (Est.) Idaho Prudency MOU-Pete Pengilly

Pete wanted to discuss the Memorandum of Understanding (MOU) that has been signed with the IPUC. The
MOU sets forth guidelines for enhanced reporting and evaluation of Idaho Power’s energy cfficiency programs.
The actual document will be included in the Demand-Side Management 2009 Annual Report posted on the Idaho
Power website. The DSM Annual report is growing and will probably have some supplemental documents. One
member asked if ldaho Power does bill analysis as part of the impact evaluation. Pete explained that it is done
where appropriate, as it depends on the program and the level of impacts on a customer’s bill. A Request for
Proposal (RFP) will soon be issued for process evaluations. Pete explained that the Energy Efficiency Annual
Savings slide numbers may not correspond with Celeste’s numbers as they are preliminary. The Appendix 1 slide
was shown to the group. In May the Oregon rider balance went into deficit spending. One member asked if there
was a strategy to come out of the deficit. Pete explained that Idaho Power is exploring several different options.
One member asked if this deficit is going to continue. Pete said that when the 10 year forecast is done funding,
rates and expenses are escalated at 3% so as it moves forward that deficit balance won’t change much.. NEEA is
also included in that forecast. One member asked for clarification on what the rates are as of right now. Pete
explained the Idaho and Oregon rates- 4.75% for Idaho and 1.5% for Oregon with caps. The Appendix 2 slide
was shown to the group. One member asked how much of A/C and Peak Rewards is a onetime capital expense.
It was explained that thosc two programs have a high up front capital cost, but are expected to decrease over time.
There was discussion regarding the usage of dicsel generators during a demand response event and what impact
that would have on cost effectiveness. Quentin commented that there are no customers to date that have a diesel
generator, as far as Idaho Power is awanre, it has not been an issue.

12:15 Lunch
12:36 Meeting Reconvened

12:38 Oregon Update-Mike Youngblood

The Oregon rate case settlement was explained. Other filings in Oregon include the APCU (annual power cost
updated) which was filed in October and should result in about an 8.2% increase in base rates effective in June.
Another filing going on shortly is the expansion of FlexPeak Management in Oregon using. The DSM Annual
Report will also be filed in Oregon as well.

1:12 Stimulus Projects Update-Celeste Becia

City of Boise Audit-The funding for this project will give Idaho Power the opportunity to test an audit
program to sec if there is an opportunity for a program. It will also provide the ability to test gas heated homes as
opposed to just electrically heated homes. The goal is to have a wide variety of homes take part in the audit.
Paperwork is still being processed so the funding has yet to be released. Idaho Power can start charging time
towards the program since approval has been given. A process workflow has been developed. An auditor RFP
has been developed. Several of the ENERGY STAR® homes auditors have expressed interest in becoming
involved.

Any auditor that applies has to be able to comply with the project requirements. One member asked if
there was a certification stamp that the auditors will be required to have. Celeste said that a RESNET or Building



Performance certification is required. Another member mentioned that the OER is conducting RESNET
certification in the spring, Celeste explained that the audit will include blower door testing, documentation of
energy end uses and building envelope characteristics, and a visual inspection of the craw! space and attic. The
low cost energy-saving measures may include limited sealing of air leaks, installation of CFLs, minor insulating
of water pipes, installation of low flow shower heads and faucet acrators. It will also include customer education
on a variety of iteins.

Idaho Office of Energy Resources- Slide was presented to the group. A handout showing the State
Energy Efficient Appliance Rebate Program was given to the members.

Oregon Department of Energy-Slide was presented to the group.

Idaho Power Smart Grid Grant-The U.S Department of Energy {(DOE) solicited cnergy utilities and
companies to respond to a stimulus funding opportunity regarding Smart Grid Technologies. Idaho Power
responded in August of 2009. Idaho Power was chosen to receive the grant of $47 Million, since a plan for
enhancement was already in existence as well as being so far along in our AMI Meter project. Idaho Power is in
the negotiation stage for funds to be rewarded. As far as Idaho Power is aware, at the moment, it looks like the
funding might be taxable. The DOE is working with the IRS to get a ruling to make the funds non-taxable. This
ruling should come sometime in March. The Customer Systems slide was shown to the group. Because of Smart
Grid, Idaho Power will need to update the Customer Information System (CIS). Obtaining the grant money will
allow that to happen. This update will also enable critical peak pricing. There is some other software that is
being looked at for a customer relations management (CRM) system. This software would help Idaho Power
understand customer information is a more detailed way. The final software piece that is being looked at is the
“engine” that drives this, called Meter Data Mart. This will allow customer data to be analyzed in a central spot.
One member asked if this grant money would offset any of the AMI costs. Mike Youngblood explained that the
$47 million that Idaho Power set aside for this was for the expenses already incurred with the AMI installation
project. The matching grant funds will help in implementing the back office systems that would have been
delayed by 3 to 4 years. This grant will allow Idaho Power to do this sooner and with no costs to customers.
There was some group discussion regarding clectricity reliability and expressions of appreciation of how reliable
Idaho Power is in keeping the lights on. Celeste brought up the incident in Sun Valley this past Christmas. One
member stated that this should be an opportunity for Idaho Power to educate customers on what to do in case of a
long term outage.

2:00 Students for Energy Efficiency—Todd Schuliz

Todd passed around the kits that are used at the schools. He explained that this is a 2 year pilot program that is
not rider funded and only available in the Idaho service territory. He also gave some background on this. Idaho
Power sold some SO2 credits and went to the IPUC for guidance on what to do with the 19 million dollars. Most
of that money went to the Power Cost Adjustment (PCA) for 2008 and some of the money was used to fund this
pilot program. High school and 6" grade students are the focus of this pilot. It was explained to the group how
the students used the kits that were given to them. After the students had performed their energy audits they
presented their findings before the board about what they had learned through this process. The feedback from
teachers, parents as well as the board has been overwhelmingly positive. Todd showed the group one of the slide
presentations that was put together by one of the school teams. One of the members was very encouraged by this
project and asked if there was any follow up being done with the schools on any projects that would help based on
student recommendations. Todd explained that yes, follow up is being done. One member asked if Idaho Power
nceded more funding for this program. Todd responded the two year program was funded with $500,000. The
funding level appears to be sufficient for the two year program.

CAP Agency Energy Efficiency Education-Celeste Becia




The CAP agencies received $25,000 each to provide Energy Efficiency Kits specifically for electrically heated
homes. These kits were distributed to the agencies at the end of 2009.

Celeste informed the group that a copy of the 2009 DSM Annual Report would be coming to cveryone in about 6
weeks. The next EEAG meeting will be held in May.,

2:30 Meeting Adjourned
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12:00
12:45
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& POWER.

An IDACORP Company

Energy Efficiency Advisory Group
May 26, 2010
Boise Plaza, 1111 W Jefferson Street
Middle Fork Room

Welcome, Review February minutes

Program Topics—Celeste Becia
New Residential Measures
Boise City Audit
Multi-Family program design

Review Online Energy Tool—Celeste

Break

Financial Update—Pete Pengilly

Funding DSM—Ric Gale

Lunch—New Lead-Based Paint Regulations, Ken Robinette
Demand Response Preview—Pete, Celeste, Todd Schultz
Street Lighting—Todd

Adjourn

3:00-4.00  (Optional) Tour of Net Zero Energy St. Jude’s Home

P.O. Box 70 (83707)
1221 W. Idaho St.
Boise, 1D 83702



Energy Efficiency Advisory Group (EEAG)
Minutes dated May 26", 2010

Present:

Catherine Chertudi-City of Boise, Public Works Dept. Don Sturtevant-Simplot

Ken Robinette—South Central Comm. Action Partnership  Celeste Becia*--ldaho Power

Linnea Wittekind-Oregon Public Utilities Commission Sue Siefert-Office of Energy Resources

Nancy Hirsh—Northwest Energy Coalition Sid Erwin—idaho Irrigation Pumpers Association
Mike Youngblood—idaho Power Kent Hanway-CSHQA

Tom Eckman—Northwest Power & Conservation Council

Not Present:

Lynn Young-AARP
Lynn Anderson-idaho Public LHilities Commission

Guests and Presenters®:

Pete Pengilly*—Idaho Power Mindi Shodeen-idaho Power

Kathy Yi-Idaho Power Gary Grayson-ldaho Public Utilities Commission
Greg Said-ldaho Power Andrea Simmonsen-ldaho Power

Ric Gale*-Idaho Power Dave Thornton-ldaho Power

Cheryl Pacli-ldaho Power Brit Ide-Idaho Power

Theresa Drake-ldaho Power Ken Miller-Snake River Alliance

Todd Schultz*-ldaho Power Ron Whitney-Northwest Energy Coalition

Tim Tatum-ldaho Power Jim Ashworth-ldaho Power

Recording Secretary:
Shawn Lovewsll-ldaho Power

Meeting Convened at 9:40 am

Celeste welcomed the group. Guests were introduced to the group and the minutes from February 2010 were
reviewed.

9:47am New Residential Measures-Celeste Becia

Celeste introduced two new residential measures that are being added to the Home Products program. These will
include showerheads and freezers. The freezer incentive will be paid via customer application process, while the
showerhead incentive is a manufacturer buy down and will be reflected at the point of purchase, similar to
lighting. There was a question in regard to the average incremental cost of the showerheads. It was stated that the
cost of $24 seemed high. It was stated that this cost came from the Regional Technical Forum’s (RTF)
information. One member stated that this cost might include the administration cost or delivery cost and but that
he would check on this.

Boise City Audit Celeste informed the group that the Department of Energy has released funds for this program.
Idaho Power is partnering with the City of Boise to perform audits on 600-700 homes. Idaho Power will not be
providing auditor training. Auditors are required to have either RESNET or BPI certification. Onc member asked
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when these audits will be completed. Celeste informed the group that the project should be completed by the
spring of 2012. The plan is to have the audits completed in a six month time frame which would allow a year of
data to be collected and to track any customer improvements made from the audit results. One member asked
about the two different certifications. Celeste explained that RESNET certification is required by the Office of
Energy Resources (OER). It is a network that is more widely distributed through the country. Building
Performance Institute (BPI) is available in a very limited number of states. Federal legislation on a proposed
Energy Star Home® Program that would provide incentives of up to $8000 for home energy improvements was
explained in detail to the group. If passed, this program may or may not impact the activities of the Boise City
Audit program.

Multi-Family program design Celeste explained to the group that Idaho Power is fooking at exploring options
for adding a Multi-Family program and would like feedback from the group on what measures could be explored.
Celeste gave examples of what is currently being considered. Idaho Power has been approached by companies to
do large scale retrofits in multifamily units. These projects did not qualify for the commercial program. Celeste
gave examples of other utilities that have this type of offering. Celeste asked the group for feedback on what
aspects of the Multi-Family design should be considered by Idaho Power.

One member stated that the definition of Multi-Family needs to be addressed. There was much discussion
surrounding what should and shouldn’t be considered. Tt was advised that Ductless Heat Pumps might not be cost
effective due to the low occupancy rates and also how frequently tenants move in and out of these units. Laundry
areas might be an area for upgrading due to the high usage and abuse that they receive. Refrigerator Recycling
could be considered, the whole complex could be changed out at the same time. One member suggested solar hot
water heaters. Another member suggested site lighting or security lighting. One member suggested that in an
Assisted Living complex, because of the intensity of usage of heating, the ductless heat pump might be
applicable. The advantage of having individual controls for each room would be more efficient that what is
typically available in these facilities. Celeste thanked the group for all of their feedback.

10:45 Review Online Energy Tool—Celeste Becia

Celeste provided a demonstration of the Idaho Power account manager with her personal information. This is a
tool on the website that allows residential and commercial customers to view their bill as well as their energy
usage. Customers that have had the AMI meters installed, have access to hourly meter data, One member asked
how much of the meter data was used to create the “pie charts” on the website. Celeste wasn’t sure, but said that
might be something to check in to. One member stated that they like the “benchmarking” piece on the website
and thought that it was a great function.

11:25 Break
11:30 Financial Update-Pete Pengilly

Pete informed the group that the DSM Annual Report was filed. Hard copies are available as well as it being
available online.

The financial information presented is un-audited. It is a snapshot in time. Pete presented the slides to the group.
Celeste pointed out to the group that the ENERGY STAR® program experienced a huge bump which may be due
to the $8000 tax credit for first time homebuyers. During the SW Idaho Parade of Homes this year 21 of the 37
homes that participated were ENERGY STAR. One member asked if Idaho Power is thinking about LED



incentives and products and if a ramping up of these products is starting or is the company waiting until CFL’s are
no longer incentivized, Pete stated that Idaho Power is working with the Regional Technical Forum (RTF). One
member stated that the company needs to make sure that LED’s are tested before they get pushed toward
customers, Appendix 1 slide was explained. One of the members stated that the Oregon Rider increase will be
effective June 1%, Pete explained that the Oregon Rider has always had a surplus and that last fall the balance in
the account became contra. One of the members asked if there were any projections as to what the rider balance
would be by the end of 2010. Pete explained that it is hard to forecast that due to the fact that there are so many
variables. Barring any changes in Idaho Rider funding, the balance is projected to have a $19,000,000 deficit by
the end of the year.

11:53 Funding DSM-Ric Gale

Ric announced his new position to the group, Senior Vice President of Corporate Responsibility. The message
that Ric wanted to convey to the members of EEAG is that Idaho Power is committed to energy efficiency. The
company will not cut back in energy efficiency or demand response. Idaho Power is also aware that the Idaho
Rider deficit needs to be addressed and numerous options are being explored. One member asked if the
coniributions to NEEA will increase every year. Thercesa explained that the contract with NEEA is a 5 year
contract for a fixed amount during that time. Idaho Power will be billed quarterly based on expenditures. Ric
also explained that deciding to go forward with the NEEA contract was a tough decision, but that it will not affect
paying out incentives for Energy Efficiency.

12:05 Lunch During lunch, Ken Robinette passed around a handout to all the members on lead based paint
regulations

1:00 Meeting Reconvened
1:00 Demand Response Preview—Pete Pengilly, Celeste Becia, Todd Schultz

The Summer Peak slide was shown to the group. During the presentation onc member stated that they would like
to see a resource stack on the slides. One member asked if the slow increasc is due to a larger service territory or
a slow rise in summer temperatures. Pete stated that it’s because of customer growth and a/c penetrations. Celeste
pointed out that Demand Response programs have helped lower that peak, and in 2009 there was a significant
amount of demand response to help with that. Pete stated that almost all newer homes have central air
conditioning compared to the older vintage homes, those homes typically did not have central a/c. . One member
asked how the A/C Cool Credit program is dispatched. Celeste explained that the customer does have the ability
to opt out, they have to call and can opt out up to 3 times. One member asked how many people call to skip an
event. Celeste explained that not many people take advantage of that, but what usually happens is that a customer
will call and want to completely opt out of the program, and then customer service will ask them if they would
just fike to opt out of a scheduled event and that usually is satisfactory in keeping the customer in the program.

Todd presented the Flex Peak Management slide to the group, and explained that this is Idaho Power’s newest
Demand Response program for commercial and industrial customers. Todd also informed the group that Idaho
Power was the recipient of the Peak Load Management Award, Customers that were enrolled in this program last
summer have re-enrolled for 2010. The program will be available to Oregon customers in the summer of 2010.
The Iirigation Peak Reward program slide was shown to the group. The program scason has been changed. One
member asked why the dates were changed on this program. Todd explained that the June 1™ start date was just
too early and that the later start date fits Idaho Power’s load profile better. One member asked it most of the
growth in this program is due to the new dispatch option vs. the timer option. Todd said that yes, it is. Celeste
explained that each of these programs has different criteria for dispatch. The company has to be cognizant of
customer comfort, so the way these programs are managed has changed. Idaho Power has noticed peaking hours
occasionally fall outside of the Monday-Friday norm. Cycling events now include Saturdays for the Irrigation



peak load program. One of the members asked if there are different rates based on peak hours and if there is
communication about these different rates. Mike Youngblood explained that commercial customers have time of
use rates, but irrigation customers do not and these differences are communicated with customers.

Celeste presented the A/C Cool Credit slide to the group and passed around some of the latest marketing
materials. Celeste explained to the group some of the paging issues that are currently being experienced by
customers in the Twin Falls and Pocatello area. Both of the paging providers that Idaho Power currently used
have stopped serving the Twin Falls area and are limited in Pocatello. Idaho Power is exploring options on how
to handle the bill credits for this summer. Celeste asked the group for feedback and suggestions on how to
proceed with this issue. One member is in support of maintaining the bill credit for the customers. Another
member stated that he thought it would be a “customer relations nightmare” to try and explain why the bill credit
was being taken away. Idaho Power would end up spending more money on administrative costs than the
$30,000 or so to maintain the incentive to the customers. Then it becomes a customer satisfaction issue which
could affect future participation in the program by customers not already signed up. One member asked if there
was an option of switching the AMI installation schedule, Celeste explained that there are many consequences in
modifying that schedule that it isn’t possible. It is more of a budgeting issue and for that team to change the
schedule would end up costing more than the $30,000 dollars for continuing the customer incentives. Celeste
thanked the group for the feedback.

1:42 Street Lighting—Todd Schultz

Todd explained to the group that this is an arca that is seeing more interest within our service territory by
customers and vendoyrs which impacts multiple departments within the company. One member asked how many
fixtures Idaho Power has across the service territory. There are approximately 30,000. Todd wanted to stress that
details are still being worked through and new tariffs will not be proposed until mid 2011. Todd asked the group
for comments and feedback. One member wanted to know if this proposal is intended to switch out existing
lighting with high efficiency lighting. Idaho Power is getting requests from different cities looking at switching
out inefficient lighting with more energy efficient lights. Therc was much discussion among the group
surrounding the different types of outside lighting systems. Onc member mentioned that there is testing being
done on street and area lighting and the Department of Energy will be putting out those results within a few
months.

Celeste thanked the group for all of their feedback and said that the next EEAG meeting will most likely happen
in October. She also explained that for any who would like to, there was an optional tour of the Net Zero Energy
St. Jude’s Home

2:00 Meeting Adjourned

3:00-4:00 (Optional) Tour of Net Zero Energy St. Jude’s Home

(
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Energy Efficiency Advisory Group (EEAG)
Minutes dated October 26", 2010

Present:

Catherine Chertudi-City of Boise, Public Works Dept. Kent Hanaway-CSHQA

Sue Siefert-Office of Energy Resources Lynn Young—-AARP

Lynn Anderson—Idaho Public Utiiities Commission Ken Eklund—Office of Energy Resources
Nancy Hirsh-Northwest Energy Coalition Celeste Becia*—Idaho Power

Mike Youngblood-Idaho Power
Tom Eckman—-Northwest Power & Conservation Council

Not Present:

Don Sturtevant-Simplot

Ken Robinette—South Central Comm. Action Partnership
Sid Erwin—Idaho Irrigation Pumpers Association

Linnea Wittekind-Oregon Public Utilities Commission

Guests and Presenters®:

Pete Pengilly—Idaho Power* Sheree Willhite—Idaho Power

Mike Darrington-ldaho Power Theresa Drake—ldaho Power

Shelley Martin—Idaho Power Quentin Nesbitt—Idaho Power

Warren Kline-ldaho Power Shelley Martin-ldaho Power

Todd Schuitz-ldaho Power* Dennis Merrick-ldaho Power

Chris Pollow-ldaho Power Ric Gale-ldaho Power

Billie McWinn-idaho Power Ben Otto-ldaho Conservation League

Ron Whitney-Northwest Energy Coalition Bev Barker ldaho Public Utilities Commission
Liz Woodruff-Snake River Alliance Lisa Young-Snake River Alliance

Ken Miller-Snake River Alliance

Recording Secretary:
Shawn Lovewell (Idaho Power) with Kathy Yi {Idaho Power)

Meeting Convened at 9:38 am

Todd started the meeting by discussing a few safety issues since the meeting was held in Conference Room 6
East. Guest and participants were introduced. The minutes from the May 26™ meeting were reviewed.

9:40 am 2010 Demand Response Review-Pete Pengilly

Pete presented information pertaining to the summer peak demand reduction achieved by Peak Rewards, Flex
Peak Management, and A/C Cool Credit. One member asked a question on the first slide (Peak History at Idaho
Power) what the difference in cooling degree days were between 2009 and 2010, Pete explained that there could
be many reasons, economic downturn, cooler milder summer, no string of hot days. Demand Response strategy
was explained in slide 4 and 5 where Pete said that DR events are pre planned but not set in stone. Most of them
are planned the day before. For example on slide 5 July 26" was forecasted to be a hot day, but temps dropped so
all programs cancelled ecxcept Flex Peak. Pete was explaining the Relative Load Duration Curve slide and one
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member asked if the new IRP forecast will change and what are the reasons for not having as much Demand
Response. Pete responded that the load duration curves are based on the 2011 IRP data and represent sort of a
worst case scenario, a 1 in 20 probability of occurring. These curves demonstrate the level of Demand Response
that our system is able to utilize with a 60 hour program under extreme conditions. One member asked what the
aggregate cost of each program is. Quentin said that 850 is average not including incentives, can’t remember cost
for each program. It depends if you are looking at actual vs. forecast over a 20 ycar period. Another member
asked how much flexibility there is in the Demand Response programs in order to have multiple stages for
ramping up and down, Pete responded that Flex Peak and A/C Cool Credit are smaller and those are left in one
block. Irrigation is staged. Idaho Power needs to be cognizant of customer issues and satisfaction.

Pete mentioned that none of Idaho Power’s demand response is cycled after the eight o’clock hour. Idaho Power
is meeting with the irrigators to re-asses operating hours, Options need to be looked at for managing the later
peaks. One member asked if late peak is an echo of the A/C Cool Credit program turning off in the afternoon.
Pete responded that some of that could be air conditioners coming back on as well as irrigators. A lot of the bigger
loads are manual turn off/on. Idaho Power thinks demand response is valuable, but also very expensive. One
member asked if demand response prices have been compared with other demand response programs in the west.
Quentin responded that Tdaho Power and Pacificor are very similar and in a lot of cases Idaho Power is lower in
price than other utilities.

10:23 am 2001 Proposed Commercial Activities-Todd Schultz

Currently the Commercial programs are going thru an evaluation from Cadmus. Idaho Power is looking at all
feedback to aid in the decision making process for the upcoming year, Todd gave an overview of potential
considerations for various programs.

Holiday Lighting-Idaho Power is looking at discontinuing this program. Interest in this program has declined.
Idaho Power feels this market is transforming, as LED lights are readily available in the market place. Petc stated
that the cost of buying LED’s is coming down.

Irrigation Efficiency- Nancy Hirsh asked what pipe cutting and pressing was, in reference to the slide that was
presented. Quentin Nesbit explained that it is to fix the cracks or breaks that are leaking from normal wear of a
wheel or hand line.

Custom Efficiency-A new lighting calculator will be required for participants in the Easy Upgrade and Custom
Efficiency programs. The consistency will help customers determine which program they qualify for. Idaho
Power is hoping to expand the industrial training that is coordinated with NEEA, and presented in Idaho.
Building Efficiency-The new measure slide was explained. One member asked how the reduced exterior lighting
will work and how will it tie into building or design standards. Sheree explained that Idaho Power will pay on
reduced wattage if exceeds code. One member asked if Idaho Power has analysis on what the savings are for the
new measures, Sheree stated that that is being worked on. These may change or could be removed if they are
determined to not be cost effective. This same member stated that he would be glad to talk with Idaho Power
about these measures as the analysis process is taking place. The Measure for Removal bullet point was explained
and Sheree pointed out that these can always go thru the Custom Efficiency Program. Idaho Power is trying to
keep the Building Efficiency Program as prescriptive as possible.

Easy Upgrades-Todd asked the group for input on establishing a minimum dollar amount for incentives. One
member suggested if the incentive was below the minimum adding it as a credit on the account. Todd explained
that could be more cxpensive to administer. One member expressed that having a minimum could prevent
participation in the future if they were rejected early on in the process. Another member asked if there was a
minimum threshold amount. Todd stated that $50-$100 has been discussed. Other utilities have some minimum
requirements on their programs. One member asked if Idaho Power will have contractor training program that
requires electrical contractors to go thru the training in order to participate. He has had some feedback regarding
some subpar work that has been done which affected the incentive. Todd said that hasn’t been decided on yet.
Todd asked for feedback from the group in regards to NEMA premium motors (measure for removal). At what



point should incentives stop. One member suggested talking to distributors about inventory levels. One member

suggested continuing the incentive on the motor removal. Another member suggested keeping it at least 6 months  {

if not a whole year. One member said that 6 months seems about right, but that a year might be too long. One
member asked if the reason office equipment and occupancy sensors are being dropped due to non use by
customers. Todd explained that it is a cost effectiveness issue as well as lack of participation.

11:05 Break

11:19 Regulatory- Mike Youngblood

Mike presented his slides to the group. On the Miscellaneous Filings slide he explained that in regards to the REC
Management plan, Idaho Power has made the decision to sell those RECs with the proceeds going back to the
customers through the PCA. During the Oregon Filing Slide there was discussion among the group regarding the
Fixed Cost Adjustment pilot extension and whether or not that would be filed a year before the pilot ends. Mike
answered that Idaho Power would file toward the end of the pilot period to make it permanent. One member asked
what Idaho Powers business plan was with regards to Demand Side Resources recovery. Mike responded that the
DSR moves the Demand Response programs incentive payment from the Rider fund to the PCA. The same
member asked if the intent is to drive more of the programs in that direction. Mike responded that it helps the
company recover the costs incurred to provide the incentive payments for those programs and doesn’t continue to
put upward pressure on the need to request an increase in the Energy Efficiency Rider.

12:00 Lunch with a presentation by Kevin Van Den Wymelenberg-Integrated Design Lab Update.
1:00 Meeting Reconvened

1:03 2011 Proposed Residential Activities-Celeste Becia

There are approximately 50,000 Idaho Power customers who have participated in some sort of residential Encrgy
Efficiency program. Idaho Power is looking at adding new measures to existing programs and also more customer
education opportunities.

Home Improvement- This program only has attic insulation thus far, but Idaho Power is looking at adding new
measures. (Slide two, Programs and Measures) One member asked if the attic insulation measure would still be
part of this program. Celeste responded that what is on the slide are additional measures and yes, the attic
insulation piece would still be included. Celeste explained that in traditional duct sealing programs, a pre and post
test are done. Bruce Manclark has said that testing doesn’t need to be done on every home, just to ascribe certain
types of criteria. By reducing the number of the ducts tested, both the time spent in the customers’ homes and
technical expertise can be reduced, making it more cost effective for everyone. Other measures being added to the
Home Improvement program in 2011 include window, air infiltration, and floor and wall insulation. If added,
thesc measures would only be available for electrically-heated homes.

H&CE Program- Celeste introduced Todd Greenwell, the new program manager for the Heating & Cooling
Efficiency program. Todd gave a brief history of his background. The Ductless Heat Pump measure is still in a
pilot program. The air source heat pump incentive will be increased to possibly $1000 but the Ductless Heat
Pump incentive will be reduced to about $750. Idaho Power is looking at adding the ductless heat pump to the list
of measures for the Weatherization Solutions Program.

ENERGY STAR® Homes-The Idaho building codes are changing on January 1%, There will now be only about a
15% differential between code and ENERGY STAR. Some of the larger builders are building 100% ENERGY
STAR Homes. This past summer the Multiple Listing Service website added a check box for 100% ENERGY
STAR Homes. The incentive that Idaho Power provides has basically covered the rater inspection costs. Celeste
asked the group for feedback on how the new code specifications are affecting other utilities. One member stated
that finding more to do on these homes will be the challenge. Celeste asked if the Regional Technical Forum is
looking at this. One member explained that a discussion with NEEA needs to happen. One member stated that he
would love to sce ENERGY STAR standard across the board for all homes. Education is the key. Celeste asked
what is builders’ primary motivation is to build ENERGY STAR. One member stated that it is a marketing tool,
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helps the builders to sell their homes. One member stated that a lot of money can be spent and not get as much
savings. There might be a point where large amounts of money can no longer be spent for such a small amount of
savings. One member wants to make sure that the stage is being set for the next round of changes that will come.
Utilities need to keep leading the market. A member stated that the commercial building sector will be having the
same issues soor.

Home Energy Reports-This as a popular tool with other utilities to inform customers about their energy use and
utility efficiency programs. An example of a third-party, personalized Energy Use Letter was shown to the group.
1t seems that the biggest motivator for saving energy is “neighborly competition.”

Idaho Power is working thru some federal stimulus funds and upgrading some of the customer service tools.
Idaho Power has had about 70,000 customers sign up for “My Account” or the Account Manager online since the
redesign of the website, Idaho Power is also making the “Energy Detective” available for use thru the libraries.
Pcople can check it out to see what kind of energy their appliances use. The company has been pleased at how the
Account Manager has been utilized thus far and given the demands on IT with many other projects, is not yet
ready to expand into third-party home energy reports. Theresa commented on how the company is handling
communications with customers and their confusion with tiered rates. A direct letter will be sent out along with a
possible message on the website. One member stated how she liked the proactive customer tools and that she
found this presentation very enlightening and looks forward to see how this plays out over time.

2:13 Break

2:25 2011 IRP Load Forecast-Brad Snow, Barr Smith

Brad introduced himself and explained that this presentation was given to the IRPAC group. He said that he
would be giving the forecast operations and economics portion of this presentation. He gave the group and
explanation of regression modeling, During the explanation of the Conservation Curves and Cruses slide one
member asked if this slide presumes that the progress of the codes and standards stays the same. Brad stated that
the other wild card would be the Demand Side Management (DSM) acquisition. The EIA database has been
downloaded and it correlates well. The IRP Price Assumption impact slide shows the output of the model that was
just discussed. The data is useful to Pete Pengilly’s group. One member asked if the blue line on the graph
represents the load that is being forecasted for 2011 Integrated Resource Plan (IRP) Brad answered that is.
Households are a big driver for Idaho. Yearly changes historically have been radical. Idaho’s population growth is
about 50% greater than in other areas.

Barr Smith presented the results of sales and load forecasts. The Key Driver slide was explained; onc member
asked why a carbon expectation wasn’t being included in this forecast. Brad answered that there isn’t much
carbon in the assumptions. The Residential Load Forecast slide was explained. The drivers are; number of
households in service arca and natural gas prices, median heating degree day and cooling degree day

One member asked if the driver listed is household units or actual households. Brad stated that it is actual
households due to the fact that there is such a gray area with vacancies. One member asked if it was occupied
households. Brad answered that yes it is because there isn’t a metric to know whether or not it is vacant.

The Trrigation Load slide was explained. One member asked if the forecast takes in to consideration precipitation
and heating degree days or is it more standardized. Barr stated that sometimes they will trend the summer degree
days but that it is usually done in the urban areas not rural areas. These are weighted degree days.

Brad cxplained the Plug —in Hybrid Vehicle slide. There are a lot of unknowns in this area. The 1.4kW per vehicle
is a low number. As it progresses this number will increase. One member asked how detailed the statistical end
use information is, can the level of use be seen. Brad stated that it is folded into equations, heating, cooling and
other is how it is broken down.

3:15 Meeting Adjourned
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Idaho Power Company

Supplement 2: Evaluation

Table 1. 2010 NEEA Market Effects Evaluations

NEEA MARKET EFFECTS EVALUATIONS

Study Study/Evaluation

Report Title Program or Sector  Analysis Performed by = Manager Type
2009-2010 Residential Lighting Market Residential KEMA NEEA Market Effects
Research Study
Climate and Energy Intensity Reduction: Industrial NEEA NEEA Market Effects
The Northwest Food Processors Challenge
Consumer Electronics Quarterly Update Residential NEEA NEEA Market Effects
Evaluation of Codes and Standards Commercial/lndustrial ~ The Cadmus Group NEEA Market Effects
Program, Market Progress Evaluation
Existing Building Renewal: Deep Commercial NEEA NEEA Market Effects
Energy Renovation
Management Systems and Commercial/lndustrial ~ NEEA NEEA Market Effects
Managing Energy
The Market for Energy Efficient Electronics:  Residential Opinion Dynamics Corp. NEEA Market Effects
Pre-Program Findings on Consumer
Perceptions and Retail Shelf
Stocking Practices
Northwest Ductless Heat Pump Pilot Project  Residential Research Into Action, Inc. NEEA Market Effects
Northwest ENERGY STAR® Homes Residential ECO Northwest NEEA Market Effects
Northwest ENERGY STAR Homes Energy Residential KEMA NEEA Market Effects
Analysis: 2006-2007
Report of Findings from Communications Residential NEEA NEEA Market Effects
Development Research
For NEEA reports, see the CD included at the back of this supplement.
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Idaho Power Company

Supplement 2: Evaluation

Table 2. 2010 Research
Analysis Study/Evaluation
Report Title Program or Sector Performed by Study Manager Type
Idaho Power Company Market Commercial/industrial The Cadmus Group Idaho Power Process
Characterization Study
Idaho Power Company Commercial Commercial/Industrial The Cadmus Group Idaho Power Process
Program Measure Review
Flex Peak Management Preliminary Commercial/lndustrial |daho Power Idaho Power Process

Program Report
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Introduction

The primary objective of a market characterization study is to identify the key markets for
energy-efficiency programs over the long term and to determine the potential impact of near-
term code changes on these markets. Idaho Power Company (IPC) recently completed a
conservation potential assessment, which contains a substantial amount of market
characterization data. Cadmus used the results from this conservation potential assessment to
conduct a market characterization study for IPC in order to identify the best opportunities for
future cost-effective energy savings. This analysis serves to bridge the gap between the
quantitative results of the potentials assessment and the real world needs of program design,
allowing IPC to continually integrate the study results into its planning.

A simple and effective way of assessing opportunities for future cost-effective savings is to
conduct a gap analysis. A gap analysis compares the future achievable energy savings and costs
potential with a forecast of savings and costs based on current program design. A gap exists if
the achievable potential savings is greater than the forecast of current program savings. Cadmus
has developed DSM Planner, an Excel-based model, for this purpose and is providing it to IPC
for this market characterization study and for future planning needs. To conduct the gap analysis,
we incorporated the information from the potential study, completed by Nexant in 2009, and
2009 IPC program savings data into DSM Planner.

In this report, Cadmus focuses primarily on analyzing the gap in energy savings for three IPC
programs: Easy Upgrades, Building Efficiency, and Custom Efficiency. DSM Planner also
reports utility costs and costs per MWh saved so IPC can sce estimates of the necessary budget
for meeting potential targets. Since the Nexant potential study did not incorporate the effects of
codes and standards changes, Cadmus performed an additional analysis to include these effects
in the gap analysis. An overview of DSM Planner is presented, followed by the results of the gap
analysis.

DSM Planner Overview

The Cadmus DSM Planner is an Excel-based planning model used to assess different demand
side management (DSM) acquisition strategies and corresponding impacts on utility conservation
targets and budgets. The model translates the cost-effective potential (from the 2009 Nexant
potential study) at the measure level into reasonably achievable program savings goals and
associated budgets across the planning horizon (the number of years over which the potential
will be acquired). The achievable potential in the Nexant study represents the forecasted savings
that can realistically be achieved through efficiency programs. To identify opportunities for IPC
to further increase program savings, Cadmus created a business as usual (BAU) forecast in
which 2009 program offerings were frozen and savings were assumed to grow at one percent

' Demand Side Management Potential Study — Volumes I and II, submitted by Nexant, August 14, 2009. DSM
Dynamic Model produced by Nexant and provided by Idaho Power. The underlying assumptions and technical
potential from the Nexant study were used as provided in the report appendices and were not revised by
Cadmus. Due to the limited scope of this analysis, a thorough review of the underlying assumptions used in the
Nexant potential study was not conducted. Cadmus included alternate scenarios in DSM Planner that allow
users to modify parameters used to calculate economic and achievable potential and compare the results with
the corresponding potentials in the Nexant study.
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annually. This growth rate was not intended to match IPC*s IRP assumptions, rather, to provide a
conservative growth rate assuming that IPC will achieve energy savings at a comparable percent
of load to BAU” throughout the planning horizon.’

As described above, the DSM Planner model incorporates the results from the potential
assessment and the utility BAU forecast to estimate the gap in savings. The savings gap is the
difference between the achievable potential savings and the projected BAU savings in a given
year. A large positive gap indicates the key markets and best opportunities for future cost-
effective program savings. A negative gap would indicate a surplus of programmatic savings
relative to the achievable potential.

The flowchart in Figure 1 lists the measure potential data incorporated into the model, utility and
program assumptions, characteristics of each scenario option, and the types of results provided
for comparing scenarios.

2 Cadmus calculated that IPC is currently achieving savings around 1.5 percent of load in the commercial and

industrial sectors.
*  The savings in year 20 drop to 1.2 percent of load using this growth rate, not including impacts of pending
codes and standards.
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Figure 1. DSM Planner Model Overview

Measure Potential

* Sector / Building Segment / End Use

* Program Name

* Measure Name (EE Measure and Baseline)
* Per Unit Savings and Incremental Cost

* Avoided Cost of Conserved Energy

* Technical / Economic / Achievable Potential
Effects of Codes & Standards on Savings

SCENARIOS

Costs and Savings
Data Source

Name

Utility / Program Assumptions

* Discount Rate

* Line Losses

* Planning Horizon (20 years)

* Cost Escalators

* 2009 Program Savings and Costs

/

Achievable Potential
Assumptions*

which potential is acquired

Business-as-Usual 2009 IPC program data Not Applicable
Baseline Potential Study Nexant Potential Study Nexant Potential Study
Council's Sixth Plan Nexant Potential Study Council's Sixth Plan
User-Defined Scenario | Nexant Potential Study User-defined
User-Defined Scenario 2 Nexant Potential Study User-defined

*Achievable potential assumptions include: amount spent on program administration and
incentives, the percent of economic potential that is achievable based on these costs, and the rate at

Results

» Energy savings

» Participant costs
» Total resource costs

* Reported by any combination of program, sector, and end use
* Annual and cumulative values over planning horizon
¢ Compare business-as-usual (BAU) with other scenarios for:

» Savings gap between achievable potential and BAU
» Utility costs (incentives and program adminstration)
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The DSM Planner model overview flowchart (also embedded as a user guide in the DSM
Planner model) provides detail on the mechanics of the model, as customized for IPC*s market
characterization study. Measure data and assumptions (embedded in the model) feed into the
scenarios. Users can choose from five possible scenarios included in DSM Planner. These are
based on the BAU forecast, baseline from the Nexant potential study, outcomes of the Northwest
Planning and Conservation Council‘s Sixth Plan (Council‘s Sixth Plan)," or user-defined options.

The two primary scenarios options are the BAU forecast and the baseline potential data and
assumptions from Nexant. For enhanced planning value and sensitivity analysis, the user can
customize two user-defined scenarios to analyze different options for market penetration. This
feature allows the user to create scenarios that modify some of the achievable potential
assumptions made in the Nexant potential study, such as maximum achievable penetration,
spending on administration and incentives, the relationship between these expenditures and
market penetration, and the ramp rate of the achievable potential acquisition over the planning
horizon. The model then compares these two additional market penetration scenarios created by
the user with the BAU forecast and the baseline potential data and assumptions from Nexant.

Cadmus included a scenario option that applies the Council‘s Sixth Plan assumptions on market
penetration to the cost-effective potential from the Nexant potential study. The Council‘s Sixth
Plan is an aggressive scenario based on achieving 85 percent of the technical potential. For most
IPC programs and end uses, the Council‘s potential savings are significantly higher than the
baseline potential study savings and the BAU forecast, and the utility costs per MWh are
approximately three times higher.” However, the technical potential in the Nexant study and the
Council‘s Sixth Plan differ significantly; a more appropriate comparison between the two studies
might be based on the potential as a percentage of sales.

As shown in the Results” box in Figure 1, DSM Planner provides the following forecasts over
the planning horizon:

e Annual MWh savings and gap compared to 2009 MWh savings

e Annual utility cost per MWh saved

e Annual dollar amounts of rebates/incentives

e Annual dollar amounts of marketing / advertising / program administration
e Annual participant and total resource cost

e First year levelized total resource cost (TRC) per kWh

In the IPC market characterization model, the gap analysis results are reported by any
combination of sector, program, and end use. For example, we can look at the savings gap and
costs for all commercial measures combined, for only Easy Upgrades measutres, or for only Easy
Upgrades lighting measures. Side-by-side comparisons of annual gap, savings, and costs (utility
costs, participant costs, and total resource costs) associated with each permutation allow for risk

Sixth Northwest Conservation and Electric Power Plan:
http://www.nwcouncil.org/energy/powerplan/6/default.htm.

> Cadmus assumed that to achieve 85 percent of the technical potential, the utility would need to pay incentives
of 100 percent of the incremental measure cost.

The Cadmus Group Inc. / Energy Services 4



Idaho Power Company February 4, 2011

assessment and assist in goal setting. The savings and cost assumptions were based on the
Nexant potential study and have not been revised by Cadmus.

DSM Planner includes a feature that allows users to look at the impact of near-term code changes
on IPC*s forecasted annual gap and costs. We set up alternate economic and achievable potential
estimates that start with the Nexant potential study estimates and reduce the potential for
measures impacted by code and standard changes. The projected BAU savings was also reduced
to account for measures impacted.

Gap Analysis

Although DSM Planner has the ability to compare several different savings potential scenarios to
the BAU scenario, for the IPC market characteristic study, Cadmus focused on the comparison of
the achievable potential estimated by Nexant to the BAU scenario. This report provides details
by program about potential gaps (or differences) between the forecasted savings from BAU and
the achievable potential calculated in the Nexant study.

This analysis was conducted on three IPC programs. The Easy Upgrades program offers
prescriptive incentives for lighting, HVAC, building shell, motor, plug-load, and refrigeration
measures installed in existing commercial facilities. The Building Efficiency program offers
prescriptive incentives for lighting, HVAC, building shell, and building control measures
installed during new construction projects. Finally, the Custom Efficiency program pays
industrial customers incentives proportional to the energy savings realized by each project.
Table 1 shows a comparison of the gap between the 2009 and 20-year cumulative BAU savings
and the achievable potential for the three programs.

Table 1. Total Gap by Program

MWh Gap*
Program Sector 2009 2009-2028
Easy Upgrades Commercial -14,800 215,300
Building Efficiency Commercial -5,800 -105,300
Custom Efficiency Industrial -700 317,600

* The MWh Gap reflects the difference between the potential study savings and the
BAU savings. Data from Nexant's DSM Potential Study and Cadmus' DSM Planner.

Industrial Custom Efficiency Program

IPC‘s Custom Efficiency program for the industrial sector has larger potential for energy savings
than the two commercial programs (Easy Upgrades and Building Efficiency), and also has the
largest gap.6 The gap analysis in Figure 2 shows that IPC is currently meeting the forecasted
achievable potential savings for the Custom Efficiency program. The costs per MWh are similar
to what was forecast in the potential study. However, based on the conservative assumption that

®  The Nexant study included four potential scenarios for industrial savings based on varying levels of incentives
offered. Cadmus input the —mderate” scenario into DSM Planner for conducting the gap analysis because it is
most similar to how the program is currently structured. The moderate scenario is based on offering incentives
covering 50 percent of the incremental measure cost.
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current programmatic savings grow at one percent per annum, there will be a gap in savings
between the achievable potential and baseline. This is because the achievable potential increases
at faster than a one-percent rate (as demonstrated in the Nexant study). This gap will grow larger
every year, as shown in Figure 2.

Figure 2. Custom Efficiency Gap Analysis
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Data from Nexant's DSM Potential Study and Cadmus’ DSM Planner.

The industrial potential study and IPC Custom Efficiency program tracking database provides
data at the end-use and building segment level. Since data on specific measures were not
available, the gap analysis was conducted by end use or building segment rather than at the
measure level.

This absence of measure-specific data for the industrial sector results in two key limitations for
this analysis. First, it is not clear whether comprehensive energy management measures are
included in the Custom Efficiency program achievable potential. About one-third of the
industrial sector savings in the Sixth Power Plan can be attributed to these measures,” suggesting
that such measures could be a significant source of savings for IPC. The second limitation is the
inability to determine the effect of changes to codes and standards on industrial sector potential.
Therefore, we have not modeled any codes and standards impacts for Custom Efficiency.

Nonetheless, we completed a gap analysis at the end use and building segment level that
provides insight. Of the industrial end uses, the current lighting measure savings far exceed
forecasted savings potential and should continue to do so for the foreseeable future. Savings
from compressed air measures also exceed forecasted potential. This is reflected by the negative
gap shown in Figure 3. In addition, the costs per MWh for compressed air measures are lower
than forecasted in the potential study. However, refrigerator, motor, and HVAC measures*

Measure-level data are not readily obtained without facility assessments.
Energy management measures in the Sixth Power Plan include plant energy management, encrgy project
management, and integrated plant energy management.

8
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savings are much lower than the achievable potential, with BAU costs per MWh somewhat
higher than the potential assessment indicated. The gap depicted in Figure 4 demonstrates that
focusing on measures for these end uses may yield significant additional energy savings for IPC
in the industrial sector.

Figure 3. Custom Efficiency - End Uses with Negative Gap
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Data from Nexant's DSM Potential Study and Cadmus’ DSM Planner.
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The largest gaps in savings are due to HVAC and refrigeration end uses. When the savings gap is
divided into the top four largest opportunities by building segment, as shown in Figure 5, we see
that food processing and electronics are the two most promising sectors for significant savings.

Figure 5. Custom Efficiency Gap Analysis by Building Segment
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Data from Nexant's DSM Potential Study and Cadmus’ DSM Planner.

As indicated earlier, we conducted the gap analysis based on the assumption that BAU savings
will grow at one percent a year. Cadmus analyzed IPC Custom Efficiency program data by end
use from 2006 through September 2010 to determine if there are noticeable trends in program
savings growth or decline that would lead us to deviate from this one percent assumption in
calculating the gap. Due the extreme variability in annual savings in the industrial sector, we
would continue with our initial assumption of one percent growth. This variability is due to the
nature of the industrial program, where there are generally a small number of applications. One
or two large installations can have a major effect on total savings for the year.

Commercial Easy Upgrades Program

The two commercial programs included in the gap analysis are the Easy Upgrades and the
Building Efficiency programs. Of the two programs, Easy Upgrades represents a majority of the
current and future commercial energy savings. Cadmus analyzed the measure level data from the
Nexant potential study and estimated the impact from updates to lighting and motor codes and
standards. We then adjusted the estimated achievable potential in the DSM Planner model to
reflect these impacts.

Figure 6 demonstrates current and future gaps and indicates significant growth potential. The
current savings from the Easy Upgrades program are outpacing the forecasted achievable
potential. However, there will be a gap between the achievable potential and the BAU savings by
2014 (the negative gap prior to 2013 indicates a surplus of savings relative to achievable
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potential). The forecast suggests significant growth in the achievable potential over the next few
years, suggesting that IPC might want to consider more aggressive promotion of the Easy
Upgrades program in the future.

Figure 6. Easy Upgrades Gap Analysis
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Data from Nexant's DSM Potential Study and Cadmus’ DSM Planner.

The overall achievable potential identified in the Nexant study for Easy Upgrades is shown in
Figure 7. This diagram shows the relative magnitude of achievable potential savings by end use.
The largest savings potential is in lighting end use, while the smallest potential is represented by
cooking measures (although too small to be seen on the scale in Figure 7). This achievable
potential does not reflect any pending impacts of codes and standards.
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Figure 7. Easy Upgrades Achievable Potential by End Use
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Data from Nexant's DSM Potential Study.

Further details by end use follow over the next several pages. To summarize, the Easy Upgrades
program is currently achieving energy savings greater than forecasted for lighting, HVAC,
motor, and refrigeration measures. Of these four end uses, lighting is the only area where the
analysis shows significant growth in potential over the next few years. For HVAC, motor, and
refrigeration measures, the BAU savings continue to exceed the forecasted potential throughout
the planning horizon. Program measures in the plug load end use are currently achieving savings
less than what was forecasted in the potentials assessment.

In addition, as IPC does not currently include agriculture or cooking measures in the Easy
Upgrades program offerings, the gap for those uses reflects the entire potential. In the potential
study report, Nexant suggested that IPC introduce agriculture measures as a new category.
However, the magnitude of savings for the plug load, agriculture, and cooking end uses is small
in comparison to lighting and HVAC. Thus, as an initial focus, IPC might consider continuing to
offer and promote lighting and HVAC measures for Easy Upgrades.

Lighting

Figure 8 illustrates the achievable potential for the lighting end use by measure and impact of an
upcoming change in lighting standard. This pending DOE standard will effectively preclude
savings from any measure with a T12 baseline starting in 2013. Our analysis found that about 60
percent of the BAU lighting savings will be captured by the new standard. However, as indicated
by the arrow in Figure 8, a resulting drop of only about 30 percent of the potential will be
captured by 2013. This indicates that although IPC is currently getting a majority of its lighting
savings from measures impacted by the new standard, a majority of the future potential savings
will be in measures not impacted by the standard. In order to make up for losses due to the new
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standard, IPC might consider promoting rebates for pulse start metal halide and ceramic metal
halide lighting.

Figure 8. Easy Upgrades Achievable Potential by Lighting Measure Type
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Data from Nexant's DSM Potential Study with Cadmus’ predicted impact by codes and standards applied,

As indicated, the largest savings opportunity will result from metal halide lighting; therefore,
Figure 9 provides a gap analysis diagram for these measures. Metal halide lighting rebates are
currently offered through the program and an expansion of the program for this category of
lighting would provide the most promising savings. In addition to metal halide lighting,
Bonneville Power Authority and other utilities are including LED high bay lighting in their
programs as an additional strategy for meeting their savings targets.
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Figure 9. Easy Upgrades Metal Halide Gap Analysis
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Data from Nexant's DSM Potential Study and Cadmus’ DSM Planner.

HVAC

HVAC is the second largest end use category by potential savings (after lighting), and building
shell measures represent the largest subcategory of HVAC measures. The achievable potential,
as indicated in the Nexant study, is provided in Figure 10 by measure category. As a whole, the
HVAC end use has a negative savings gap; however, the building shell measures have a positive
gap and are discussed further on the following page.
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Figure 10. Easy Upgrades Achievable Potential by HVAC Measure Category

8,000

7,000

Evaporative Cooler

6,000

Economizer

5,000

4,000

MWh

3,000
Building Shell

2,000
1,000

0
S N N N e N R I L 14

Data from Nexant's DSM Potential Study.

The largest savings opportunity will result from building shell measures; therefore, Figure 11
provides a gap analysis diagram for these measures. Building shell measures include insulation
and window-type measures (for example, shade screens), as well as passive measures that affect
heating and cooling characteristics. Many building shell measures are already offered through
the Easy Upgrades program; however, the gap analysis indicates additional savings could still be
captured by the program. Figure 11 demonstrates that the most significant gap exists for window
and roof improvements. Based on the results of the gap analysis, IPC might consider promoting
rebates for these building shell measures.
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Figure 11. Easy Upgrades Building Shell Gap Analysis
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Data from Nexant's DSM Potential Study and Cadmus' DSM Planner.

Motors

Figure 12 illustrates the savings gap in motors. The dip in 2011 (marked as _Standard Change )
reflects the impact of the Energy Independence and Security Act of 2007, which 1equncs
general-purpose motors in the 1-hp to 200-hp category to meet or exceed NEMA premium
efficiency levels. Motors greater than 200 hp are not impacted by the new standard, and thus
potential remains for these larger motors.'® The forecasted achievable potential is reduced by
about 30 percent beginning in 2011 due to this update, but this standard has virtually no impact
on the BAU savings, as most of the current savings are from variable speed drives and not from
1-hp to 200-hp motors.

®  http://www] .eere.energy.gov/buildings/appliance_standards/commercial/pdfs/electricmotors_eisa_compliance
fags.pdf

10 NEMA Design B, general purpose electric motors with a power rating between 200-hp and 500-hp must meet
efficiency levels specified in NEMA MG-1 (2006) Table 12-11. This table is available at:
http://www.marathonelectric.com/docs/MG 1 EffCharts.pdf.
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Figure 12, Easy Upgrades NEMA Motors Gap (exclusive of other motor measures)
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Data from Nexant's DSM Potential Study and Cadmus’ DSM Planner.

Currently, incentives for motors up to 200-hp are offered through Easy Upgrades. IPC might

want to consider adding incentives for larger motor sizes'' to capture some of this potential if
cost-effective; however, note that the DOE has observed that as horsepower increases, motor

losses—and thus savings per horsepower—decrease. '

The Consortium for Energy Efficiency maintains a list of motors that exceed the NEMA
premium efficiency requirements.'” Cadmus recommends further research into the costs and
savings associated with the motors on this list as a means to capture additional motor savings in
the 1-hp to 200-hp motor size category.

Agriculture and Cooking

Agriculture measures are not currently offered under the Easy Upgrades program. Therefore, the
savings gap is equal to the achievable potential. Figure 13 shows the potential (and thus savings
gap) for the agriculture measures. In the potential study report, Nexant recommends that [PC
introduce agriculture measures as a new category. Based on results of this gap analysis, Cadmus
agrees that IPC should investigate this prospective offering.

In the potential study, Nexant also recommends expanding the current motor offerings to achieve additional

savings.

2 http://www] .eere.energy.gov/buildings/appliance standards/commercial/pdfs/electric_motors commercial
framework document.pdf,

B http://www.ceel.org/ind/motrs/CEE_MotorsListApril2010.xls.
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Figure 13. Easy Upgrades Achievable Potential by Agriculture Measure Type
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Data from Nexant's DSM Potential Study.

Like agriculture measures, cooking measures are not currently a part of the program offering,
and therefore, the achievable potential represents the savings gap and is shown in Figure 14. The
potential for this category is relatively small, with most of the opportunity coming from the
ventilation hood and hot food cabinet measures. These measures represent relatively few savings
and require significant effort to achieve. Indeed, according to the program specialist, IPC has
experienced difficulty convincing restaurant owners to participate in efficiency programs.
Cadmus* experience working with other utilities has shown this is a common barrier. Cadmus
recommends cooking measures be given a relatively low priority compared to other measures
listed above.
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Figure 14. Easy Upgrades Cooking Achievable Potential
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Data from Nexant's DSM Potential Study.

Commercial Building Efficiency Program

27!

The Building Efficiency program savings currently exceed the savings from the potentials

assessment, and are illustrated by a negative gap in Figure 15. The difference is

especially

pronounced in the HVAC sector, primarily due to large savings from variable speed drives and
energy management control systems. The 2009 savings for the Building Efficiency program
were more than double the savings forecasted in the potentials assessment. Our analysis in DSM
Planner indicates that if IPC continues its current success with the program, Building Efficiency
savings will continue to exceed the potential study forecasts for this program. In addition, current
programmatic costs per MWh are only about one half of the costs estimated in the potential
study. It is important to note that new building growth assumptions used in the potentials
assessment may no longer be valid, given the state of the economy when that work was being

completed (in 2009).
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Figure 15, Building Efficiency Gap Analysis
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However, investigation of this large negative gap may be warranted for future planning. For
example, due diligence may include refining savings estimates from projects where both lighting
and HVAC measures were implemented. As those measures will result in some interactive
effects (lower heat output from energy-efficient lighting reduces cooling loads), the savings may
be less than the sum of the savings from the individual measures. Therefore, in the future, if
interactive effects are not currently accounted for in IPC‘s programmatic savings estimates, then
Cadmus recommends using a whole-facility approach to ensure the most accurate energy
savings.

Of the HVAC and lighting measures demonstrating a positive gap between the achievable
potential and the BAU baseline, the four largest are daylight photo controls, premium windows,
high performance windows, and air side economizers, shown in Figure 16. These four measures
are currently offered through the program and may be prime candidates for extra marketing
promotions.
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Figure 16. Building Efficiency Gap Analysis for Selected Measures
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Introduction

In 2010, Idaho Power Company (IPC) commissioned The Cadmus Group Inc. (Cadmus) to
conduct a process evaluation of its commercial, industrial, and irrigation (CI&I) energy-
efficiency programs. The primary goals of the process evaluation are to inform IPC about how
well individual programs are operating, and to help IPC better plan, integrate, implement, and
evaluate its entire portfolio of CI&I energy-efficiency programs.

IPC requested, as a task under the CI&I process evaluation Statement of Work (SOW) conducted
in 2010, that Cadmus review the reasonableness of IPC’s program savings assumptions for those
measures with cost-effectiveness uncertainties. For the Easy Upgrades program, Cadmus
reviewed the 10 measures with total resource cost (TRC) benefit-to-cost ratios less than 1. We
reviewed all 11 of the Irrigation Efficiency Rewards measures, for which savings were calculated
using IPC’s engineering modeling assumptions. In addition, Cadmus estimated savings and
proposed algorithms for the four new measures offered in the Building Efficiency program.

Easy Upgrades and Irrigation Efficiency Rewards

Cadmus reviewed the measures in these programs by estimating the savings using simplified
engineering calculations, then comparing these estimates to savings values from the following
sources:

e Northwest Regional Technical Forum (RTF),

o Northwest Power and Conservation Council’s (Council’s) Sixth Power Plan (6th Plan),
¢ Database for Energy Efficient Resources (DEER),'

e ENERGY STAR®, and

e Other regional potential studies conducted by Cadmus.

In addition, Cadmus estimated material and labor costs using various resources, including the
RTF, DEER, ENERGY STAR, RSMeans 2009 construction costs, and other online sources. We
compared measure lives to our internal measure database and found them to be reasonable.

Building Efficiency Analysis
We only reviewed new measures under consideration for the Building Efficiency program in
2011 for this analysis; namely:

e Exterior Reduced Lighting Density,
e High-Efficiency Chillers,
e Wall Insulation (new construction multifamily housing), and

e Roof Insulation (new construction multifamily housing).

' DEER is a California Energy Commission and California Public Utilities Commission (CPUC) sponsored
database designed to provide well-documented estimates of energy and peak demand savings values, measure
costs, and effective useful life (EUL) within one data source.

The Cadmus Group Inc. / Energy Services 1
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Measure assumptions data provided by IPC for the four Building Efficiency measures were
limited; therefore, Cadmus developed algorithms to estimate the savings. These savings
algorithms, resulting in a per unit savings estimate, are based on engineering assumptions used in
other studies conducted by Cadmus and on our professional judgment.

Program-Specific Analysis

Easy Upgrades

For the Easy Upgrade program, Cadmus conducted a thorough review of the following measures
with a TRC benefit-to-cost ratio less than 1.

e Efficient Metal Halide (MH) Lighting: 30-70 W efficient MH fixture.

e Efficient Metal Halide (MH) Lighting: 70-150 W efficient MH fixture.
e Efficient Metal Halide (MH) Lighting: 150-250 W efficient MH fixture.
e CFLs or LEDs: Screw-in lamp (25 W or less).

e Window Shading: Adding window shade film.

e Office Equipment: Flat panel LCD display.

e Office Equipment: Occupancy sensor control.

e Laundry Machines: High-efficiency, coin-op washer.

e Compressors/Condensers: Air-cooled multiplex system.

e Compressors/Condensers: Evaporative-cooled multiplex.

We reviewed IPC measure assumptions, as presented in IPC’s Demand-side Management 2009
Annual Report Supplement 1: Cost-Effectiveness (DSM 2009 Supplement). These assumptions
included commercial lighting operating hours, lighting equipment wattages, and savings and
costs sources.

Findings

Generally, Cadmus found IPC’s savings estimates to be reasonable, with the exception of the air-
and evaporative- cooled compressor measures, where we found the savings to be significantly
higher based on DEER data and the 6th Plan. IPC costs, however, were generally less consistent
with other comparable sources. These differences may stem from the underlying assumptions of
incremental cost versus full cost, estimated labor costs, and program application costs.

Conclusions and Recommendations

Table 1 details the assumed IPC cost and savings listed in the DSM 2009 Supplement and
Cadmus’ estimated values for comparison with summary recommendations. Detailed
information is provided in Table 7 and Table 8 of the Appendix.

Cadmus recommends a further review of the savings for the air- and evaporative-cooled
compressor measures. Such large savings differences suggest that data reviewed may not be

The Cadmus Group Inc. / Energy Services 2
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comparable. Given the limited information available, Cadmus is unable to provide a clear
explanation of the differences. Further details are provided in Table 7 of the Appendix.

In addition, IPC should review cost assumptions, as these may have a significant impact on the
measure cost-effectiveness. In most cases, Cadmus’ cost estimates are less than the IPC estimate;
if these costs were found appropriate for the IPC territory, the measures could be considered
cost-effective. Conversely, Cadmus’ estimated cost for laundry machines is higher than IPC’s
cost, and Cadmus’ savings estimates are lower than IPC’s; thus, it is unlikely this measure will
become cost effective. Detailed information is provided in Table 8 of the Appendix.

The Cadmus Group Inc. / Energy Services 3
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Irrigation Efficiency Rewards

For the Trrigation Efficiency Rewards program, Cadmus conducted a thorough review of the
following measures:

e Nozzle Replacement - Flow Control.
e Nozzle Replacement.

e Brass Impact Sprinklers.

e Levelers.

e Rotating or Low-Pressure Pivot Sprinklers.
e Regulator Replacement.

e (asket Replacement.

e Hub Replacement.

e New Goose Necks.

e Pipe Repair.

e Pivot Boot Gasket Replacement.

As with Easy Upgrades, Cadmus reviewed IPC measure assumptions as presented in the DSM
2009 Supplement. Limited data on assumptions for these measures were provided.

Findings

Cadmus compared IPC’s irrigation program measures to the most recent RTF data and found the
savings and costs to be inconsistent. IPC’s energy savings and incremental participant costs do
appear to be consistent with the 2005 RTF estimates. However, the RTF updated its irrigation
hardware data in January 2010 based on available studies conducted primarily in Idaho.

Conclusions and Recommendations

Table 2 provides a summary of the assumed program costs and savings with Cadmus’ estimates
(using updated RTF data) for comparison. Detailed information is provided in Table 9 and Table
10 of the appendix.

Our measure review for the Irrigation Efficiency Rewards program found a wide range of
differences between IPC’s gross energy savings and cost estimates and those in the RTF’s
updated January 2010 report. The more recent RTF data are thought to be more accurate; thus,
IPC would likely minimize risk by adopting these savings prior to an impact evaluation. As such,
Cadmus recommends updating the irrigation measure savings estimates with the most current
RTF data, accounting for any territory-specific differences in assumptions (e.g., pumping lift,
hours of operation).

Note that based on these updated estimates, some measures may no longer be cost-effective. For
example, the savings estimate for levelers decreased by a factor of 10. Given this significant
decrease and the low resulting savings, IPC may consider removing levelers from the program
offerings (unless offered solely in conjunction with a higher savings measure).

The Cadmus Group Inc. / Energy Setrvices 5
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Table 2. Summary Review of Irrigation Measures

IPC Annual Cadmus IPC Gross Cadmus
Gross Energy  Estimated Incremental Estimated
Savings Savings Participant Incremental

Measure (kWhlyr) (kWhlyr) Cost Cost
Nozzle Replacement - Flow Control 20 29 $2.50 $5.57
Nozzle Replacement 20 39 $0.55 $2.12
Brass Impact Sprinklers 40 29 $9.00 $12.33
Levelers 20 2 $5.92 $3.25
Rotating or Low-P Pivot Sprinklers 40 22 $12.58 $18.33
Regulator Replacement 40 38 $6.80 $6.13
Gasket Replacement 30 23 $1.52 $3.92
Hub Replacement 40 66 $45.00 $ 50.00
New Goose Necks 20 7 $6.00 $4.17
Pipe Repair 60 46 $8.00 $18.00
Pivot Boot Gasket Replacement 850 1274 $225.00 $ 250.00

Building Efficiency Measure Review and Analysis

The Building Efficiency program identified four new measures that will be added during the
2011 program year. IPC was not able to provide savings assumptions for the new measures under
consideration; therefore Cadmus conducted a limited analysis to provide an estimate of savings
using broad assumptions about IPC building characteristics. The new Building Efficiency
measures are:

e Exterior Reduced Lighting Density,
e High Efficiency Chillers,
e Wall Insulation (new construction multifamily housing), and

e Roof Insulation (new construction multifamily housing).

In addition, although not within the scope of this analysis, Cadmus noticed that the IPC claimed
savings for high-efficiency exit signs appear unreasonably high. IPC should review the
assumptions for this measure.

Methodology

The analysis for each of the four measures incorporated the estimated savings potential per
installed unit, the proposed savings algorithm, and measure assumptions. As part of the analysis,
we determined all baseline equipment requirements using the 2009 International Energy Code
Council (IECC) with reference to ASHRAE 90.1-2007. This Idaho commercial code became
effective on January 1, 2011.

Findings

Table 3 provides saving estimates for the four measures, as represented in kWh per installed unit.
The subsections below provide further details about the assumptions used to determine these
estimates.

The Cadmus Group Inc. / Energy Services 6
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Table 3. Building Efficiency Program Estimated Annual Energy Savings for New Measures

Annual Savings

Measure Type KWh/Unit Unit
Exterior Reduced Lighting Density 0.12 Sq ft (exterior lighting area)
High Efficiency Chillers 123 Cooling ton

Wall Insulation (multifamily housing only) - electric cooling 0.006 Sq ft (installed insulation)
Wall Insulation (multifamily housing only) - electric heating 0.29 Sq ft (installed insulation)
Roof Insulation (multifamily housing only) - electric cooling 0.024 Sq ft (installed insulation)
Roof Insulation (multifamily housing only) - electric heating 0.21 Sq ft (installed insulation)

Conclusions and Recommendations

IPC should compare the savings estimates and accompanying algorithms with internal
calculations. As Cadmus had limited data about IPC prototypical buildings, we made various
assumptions to determine savings for these measures. As such, we provided the savings
estimates and accompanying algorithms for guidance only, and the assumptions we used should
be reviewed by IPC engineering staff to ensure appropriateness. Cadmus’ assumptions for each
measure are described in greater detail below.

Exterior Reduced Lighting Density

Cadmus calculated an estimated weighted average lighting power density (LPD) baseline value
of 0.20 watts per square foot. The baseline LPD varies based on the exterior lighting application
(as specified in IECC 2009/ ASHRAE 90.1-2007 requirements), as shown in Table 4. The
weighting used is based on Cadmus’ experience, and should be reviewed for its relevancy to
IPC’s territory. IPC requires a minimum 15 percent reduction in LPD for the measure to qualify.
On average, this results in a 0.03 W/sq ft savings.

Table 4. Summary of IECC 2009 Lighting Power Densities for Building Exteriors*

IECC 2009 Lighting Estimated

Main Application Area Power Densities (W/sq ft) Weight
Uncovered Parking Areas 0.15 35%
Building Grounds 0.20 35%
Canopies and Overhangs 1.25 1%
Outdoor Sales 0.50 1%
Building Fagades 0.20 28%

Prototypical Exterior LPD 0.20 100%

*  Refer to IECC 2009, Table 505.6.2 for complete application details.

The exterior lighting hours of use also impact the energy savings. Based on the Council’s 6th
Plan, we used 4,000 hours as the default value, resulting in energy savings of 0.12 kWh/sq ft of
exterior lighting area.

The proposed savings algorithm for program tracking is presented below:

The Cadmus Group Inc. / Energy Services 7
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LPDy.se = Baseline Exterior Lighting Power Density - 2009 IECC-Table
505.6.2; default 0.20 W/sq ft
LPD.. = Energy-Efficiency Exterior Lighting Power Density; default 0.18
Wi/sq ft (15 percent improvement)
HOU = Hours of use; exterior lighting operating hours, 4,000 hrs default
SQF Tyt Lighting Area =  ExXterior lighting area in square feet

1,000 = Watt to kW conversion factor

High-Efficiency Chillers

IPC is adding a measure for high-efficiency chillers, based on a minimum integrated part-load
value (IPLV). Compliance with 2009 IECC (ANSI/ASHRAE/IESNA 90.1-2007) can be
achieved by either meeting the requirements of Path A or Path B, as shown in Table 5. IPC’s
proposed rebate and efficiency requirements are based on projects following Path A. Cadmus
recommends that IPC include Path B efficiency requirements, as Path B was established for
water-cooled chillers intended for applications where significant operation time is expected at
part load. In northern climates such as Idaho, more operating hours are part load rather than full
load. Cadmus estimated Path B eligibility requirements” based on the ratio of IPC Path A
eligibility requirements and code Path A requirements.

Table 5. 2009 IECC Chiller Efficiency Requirements*
2009 |IECC Effective January 1, 2011 Path B

Full
Load IPLV

Equipment Type Size (tons)

Air-Cooled Chiller w/ <150 9.562 12.500 EER
Condenser > =150 9.562 12.750 - - EER
<75 0.780 0.630 0.800 0.600 | kWiton
Water-Cooled Chiller >=7510 <150 0.775 0.615 0.790 0.586 | kWiton
Reciprocating and Screw > =150 to < 300 0.680 0.580 0.718 0.540 | kWiton
> =300 0.620 0.540 0.639 0.490 | kWiton
<150 0.634 0.596 0.639 0.450 | kWiton
Water-Cooled Chiller >=150to <300 0.634 0.596 0.639 0.450 | kWiton
Centrifugal > =300 to < 600 0.576 0.549 0.600 0400 | kWiton
> =600 0.570 0.539 0.539 0.400 | kWiton

* Both full load and IPLV levels must be met to fulfill the requirements of Path A or Path B.

For the savings analysis, we weighted all chiller types and capacity sizes to estimate the overall
prototypical savings, as shown in Table 6. These weightings should be reviewed by IPC, taking
into consideration knowledge of existing stock or programmatic activity. To complete the
analysis, IPC provided data for a prototypical chiller with 1,500 effective cooling full load hours
(EFLH). To estimate these savings, Cadmus developed a two-part algorithm for air-cooled and
water-cooled chillers, where the overall savings estimate reflects a weighted average of the two

2 Cadmus did not verify available comparable products on thc market and recommends verifying the appropriate

Path B requirements for IPC.

The Cadmus Group Inc. / Energy Services 8
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types. Again, IPC should modify this weighting based on existing stock or programmatic
activity. The weighted annual savings were estimated to be 123 kWh/ton.

The Cadmus Group Inc. / Energy Services 9
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The proposed savings algorithms for program tracking are presented below:

Air-Cooled Chiller

Tons = Rated cooling tons per installed chiller
12 = Air-cooled EER conversion; EER = 12 / (kW/ton)
IPLVEproase Integrated part-load energy-efficiency ratio of the baseline equipment
= (BTUWW)
IPLVigree= Integrated part-load energy-efficiency ratio of the energy-efficient equipment
(BTUKW/W)
EFLH = 1,500 hours default; IPC prototypical chiller effective cooling full load hours

Water-Cooled Chiller

Tons = Rated cooling tons per installed chiller
IPLVEgrbase = Integrated part-load value efficiency of the baseline chiller (kW/ton)

IPLVggree= Integrated part-load value efficiency of the energy-efficient chiller
(kW/ton)
EFLH = 1,500 hours default; IPC prototypical chiller effective cooling full load
hours

Wall and Roof Insulation

Wall and roof insulation measure rebates will be offered for multifamily new construction
buildings. IPC’s requirement for wall and roof insulation is that the builders install additional
insulation (higher R-value) above code; at least an additional R-5 or R-10 for wall or roof
measures, respectively. Cadmus estimated the cooling and heating savings for both measures.

The savings for these measures can vary significantly depending on building characteristics (e.g.,
number of floors, aspect ratio, and construction material). Ideally, the savings would be based on
building simulations (using software such as Energy-10 or eQUEST) applied to IPC-specific
prototypical buildings.

Cadmus calculated the cooling savings using default multifamily prototypical models found in
eQUEST, along with the Pocatello weather file. The resulting cooling savings are practically
negligible (0.006 kWh/sq ft wall insulation installed and 0.024 kWh/sq ft roof insulation
installed). This is due in part to high R-value requirements required by code and the relatively
low cooling load hours for northern climates. We inferred the heating savings from our 2007
assessment of PacifiCorp’s territory (under the name of Quantec), updated to incorporate the
wall insulation requirements of the 2009 IECC. We developed Energy-10 models for multifamily
homes in Idaho for that study. The heating savings resulted in 0.29 kWh/sq ft of wall insulation
installed and 0.21 kWh/sq ft of roof insulation installed.

The Cadmus Group Inc. / Energy Services 11
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Cadmus also reviewed the savings estimated by the RTF for low-rise new construction
multifamily buildings. However, the RTF currently only estimates savings for a comprehensive
suite of measures including shell upgrades, increased roof and wall insulation, reduced
infiltration, and duct insulation. IPC may want to consider this type of packaged measure as a
program offering for low-rise multifamily buildings for consistency with the RTF.

The proposed savings algorithms for program tracking are presented below:

Wall Insulation

Electric Heating Savings:
Electric Cooling Savings:

Total Electric Savings:

InsulationSQF Tpusanea = Installed wall insulation in square feet
SFHealing kWh/sqft = 0.29 kWh
SFcooling kwivisqt = 0.006  kWh

Roof Insulation

Electric Heating Savings:

Electric Cooling Savings:

Total Electric Savings:

InsulationSQF Tyuganes = Installed roof insulation in square feet
SFHealing kWh/sqft = 0.21 kWh
SFCooling KWhisqft = 0.024 kWh

The Cadmus Group Inc. / Energy Services 12
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Idaho Power

Program Summary

FlexPeak Management is a voluntary demand response program targeting Idaho Power’s industrial and
large commercial customers that are capable of reducing their electrical energy loads for short periods
during summer peak days. The program became available to the company’s Idaho customers in May
2009. The program objective is to reduce the demand on Idaho Power’s system during peak times
through customers’ voluntary electrical use reduction. The program is active June 1 to August 31,
between the hours of 2:00 p.m. to 8:00 p.m. on non-holiday weekdays. Customers receive notification of
a demand reduction event two hours prior to the start of the event, and events will last anywhere
between two to four hours, with a maximum of 60 hours per season.

In November 2008, Idaho Power selected EnerNOC, Inc. through a competitive Request for Proposal
(RFP) process, to implement the program. Idaho Power entered into a five-year agreement with
EnerNOC in February 2009, pending the Idaho Public Utilities Commission (IPUC) approval. In May
2009, the IPUC approved the contract in Order No. 30805 and requested that Idaho Power submit a
preliminary report.

EnerNOC is responsible for developing and implementing all marketing plans, securing all participants,
installing and maintaining all equipment behind Idaho Power’s meter used to reduce demand, tracking
participation, and reporting results to Idaho Power. Idaho Power initiates demand response events by
notifying EnerNOC, who then supplies the requested load reduction to the Idaho Power system.

EnerNOC meets with prospective customers to identify their potential to reduce electrical energy load
during active program hours without negative impact to their business operations. Customers enroll in
the program by entering into a contract with EnerNOC. EnerNOC then installs energy monitoring
equipment at the customer site, simulates a demand response event to ensure customer satisfaction and
performance, and officially enrolls the facility in the program.

Contractually, EnerNOC has agreed to a target annual demand reduction amount for the five year
contract length. Each week, EnerNOC commits a demand reduction level in megawatts (MWs) to Idaho
Power that EnerNOC is obligated to meet in a demand reduction event. When Idaho Power anticipates
the need for capacity, it schedules the date and time of the event and notifies EnerNOC.

Idaho Power has access to an EnerNOC web site that shows near real-time energy usage data of the
aggregated load, and can continually monitor the success of the demand reduction event. Customers can
also continuously monitor their demand reduction performance using their individual near real-time
energy usage data available to them through the EnerNOC web site.

e —— == e e e s R e e e e e e e |
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Idaho Power

2009 Demand Reduction Event Results

During 2009, the first customers enrolled in the program in May and EnerNOC committed their initial
reduction amount of 0.30 MW to Idaho Power by the second week of June. The target reduction for the
season was 2 MW. By the end of the season, EnerNOC had enrolled 22 participants across 33 facility
sites and had committed to a maximum weekly reduction of 15.2 MW. In July, participants achieved an

actual reduction of 17.1 MW, surpassing the program target reduction by more than eight times.

Idaho Power initiated eight demand response events in July. In each case EnerNOC exceeded the

committed MW reduction by the percentages shown in the table below.

173%

H Committed Capacity (MW) @ Avg Actual Reduction (MW)

FlexPeak 2009
Demand Reduction Percent Performances

177%
.E 149%
_g 132% i
&
| i
=

1st 2nd 3rd 4th Sth Gth
Event

119%

81h

Marketing and Public Relations

EnerNOC was responsible for the development of all marketing collateral. Idaho Power worked with
EnerNOC to co-brand marketing materials, and reviewed and edited materials such as a “Frequently

Asked Questions” Sheet and press releases. Idaho Power continues to work with EnerNOC on the

development of a Utility Case Study, which will discuss the program development and rapid ramp-up

process.
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Customer Recruitment

EnerNOC began the recruitment process by engaging customers with a demand of 500 kW and above.
Idaho Power Customer Representatives contacted most of these customers prior to contact from
EnerNOC in order to inform them of the program. EnerNOC employees reached out to customers first
by phone, and then set up on-site meetings to determine a customer’s potential for demand reduction.
Idaho Power Customer Representatives often attended the on-site meetings.

EnerNOC worked with each participant to develop a demand reduction plan that could be implemented
at the site without negatively impacting the participant’s business. Customers then were invited to sign
a contract with EnerNOC to enroll in the program.

A breakdown of MW reduction committed by customer segment for 2009 is shown below.

FlexPeak 2009
Committed MW Reduction by Customer Segment

¥ fefrigerated Warehoiise

18% Food Processing
28%

Distribution/Shipping

Center/Warehousa P
12% N
' Primary/Secondary
/ - School
™, 1%

Manufacturing . ' , Water & Wastewater
8% Treatment Facility
' 2%

Asphalt, Composting/Recycling/W
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Idaho Power

Metering

Once customers enrolled in the program by signing a contract with EnerNOC, EnerNOC submitted
requests to Idaho Power to enable the customers’ electric meters to transmit KYZ-pulse outputs. Some
customer’s meters were already enabled for pulse outputs. For each customer not receiving pulse
outputs, Idaho Power metering technicians enabled the meters to transmit these outputs, and EnerNOC
reimbursed Idaho Power for the associated costs. EnerNOC then installed monitoring equipment to
obtain and transmit the pulse output to their servers. By using EnerNOC’s proprietary software,
PowerTrak, customers could then monitor their near real-time energy use on a continual basis. Below
are examples of information participants can access at all times through the EnerNOC web site using
their unique login and password. In these examples the reduction in energy use occurs on a Saturday

and Sunday.
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Idaho Power

Event Initiation

Idaho Power’s Power Supply group monitored system demand forecasts and evaluated up to date
conditions in order to determine when demand reduction events would be initiated to reduce an expected
peak on the system. Idaho Power sent e-mails to EnerNOC to initiate each event, and EnernNOC in
turn, notified customers two hours prior to the event. In 2009, all of the demand reduction was achieved
manually by the participants at their sites, with EnerNOC retaining no automatic control of the reduction

Processes.

Idaho Power initiated a test event on July 7, 2009 in order to test the dispatch process and monitoring
capabilities. To the participants, this event was treated as a normal demand reduction event. The next
seven events in July were initiated in response to system demand needs.

Event Monitoring

EnerNOC submitted weekly reduction commitments to Idaho Power by the Friday proceeding the event
week. During each event, participants had access to near real-time electric use data, which displayed
their baselines and reduction commitments through EnerNOC’s web site. Below is an example of what
a customer might see during a demand reduction event.

7
PowerTraK Hep @ ENERNOC
Customer Name ldaba Power Flewdesk Managemen: Program  Tue 51212009 400 80OFMMDT
Performing as Expected
Delivering 519 of 450 kW (115%) asof 7:30 pm
=551 Cllr;r.tl‘..rn;nd PeductionTargel Ares Baseline

60 1
209
|

ol

200gm 000§ 400 pm 500 ym eoogm 7005m 000 pm e0opm 1000 pr

Energy Reduction Plan

#
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Idaho Power

During each event Idaho Power had access to aggregate performance as shown below. The graph
displays the current near real-time event performance, as well as the average performance throughout (
the event. |

Event Performance (MW)
— s e B e T A S R ARG R G A g te e e lou

1

Current Performance Entire Event Performance
M rerformance E2 MW Not Reporting == Committed Capacity
Committed Capacity: 6.6 MW
Current Performance: 83MW | 124.9% (
'Entire Event Performance! L 8.7 MW | 130.6%
MW Not Reporting: - | oomw 0.0%

FlexPeak Management 2009 Preliminary Report Page 8




Idaho Power

Customer Satisfaction

EnerNOC conducted a post-event customer satisfaction survey after the July 7™ test event, and while
only a few customers were enrolled in the program at that time, results were positive. Six customers
were enrolled across 10 sites for this event, Of the 19 contacts made, 4 responded to the survey, for a
response rate of 21%. On a scale of 1 to 10, 10 being the most prepared, the average level of
preparedness was 8.5. On a scale of 1 to 10, 10 being the most satisfied, the average level of overall
satisfaction was 8.5. On a scale of 1 to 10, 10 being the most likely to recommend, all four customers
were at a 10. Results are shown below.

Post-Event Survey Results
July 7, 2009 Event

E Overall Satisfaction

# Likely to Recommend

d Level of preparation

Customer "A" Customer "B" Customer "C" Customer "D"

Three of the four customers said the level of difficulty in the reduction plan was about what they
expected, and the fourth said it was easier than expected. One general comment was submitted,
requesting more advanced notice.

EnerNOC plans to conduct a 2009 post-season survey within the first quarter of 2010. Results of the
survey will be made available to Idaho Power.

All 22 customers who enrolled and participated in the 2009 season are enrolled to participate in 2010.

Esssesaseae-aeee e, —————me. - Esaes L, s sa
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Idaho Power

Payment Reconciliation

EnerNOC invoiced Idaho Power on a monthly basis. Invoices consist of both a capacity payment
component, based on the amount of reduction available during active program times, and an energy
payment component, based on measured reductions during each event. In June and August, there were
no demand reduction events, so charges were based on a simple capacity payment calculation using
EnerNOC weekly reduction commitments. During the month of July, in which eight demand reduction
events were called, billed amounts had an energy component and a capacity component which were both
based on actual participant reductions.

The overall demand reduction was determined by totaling the demand reduction of each participating
facility. The demand reduction of each participating facility was determined by subtracting their actual
use from a calculated baseline. The baseline in a demand reduction program is used to measure
response and establish appropriate compensation for program participants. It estimates what would have
happened on an event day, absent the demand reduction event, which then allows Idaho Power to
determine how much load was reduced as a result of the program. Specifically, a baseline is calculated
by selecting the three highest load days of the preceding ten non-event business days. A “day-of-
adjustment” is then applied to the baseline to shift or scale the baseline based on electricity usage in the
hours prior to an event so that electricity usage predicted by the baseline most closely matches actual
electricity usage on the day of an event (absent any demand reduction program response). These
adjustments are used to account for the impact that temperature has on a participant’s expected load.
Without this adjustment, the baseline could underestimate expected electricity usage on the event day.

EnerNOC provided customer baseline and reduction data to Idaho Power with the July invoice, and
Idaho Power worked in parallel, using the actual five minute interval data received from EnerNOC to
determine baselines and reductions independently. Where there were discrepancies, the two companies
worked together to determine the cause and correct any mistakes. Discrepancies were due to a
misinterpretation of the day-of-adjustment calculation and a misunderstanding as to whether or not past
event days would be included in the baseline. At the end of the reconciliation process, both companies
agreed upon the individual reductions and composite reductions for each event.

e e e e e e e e R e s e m s e Seema e e
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Idaho Power

Cost-Effectiveness

In the initial cost-effectiveness analysis, Idaho Power estimated that the commercial demand response
program would be cost-effective, both from the Utility Cost (UC) and Total Resource Cost (TRC)
perspectives, beginning in year two (2010). Year one of the program was viewed as a ramp up year. It
was projected that the TRC benefit-cost (b/c) ratio in year one would fall below 1.0, but that building the
program foundation would contribute to a cost-effective program in ensuing years.

EnerNOC’s initial goal was to achieve 2 MW of demand reduction, and the cost-effectiveness analysis
indicated that under normal circumstances the program must reach 15 MW for the value in demand
savings to be greater than program costs and for the program to be cost-effective.

However, after determining actual expenses and MW demand reductions achieved in 2009, the program
was cost-effective in its first year. Lower expenses and higher demand reduction contributed to the
program’s cost-effectiveness in year one. Following are some of the reasons:

e Program administration costs were one-third of what was originally projected.

e Despite the late start, EnerNOC experienced a higher participation rate than what was originally
expected. This resulted in higher demand reductions than were assumed in the original cost-
effectiveness analysis.

e Most notably, the assumption in the cost-effectiveness analysis was that EnerNOC would
achieve the exact MW demand reduction they committed to provide to Idaho Power. In
actuality, EnerNOC achieved a much greater reduction than the committed MW reduction.

The actual TRC b/c ratio in 2009 was 1.60, and not the 0.51 originally predicted, as shown below.

2009 FlexPeak Management Cost Effectiveness

MW Reduction TRC Ratio
Projected 2 0.51
Actual 11.1 1.60

The actual cost of the program in 2009 was $528,681. In the remaining years of the contract, the
program is expected to be cost-effective with a projected contract life b/c ratio of 1.11 from the TRC

perspective.

=E:E:E=—---———e— . .. > e ssseereee e e e .. s s e e
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Idaho Power

Conclusion

Given the speed with which FlexPeak Management was implemented and given demand reduction
results that far exceeded expectations, Idaho Power considers 2009 to be an extremely successful year.
Not only was the company able to offer customers a quality program with multiple benefits, but
FlexPeak Management’s contribution to Idaho Power’s system peak reduction was more than eight
times the original forecast capacity of the program. Going forward, Idaho Power will continue to
evaluate the best use of the program in order to meet the program objectives. Results will be reported
annually in the Demand Side Management Annual Report.

Emeeaee—e e, s . s s Ses - s e e e s e  aaseees o e —=19
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ldaho Power Company

Supplement 2: Evaluation

EVALUATIONS

Table 3. 2010 Evaluations

Program or Analysis Study/Evaluation
Report Title Sector Performed by Study Manager Type

Process Evaluation of Idaho Power Residential Global Energy Idaho Power Process
Company's Residential Energy Efficiency Partners
Programs

Heating and Cooling Efficiency Program

Process Evaluation

Energy House Calls Program Process Evaluation

Home Improvement Program Process Evaluation

Energy Efficiency Education Initiative
Idaho Power Company Process Evaluation Commercial/Industrial  The Cadmus Group Idaho Power Process
Cl&l Summary Report
Easy Upgrades Program Process Evaluation Commercial The Cadmus Group Idaho Power Process
Building Efficiency Program Process Commercial The Cadmus Group Idaho Power Process
Evaluation
Custom Efficiency Program Process Commercial The Cadmus Group Idaho Power Process
Evaluation
Commercial Energy Efficiency Education Commercial The Cadmus Group Idaho Power Process
Initiative Process Evaluation
Irrigation Efficiency Rewards Program Agricultural The Cadmus Group Idaho Power Process
Process Evaluation
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CHAPTER | 1

INTRODUCTION

This report presents the process evaluation results for four of Idaho Power Company’s (IPC)
residential energy efficiency programs. This evaluation covers the following residential programs:

Heating and Cooling Efficiency Program
Energy House Calls
Home Improvement Program

Energy Efficiency Education Initiative

During the evaluation kick-off meeting IPC identified the following main objectives for the
evaluation:

Work with the IPC program specialists and the evaluation team to fully understand how
the programs are designed and implemented and the challenges the program faces in
meeting annual goals.

Develop program logic models for each of the four programs.
Review survey instruments and results and recommend changes, if appropriate.

Identify and thoroughly research similar programs around the country and develop a list
of best practices for each of the four programs.

Make recommendations to improve the programs and increase penetration rates.

Recommend an on-going approach to process evaluation.

The evaluation tasks are generally the same for each program and are discussed in each of the
individual program chapters. Major evaluation tasks included:

*

Interview program managers. Interviews were conducted with program managers in
August 2010. Program managers helped gauge program progress and identify the
challenges the program faces in meeting annual goals.

Review program data. Existing program data were reviewed to understand how the
program was designed, how it was presented to customers and market actors, and how
services were delivered. It involved reviewing documents related to program design and
implementation, including the program handbooks and marketing plans developed by IPC
staff.

Develop logic modef. A logic model was developed for each program. The logic model
links program activities and expected outcomes and therefore, is useful for identifying
specific program assumptions that can later be tested using a survey or other primary
data collection activities. A logic model can illuminate weaknesses in a program, which in
turn can focus the evaluation on those areas or alert a program manager to flaws in
theory that should be addressed. It also establishes a starting point for all future
evaluation activities,

Review existing surveys. As directed by IPC, no primary data collection was conducted as
part of this evaluation, Rather, all existing IPC program surveys, survey designs, and
mechanisms were reviewed to provide feedback to IPC on the merits of its surveys and
areas for refinement.

Global Energy Partners, LLC 1-1



Introduction S

e Conduct best practices review. Similar programs around the country were identified and
researched to develop a list of best practices for each program. In turn, these were used
to develop recommendations for program improvement.

The remainder of this report is organized as follows. Chapter 2 presents a discussion of
evaluation issues and findings that relate to all four residential programs. Chapter 3 through
Chapter 6 present detailed evaluation results for each of the residential programs covered in this
evaluation. Chapter 7 discusses recommendations for a more comprehensive process evaluation
plan moving forward.

1-2 o www.gepllc.co;



CHAPTER | 2

KEY FINDINGS

After carefully reviewing program materials and survey results, interviewing program managers,
developing program logic models, and conducting research into best practices for comparable
programs across the U.S., we conclude that the four residential programs at IPC are very
successful. This chapter describes what is working well, what is missing, and what could be done
to insure successful program performance in the future,

2.1 WHAT'S WORKING WELL

The programs are performing well and are reaching the savings goals. Highlights of this
evaluation include the following:

+ Overall, the programs have improved, or remained consistent, in 2009 compared to 2008
in terms of the number of participants, energy savings, and cost per kWh saved.

e The cost effectiveness analysis of the programs is thorough. As a result of this analysis,
program specialists have made changes to the programs when necessary to ensure that
the measures are appropriate and the program remains cost effective.

s The program specialists are knowledgeable, invested in the programs, and flexible. They
react quickly to challenges the programs face, and attempt to continuously improve the
programs to ensure that they meet or surpass goals. This evaluation did not identify any
internal obstacles to program success. The staff is cohesive and works together to make
the programs strong.

» The marketing plans for the programs are particularly strong. They are well designed and
strategically focused. The plan itemizes several planned actions that wiil help keep
participation in the programs growing.

2,2 WHAT'S MISSING

We only identified one key shortcoming of the programs. It is the lack of sufficient primary
research with customers and market actors. Surveys of participants, partial participants (those
who have had contact with the program, but exited the program without completing a project),
and nonparticipants {those who when screened are found to qualify, but have not had contact
with the program) are key tools for assessing how the program is operating in the field. IPC has
conducted participant surveys for some of the programs. They are a good tool for understanding
participant satisfaction, but provide little guidance on how the program can be improved. In
addition to the satisfaction questions, IPC should explore specific program features and program
operations.

Partial-participant and nonparticipant surveys are key to understanding barriers to program
participation and provide essential guidance to overcoming those barriers. Unless nonparticipants
as well as participants are sampled, there is an unrealistic perception of the market reaction to
the program.

Data from market actors is also vital to program success. Market actors are often in the trenches
of delivering the measures, and are a great resource for understanding the status of the market,
changes in the market, and what is needed to influence the market. As with the participants, IPC
has collected a limited amount of data in this area and the effort needs to be expanded.

Only through conducting a full assessment of the program from multiple points-of-view including
participants, nonparticipants and market actors is it possible to gain an open and objective point-
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Key Findings

of-view about the programs strengths and what areas need improvement. Getting this data in
the hands of IPCs project specialists will ensure that the programs remain successful moving
forward.

In Chapter 7, we provide specific recommendations for additional research. We list the
information that would be useful to obtain from all the parties. We also recommend a data-
collection approach that will keep costs within reason.

2.3 RECOMMENDATIONS

We provide recommendations specific to the four programs in Chapters 3 through Chapter 6. In
Chapter 7, we provide recommendations for future process evaluations. We present the key
findings below.

2.3.1 Program-Specific Recommendations
For each program, we highlight the highest priority actions below.

Heating and Cooling Efficiency Program:

¢ Interview the two high performing contractors to find out why they are successful. Ask
them what IPC can do to improve the program.

e Interview approved contractors who have not submitted an application to find out what
barriers are stopping them from participating in the program.

Energy House Calls Program

e Analyze the recently completed saturation survey to help determine the size of the
eligible market. This will help IPC determine how large the remaining market for this
program is. This addresses the main concern about the program at this time.

e Improve the recordkeeping on program participation. In the most recent survey of non
participants, almost a quarter of the respondents said they had participated.

Home Improvement Program

o Offer an incentive for do-it-yourself installation at a lower incentive level than contractor
installation. To ensure proper installation, verify 100% of these projects — at least
initially. If results are favorable, verification can be reduced to a random sample of do-it
-yourself projects.

o Consider adding attic ventilation as a measure, along with insulation, in order to reduce
attic temperatures on hot summer days and reduce peak air conditioning demand.

¢ Raise the insulation cap to R-60. The federal government currently recommends installing
attic insulation up to R-60 in all climate zones.

Energy Efficiency Education Initiative

o Augment the Outreach Tracking System with a database that tracks non-calendar
program activities in a single location.. Include the name and type of activity, the cost of
the activity and the number of customers reached by each activity (Develop a list of
desired program outcomes and design activities that will directly impact those outcomes.

¢ Use the recently completed saturation survey to develop baselines for various behaviors
(e.g., the saturation of high efficiency equipment).

www.gepllc.com
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2.3.2 Recommendations for Future Process Evaluations

There is only one recommendation for future evaluations and it is to conduct additional survey
research with participants, nonparticipants and market actors. The additional research would not
only benefit the evaluation process itself, but it will provide ongoing feedback about the
programs to the program specialists. It will also allow IPC to estimate free ridership, something
that cannot be estimated currently. Finally, the survey research will be useful to other
departments at IPC as well. Chapter 7 includes numerous specific recommendations. We provide

only a few key activities below.

¢ Expand the existing surveys with participants to address a broader range of topics that
goes beyond customer satisfaction. Ask specific questions about program delivery and
implementation that IPC can use to improve the programs.

e Conduct a survey with nonparticipants/general population with a minimum sample size of
250. This survey can combine questions relevant to the Heating and Cooling Efficiency
Program, the Home Improvement Program and the Energy Efficiency Education Initiative.
It should address the following topics:

¢ Program awareness
o Knowledge of the benefits of the program measures
o Free ridership

e Barriers to program participation

Global Energy Partﬁers, LLC



CHAPTER | 3

HEATING AND COOLING EFFICIENCY PROGRAM

3.1 PROGRAM DESCRIPTION

The Heating and Cooling Efficiency program provides incentives for the purchase and proper
installation of qualified heating and cooling equipment. The program takes a Quality Installation
(QI) approach that requires that the equipment is properly sized and installed to achieve the
greatest energy savings. Customers must work with a participating contractor in order to receive
the incentive. IPC provides training on the program and quality installation to the contractor
community. Contractors who attend the training can become participating or “approved”
contractors.

Homeowners with all-electric homes, or who use oil or propane for heating are eligible for an
incentive ranging from $200 to $1,000 depending on the equipment. In the past there was also a
federal incentive available that helped to further reduce the initial cost barrier of the equipment
and installation, but that has expired. In the past, the program included additional measures;
central A/C measures beyond code and commissioning or tune-ups for both A/C and heat pumps.
At the end of 2008, the cost effectiveness of these measures was re-examined and they were
discontinued due to low savings, free-ridership and high training and education expenses. The
program has met its goals consistently in the past, but did not meet its goals in 2010, largely due
to the economy.

The program specialist interview conducted at the beginning of this evaluation revealed that the
biggest challenge for the program is that it is not simply an equipment-rebate program, but a
quality installation program. QI is necessary, because its the best method for verifying savings.
The QI requirements are sometimes confusing to both customers and contractors. Customers
think that if they buy a heat pump they should get an incentive, Contractors believe their
business is to sell equipment and not necessarily QI. But contractors and customers are only
eligible for incentives when the equipment has been properly sized and installed. It's been a long
process to get buy-in on the quality installation process from the contractor community, but
some contractors who were initially opposed to the program have now become the programs
strongest proponents.

Based on the interview with the program specialist, several key research issues were identified
that provided focus to the evaluation. Specifically, the program specialist was interested in
identifying specific strategies that would:

s Boost participation rates during economic downturns
e Improve the relationship with participating contractors

o Increase program awareness and develop relationships with local HVAC wholesalers and
OEM factory representatives

e Efficiently monitor and report program website activity

We kept these objectives in mind as we reviewed data at IPC and conducted best-practices
assessment.

3.2 DATA REVIEW

To complete this task, the customer application, the air source heat pump worksheet, the
variables contalned in the program tracking database, a list of approved contractors and the
number of projects they completed, the program handbook, the marketing plan, process flow
chart, the IPC website, the 2009 potential study, and the brochure (flyer) were reviewed.
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Overall the information provided was very thorough and complete. Major findings include the
following:

3.2.1

The marketing plan is an excellent resource with several great ideas for boosting
program participation. These ideas include:

o Utilize field staff to market the program to customers and HVAC contractors
o Incorporate relevant market research into new marketing materials
o Work with HVAC contractors to ensure understanding of program details

o Motivate participating contractors to feel positive about the program and sell it to
their customers

o Keep customer call center representatives updated with current program
information

The database tracks all the necessary information for evaluation purposes, with the
possible exception of customers’ and contractors’ email addresses. We reviewed the
variables in the database, not the actual data in the database, but if all the fields are
completed for each customer, this has the potential to be a great resource for IPC. IPC
can analyze the database to develop a characterization of the participants, target market
to nonparticipants with similar characteristics, and create a sample of participants for
solicitation of feedback.

More than a quarter (27%) of the approved contractors has not completed a project
through the program.

The same proportion (27%) has completed six or more projects through the program.

Two contractors stand out as high performing. One contractor has completed 19 projects
and one has completed 34 projects.

The 2009 potential study shows significant growth opportunity for the Heating and
Cooling Efficiency program.

Review of Available Survey Data

In 2010, IPC conducted short surveys with participating customers. Sixty customers who installed
a heat pump and five customers who installed an evaporative cooler completed the surveys. The
survey results show the following:

Most participants find the enroliment process easy.

Overall, participants have a high level of satisfaction with the program.

Most participants would recommend the program to a friend or relative.

The majority of heat pump participants purchase an air source heat pump.

Most heat pump participants said they heard about the program from their contractor.
A quarter of heat pump participants heard about the program from a bill insert.

The five participants heard about the evaporative cooler program exclusively from the
retail store or the IPC website,

Twenty-one percent of the heat pump respondents said the program had no effect on
their purchasing decision.

Two of the five evaporative cooler respondents said the program had no effect on their
purchasing decision.

In 2009, 18 contractors completed a 14-question survey. Highlights from the survey include the
following:

232
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o Most of the contractors heard about the program in a letter from IPC.

e Overall, the contractors do not find the application forms and the worksheets easy to
use.

s Twenty-eight percent of the contractors have not promoted the program.
e Advertising and the IPC website are helpful in promoting the program,

o Contractor satisfaction with the program is moderate; there is room for improvement in
this area.

3.3 PROGRAM LOGIC MODEL

Figure 3-1 below represents the program logic model for the Heating and Cooling Efficiency
Program. This logic model was based on Global’s understanding of the program design. It was
derived from the program handbook and the interview with the IPC program specialist.

3.3.1 Activities
The program logic model revealed eight specific activities:

o Providing Customer Incentives. Incentives are paid to customers based on the type of
equipment installed. This reduces the barriers of customer awareness and high initial
cost.

o Customer Education and Outreach. The program uses a variety of marketing channels to
educate customers and increase awareness including radio ads, bill stuffers, the company
website, promotional events, customer newsletter articles and sponsorship of a Saturday
morning home-fix-it show. The marketing message is that customers can get cash back,
lower their electric bill and make their home more comfortable.

o Solicitation of Customer Feedback. In 2010, 65 participating homeowners/builders
completed a short survey about the program.

o Providing Contractor Incentives. Cash incentives are paid to participating HVAC
contractors for properly installing qualifying equipment. This reduces the barrier of
contractor awareness and lack of time/interest in attending the required training.

o Relationship Building with Contractors. The program specialist and field representatives
build and maintain relationships with HVAC contractors through regular visits to increase
awareness, answer any questions the contractor has and gather feedback about the
program. Participating contractors are also a very important marketing channel for the
program.

e HVAC Contractor Training. Contractors are required to attend a training session in order
to participate. The training focuses on the proper sizing and installation of heat pumps
and the paperwork required for the incentives.

o Contractor Feedback Solicitation. In 2009, 18 of the 41 approved contractors completed
a short survey about the program.

o QA and Verification Activities. Random onsite verification is conducted to verify that the
submitted paperwork matches what is installed at the customer site.

3.3.2 Outcomes

The eight activities lead to short-, medium- and long-term outcomes. As the logic model shows,
some activities lead to more than one outcome. As a result of the activities performed, the
following short term outcomes are expected:

e Increased customer awareness of the availability of energy-efficient products and
associated benefits.
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Figure 3-1 Heating and Cooling Efficiency Program Logic Model
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o Contractors are more aware of the availability of energy efficient products and associated
incentives for promoting and installing these products to end-use customers.

o Contractors promote and install more efficient equipment at customer homes.
e Customers purchase and install more efficient equipment.

e Based on feedback, the program specialist undertakes appropriate modifications to
increase customer satisfaction levels and improve the program implementation.

These short-term outcomes, along with the ongoing activities, lead to the following medium-term
outcomes:

o Customers become more knowledgeable about energy efficient equipment and recognize
the benefits of investments in energy efficiency.

e Demand for heat pumps and evaporative coolers increase.

¢ Contractors view the installation of heat pumps and evaporative coolers as a business
opportunity and actively promote the equipment.

Ultimately, the following long-term outcomes are realized:

e Contractors incorporate the equipment and the quality installation practices as standard
business.

e More equipment is sold and it is readily available.
e The utility realizes sustained kWh savings.

The logic model shows that the program has a clear goal of increasing the number of
installations of heat pumps and evaporative coolers. The activities are clear and appropriate for
reaching this goal.

3.4 BEST PRACTICES REVIEW

For the best practices review, we identified and reviewed several programs in the U.S. that are
similar to IPCs Residential Heating and Cooling Program:

¢ Energy Star Homes Northwest Programs

e Eugene Water and Electric Board Centsible Heat™, CheckMe!® HVAC Maintenance &
Comfort SEAL programs

e Energy Trust of Oregon Efficient New Homes

e Energy Trust of Oregon Home Energy Solutions

e MidAmerican Residential Equipment Program

e APS Residential Existing Home Heating, Ventilation & Air Condition Efficiency Program
e Public Service of New Mexico Electric Energy Efficiency Programs

e SMUD Air Conditioning and Heat Pump Program

e Connecticut Residential HYAC Program

e Heat Pump Working Group Analysis of Heat Pump Installations and Practices

This research revealed that IPC’s Heating and Cooling Efficiency program is currently instituting
several best practices:

e Making quality installation a requirement of the program, which improves the program’s
cost effectiveness

e Requiring that contractors are trained in order to be approved for the program

e Providing contractors with training on proper installation
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e Directing a portion of the incentives to upstream market actors (e.g., HVAC contractors)

o Defining and identifying the key information needed to track and report program
progress in the program database

o Keeping customer participation simple

The review also revealed several important findings that will be helpful in improving IPCs
program design and implementation. We list the full set below and then we extract the key items
in the recommendations that follow.

1. Contractors have a major influence on the success of the program.

Evaluations of these programs show that consumers rely heavily on contractor recommendations.
Program dollars spent on influencing contractor attitudes will effectively spill over to consumer
behavior!. Efforts to improve outreach to contractors included the following:

o Periodic meetings to inform contractors about program elements and planned changes,

o Periodic mailings (hard copy and e-mail) containing newsletters with articles about the
program,

» One-on-one visits to contractors with the highest energy efficiency sales volumes,

e Building awareness through presentations, booths and seminars at trade ally conferences
and home shows,

e Selected advertising in trade journals,
e Contractor recagnition through institution of an awards program,
s Contractor training, both energy efficiency training and sales training?.
2. Financing can help overcome cost barriers not fully addressed by the incentive.

The cost of high efficiency products is the main barrier to market adoption. This is true at IPC
and the other programs reviewed. Incentives for high cost measures such as heat pumps, do not
typically cover the incremental cost of going from a standard efficiency to a high efficiency
appliance. Offering financing can further reduce the cost barrier. Research with contractors has
found that low-interest loans and rebates are considered valuable sales tools®.

3. Customer education is an important sales tool.

Explaining the benefits of high efficiency equipment is difficult and often beyond the ability of a
contractor. Online tools such as payback calculators can help contractors show customers the
value of buying a better piece of equipment?.

4. Incentives are not the only reward option for contractors.

There are ways other than incentives that reward contractors for their support of programs.
Reward options include sales contests, cooperative advertising campaigns, improved software
tools to help in the calculation and sales process, dinners or trips coupled with business or
training meetings, and other non-cash incentives. One suggestion is to consider partnering with
the equipment manufacturers to develop software tools that can be used by their dealers to size
equipment while quickly calculating energy bill savings and payback for energy-efficiency
equipment®,

! Residential Air Conditioning Best Practices Report, Best Practices Benchmarking for Energy Efficiency Programs,
www.eebestpractices.com., December 2004
2 MidAmerican Energy Company Residential Equipment Program Process Evaluation Report, August 2005
3 -
Ibid.
* MidAmerican Energy Company Residential Equipment Program Process Evaluation Repart, August 2005
* Thid.
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5. Customers’ main driver to purchase high efficiency equipment is lower utility bills.

Most customers participate in the equipment programs to lower utility bills. To help customers
achieve these goals, programs offer an energy education component to encourage customers to
make behavior changes that can increase bill savings. These actions most commonly include
lowering the heating temperature or raising the A/C temperature, purchasing CFLs and using
fans more often to supplement or partially offset the A/C.5.

3.5 CONCLUSIONS AND RECOMMENDATIONS

IPC’s Heating and Cooling Efficiency Program is successful. It is well designed and is meeting its
goals. The program incorporates several best practices identified in our review, has an actionable
marketing plan and satisfied participants who would recommend the program to others.

In order to maintain the history of program success, we have identified several enhancements to
the program. The first area is the relationship with contractors, which could be improved. More
than a quarter of approved contractors have not actively participated in the program, and the
contractor survey showed a level of dissatisfaction with the program. In contrast, a few
contractors are very high performing and much can be learned from them. The project specialist
also believes that the program has a high learning curve for contractors, and although it has
taken time, some contractors who were initially critical to the program have become supporters.
We recommend the following actions for improving and expanding the contractor relationship:

e Interview the two high performing contractors to find out why they are successful. Ask
them what IPC can do to improve the program. Discuss with them the problems other
contractors have expressed and ask them if these are obstacles for them as well. They
may describe their workaround or they may have suggestions for how to improve the
worksheets and forms to make them easier to complete. This approach is consistent to a
best practice we identified: establish key contractor accounts (analogous to key accounts
for high-use customers) for the most successful contractors in the program. Finally, ask
these contractors if they are willing to help promote the program to other contractors by
attending training workshops or providing testimonials.

¢ Interview approved contractors who have not submitted an application to find out what
barriers are stopping them from participating in the program.

o Increase the outreach to contractors. This could include a variety of mailing, such as the
current letter, the brochure, newsletter articles, a summary report of participating
customer surveys, interviews with the top performing contractors and their keys to
success, etc. If IPC were to gather their email addresses, IPC might also reach out to
them via email with similar materials and possibly success stories.

o Institute an awards program for contractors. The highest performing contractors can
receive extra incentives, a dinner at a local restaurant, free publicity through the
program advertising, etc. This kind of recognition and marketing has been proven in
other programs.

e Put the application forms and worksheets on the IPC website so contractors can
download them and/or complete and submit them online. Consider developing online tool
to help contractors complete the forms. Work with the IT department to receive monthly
reports on the number of page views and how often the forms and worksheets were
downloaded. This will provide information to the IPC program manager about which
materials are reaching the target and which are not.

¢ Expand outreach efforts upstream to include HVAC wholesalers and OEM factory
representatives. Engage IPC field representatives to arrange meetings with these market
actors to explain the program and its benefits. Partner with these market actors on

& APS Measurement, Evaluation & Research (Mer) Report Residential Existing Home Heating, Ventilation & Air Conditioning (Hvac)
Efficiency Program Impact And Process Evaluation, Summit Blue Consulting, September 30, 2008
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contests rewarding the contractor community for selling high efficiency equipment.
Coordinate advertising campaigns on specific qualifying equipment that they offer.

Consider partnering with the equipment manufacturers to develop software tools that can
be used by contractors to size equipment while quickly calculating energy bill savings and
payback for energy-efficiency equipment

In addition to the efforts with contractors, the data review and best practices analysis also
identified several activities that could be undertaken to improve the Heating and Cooling
Efficiency program. While these activities are not the highest priority, they have been used
successfully by other programs and should be considered.

Improve your understanding of the market.

o Use the recently completed residential saturation survey to gain an understanding
of the market for heat pumps and evaporative coolers’. Data from that survey will
provide an indication of market size and develop a profile of customers who
currently own a heat pump or an evaporative cooler. Compare these results to
prior saturations surveys to analyze how the market has changed.

o Ask contractors to complete a short questionnaire at the training that asks about
their current sales practices and the proportion of their sales that are high
efficiency units.

Maximize the power of the web.

o Create online tools for customers such as payback calculators that allow them to
calculate the payback of heat pumps and evaporative coolers.

o Show the difference in utility bills, energy savings, comfort of the home, etc.

7 The market characterization task will support this recommendation.

3-8

www.gepllc.com



CHAPTER | 4

ENERGY HOUSE CALLS

4.1 PROGRAM DESCRIPTION

The Energy House Calls program provides free duct sealing services and additional efficiency
measures to customers living in manufactured or mobile homes with an electric furnace or heat
pump. Any homeowner with an all-electric manufactured home qualifies automatically for the
program. IPC works with three contractors on the program and each contractor covers a
geographic area of IPC’s service territory. Interested customers call the contractor to make an
appointment to get their ducts tested. The appointment takes an hour and a half to two hours
and the customer is required to be home for the appointment. During the visit the contractor
conducts a duct-blaster and a blower-door test. The goal is to seal the ductwork and improve the
test results by 50% or more. The contractor seals the leaks and conducts the test again to
ensure that the 50% improvement goal has been reached. During the appointment the
contractor also installs five compact fluorescent bulbs, replaces the air filter and checks the hot
water temperature. He also places a sticker on the customer’s furnace, and leaves behind a
packet of customer education materials. IPC uses a third party vendor, ECOS Consulting, to
administer the program. They process the contractor paperwork, invoice IPC and pay the
contractor for the work performed.

The program specialist interview conducted at the beginning of this evaluation revealed that the
biggest challenge for the program is reaching as much as of the eligible population as possible
before IPC needs to sunset the program. The program goal is 600 homes a year, and IPC has
consistently surpassed that goal. The eligible population is finite; therefore there will come a
time when there are not enough homes to service in the market to make delivering the program
cost effective.

4.2 DATA REVIEW

To complete this task, the customer application, the program handbook, the marketing plan, the
process flow chart, the direct mail letter, the brochure, the backdraft test results letter, the thank
you letter, the IPC website, and the 2009 potential study were reviewed. Major findings include
the following:

The program is well-run, cost effective, and consistently surpasses its goals.

¢ The marketing plan is an excellent resource with several great ideas for engaging utility
staff to reach the remaining pool of eligible customers:

o Educate field staff on the program and provide them with materials to promote
the program.

= For Customer Service Reps

* Update call center FAQs and on line material as program
information changes

e Include the program in the introduction to all new CSRs

¢ Include the program in training and refreshers for addressing
high bill and collection issues

» Promote the program as a tool for addressing high bill and
collection calls as appropriate
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4.2,1

=  For Customer Reps (CRs)

¢ Update DSM spreadsheet with program changes, progress, etc.,
to share with RCRM's (Regional Customer Relations Manager) and
CR’s on a monthly basis

¢ Provide talking points CRs can share with their customers

e Encourage CRs to use the program with high bill complaints and
energy audits

e Ask CRs how they can help promote program, ask what additional
materials would help them

The redesign of the direct mail letter to a more conversational tone has worked well and
helped to reduce the barrier that customers don't trust free services.

The 2009 potential study showed declining participation and savings for this program. To
date that decline has not happened. This indicates the need for better data about the
market.

Available Survey Data

In 2008 IPC conducted a thirteen question survey with 243 participants. Also, a four-question
survey with 266 nonparticipants who received a direct mail letter but did not participate was
conducted in 2009. The survey results show the following:

®

The majority of participants hear about the program from the direct mail letter.
Word-of-mouth promotion resulted in 18% of the participants.
Almost half of the participants could not recall the name of the contractor.

Overall, most participants are satisfied with the contractor. A small group (5%) is
dissatisfied.

Eighty five percent of participants said they were somewhat or very satisfied with the
program,

Ten percent (10%) of participants said they were very dissatisfied with the program.
Most participants (71%) would recommend the program to a friend or relative.

Almost a third of participants would pay some amount for the services.
Increased comfort is a major benefit of program participation.
Twenty-three percent of the “nonparticipants” said they participated.

Forty-one percent of non-participants would not have qualified for the program because
they do not have electric heat.

4.3 PROGRAM LOGIC MODEL

Figure 4-1 below represents the program logic model for the Energy House Calls program. This
logic model is based on Global’s understanding of the program design. It was derived from the
program handbook and the interview with the IPC program specialist.
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4.3.1 Program Activities
The program logic model revealed five main activities.

Pam—

Al ofthe eligble
homes getsened.

Suslained kWh and
kW savings

e Providing Customer Incentives. Customers receive the duct sealing service free of
charge. The program also includes the free, direct installation of CFL bulbs and furnace

filters,

e Customer Fducation and Outreach. The main marketing channel for the program is a
direct mail letter. This letter has been revised in recent years to make it less like an
advertisement and more conversational in tone. IPC sends out a letter for each
contractor, in batches of 2,000 - 3,000, The letter describes the program and includes
the contractors’ telephone number. Three to five percent (3-5%) of the customers who
receive a letter become participants. IPC has also used bill stuffers and blurbs in the
Customer Connections newsletter to market the program. IPC is concerned that their
direct mail database does not include all eligible homes, so sending a bill stuffer will
reach those eligible homes that are not in the current database. IPC has also created a
new brochure that will be used exclusively by field representatives in the future.

The marketing message is “increase the comfort of your home”. In the past, the
marketing message also stressed saving money, but in some cases the monetary savings
are not noticeable to customers due to rate structure, rate changes or short-term
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weather-related usage. As a result IPC stresses increasing comfort as the main marketing
message.,

o Solicitation of Customer Feedback. In 2009, 243 participating homeowners completed a
short survey about the program and 266 non-participants completed a four-question
survey about the program.

e A Third Party Trains and Manages Contractors. Program delivery is under contract with
Ecos Consulting, a company with experience managing and supplying duct-sealing
service programs. Ecos Consulting coordinates the contractors, processes the contractor
paperwork, invoices IPC and pays the contractor for the work performed.

o QA and Verification Activities. Third-party audits are conducted in five percent of the
homes served.

4.3.2 Outcomes

The five activities lead to short-, medium- and long-term outcomes. As the logic model shows,
some activities lead to more than one outcome. As a result of the activities performed, the
following short term outcomes are expected:

e Customers receive free measures

e Increased customer awareness and knowledge of the availability of energy-efficient
products and associated benefits

o Contractors are more aware of the availability of duct sealing and other energy efficient
measures that are offered free to end-use customers

o Based on feedback, the program specialist undertakes appropriate modifications to
increase customer satisfaction levels and improve the program implementation

These outcomes, along with the ongoing activities, lead to the following mid-term outcomes:

e Customers become more knowledgeable about energy efficiency and recognize the
benefits of investments in energy efficiency

e Demand for energy efficiency measures increase

¢ Contractors view energy efficiency as a business opportunity and actively promote the
measures

Ultimately, the following outcomes are realized:

e Contractors incorporate duct sealing and energy efficiency measures as standard
business practices

o All eligible homes are served
o The utility realizes sustained kWh savings

The logic model shows that the program has a clear goal of updating the duct sealing in all
eligible homes. Whether the market will be able to sustain the availability and affordability of
duct sealing in the absence of the program is uncertain. Once the program ends, contractors
may discontinue offering and promoting the service. At that time IPC may want to add duct
sealing as an eligible measure to another existing program and/or include information about the
benefits of duct sealing in the education program.

4.4 BEST PRACTICES REVIEW
For the best practices review, we identified the following programs and research reports that
involve with duct sealing:

e 2004 ETO Manufactured Home Duct Sealing Pilot
e 2005-2006 ETO Home Energy Solutions Program
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2006 — 2008 SCE Comprehensive Mobile Home Program

2007 American Synergy Corporation, & Cal-UCONS Comprehensive Hard-to-Reach Mobile
Home Energy Savings Program

e Policies and Programs for Saving Energy through Enhanced Duct Systems’. Prepared for
the U.S. Department of Energy, through the Midwest Research Institute, National
Renewable Energy Laboratory Division, 2005

o ‘Performance Tested Comfort Systems/ Climate Crafters’. Northwest Energy Efficiency
Alliance, 2003.

This research exercise revealed that IPC’s Energy House Calls program is currently instituting
several best practices:

¢ Test the home at the beginning of the appointment. If the testing reveals that a home
can be cost effectively retrofitted, begin work right away.

e Combined duct sealing with other measures such as CFL installation.
e Provide energy education to duct sealing participants.
¢ Keep customer participation simple.

The review also revealed several important findings that will help IPC improve program design
and implementation. We list the full set below and then we extract the key items in the
recommendations that follow.

1. Word of mouth promotion should be encouraged.

Word of mouth is the second most cited reason for how IPC participantsbecame aware of
the program. Other programs have found that a high percentage of participants also talked
to their friends and neighbors about the benefits of the program?®,

2. Demand for the program needs to be created

Homeowners are often not aware of the benefits of duct sealing. Contractors cite “absence
of demand” by homeowners as the main reason duct sealing is not important to their
business®. The first step in marketing should be making customers aware of the need for
the service and the associated benefits,

3. Utility staff can help increase participation

CSRs who deal with high bill complaints and other utility staff are often used to promote duct
sealing programs. Increasing personal contacts, both face-to-face and over the telephone,
between utility staff and customers has been reported as a factor in increasing program

participation.m'11

4. The utility website can be an important tool

Information on utility web sites can be an effective means of communication to customers.
For some programs, customers are invited to schedule a duct inspection on the website. *

8 *Comprehensive Hard-to-Reach Mobile Home Energy Savings Program Evaluation, Measurement and Verification Report”. Prepared for
American Synegy Corporation, & Cal-UCONS. March 20, 2007.

? ‘performance Tested Comfort Systems/ Climate Crafters’. Northwest Energy Efficiency Alliance; September 9, 2003.

10+py 2006-2008 Comprehensive Mobile Home Program Process Evaluation Final Report’. Prepared for Southern California Edison
Company. QOctober 2009.

" Comprehensive Hard-to-Reach Mobile Home Energy Savings Program Evaluation, Measurement and Verification Report’. Prepared
for American Synegy Corporation, & Cal-UCONS. March 20, 2007,

12'policies and Programs for Saving Energy through Enhanced Duct Systems'. Prepared for the U.S. Department of Energy, through the
Midwest Research Institute, National Renewable Energy Laboratory Division. April 2005.
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5. Mobile home neighborhoods provide marketing opportunities

Mobile home parks present a unique opportunity for marketing. A cluster of eligible homes
are easy to canvas collectively. Some utilities have organized potluck dinners that include a
presentation about the program at mobile home parks, and have left leaflet door hangers
for every home within the park®,

4,5 CONCLUSIONS AND RECOMMENDATIONS

IPC’s Energy House Calls Program is successful and despite a declining base of eligible
participants is surpassing its participation goals. The program is well-designed, has an invested
project specialist, incorporates several best practices, has an actionable marketing plan, and the
majority of participants recommend the program to others.

In order to maintain the history of program success and reach as much of the eligible population
as possible, we have identified several enhancements to the program. The first area is the sizing
of the market. The database of eligible customers was used to identify the sample for the non
participant survey and 41% of respondents do not have electric heating and do not qualify for
the program. IPC should develop a more accurate estimate of the eligible market for the
program. We recommend analyzing the recently completed saturation survey to help determine
the size of the eligible market. In addition, it is also important to keep good reliable records on
program participation. Almost a quarter of the respondents to the nonparticipant survey said
they had participated. Another reason for this discrepancy may be because the customers did
not remember or realize they participated in the program.

In addition to the efforts to accurately size the market, the data review and best practices
analysis also identified several activities that could be undertaken to improve the Energy House
Calls program. While these activities are not the highest priority, they have been used
successfully by other programs and IPC should consider them.

e Maximize the power of the IPC website.

o Include information about the program including contact information for the
contractors. Some other utilities offer the capability for customers to schedule a
duct inspection on the website,

o Provide a comments area where customers can easily provide feedback. Ten
percent (10%) of customers in the participant survey were dissatisfied with the
program. While a satisfaction rating of 85% good and also consistent with other
successful programs, the fact that 10% of customers said they were very
dissatisfied — the lowest category -warrants further investigation. More feedback
from customers is necessary to understand the cause of their dissatisfaction and

to lower that percentage.
e Involve utility staff in marketing.

o Maximize CSRs contact with customers. Train them on the program and have
them offer the program to qualifying customers who have a high bill complaint
or during collection calls.

o Work with customer representatives to get them more involved in promoting the
program.

e Canvass mobile home parks.
o Organize potluck presentations for the entire mobile home neighborhood.

o Leave behind door hangers advertising the program.

B3 policies and Programs for Saving Energy through Enhanced Duct Systems', Prepared for the U.S. Department of Energy, through the
Midwest Research Institute, National Renewable Energy Laboratory Division. April 2005,
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o]

Ask participants to recommend neighbors who might also benefit from the
program.
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CHAPTER | B

HOME IMPROVEMENT PROGRAM

5.1 PROGRAM DESCRIPTION

The Home Improvement program provides incentives to homeowners for installing attic
insulation. Existing single family homes with electric heat or central air conditioning that have
attic insulation of R-40 or lower are eligible for the program. A large majority of residential
customers qualify for the program. They are required to improve the R-value by at least 10
points. The program currently caps insulation at R-50, but IPC is considering increasing it to R-
60. The customers receive an incentive of 15 cents per square foot of insulation. There are some
contractors in the area who only charge 15 cents per square foot, so if a customer works with
those contractors the incentive pays for the entire cost of the measure. Some contractors,
however, charge as much as 70 cents per square foot.

IPC works with insulation contractors to deliver the program. All insulation contractors are
eligible to participate and there is not a list of preferred contractors, Customers contact the
contractors directly. When the contractors finish the job, they leave behind a worksheet that tells
what the R level was before and after the job and an invoice. The customer fills out the
application and sends it in with the worksheet and invoice. Customers receive the incentive
within four to six weeks. IPC uses a third party to process the paperwork and deliver the
incentives.

The interview with the program specialist conducted at the beginning of the evaluation revealed
that the program is affordable, straight-forward and easy for customers to understand. The main
obstacle for the program is lack of awareness. Customers don't realize how affordable it is it to
install attic insulation with the incentives provided by the program.

The program specialist indicated that she would like the evaluation to identify the following:
e Strategies to increase customer awareness.
e« The R-values cap for other programs.

« Additional measures that are combined with attic insulation in other energy efficiency
programs.

« Strategies for engaging contractors, including providing training and incenting customers
who install the insulation themselves (*do-it yourseif contractors”}.

We kept these objectives in mind as we reviewed data at IPC and conducted best-practices
assessment,

5.2 DATA REVIEW

To complete this task, the program handbook, marketing materials, the 2011 residential
marketing plan, variables captured in the program tracking database(s), the IPC website, and the
2009 potential study were reviewed, Major findings include the following:

» The program is consistently surpassing its goals.
e Program participation is not correlated with high energy use.
« Four PRIZM" segments have been identified as those who are likely to participate.

1 Do we need to define PRIZM?
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e The slogan used in the marketing materials: "What did the insulation say to the attic?
I've got you covered,” quickly captures the audience’s attention and helps build program
awareness.

e The program tracking database has useful information that can be analyzed to determine
the size of the market, the average cost of the program per customer, and the average
increase in R-value per customer.

5.2.1 Available Survey Data
No primary data are available for the Home Improvement program.

5.3 PROGRAM LOGIC MODEL
Figure 5-1 below represents the program logic model for the Energy House Calls program. This

logic model was based on Global’s understanding of the program design. It was derived from the
program handbook and the interview with the IPC program specialist.

Figure 5-1 Home Improvement Program Logic Model
Outputs Outcomes
Activities Participation/Outputs Short Medium Long

Providing Customer
incentives

Cash incentives to SFH owners

forinstalling high efficiencyattic 7

insulation

Customer education
and outreach
activities

Customers purchase
and install attic
insulation ata greatly

reduced cost

—

Radio, direct mailings, articles in
company newsletter, media
campaign featuring printand
radio ads.

Increased customer
awareness and
knowledge on the
availability of energy-
efficient products and
associated benefils.

Customers moere
knowledgeable
about EE and
recognize benefits of
EE investments

Demand for EE
products increases

Increased availability
of EE equipment

/'

Insulation Contractor
marketing

Accountreps meet with insualtion
contractors to inform them of the
program and it's requirements.

Contractors get more
customers

Market participants

view EE programs as
a business
opportunity and
actively promote EE

Sustained kWh and
kW savings

/

QA and verification
activities

I~

Independent third-party contractor
performs verification of
installation and undertakes QA
activities on projects

Program manager
undertakes
appropriate corrective
actions to ensure that
installations adhere
to specifications.
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5.3.1 Activities
The program logic model revealed four specific activities:

o Providing Customer Incentives. Customers receive $.15 per square foot for attic
insulation that increases the R-value by 10 points. The incentive is currently capped at R-
50.

o Customer Education and Outreach. The program uses a variety of marketing channels
including radio, direct mail, brochure distribution at events, articles in the Customer
Connection newsletter, and word of mouth. Word of mouth is particularly effective for
the low cost contractors. The main marketing message is “Make your home more
comfortable.”

o Insulation Contractor Marketing. 1PC has had workshops with insulation contractors to
explain the paperwork and how IPC would like to see it completed. Account
representatives meet with the contractors to inform them about the program and the
workshops.

o QA and Verification Activities. Third-party verification is conducted in a sample of
approximately 10% of the homes served.

5.3.2 Outcomes

The four activities lead to short-, medium- and long-term outcomes. As the logic model shows,
some activities lead to more than one outcome. As a result of the activities performed, the
following short term outcomes are expected:

o Customers purchase and install attic insulation

o Increased customer awareness and knowledge of the availability of energy-efficient
products and associated benefits

e Contractors get more customers and make more money
These outcomes, along with the ongoing activities, lead to the following mid-term outcomes:

e Customers become more knowledgeable about energy efficiency and recognize the
benefits of investments in energy efficiency

¢ Demand for energy efficiency measures increases

e Contractors view energy efficiency as a business opportunity and actively promote the
measures

Ultimately, the following outcomes are realized:

¢ Increased availability of energy efficiency products and services

o The utility realizes sustained kWh savings
The logic model shows that the program has a clear goal of increasing attic insulation in existing
homes. The activities are clear and appropriate for reaching this goal.

5.4 BEST PRACTICES REVIEW
For the best practices review, we identified the following programs and research reports that
dealt with attic insulation:

e 2005 Massachusetts Energy Star Homes

e 2008 CA Moderate Income Comprehensive Attic Insulation Program
e 2008 New Mexico Energy Efficiency Strategy: Policy Options;

o 2008 APS Residential New Construction Program

e 2008 MASSave Program

Global Energy Partners, LLC ) _ 5-3
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e Saving Energy at Home and on the Road - A survey of Americans’ energy savings
behaviors, intentions, motivations, and barriers; Yale project on Climate Change and
George Mason University's Centre for Climate Change Communication.

This research exercise revealed that IPC’'s Home Improvement program is currently instituting
some of the identified best practices:

e Do not limit eligibility based on income. The program can be cost effective for all income
levels.

e Make insulation affordable. The main reason customers don't install attic insulation is
they can’t afford it.

e Keep customer participation simple.

The review also revealed several important findings that can help improve IPC’s program design
and implementation. We list the full set below and then we extract the key items in the
recommendations that follow.

1. Some level of contractor training should be offered.

Studies have shown that a low skill level of insulation contractors commonly leads to badly
blown attic insulation®. Insulation contractors can benefit from training in some specific
areas such as proper care when installing blown-in insulation to make sure insulation does
not enter the home through the access door. Training technicians on proper installation
procedures and materials is likely to reduce complaints associated with attic insulation
accidentally blowing into conditioned space'®, Vendors and contractors may also need to be
reminded that attic insulation needs to be uniform depth in order to achieve proper
material density and R-value in treated homes",

2, Do-it-yourself installation should be eligible, but more verification is
necessary for these projects.

There are insulation programs that provide incentives for do-it-yourself installation.
However, these programs require verification before the incentive is paid. Since program
funds are limited, the higher cost of verification may mean the incentive for do-it-yourself
installation needs to be less than the incentive for installation conducted by a contractor,
or that the measure is not cost-effective.

3. The web can be a useful tool to raise program awareness.

Information on utility websites can be an effective means of communication to customers.
The more actionable the information, the more useful it will be to customers. Some
programs include energy savings calculators that show how much savings can be achieved
by increasing the R-value. Others provide a list of insulation contractors and their contact
information on the web.

4. Adding duct sealing as a measure will likely mean involving more than one
contractor and may require a pre/post testing methodology for determining
savings.

In looking for other measures to combine with attic insulation, duct sealing was identified.
The best-practices review cautions against this measure because it is outside the scope of
services provided by insulation contractors and it requires additional testing. Insulation
contractors typically handle attic insulation along with other types of insulation jobs. Duct
sealing, which entails completely different techniques and skills, is most often conducted
by separate contractors.

15 APS Measurement, Evaluation and Research (MER) Report- Residential New Construction Program Impact and Process Evaluation;
September 30, 2008

'8 Evaluation, Measurement and Verification Report for the Moderate Income Comprehensive Attic Insulation Program’; prepared for
the California Public Utilities Commission; June 2008

17 MassSAVE Final Summary- QA and QC Impact Study Report; April, 2008
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Nevertheless, some programs do include duct sealing. And in some of these programs
calculate ex ante and ex post savings associated with duct sealing. In California, Pacific
Gas and Electric’'s (PG&E’s) Moderate Income Comprehensive Attic Insulation Program
(MICAP) calculated load impacts for duct sealing based on field inspections of units,
software verification of units and calibration of simulation models.

Another program reviewed uses engineering estimates of expected savings from duct
sealing. The method for calculating energy savings is based on expected operating
conditions of the mechanical system and house. This program modeled two different
scenarios for duct sealing- (1) duct leakage in an unconditioned basement and (2) duct
leakage in the attic.'®

5.5 CONCLUSIONS AND RECOMMENDATIONS

IPC's Home Improvement Program is successful; it surpassed its participation goal, is cost
effective, has a very low cost per kWh saved, and is very affordable for customers. Without
primary data from customers and contractors, however, we are unable to evaluate other areas
such as customer/contractor satisfaction, barriers to participation, free-ridership, and
receptiveness to offering other measures in the program. Our first recommendation is to conduct
surveys with participants and nonparticipants.

The data review and best practices review were able to address the specific research questions
the program specialists outlined for the evaluation involving contractor training, do-it yourself
installation, the addition of measures, and raising the R-value cap. Based on that research we
recommend the following:

o Consider offering an incentive for do-it-yourself installation. To ensure proper installation,
verify 100% of these projects — at least initially. If results are favorable, verification can
be reduced to a random sample of do-it-yourself projects. This may result in the need to
initially lower the incentive for installations without a contractor.

e Use the verification process and customer surveys to determine if there are any issues
with contractor performance. If there is provide contractor training to address these
issues.

811 and CL&P Program Savings Documentation for 2006 Program Year
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ENERGY EFFICIENCY EDUCATION INIATIVE

6.1 PROGRAM DESCRIPTION

The Energy Efficiency Education Initiative is designed to educate customers to use energy wisely,
make energy efficient behavior choices and purchase decisions, and increase participation in
existing residential programs. The target market for the program is all residential customers. IPC
has used several channels in an attempt to educate a large number of customers. These include
mass marketing advertisements, content in the customer newsletter, a speaker’s bureau,
sponsorship at events, a library series, content on the IPC website and coordination with
community organizations and school programs. These activities have the potential to reach a
wide variety of customers in several different demographic groups.

The program specialist interview conducted at the beginning of the evaluation revealed that the
program needs to establish metrics to track during program implementation so analysis can be
conducted to determine what marketing and outreach activities are working and are the most
cost-effective.

6.2 DATA REVIEW

To complete this task, the program handbook, the marketing plan and various marketing and
educational materials were reviewed. The information provided gave us a clear understanding of
how the program is presented to customers. Major findings include the following:

* The program encompasses a wide variety of activities, but collects very little data. As a
result, it is often difficult to measure the success of the activities.

o The marketing plan has some very good ideas for expanding the net to reach more
customers. We summarize the ideas below.

o Develop energy efficiency presentations that can be delivered on request by a
variety of DSM & field employees

o Redesign Fall Energy Efficiency and Green Living Series to enhance the cost-
benefit ratio

o Use educational displays to support energy efficient behavioral changes

o Maintain a strong residential energy efficiency presence at an event in each
region

o Improve Idaho Power’s energy efficiency web content
¢ Educate IPC employees about energy efficient choices
o Create a calendar of speaking engagements at existing venues and forums
o Prioritize the type and number of events IPC chooses to participate in
o Create information that summarizes IPC accomplishments in Energy Efficiency
o Create usage profiles for customers
+ The program has strong management support and a positive community perception,

« The program lacks data to support prioritizing specific behavior changes to promote that
will yield the largest savings.
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6.2.1 Available Survey Data

Surveys were conducted with attendees at the 2010 Green Expo, the 2010 Women's Show, and
the 2008 and 2009 Energy Efficiency and Green Living series to gain insight regarding the
attendees and improve participation in future years.. These surveys are well designed and do a
good job of determining customer satisfaction with the specific event or program. The surveys do
not, however, provide a great deal of insight into whether the outreach activity influenced
participants’ energy use, attitudes or behavior.

The Energy Efficiency Education Initiative is a comprehensive program that strives to educate all
residential customers. To do this effectively, more primary survey data should be collected from
the general population of residential customers. This program needs to establish metrics that can
be tracked to ensure that the program is effectively reaching IPC customers, increasing their
knowledge and leading to changes in behavior. Example metrics to track could include:

e Awareness of energy efficiency technologies such as CFLs, heat pumps, programmable
thermostats, faucet aerators, attic insulation, duct sealing, etc.,

e Knowledge of the benefits of these technologies

o Awareness of behavior changes that can save energy (e.g., lowering the temperature on
hot water heater)

e Behavioral changes made

¢ Saturation of energy efficiency technologies

¢ Interest in purchasing energy efficiency technologies

e Awareness of IPC programs and incentives

e Participation in IPC programs, and receipt of incentives

The recently completed residential saturation survey is a good starting point and can be used as
a baseline measurement for some of these metrics. Then, as we describe in Chapter 7, IPC can
then conduct periodic surveys with the general population in the future to gauge whether
awareness has increased and behaviors have changed.

6.3 PROGRAM LOGIC MODEL

Figure 6-1 below represents the program logic model for the Residential Education program. This
logic model was based on Global’s understanding of the program design. It was derived from the
program handbook and the interview with the IPC program specialist.

6.3.1 Activities
The program logic model identified two broadly defined activities.

e Customer Education and Outreach. 1PC conducts a variety of outreach activities including
distribution of an energy savings book, radio and TV messages, expo sponsorship,
program information at special events, participation in a number of community events,
training for public school teachers, a public school educational program, distribution of
educational brochures, articles in the Customer Connections newsletter, energy efficiency
educational information published on website and also distributed to community
organizations, energy efficiency tips included in a number of other program related
publications, bill inserts, various print media inserts, distribution of Kill-A-Watt meters to
libraries, and energy efficiency presentations at corporate and community outreach
events.

o Solicitation of Customer Feedback. Attendees at the 2010 Green Expo, the 2010 Women'’s
Show, and the 2008 and 2009 Energy Efficiency and Green Living series completed
surveys specifically about the events.
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Figure 6-1 Energy Efficiency Education Initiative Logic Model
Enerqgy Efficiency Education Initiative
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and oulreach program information at special events, more knowledgeable behavior, purchase energy efficlency measures
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6.3.2 Outcomes

The two activities lead to short-, medium- and long-term outcomes. As the logic model shows,
both activities drive to the same long-term outcome. As a result of the activities performed, the
following short-term outcomes are expected:

e Increased customer awareness and knowledge of the availability of energy-efficient
products and associated benefits

¢ Based on feedback, the program specialist undertakes appropriate modifications to
increase customer satisfaction levels at events

These outcomes, along with the ongoing activities, lead to the following mid-term outcomes:

e Customers change behavior, ask about EE measures, purchase EE measures and take
more conservation actions

e Demand for energy efficiency measures increase

e As a result of customer demand, contractors view energy efficiency as a business
opportunity and actively promote the measures

Ultimately, the following outcomes are realized:
o Market actors incorporate energy efficiency measures and practices as standard business
e Increased availability of energy efficiency products and services

e The utility realizes sustained kW and kWh savings
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The logic model illustrates that the activities and outcomes for the program lack specificity. The
program would benefit from determining more specific behavioral outcomes) and then designing
specific activities to directly influence those outcomes.

6.4

BEST PRACTICES REVIEW

For the best practices review, the following programs and research reports that dealt with
education programs were identified:

City of Berkeley — CA Youth Energy Services

2006-2008 EARTH Education & Training Program Funded By: Southern California Edison
New York Energy $martSM Programs (2006-2011)

CA Statewide Energy Efficiency Education and Training Program

New Jersey’s Clean Energy Program

2006 - 2008 CA Statewide Marketing And Qutreach

Southern California Edison PY 2006-08 ETO Process Evaluation; Study Number SCE0285.
Final Report, March 31, 2010.

Efficiency Maine 2007 Annual Report

The review also revealed several important findings that will be helpful in improving IPCs
program design and implementation. We list the full set below and then we extract the key items
in the recommendations that follow.

1. Develop clear goals with measureable impacts.

Almost all of the above programs stressed the importance of clearly identifying program
goals and performance metrics. Example of performance metrics could include: program
reach (i.e., number of participants), percent of market reached, knowledge gain,
awareness of energy saving opportunities, whether changes made have become standard
practice, etc. The results can then be used to help inform future program design, such as
the emphasis on some technologies over others and the level of effort placed on
channeling participants into the other efficiency programs. Defining and targeting desired
behavioral outcomes results in more powerful program effects.

2, Track complete participant information.

Whenever appropriate, educational programs make every effort to capture participant
information including full name, address, phone number and e-mail address. Participants
include people who attend events, check out meters at the library, receive the 30 Simple
Things book, etc.

3. Involve the entire community.

It takes a village to change energy behavior. Take continued action to involve the entire
community including schools, community organizations (Lions Club, Chamber of
Commerce, etc.,), charity organizations with similar goals (e.g., environmental groups),
youth groups, retired seniors, local governments, and municipalities,

4. Train the trainers to improve the quality and consistency of trainings.

Successful programs work on improving the skills of trainers (for example, school teachers,
librarians, and community organization leaders), so that training content is delivered more
effectively and consistently®.

!9 Best Practices in Energy Efficiency Education and Training Programs, ITRON, 2005 www.eebestpractices.com
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6.5

5. Explore community based social marketing (CBSM).

CBSM is gaining widespread recognition as a model behavioral-change program. It uses a
framework based on traditional product marketing and sociology to change target
audience behavior patterns. This strategy argues that engaging personal commitments,
social interaction, pledges, and other personal responsibility elements to achieve
behavioral change can be more effective than traditional broad-based, impersonal
advertising.

CBSM literature indicates that programs based on this approach provide greater
participation and behavior change, penetration to previously unconverted participants, and
greater retention of the behavioral change.

CONCLUSIONS AND RECOMMENDATIONS

IPC’s Energy Efficiency Education Initiative has conducted a wide variety of marketing and
outreach to residential customers, It is supported by IPC management and is well received by
the customers reached.

A major drawback of the program is its lack of focus. The program should strive to prioritize the
behavior changes it promotes and gather the data to measure the success of the activities it
undertakes. We have identified several enhancements to the program to help create and track
metrics for the program.

Build a database that tracks program activity including the name and type of activities,
the cost of the activities and the number of customers reached by each activity
(attendance at a speaker’s bureau event, the number of booth visits at a sponsored
event, the number of times the wattage meter was loaned out at the library, etc.).

Develop a list of desired program outcomes and design activities that will directly impact
those outcomes.

Use the recently completed saturation survey to develop baselines for various behaviors
(e.g., the saturation of high efficiency equipment).

In addition to the efforts to create and track program metrics, the data review and best practices
analysis also identified several activities that could be undertaken to improve the Energy
Efficiency Education Initiative. While these activities are not the highest priority, they have been
used successfully by other programs and should be considered.

Consider providing customized online energy education services to customers such as
home energy reports. There are several third-party vendors that offer these services.
They can be used to identify areas of the home where energy efficiency can be improved
and what IPC programs can help them make the improvements,

Build a database of participants. When possible ask customers at events to provide their
name, address, and email in order to develop an accurate list of program participants.
This can allow you to track whether these participants become participants in other
programs in the future — one of the intended outcomes of the program.

Include “success stories” at presentations and seminars that show how real IPC
customers have made changes and improved the comfort and the efficiency of their
home.

Focus on high energy use customers.

o Design newsletter and website content specifically for customers with high
electricity use. This could include content specific to large families or all-electric
homes. The recently completed saturation survey can be used to identify high-
use customers.

'Gl'obal Energy Partners, LLC
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o Have the call center track customers who call in with high-bill complaints. Follow-
up with one-on-one phone consultations with these customers.

e Utilize social marketing to reach more customers. Create groups dedicated to saving
energy, advertise IPC’s attendance at events, and initiate discussions about energy
savings tips and technologies.

Finally, we recommend that IPC consider a new approach to try to gauge the effect of education-
based programs on customers’ behavior and attribute any energy savings to behavioral
programs. Path Analysis is a technique that has been used with some success in this area. The
approach combines customer survey results, billing data and modeling to help determine the
strengths and limitations of behavioral-based programs and whether the program should claim
energy savings.

Conducting a path analysis requires development of a list of expected behavioral changes the
program can influence, and definition of measureable points along a path that leads to the
behavior change. The points may include exposure, awareness/knowledge, intention to take
action, and behavior change, but the points may differ depending on the desired behavioral
outcome.

For example if one of the goals of the education program was is to encourage the replacement of
incandescent bulbs with CFLs. In this case, the following points would exist along the path to
that behavioral change:

e Exposure — customers have seen or heard about CFLs

e Awareness/knowledge — customers are aware of the benefits of CFLs and knowledgeable
about payback

o Intention to take action — customers indicate they plan to purchase and install CFLs
e Purchased CFLs — customers actually purchase CFLs

o Installed CFLs — customers install the CFLs they purchase

e Replaced burnt out CFLs with a new CFL

e Had a CFL in every available socket

An initial customer survey could establish the baseline of the proportion of customers at each
point along the path (e.g., 70% have seen or heard about a CFL, 50% aware of benefits, 25%
purchased, 20% installed, etc.) Follow-up surveys would be conducted once or twice a year
(after educational initiatives have taken place) to measure customer movement along the path.
Modeling and billing data are then used to determine the causal relationship between the
program and the movement along the path to behavior change.

Because IPC’s education program does not have energy saving goals, IPC does not need to
conduct rigorous research and analysis such as path analysis. But path analysis does have value
in helping to determine how the program is affecting customer behavior. It can help tease out
what activities are the most successful. And as the Energy Efficiency Education Initiative
matures, a more extensive approach may be warranted.
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CHAPTER | 7

RECOMMENDATIONS FOR FUTURE PROCESS EVALUATIONS

In addition to evaluating the four programs for 2010, a key objective of this project is to identify
ways to improve the evaluation process. We feel the approach we took to performing the
evaluations was appropriate. The only area for improvement is in survey research and we
recommend strongly that IPC conduct additional primary market research. Not only will this
improve the evaluation results we provide in this report, it will also enable additional analysis,
such as the estimation of free ridership. We describe our recommendations for survey research
and analysis of free ridership below.

7.1 SURVEY RESEARCH

Survey research is a core element for evaluating energy efficiency programs. Most process
evaluators use surveys as a component of their investigations. Surveys of participants, partial
participants, and nonparticipants are key tools for assessing how the program is operating in the
field.

There is also often a full array of market actors who influence customer purchase decisions and
serve the residential customer market. It is important for an evaluation to explore their
knowledge, experience, and suggestions for the program. Relevant market actors could include
equipment vendors and service providers, home builders, retailers and other trade professionals
who are either intended recipients of program information or users of program information to
develop projects.

The preferred approach for obtaining information from market actors is in-depth interviews
(IDIs). While the information tends to be more qualitative, the format allows greater flexibility in
asking guestions more specifically tailored to the role of each actor.

In what follows, we describe the data currently available for each of the four programs, the
research needs of the program and our recommendations for additional research to meet those
needs.

7.1.1 Heating and Cooling Efficiency Program

The Heating and Cooling Efficiency Program conducted a brief quantitative surveys of contractors
in 2009 and participants in 2010. The process evaluation reveals that program has the following
research needs:

o Strategies for improving contractor satisfaction. The contractor survey findings showed
that contractors are only moderately satisfied with the program, several who attended
the training have not completed any projects, and many find the paperwork difficult to
compilete,

o An accurate estimate of free ridership. Participant survey results revealed that free
ridership may be an issue with the program. (That is, 21% of heat pump respondents
said the program had no effect on their purchasing decision.) A more thorough
assessment of free ridership should be undertaken.

To address these research needs, we recommend IPC conduct additional survey research in
2011. The first activity is a participant survey with a minimum sample size of 50 that covers the
following topics:

+» Reasons for being in the market for new equipment

+ Barriers to purchasing high efficiency equipment other than cost
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* Acceptance of new program ideas and concepts
o Awareness of Energy Efficiency Education Initiative activities
e Free ridership

The second activity is a survey with nonparticipants/general population with a minimum sample
size of 250. This survey can combine questions relevant to the Heating and Cooling Efficiency
Program, the Home Improvement Program and the Energy Efficiency Education Initiative. It
should address the following topics:

¢ Program awareness

* Knowledge of the benefits of the program measures
o Free ridership

e Barriers to program participation

Finally, we recommend that IPC conduct in-depth interviews in 2011 with the two top performing
contractors to get ideas on how to engage more contractors and improve contractor satisfaction.
Specifically the interviews should address:

e Changes in the market
» The mix of standard and high efficiency equipment the contractor sells
o Feedback on program implementation and processes

e Contractor insight on which customers would have taken action outside the program
(help estimate free ridership)

7.1.2 Energy House Calls Program

The Energy House Calls program conducted a participant survey in 2008 and a very short
nonparticipant survey in 2009. The program has the following research needs:

o An accurate assessment of market size for the program. The potential study predicted a
decline in participation, but to date that decline has not happened. The nonparticipant
survey that used the direct mail database revealed that a sizeable group in that sample is
not eligible for the program. At this point the number of eligible customers in the service
territory is unknown,

e A verified list of participants. Many of the respondents to the nonparticipant survey said
they had participated in the program. The list of participants for the program should be
examined to determine if it is inaccurate, or if participants are confused or don't
remember participating in the program. It should be possible to compare the survey
respondents to the participant database to determine if in fact, the nonparticipant list
included past participants.

o Research about willingness to pay. Survey results indicated that a third of customers
readily admit that they would pay some amount for this free service. And, one of the
barriers identified in the nonparticipant survey is that customers distrust a free service.
IPC should test the hypothesis that offering the program for a nominal fee may attract
eligible customers that are currently not participating in the program.

o Strategies for improving customer satisfaction. The participant survey found that 10% of
customers are dissatisfied with program. While that is a definite minority, it is important
to understand the reason for this dissatisfaction, and make necessary improvements.

We recommend the following activities to address the identified research needs:
e Analyze most recent saturation survey to estimate the remaining market for the program.

o Develop an accurate list of program participants by capturing better information from the
third-party contractor.
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Recommendations for Future Process Evaluations

In 2011, conduct annual in-depth interviews with Ecos Consulting and the participating
contractors to get an objective view of how well the program is implemented and explore
barriers to participation.

Conduct a survey of 2010 participants that includes questions that address willingness to
pay, and delve deeper into issues dealing with dissatisfaction. We recommend a
minimum sample size of 50.

In 2011, conduct a nonparticipant survey to establish remaining market size and identify
strategies to engage these remaining customers. We recommend a minimum sample size
of 150. A sample size of 150 will provide a confidence interval of +/-8% at the 95%
confidence level.

7.1.3 Home Improvement Program
The Home Improvement program has not conducted any primary research to date. The program
has the following research needs:

A quantitative measure of participant response to the program delivery.,

An assessment of contractor interest in training.

An estimate of free ridership.

Identifying any unknown barriers to program participation.

Gauging customer and contractor response to adding new measures to the program.

We recommend the following research activities to address the identified research needs:

In 2011, conduct a survey of 2010 participants, minimum sample size of 50, to assess
customer response to the program.

In 2011, conduct a nonparticipant/general population survey, with a minimum sample
size of 250% that combines questions about the Heating and Cooling Efficiency Program,
the Home Improvement Program and the Energy Efficiency Education Initiative. The
survey should address program awareness, knowledge of the benefits of the eligible
measures, , and barriers to program participation.

In 2011, conduct in-depth interviews with 10 insulation contractors to assess program
delivery, free ridership, barriers to participation, interest in training, and response to
additional measures.

In 2012, conduct in-depth interviews with non-participating or low participating
contractors to identify strategies to get them more involved in the program.

7.1.4 Energy Efficiency Education Initiative

The Energy Efficiency Education Initiative has conducted participant surveys with customers who
attended events. The program needs to establish metrics that can be tracked to ensure that the
program is effectively reaching IPC customers, increasing their knowledge and leading to
changes in behavior,

We recommend IPC undertake the following activities to address the identified research needs:

Develop a list of desired outcomes of the program and a corresponding list of metrics
that can be used to gauge progress toward those outcomes.

Analyze the recently completed saturation survey to get baseline estimates for some of
the metrics.

20 The recommended sample size increased from 150 to 250 because the survey covers three programs instead of one.
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Recommendations for Future Process Evaluations

e Begin developing a list of program participants, This will allow customers to be tracked
internally to determine if education participants become future participants of other IPC
programs.

e Continue surveys at events to get feedback on the specifics of each activity.

e Add survey questions to the other programs’ regularly scheduled participant surveys that
determine if they have been reached by any education activities.

e In 2011, conduct a nonparticipant/general population survey, with a minimum sample
size of 250 that combines questions about the Heating and Cooling Efficiency Program,
the Home Improvement Program and the Energy Efficiency Education Initiative. The
survey should address program awareness, knowledge of the benefits of the eligible
measures, free-ridership, and barriers to program participation.

e In 2012, conduct a participant survey to assess how customers reached by the Energy
Efficiency Education program perform on the established metrics.

e 1In 2013, conduct a general population survey, with a minimum sample size of 250, to
assess progress of Energy Efficiency Education program toward the established metrics.

7.2 ESTIMATING FREE RIDERSHIP

The primary objective of free ridership analyses is to determine a program's net effect on
customers’ electric and gas usage. This requires estimating what would have happened in the
absence of the program. This estimation hinges on the level of free ridership that exists for each
measure, There are several different ways to estimate free ridership:

o Self-report survey of participants. Asking participants what they would have done in the
absence of the program.

Disadvantages: Responses are self-reported which lead to potential bias or recall issues.

e Regression analysis to compare participants and non-participants. Non-participants are
defined as the control group and the analysis provides estimates of what happens in the
market in the absence of program participation.

Disadvantages: It can be difficult to get a good sample of respondents that is not
exposed to the program. It also requires a well designed survey which can be long and
negatively effects response rate

o Market baseline. Analyze data to estimate the proportion of sales for high-efficiency
products sales before and after program, for the program region and a comparison
region.

Disadvantages: Difficult to find a comparison region without any programs. It is costly
and difficult to obtain sales data.

e Deemed net to gross. The approach does not attempt to estimate free ridership. Instead,
it assumes a ratio of net to gross savings (such as 1.0, 0.8, 0.7, etc.) that is applied to all
programs or all programs of specific types.

Disadvantages: Does not recognize actual differences in performance from different
programs / designs / implementations.

IPC's current data collection practices do not support a survey-driven estimate of free ridership.
Therefore, if free ridership estimates are required, the deemed net to gross approach would have
to be used. The disadvantage of this approach is that it assumes all customers respond to all
programs in the same way. It does not account for unique features of IPC customers, program
designs or implementations.
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Portfolio Level Analysis

Introduction

Idaho Power (IPC), the largest regulated electric utility in the state of Idaho, serves over
80,000 commercial, industrial, and irrigation (CI&I) customers in Idaho and Eastern Oregon.
These very diverse customers used over 60 percent of IPC’s electricity production in 2009 and
generated over 50 percent of IPC’s annual revenues.

As described in [PC’s Demand-Side Management (DSM) 2009 Annual Report, the utility, in an
effort to meet the energy and demand needs of its electrical system, offers DSM services to its
CI&I customers so as to assist these customers in better managing their energy use. In 2010, IPC
commissioned The Cadmus Group Inc. (Cadmus) to conduct a process evaluation, a market
characterization study, and a measure review for its CI&I energy-efficiency programs, with a
primary focus on the process evaluation.

The goal of process evaluation is to provide feedback to help improve the organization, delivery,
and demand for DSM programs. The analysis typically develops program logic models or
process flow charts, describes findings and lessons learned about program operation and the
perceptions of target audiences, and provides actionable recommendations for improving the
programs.

This document summarizes cross-cutting findings for the five CI&I process evaluations and
provides the executive summaries for individual program process evaluations.

Success Indicators

Overall, based upon our interviews with staff and review of program materials, many aspects of
the programs are functioning well, including:

o Program participation and savings goals are being met or exceeded, and participation and
savings have steadily increased for most programs.

o Based on the strong demand for program services, the programs are attracting target
audiences.

o Program marketing is well coordinated and clearly presented, especially the website that
contains detailed program materials and information, success stories, and convenient
navigation among the CI&I programs. In addition, detailed brochures and technical
materials are available for most of the programs.

o Staff and customer representatives effectively engage community business partners and
trade allies with the programs.

o Educational and technical training enhances program delivery, through the Commercial
Education Initiative and regional and local energy efficiency organizations.

o Program specialists have strong skills, enthusiasm, and are dedicated to meeting goals.
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Opportunities for Improvement

The ability to conduct rigorous evaluations depends upon systematic program documentation and
tracking. In addition, they depend upon multiple sources of information. In this project, we
encountered a number of challenges with documentation; these challenges are typical for first-
time process evaluations. In addition, for most programs, findings are only based upon internal
perspectives and don’t include direct input from target audiences and other market actors; this
limits insights about the programs. Both these factors affected our ability to evaluate the
programs. Based upon our review, these are the areas across the programs that would benefit
from improvement; more program specific conclusions and recommendations are provided in the
executive summaries that follow this portfolio-level discussion.

o Documentation of program design and processes were good for some programs but less
good for others. Some program manuals were incomplete or out of date and
documentation did not appear to be a strong priority for several programs. Logic models,
which look at program theory and help map out programs over time, including key
researchable issues, have not been done.

o Tracking of program activities varied in quality, consistency, and in some cases, needed
data are not being tracked, such as participation in educational activities, which in turn
limits the ability to collect data about the effectiveness of those activities. Some tracking
issues may be resolved with the new database but tracking issues raised for each
individual program need to be revisited once the new database is in place.

e While anecdotal feedback about the program exists, systematic feedback and guidance
from customers, both participants and non-participants, A&E firms, consulting engineers
reviewing projects, trade allies, training cohorts, and customer representatives have not
been gathered and documented for most programs. Direct input from these wider
perspectives would greatly bolster process evaluation findings and contribute to program
planning and health.

o The protocols for quality assurance and verification could benefit from greater
consistency and transparency. While staff review of project applications is required,
systematic on-site verification protocols need to be better documented and implemented.
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Easy Upgrades Executive Summary

The Easy Upgrades program began in 2007 to encourage energy-efficiency retrofits for Idaho
Power Company (IPC) commercial and industrial customers. The program provides energy-
efficiency incentives for replacing existing electrical equipment with high-efficiency options for
customer buildings and facilities. Eligible measures include an impressive list of lighting,
HVAC, motors, building shell, plug loads, and grocery refrigeration. Participants may receive
incentives of up to $100,000 per site for energy-efficient retrofits that qualify for the program.

This assessment of the Easy Upgrades program is based on interviews with program staff, review
of program materials, and a best practice comparison of similar, exemplary programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of Easy Upgrades.

Conclusions and Recommendations

Easy Upgrades program participation has grown rapidly in just a few short years indicating high
appeal to IPC’s customers. Projects increased from 100 completed in the first year of the
program’s operation to a forecasted 1,800 projects in 2010.

Program Demand and Quality Assurance

The high appeal and demand for Easy Upgrades has also created some challenges for staff, who
sometimes have found it difficult to keep up with best practices in program management,
operation, tracking, quality assurance, and evaluation. For instance, in some cases both pre and
final applications were allowed to be submitted together after the project was completed; this
resulted in staff, participants, and contractors being uncertain about project eligibility. In
addition, formalized checks and balances for program quality would be useful, including
developing a systematic verification plan or project inspection protocol.

To address this high demand for Easy Upgrades services to IPC customers, Cadmus recommends
improvements in a few general areas:

e Closer examination of program demand and benefits to be gained from matching the
demand with program resources.

e Establishment of a more consistent framework for program processes and protocols in the
areas of application materials and processing, data tracking, and quality assurance and
verification.

Marketing and Customer Feedback

During this time of high demand, more aggressive and targeted marketing can be mostly on hold.
Empbhasis could be placed on making sure that current marketing and outreach materials are kept
up-to-date. However, the lack of insight about drivers of the program’s high demand makes the
program vulnerable and its future uncertain. For instance, it is not known if program demand is
driven by incentives that are too high, a long period of pent-up demand, or other factors.

To address marketing and customer feedback improvements, Cadmus recommends
improvements in few general areas:
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e More regular updates to the Website and program brochures to keep program information
current and complete.

e Conducting market research with program and trade ally participants, as well as with
nonparticipating customers. Market research would enable IPC’s program management to
better understand drivers behind the program’s high demand, motivations and barriers to
participation, and program strengths and weaknesses.
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Irrigation Efficiency Executive Summary

The Irrigation Efficiency Rewards program encourages irrigation customers to improve the
energy efficiency of their irrigation systems. Offered to all Idaho Power Company (IPC)
customers on the irrigation rate schedule, the program provides incentives through two distinct
options: custom and menu. The custom option provides incentives for large-scale irrigation
improvements and component upgrades of existing systems, or for new, more efficient irrigation
systems. The menu option provides rebates for small maintenance upgrades to customers who
have installed eligible measures that reduce the energy use of their irrigation systems.

This assessment of the Irrigation Efficiency Rewards program is based on interviews with
program staff, review of program materials, and a best practice comparison of similar, exemplary
programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of Irrigation Efficiency Rewards.

Conclusions and Recommendations

The Irrigation Efficiency Rewards program began in 2004 with the goal of promoting adoption
of more energy-efficient irrigation systems in IPC’s service territory. Agricultural representatives
(Ag Reps) and IPC staff specialists assess irrigation customer system improvement opportunities
and provide individual technical assistance as needed. Ag Reps also provide training and
educational outreach through community events and workshops.

Overall, the results of IPC’s Irrigation Efficiency Rewards program process evaluation show that
it is a robust, ambitious, and leading edge irrigation program. It has strong relationships with
customers and trade allies, as well as credibility and high demand.

Feedback Mechanisms

Although we gathered good information about the design, operation, and implementation of the
irrigation program from program staff (within the scope of this evaluation), future evaluations
would benefit from gathering feedback from a wider set of program actors (e.g., customers,
vendors, agricultural representatives). These efforts would produce a more multidimensional
view of the program, adding to the validity of the process evaluation.

To collect these data, IPC may consider conducting surveys with participants, nonparticipants,
trade allies, and any other partners (such as training partners). These surveys would provide
ongoing data about program satisfaction, operations, areas to improve, and market trends.
Surveys with customers would also provide IPC with data often used to inform impact
evaluations.

Program Database and Tracking

While IPC’s Trrigation Efficiency Rewards program has a well-organized system for data
collection, processing, and verification, we found some program tracking processes in need of
better documentation and greater transparency. Although a new database is in development (and
may solve many of the program data tracking issues), the current system may create obstacles for
performing an impact evaluation of the program.
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To improve tracking processes, Cadmus recommends that IPC consider the following database
features:

e Mechanisms to reduce key application errors and omissions (e.g., through targeted
application reminders and informational hand-out sheets during training).

e Disaggregating measures and cost data in customer database entries.

o (reating a data management handbook that includes data definitions and data tracking
and calculation guidance.

Marketing and Outreach

While IPC program staff and irrigation equipment dealers engage in marketing and outreach to
promote program participation, the program’s technical strengths may not be fully realized. In
addition, while much excellent information is available on the program Website, some
mformation appears to be missing or outdated, which could confuse customers.

To better promote technical strengths of the program, consider improvements in the follow areas:

e Expand outreach and assistance to capitalize on the technical strength of well-trained
program staff, Ag Reps, and many equipment vendors.

e Provide additional support for carrying out pump testing and energy audits.
e Consider developing a more formalized trade ally network to support the program.

e Consider regular updates to program marketing and outreach materials to ensure
consistency and to provide clear program contacts.
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Building Efficiency Executive Summary

The Building Efficiency program began in 2004 to encourage more energy-efficient design
features and technologies in new construction and major renovations. The goal of the program is
to capture the greatest potential savings in the early planning of a project. The program offers a
prescriptive list of 14 eligible measures, including lighting, air conditioning, building shell, and
controls. Commercial and industrial customers who qualify for the program may receive
incentives of up to $100,000 per project for energy-efficient construction of new buildings or
construction projects with significant additions, remodels, or expansions.

This assessment of the Building Efficiency program is based on interviews with program staff,
review of program materials, and a best practice comparison of similar, exemplary programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of the Building Efficiency program.

Conclusions and Recommendations

The Building Efficiency program had 72 participants in 2009, a 20 percent increase in
participation from the previous year. As a primary sponsor of the Boise Integrated Design Lab
(IDL), IPC offers free technical assistance and training to local architects and designers through
the Building Efficiency program.

Through its presence at industry meetings and events, the Building Efficiency program is active
in the new buildings market. Marketing and outreach activities have resulted in participants
entering the program earlier than in previous years, enabling the IPC Building Efficiency
program to influence the design and efficiency choices earlier in the process.

Application Process

While the application process is manageable and the eligibility requirements are clear, some
adjustments could be made to streamline the program processes, make the forms more complete
and user friendly, and to enable evaluability of the program.

Cadmus’ recommendations for application processing include regular updates for application
materials, forms, information, and updates to Website links. If the program staff’s time is
constrained by handling daily demands of application processing, consider hiring additional
administrative staff, thereby freeing up more time for program planning and management
functions.

Data Tracking

The program database for Building Efficiency provides a functional system for data collection,
storage, and processing; however, we found some program tracking processes in need of better
documentation and reporting. Although IPC is developing a new database that may solve some
program tracking issues, the current system may prevent transparent and accurate evaluations.

To improve the program’s data tracking, Cadmus recommends that IPC further develop and
document data tracking protocols and manuals, including data dictionaries, mapping, and data
entry policies that will enable staff to use consistent approaches for data collection and quality
control.
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Feedback Mechanisms

Building Efficiency lacks a formal mechanism for continuous feedback from program
participants. Consider conducting market research with program participants and nonparticipants
to enable program planners to have a better understanding of program awareness, drivers behind
demand, motivations and barriers, satisfaction with key program areas, program strengths and
weaknesses, freeridership, and spillover.

On-site Verification

While all Building Efficiency projects are subject to verification site visits as a condition of
participation, on-site verification does not currently take place except for projects with
daylighting control installations. Additionally, a systematic on-site verification plan or project
inspection protocol has not been developed for this program.

Cadmus recommends development and documentation of a project inspection protocol to
promote a consistent framework for checking eligibility and quality, and for tracking
implemented projects.

The Cadmus Group Inc. / Energy Services
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Custom Efficiency Executive Summary

The Custom Efficiency program began in 2003 to encourage commercial and industrial
customers in Idaho and Oregon to implement energy-efficiency measures in their facilities. Idaho
Power Company (IPC) provides financial incentives for implementing eligible measures
covering a variety of energy-saving opportunities including lighting, HVAC, motors, building
shell, plug loads, and refrigeration.

This assessment of the Custom Efficiency program is based on interviews with program staff,
review of program materials, and a best practice comparison of similar, exemplary programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of the Custom Efficiency program.

Conclusions and Recommendations

The Custom Efficiency program has grown significantly, completing 101 projects in 2008 and
132 projects in 2009. The program offers technical assistance, training, and energy auditing
services to IPC customers. The Custom Efficiency program collaborates with the Northwest
Energy Efficiency Alliance (NEEA) to support the education of its customers on energy
efficiency. NEEA, which provides a series of technology-specific seminars, conducted five
technical trainings for IPC in 2009.

Marketing and Outreach

Marketing and outreach, while effective at increasing the level of participation within the
program, could benefit from more clear messaging within its own program documents and within
marketing materials. To be more consistent with best practices, further expansion of the program
may benefit from a more formalized (and documented) approach that will demonstrate stronger
alliances with trade allies.

Cadmus recommends these general areas for improvement:

e Regularly review and update the Custom Efficiency program documents to ensure
consistent branding.

e Include telephone contact information for the Custom Efficiency program support team
on all marketing pieces.

e Consider expanding program outreach efforts with trade allies, who could help market
the program and expand the level of participation. Expanded outreach efforts would
include more formalized communication between IPC and contractors.

o Establish a contact list of contractors and trade allies and document communication about
program updates and program training.
Program Database

To ensure effective evaluation, the Custom Efficiency program database needs to better
demonstrate that an appropriate level of project detail is being captured at the best time in the
program process. Various data issues may be resolved with the completion of IPC’s new
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database. However, for this evaluation, due to the unavailability of many of the current or
planned database features, we were not able to conduct a thorough review of program
achievements.

Improvements to the program database should include better definition of the existing fields to
improve evaluability. All fields should be labeled and well-defined. In addition, development of
a database dictionary would enable easier identification of database fields and other database
features to be contained in the new database.

Program QA/QC and Verification

In many ways, the Custom Efficiency program exemplifies a quality efficiency program
compared to similar efforts across the country. However, the Custom Efficiency program has not
benefited from complete program documentation and regular evaluations.

Cadmus recommends program documentation improvements in these general areas:

e Development of a detailed program manual complete with thorough descriptions of the
program intent, processes, and requirements. This document would include, among other
items, (1) pre- and post-inspection protocols and standards, and (2) database entry
requirements.

e Market research and surveys with program participants, nonparticipants, and trade allies.
This research would help program managers to better understand awareness of program
services and requirements, preferred sources of information and marketing preferences,
drivers behind program demand, motivations and barriers to participation, satisfaction
with key program areas, program strengths and weaknesses, and freeridership and
spillover information.
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Commercial Education Initiative

The Commercial Education Initiative was launched in 2008 to encourage participation in the
Idaho Power Company (IPC) commercial, industrial, and irrigation (CI&I) energy-efficiency
programs, The initiative supports the educational and technical needs of the programs while
enhancing customer awareness of energy efficiency. Technical and educational services support
Easy Upgrades, Irrigation Efficiency Rewards, Building Efficiency, and Custom Efficiency
programs at IPC.

This assessment of the Commercial Education Initiative program is based on interviews with
program staff, review of program materials, and a best practice comparison of similar, exemplary
programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of the Commercial Education Initiative program.

Conclusions and Recommendations

The Commercial Education Initiative provides valuable educational and technical outreach to
IPC’s commercial customers. The program offers technical education materials, workshops, and
technical assistance to targeted facilities. A common practice of the program is to leverage
market actors to help recruit participants and to use technical experts to develop training content.

Program Identity

IPC provides many educational and technical services to its commercial customers, including
outreach events, workshops, individualized technical assistance, and technical materials. These
resources are provided to help customers manage their energy consumption, either through
participation in IPC programs or through their own efforts. Results of the evaluation indicated
that the components of the Commercial Education Initiative need better definition and
integration.

To improve definition of the program, Cadmus recommends some general action items:

e Develop a fully defined initiative, including measureable goals, specific activities, and
staff responsibilities.

e Update program handbooks and marketing materials to reflect these clearly defined
boundaries, responsibilities, and objectives.

e Develop or update educational and technical materials used for events, workshops, and
walkthroughs to reflect a more integrated corporate branding of the program activities.

Evaluability and Tracking

Based on results of the evaluation, Cadmus determined that program processes and outcomes
need better tracking. In addition, more formal tracking would enable IPC to understand how well
the program is meeting its goals, while gauging customer satisfaction, customer education, and
technical assistance needs.
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To implement a more consistent approach to tracking program participation, Cadmus
recommends a few areas for improvements:

e For events and workshops, ask participants to provide complete contact information so
that follow up can be conducted.

e Establish a more formalized protocol for reporting customer walkthroughs and results.

e Use the new database system (currently under development) to enable tracking of
initiative events, workshops, and walkthroughs.

Feedback Mechanisms

While informal feedback is gathered by staff and customer representatives during outreach
events, workshops, and walkthroughs, IPC does not have a formalized system for documenting
feedback, assessing program effectiveness, and planning future services. Gathering more
representative and consistent feedback through evaluation forms at the time of service and
periodic follow-up surveys would inform evaluation of initiative performance, customer
perceptions and needs, and potential new markets.

A more formal feedback approach would include some of these elements:

e Methods to gather participant feedback from outreach events, technical workshops, and
walkthroughs. Easy-to-fill-out forms could be provided at events and walkthroughs, and
providers of the education services could emphasize their importance and confidentiality;
they could also allow time for participants to complete the forms at the end of training
sessions.

e Periodic surveys of participating and nonparticipating customers could provide a bigger
picture of educational services, including how well they are progressing over time and
what changes will keep them valuable to customers.
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Executive Summary

The Easy Upgrades program began in 2007 to encourage energy-efficiency retrofits for Idaho
Power Company (IPC) commercial and industrial customers. The program provides energy-
efficiency incentives for replacing existing electrical equipment with high-efficiency options for
customer buildings and facilities. Eligible measures include an impressive list of lighting,
HVAC, motors, building shell, plug loads, and grocery refrigeration. Participants may receive
incentives of up to $100,000 per site for energy-efficient retrofits that qualify for the program.

In 2010, IPC commissioned The Cadmus Group Inc. to conduct a process evaluation of its
commercial, industrial, and irrigation (CI&I) energy-efficiency programs. The primary goals of
the process evaluation are to inform IPC about how well individual programs are operating, and
to help IPC better plan, integrate, implement, and evaluate its entire portfolio of Cl&I energy-
efficiency programs.

This assessment of the Easy Upgrades program is based on interviews with program staff, review
of program materials, and a best practice comparison of similar, exemplary programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of Easy Upgrades.

Conclusions and Recommendations

Easy Upgrades program participation has grown rapidly in just a few short years indicating high
appeal to IPC’s customers. Projects increased from 100 completed in the first year of the
program’s operation to a forecasted 1,800 projects in 2010.

Program Demand and Quality Assurance

The high appeal and demand for Easy Upgrades has also created some challenges for staff, who
sometimes have found it difficult to keep up with best practices in program management,
operation, tracking, quality assurance, and evaluation. For instance, in some cases both pre and
final applications were allowed to be submitted together after the project was completed; this
resulted in staff, participants, and contractors being uncertain about project eligibility. In
addition, formalized checks and balances for program quality would be useful, including
developing a systematic verification plan or project inspection protocol.

To address this high demand for Easy Upgrades services to IPC customers, Cadmus recommends
improvements in a few general areas:

e Closer examination of program demand and benefits to be gained from matching the
demand with program resources.

e [Establishment of a more consistent framework for program processes and protocols in the
areas of application materials and processing, data tracking, and quality assurance and
verification.

The Cadmus Group Inc. / Energy Services 1
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Marketing and Customer Feedback

During this time of high demand, more aggressive and targeted marketing can be mostly on hold.
Emphasis could be placed on making sure that current marketing and outreach materials are kept
up-to-date. However, the lack of insight about drivers of the program’s high demand makes the
program vulnerable and its future uncertain. For instance, it is not known if program demand is
driven by incentives that are too high, a long period of pent-up demand, or other factors.

To address marketing and customer feedback improvements, Cadmus recommends
improvements in few general areas:

e More regular updates to the Website and program brochures to keep program information
current and complete.

e Conducting market research with program and trade ally participants, as well as with
nonparticipating customers. Market research would enable IPC’s program management to
better understand drivers behind the program’s high demand, motivations and barriers to
participation, and program strengths and weaknesses.

The Cadmus Group Inc. / Energy Services 2
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Chapter 1: Introduction

This report provides findings and recommendations specific to Easy Upgrades, a program that
encourages commercial and industrial customers to improve the energy efficiency of their
buildings and facilities and save money by replacing existing electrical equipment with high-
efficiency options. The program offers a prescriptive list of eligible measures covering lighting,
HVAC, motors, building shell, plug loads, and grocery refrigeration. Participants may receive
incentives of up to $100,000 per site for energy-efficient retrofits that qualify for the program.

Easy Upgrades Process Evaluation Objectives

The primary purpose of this process evaluation is to document and analyze the way the program
works in practice, and to understand important influences on its operation and achievements. The
evaluation’s objectives are to:

e Document the program history, components, and processes;

o Compare key program elements with similar, exemplary programs elsewhere (i.e., best
practices comparison);

e Gather and review primary data, review secondary program information, and report on
findings; and

e Provide conclusions and actionable recommendations.

Methods and Sources of Information

Specific data collection and analysis methods will be discussed within their relevant sections.
Key sources of information used for this process evaluation include:

e Interviews and correspondence with the program specialist and other staff at IPC;
e The program’s current and planned databases;

e The program Website and program handbook;

e IPCs organizational chart and the DSM 2009 Annual Report Program; and

o The participant survey instrument and results.

Organization of This Report

Following this introductory chapter, the report is organized into the following chapters:
o Chapter 2: Program Description
o Chapter 3: Assessment of Program Components
e Chapter 4: Best Practices Review

e Chapter 5: Conclusions and Recommendations

The Cadmus Group Inc. / Energy Services 3
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Chapter 2: Program Description

Introduction

This chapter describes Easy Upgrades’ processes and key components. The menu-driven energy-
efficiency program offers commercial and industrial customers technical assistance and
prescriptive incentives for 143 separate energy-saving measures. The program began in 2007
with 104 projects and has grown significantly over time, completing 1,224 projects in 2009 and
an expected 1,800 projects in 2010. A full-time IPC program specialist oversees all aspects of
Easy Upgrades, with administrative help from a half-time coordinator. The program specialist’s
role includes planning, marketing and outreach, technical assistance, application review and
follow-up, authorization of payments, quality assurance, and collecting program feedback from
participants and trade allies.

In addition to its Website and customer representatives, the program depends heavily on trade
allies, such as lighting and HVAC contractors, to market the program and drive participation. To
help ensure ongoing support of these partners, IPC has tried to keep program requirements and
operations as stable as possible, with program changes being made every other year. This process
evaluation will help inform modifications being made to Easy Upgrades for 2011.

Program Process

To create the Easy Upgrades process flowchart shown in Figure 1, we relied on the description in
the program handbook; interviews and correspondence with the program specialist and
coordinator; and communications with other IPC staff, one who contributed to program survey
design and one who manages the program database. The blue boxes in Figure 1 represent key
activities, in chronological order, for each Easy Upgrades participant. Green boxes with dashed
arrows above and below the blue boxes identify additional steps that may occur in the program
process.

In the first phase of the Easy Upgrade process, customers become aware of the program through
its Website, trade allies, or customer representatives. Program staff are available to answer
questions and to advise customers on which programs best suit their projects (i.e., Easy
Upgrades, Custom Efficiency, and Building Efficiency). Once a customer decides to become an
Easy Upgrades participant, he or she submits a pre-application before the project is completed,
usually by fax (this is an optional step for projects with incentive applications less than $1,000).
The program can also accommodate third-party applications, where the contractor submits the
application on behalf of the participant receiving the retrofit.

The program staff process the pre-application and notify the participant that their application has
been received. If the pre-application is incomplete, the coordinator follows up with the contractor
or customer to correct it. Some projects are selected for a pre-walkthrough prior to issuing the
pre-approval (on projects with incentives of $1,000 or greater). A staff member reviews the
project information once it is complete and enters the data into the program database.
Participants submit a final application, along with supporting documentation, once the project is
complete (usually by fax). The coordinator then updates the information in the database (if the
project had prior preapproval). The program specialist conducts a final review before authorizing

The Cadmus Group Inc. / Energy Services 4
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payment, unless a final inspection is required. If an inspection is required, payment is made after
the project successfully passes a final inspection.

The Cadmus Group Inc. / Energy Services 5
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Chapter 3: Assessment of Program Components

Purpose
The purpose of this chapter is to review and assess the following program elements:

e Program demand and application processing
e Marketing and outreach

e Program tracking and database

e Participant and trade ally surveys

e Quality assurance and quality control (QA/QC)

Methods

We used several methods to assess the program components listed above, including:

e Feedback during the project kick-off meeting and discussions with evaluation staff.

e Interviews and correspondence with staff directly involved with Easy Upgrades,
including the program specialist; her administrative coordinator; a customer relations
analyst who designed the participant and trade ally surveys; and an analyst working on
program tracking. The interview discussion guide is included in Appendix A.

e Review of secondary information, such as program application forms, marketing
materials, and the database.

Findings

Program Demand and Application Processing

According to our interviews and review of program tracking and materials, the program has been
a success. Projects have increased from 100 completed in 2007 to a forecasted 1,800 projects in
2010. This unexpected demand, while positive, has resulted in the program exceeding its
allocated budget by several million dollars. While this response to Easy Upgrades indicates the
program’s appeal to IPC customers, staff report some challenges in keeping up with the demand.
This—in addition to a fairly recent change in program management—has affected program
operation and quality in a variety of areas, including keeping up with application processing,
verification efforts, and finding adequate time for program planning.

In particular, the program specialist identified application processing as a time consuming and
cumbersome function, requiring multiple reviews and steps, and detracting from other program
management needs. Challenges with processing applications appear to stem from two
interconnected sources:

e About 40 percent of applications require extra attention due to missing or incomplete
information.

e The time it takes to review, correct, and input pre- and post-applications exceeds the time
core staff have to devote to these tasks, and leaves little time for other program functions.

The Cadmus Group Inc. / Energy Services 7
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In the following sections, we analyze both of these challenges.

Review and Testing of Application Forms

Our review and testing of the online application forms for the Easy Upgrades program revealed,
while they were mostly clear and easy to complete, they also contained the following potential
sources of confusion or error for applicants completing the forms:

e Data validation rules are not built into the calculator to prevent entry input mistakes. The
Website has six incentive calculation worksheets, all available in PDF format with
modifiable input fields. The input fields instruct the user to enter a quantity of measures
in units, However, the user may enter digits or text without restrictions.

e Data input testing showed that calculation errors can occur from input entry mistakes. For
example, entering ‘9m3’ is interpreted as ,,9.3’ and multiplied by the incentive amount. In
another example, “93-" is interpreted as minus 93.

e Some requirements are not well explained. For instance, the Lighting/Controls incentive
calculation worksheet instructs users to enter both a quantity (in units) and operating
hours. However, the reason why both entries are needed is not explained, nor does it have
a feature checking that all required field are completed.

Calculation of Staff Time Needed to Process Applications

The Easy Upgrades program has 1.5 dedicated FTEs responsible for various functions, including
application processing, customer support, marketing, program planning, and coordinating
inspections.! We estimated how much time the core staff need just for keeping up with
applications.

Based on estimates of demand, we assumed the program needs to process 76 applications a week
(pre and final), with each review time varying based on its complexity and accuracy. Average
times for application processing were provided by the program specialist and coordinator. Table
1 shows that the full-time program specialist must spend 100 percent of their available hours
processing applications, while the half-time coordinator must spend 135 percent of their
available hours on this task. This indicates that program staffs are required to work more than 40
hours (more than 20 for half time) per week in order to meet all their responsibilities for the
program to keep up with demand.

1 . . . i
Analysts from another business group assist with customer rescarch and program analysis tasks.

The Cadmus Group Inc. / Energy Services 8
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Table 1. Weekly Application Processing Time

Program Specialist Program Coordinator

Activity hours/week hours/week
Data Entry* - 17
Pre Application Review 20 -
Final Application Review 20 10
Total 40 37
% staff hours** 100% 135%

*Assumes 40 percent of applications require re-work.
*Assumes full time is 40 hours/week, half time is 20 hours/week.

Marketing and Outreach

Our review of Easy Upgrades’ marketing and outreach materials included its Website,” program
brochures, and case studies about successful projects implemented as a result of the program.
The Website provides information about the program at a glance and contains links to brochures,
application forms, and success stories. The Website identifies general information about the
program including eligibility and available incentives (up to $100,000 for each project).
Promotional materials on the Easy Upgrades program Website contain several brochures
highlighting success stories about the project benefits ranging from refrigeration to lighting. For
example, success stories detail lighting improvements at a Chevrolet dealership and local YMCA
tennis courts.

The appeal and usefulness of marketing materials are best determined through the viewpoint of
potential participants; while the findings from the Easy Upgrades 2009 participant survey reveal
there is high satisfaction with many program elements, little feedback was gathered about the
Website and marketing materials. Our review of the materials focused upon assessing if they are
current, consistent with one another, and relevant to the range of projects participants might
have. Using these criteria, we identified the following possible improvements:

e The Website contains a program brochure published in 2009, but does not assure the
reader that the brochure is current for both 2009 and 2010.

e The link to ,Easy Upgrades Overview’ sends a visitor to a brochure with a 2007
copyright, stating that 2007 projects are eligible to receive incentives. This message
conflicts with program eligibility timing requirements, also provided on the Website,
which states that projects are only eligible to receive incentives for measures installed no
more than six months prior to the final application.

o The link to ,Program Updates’ takes the visitor to a potentially useful source of
information. However, the most recent update is from November 2009, which could lead
the visitor to question if the updates are current and the page relevant.

e Both success stories are based on lighting projects; they do not highlight the diverse
measures available.

2 hitp//www.idahopower.conVEnergyEfficiency/Business/Programs/EasyUpgrades/default.cfim.
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Database Review

Management of program data is essential for accurate reporting, which in turn allows program
managers to assess how well a program meets its goals. The Easy Upgrades database is currently
in transition with a new system to become available soon; we were not able to review the new
database for this report. However, IPC provided us with two versions of the Easy Upgrades
database:

A 2009 measure-level extract from the Easy Upgrades legacy database. The extract
consists of 25 fields and 2,625 rows in a single worksheet providing details on measures,
project location by city, costs, and energy savings for Easy Upgrades projects
implemented in 2009. This extract provides a link to deemed savings values used in the
annual report, allowing the user to identify which and how much of each measure
contributed to each cost and savings statistic presented in the report. IPC recommended
this database for our review as it has more user-friendly features, such as descriptions of
each column header.

The entire Easy Upgrades legacy database to supplement the 2009 extract (if
needed). This database consisted of nine worksheets with customer, contractor, and field
rep contact details; summary totals; incentive payments; and other details for projects
from 2007 to present.

Usability and Evaluability Analysis
We analyzed these databases for the following criteria:

Ease of use;
Completeness, accuracy, and consistency; and

Ability to provide useful information for tracking and evaluation.

Based on this analysis, we found:

Basic information—such as measure number, quantity, units, and other essential
information—are being collected.

Most values agree from the application forms, database, and the Demand-Side
Management 2009 Annual Report Supplement 1: Cost Effectiveness.” However, there are
a few minor discrepancies identified in the following bullets.

Some column headings could be more clear. Fields such as “GrossPartCosts” are
explained as deemed participant costs, not netted for incentives in the column
descriptions document. In the DSM 2009 Annual Report, this column is referred to as
“Gross Incremental Participant Cost.”

The organization of columns is difficult to navigate, with some columns in per unit
values and other adjacent columns in total values. Additionally, columns containing

Demand-Side Management 2009 Annual Report Supplement 1: Cost Effectiveness. Pages 45-55 in the Cost Effectiveness
Table.

The Cadmus Group Inc. / Energy Services 10
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information directly from applications, which vary for each application, are interspersed
with those containing deemed values.

e The 2009 database extract does not include dates or contact information, so there is no
way to examine the flow of information through the system as an application is
processed. Such information is available in the legacy database; however, the format is
complicated and difficult to analyze.

e Some fields in the extract miss critical information, such as measure name or quantity.
For example, application number 201 for air-side economizer controls misses quantity,
kWh savings, and incentive amounts.

e There is inconsistency within the Fixtures column, defined as the quantity of measures
with the units described in the Unit column. For example, in application number 160,
measure P6 (Low-temperature dish machine), units in the database extract are kW, but
the number of Fixtures given is 1. The legacy database indicates 9 kW is the correct
quantity of Fixtures when considering proper units of kW for that measure; 9 kW also
corresponds to the incentive amount recorded in the database.

e Annual Gross Energy Savings in the database extract and the DSM 2009 Annual Report
do not match for various measures, such as programmable thermostats or automated
control systems.

¢ In some instances, the measure number and measure name do not correspond. For
example, one entry in the database extract for measure number L11 has a measure name
of “4 lamp 4' TS fixtures,” whereas in the application worksheet, L11 is listed as a
“3-lamp 4’ TS fixture” (see Figure 2). In another case, the measure name in the database
“LED Outdoor Sign Lighting” refers to two separate measures, 1.32 and L33, which are
exit and sign lighting, respectively.

Figure 2. Excerpt from Easy Upgrades Lighting Application Worksheet

T5 Fluorescents

r10 1-or 2-lamp 4' TS5 fixture 1- or 2-lamp 4' T12 fixture
r11  3-lamp 4' T5 fixture 3-lamp 4' T12 fixture
r12 4-lamp 4' TS5 fixture 4-lamp 4' T12 fixture

Measure and Incentive Analysis

We conducted a high-level analysis by measure category to determine whether there are notable
trends which may lead to adjustments of incentive levels or offerings. Table 2 shows results by
measure category for the 2009 program year. The table is organized from the highest to lowest
percent of total kWh savings. The table shows the majority of electricity savings, incentives, and
project costs derive from lighting projects. Motor measures produce the second greatest amount
of savings, followed by HVAC, grocery, plug load, and building shell measures. For most
measure categories, the value of incentives is not proportional to incremental costs, with motors
contributing a disproportionately high level of kWh savings compared to their incentive or
incremental costs.

The Cadmus Group Inc. / Energy Services 11



Idaho Power Company February 2, 2011

Table 2. 2009 Database Results by Measure Category

Deemed kWh  Value of  Incremental

Measure Savings Incentives Project Costs

Lighting 57% 72% 60%
Motor 20% 4% 4%
HVAC 12% 10% 24%
Grocery 9% 12% 8%
Plug Load 2% 1% 1%
Building Shell 1% 1% 4%
Total 100% 100% 100%

Our review of the 2009 database extract and the 2009 Annual Report revealed several instances
where per unit incentive amounts were equal to or greater than per unit incremental costs,
including measures for:

e Laundry machines,
e Refrigeration cases,
e Motors, and

e TS5 fluorescents.

A footnote in the annual report indicates that IPC is aware of this issue and plans to make
“appropriate adjustments prior to program revisions in 2011.”

Participant and Trade Ally Surveys

As part of this evaluation, we reviewed the efficacy of surveys conducted with customers and
trade allies taking part in the Easy Upgrades program. These surveys are intended to gauge
customer and trade ally satisfaction with the program and to gather program feedback such as
suggestions for improvement.

We reviewed the survey design, methods, raw survey data, and the analysis and results as
presented in IPC’s 2008 and 2009 DSM Annual Reports. We also gathered background
information on the survey approach during our interviews with IPC staff. During our
conversation with the IPC survey specialist, we found out that she initially designed the surveys;
Easy Upgrades staff then made final changes to the survey design, implemented the survey, and
analyzed and reported on the results. Based on our review of documents and on conversations
with IPC staff, we compared the survey process to industry standard practices.

Participant Survey Design

During our review, we did not find any documentation that described the survey’s purposes or
the research questions it set out to answer. Having a survey design and analysis plan is an
important step to ensure all the recommended data are being collected. Our review, in this case,
is based on conducting many energy-efficiency program participant surveys.

The current Easy Upgrades participant survey contains typical program satisfaction and
awareness questions, but does not gather more specific information about marketing, program
benefits and barriers, assessment of specific measures installed, and recommendations for

The Cadmus Group Inc. / Energy Services 12
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program improvements. In addition, it is likely that the responses to several open-ended
questions, while containing thoughtful comments, were not content-analyzed or organized in a
way that allowed them to be useful for guiding program operation.

Our further analysis of open-ended responses revealed some useful insights about the survey
design and program performance. For instance, one open-ended asked:

“How well would you say the energy-saving upgrades you made to your facility have
performed? Please provide any comments you have related to the performance of the
upgrades you made to your facility.”

Responses indicated that several people may have been confused by the question and by the
question’s placement within the survey. Other respondents used this field to make comments
unrelated to the question. For example, they said:

e  “Final application has a lot of the same questions as the pre-application. It could be a
little easier to leave off unnecessary information to make the final application a breeze.”

o “The program managers that ran the program were great to work with and were very
helpful with providing assistance when needed.”

o “We have seen a dramatic decrease in our power consumption. We are very happy to
have done this.”

The participant survey also did not include questions to assess freeridership and spillover for the
program. Measuring freeridership (net-to-gross) and spillover are valuable metrics for checking
program performance and penetration. For instance, knowing that you are offering a program
incentive for an efficiency measure that everyone is already doing, or knowing that your program
influences other energy saving actions without having to incent them, can be critical to making
good program decisions. Even though IPC only needs to report gross energy savings, they use
net-to-gross adjustments (from sources such as the California DEER database) to calculate cost-
effectiveness.

Participant Survey Methods

From 2007 through 2009, all participants in Easy Upgrades were asked to complete a feedback
survey within one month of receiving the incentive check for their project(s). Participants
received an e-mail or letter requesting that they access a link connecting them to an online
survey.! IPC staff estimate they received, on average, a 30 percent response rate from program
participants across the three program years. While this response rate is very good for one
mailing, a higher response rate may be obtained using reminder thank you cards and other
nudges. A more robust return rate makes it more likely that the respondents represent the
population of participants, rather than just those who are satisfied, those who want to make sure
the program continues, or those who are dissatisfied.

The participant surveys, to ensure anonymity, did not identify the respondents; this prevented
consumption and project information from being linked to survey information. However, since
64 percent of respondents provided contact information at the end of the survey, most

* The survey was implemented using an online survey tool, SurveyMonkey™, which is especially useful when e-
mail addresses are available and when the survey situation is straightforward.

The Cadmus Group Inc. / Energy Services 13



ldaho Power Company February 2, 2011

participants may not be concerned about protecting their identity. If this restriction were relaxed
(e.g., by reassuring participants that their individual data would never be published), the program
would be able to make much more use of survey results.

Participants were not asked what measures they installed through the program, and, without a
participant tracking ID, this information could not be obtained from the program database. Not
using a participant tracking ID also prevented linking respondents to energy savings amounts,
facility sizes, trade allies, and program years.

Trade Ally Survey Design and Methods

Like the participant survey, we were unsure of the trade ally survey’s research purposes and
questions. While the survey asked some interesting questions, it did not include probes that
would allow the answers to be most useful. For instance, when respondents were asked “What
percentage of your commercial projects qualify for Easy Upgrade Incentives?” the most
common response was “less than 10 percent.” While the survey later asks what the primary
barriers to client participation were, it did not ask why client projects did not qualify for Easy
Upgrades. In another case, 46 percent of respondents said they had not attended any Easy
Upgrade trade ally workshop, but they were not probed for the reasons they did not attend.

Trade allies attending Easy Upgrades workshops were given paper surveys. We did not find the
response rates for these surveys, but in a workshop environment it is possible to ensure a larger
proportion of the attendees fill out the survey. For instance, sponsors can give small prizes for
completing survey or withhold benefits from those who don’t.

Reporting of Survey Results

Results for both participant and trade ally surveys are available in the Demand-Side Management
2009 Annual Report Supplement 2: Evaluation. However, the description does not include any
background information about the survey purposes. In addition, the presentation makes it
difficult to understand the time period that each survey covers. The results only include
frequencies, cut and pasted from the SurveyMonkey ™™ output, and do not include an analysis of
open-ended responses or cross-tabulations. Some confidential information is also presented,
including the customer referral contact name, organization, and e-mail address. Finally, while
survey results show the number of respondents who skipped each question, the reasons for the
skips are not clear (e.g., a planned skip pattern or a problem with following the questions).

Program Quality Assurance and Verification

Quality assurance (QA) and verification procedures ensure that savings claimed by the program
are actually realized in the field. IPC requires that all participants submit documentation and
agree to project inspections (stated in the Terms & Conditions) in order to receive an incentive.

Information about the current QA practices was gained entirely from discussions with the
program specialist, who reported that while some pre and final project inspections are performed,
there are no officially documented guidelines and procedures to ensure consistency in the QA
efforts. Also, there are no dedicated inspection staff members; rather, one staff member with
extra time field-inspects four to six projects a week. Projects are not randomly selected for
inspection, and are handpicked according to the program specialist’s review of the projects. To
provide IPC with a template for developing a systematic verification plan, we developed a
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verification plan for Easy Upgrades. This sample plan balancing feasibility, importance, and
costs is included in Appendix C.

The Cadmus Group Inc. / Energy Services
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Chapter 4: Best Practices Review

Purpose

This chapter compares Easy Upgrades with similar programs that the efficiency industry has
rated as exemplary. This analysis allows Easy Upgrades to be benchmarked against these
outstanding programs, revealing areas where it meets or exceeds industry best practices and
where it may need improvements.

Methods

To complete this analysis, Cadmus relied on the Energy Efficiency Best Practices Project.” This
project is the result of a comprehensive study, publicly available online, identifying excellent
practices among nationally-recognized energy-efficiency programs throughout the United States.
From the study, we identified 30 best practices most applicable to IPC’s Easy Upgrades program.
This comprehensive study is available online and contains best practices area reports
(Residential, Commercial, and Cross-Cutting) based on a detailed analysis of the design,
marketing, operation, and implementation of programs identified as exemplary.

Although there were many exemplary programs identified in the best practice study, we relied on
data from publicly available evaluation reports’ to compare with information gathered from
correspondence with IPC staff members and materials provided by the program specialist.

Cadmus selected four of these programs:
e Energy Trust of Oregon’s Existing Buildings Program;
e National Grid’s Design 2000Plus;

e Sacramento Municipal Utility District’s (SMUD) Small Commercial Prescriptive
Lighting Program; and

e National Grid’s Energy Initiative Programs.

Although these programs vary in size, measures offered, and implementation, they are
nationally-recognized as successful programs and have been in operation for many years. All are
prescriptive commercial programs focusing primarily on the end user. In addition to information
on the best practices Website, we reviewed evaluation reports and available materials for each of
the four programs.

> Best Practices Benchmarking for Energy Efficiency Programs: http://www.eebestpractices.com/index.asp. This
study is managed by Pacific Gas and Electric Company under the auspices of the California Public Utility
Commission in association with the California Energy Commission, San Diego Gas and Electric, Southern
California Edison, and Southern California Gas Company.

8 Best Practice Program Area Reports, available at http://www.eebestpractices.com/index.asp.
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Findings

We assigned the best practice comparison programs a score from zero to three in each best
practice category, based on its perceived level of participation within that category. We
determined participation levels based on a review of available literature.

Easy Upgrades is currently practicing 14 of 30 best practices in the areas of project management
and implementation. Some best practices identified were not observed in any of the exemplary
programs reviewed, and some best practices were only observed in one or two of the comparison
programs, such as offering low-cost financing. Appendix B provides a comprehensive table
mapping the best practices to the four programs compared to Easy Upgrades.

Findings from this comparison of best practices show:

e Easy Upgrades, while performing well on 14 of the 30 applicable best practices, could
improve practices across all major areas, including:

o Program theory and design

o Project management

o Program implementation

o Quality control and verification
o Evaluation

e In terms of program theory and design practices, Easy Upgrades, which does not have a
fully developed logic model, lacks formal mechanisms for continuous feedback and
improvement, identification of market barriers, and strategies for removing those barriers.

e Interviews with program staff revealed that the program is over-subscribed and staff are
unable to effectively handle the response; comparable programs meet this best practice.
Other areas for improving project management include a more automated data entry and
reporting system and the ability to report program activity for each trade ally.

e Integrating trade allies into the program crosses several best practices areas, including
design, management, and implementation. All programs compared to Easy Upgrades
have well-documented program structures fully integrating trade allies (and descriptions
of their responsibilities), while Easy Upgrades does not. These practices are important
because they clearly define roles within the program, reduce confusion, and increase
program accessibility. In addition, while most programs under review have well-
established relationships with contractors, including certification programs and
communication feedback loops, Easy Upgrades lacks this component.

e  While most programs under review have established verification protocols, Easy
Upgrades has limited quality control and verification procedures. With other programs,
typical verification protocols include a random sample of pre- and post-inspections and
regular auditing of program tracking and inspection data.

e Easy Upgrades’ program tracking and evaluation does not include primary research to
identify freeridership and net-to-gross program savings.
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It is important to note that all best practices must be considered carefully in terms of a program’s
life cycle and resources. For example, given the current high demand for Easy Upgrades program
services, best practices driving or contributing to program marketing may prove less urgent than
better application processing and data tracking.
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Chapter 5: Conclusions and Recommendations

Program Demand and Quality Assurance

The program’s high demand has stretched program staff and resources thin. This had made it
difficult for staff to keep up with best practices in program management, operation, tracking,
quality assurance, and evaluation. For instance, in some cases both pre and final applications are
allowed to be submitted together after the project is completed, resulting in staff, participants,
and contractors being uncertain about project eligibility. In addition, normal checks and balances
for program quality are not always present, including not having a systematic verification plan or
project inspection protocol for the program.

Recommendations

Easy Upgrades would greatly benefit from a better match of program demand to resources
and from establishment of a more consistent framework for program processes and protocols.
Our specific suggestions to improve program processes are listed below.

Application Processing

e Allocate budget for additional staff resources to process pre and final applications.
e Require pre-applications to be submitted and approved before project work begins.
¢ Revise application form instructions to clearly define project eligibility requirements.

e Consider implementing a minimum waiting period for pre-applications to allow time for
eligibility checks and random pre-inspections.

e Provide more training to contractors so they can be better program partners; consider
requiring mandatory training to be listed on the program Website as a certified program
partner. Training can be carried out through workshops or through Web-based training
modules. Content would include information about program rules, eligibility and
documentation requirements, inspection notifications, and other program changes.

e Establish program protocols and consistent documentation for program processes,
including written guidelines for data tracking and updated program handbooks.

Application Materials

e Streamline and reduce application errors by automating the application process and
imbedding data validation methods. This can best be achieved through Web-based
application forms.

e Provide clear guidance and instructions to complete application forms, including an
example of a properly filled out form.

Data Tracking

e For better program evaluation, ensure, at a minimum, that the following data are collected
and reliably entered into an electronic format: type of measure installed, quantity of
measures, dates of project implementation, and contractor and participant information.
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e Ensure program measures are tracked by customer and contractor. Data tracking should
occur at a granular level to enable calculation of participation rates, savings by project
and measure, and other desired evaluation outputs.

e Develop data tracking protocols and manuals to enable staff to establish consistent
approaches for collection and quality control.

Program Quality Assurance and Verification

e Establish a verification plan to promote a consistent framework for checking the
eligibility, quality, and tracking of the projects implemented for the Easy Upgrades
program. We have developed a sample verification plan for the Easy Upgrades program
(Appendix C). The verification plan includes guidance on ranking the program processes
in order of importance.

e The verification plan should include an inspection protocol with the following
components:

o Based on standard industry practice, inspect approximately 10 percent of completed
projects.
o Consider performing pre-installation inspections to ensure eligibility. A 5 percent

sampling rate from the pool of pre-applications would meet standard statistical
requirements.” Note: pre and final inspections do not need to be performed for the

same project.

o Develop a method to flag projects for inspections early in the application process.
This would allow generation of a project inspection list so that a site visit schedule
can be planned independently from other processing functions.

o Develop a final inspection protocol to check that:
— Measure types and quantities installed correspond to project records.
— Measures are installed correctly.
—  Operating assumptions (if applicable) correspond to project records.
— Customers are satisfied with the equipment installed.

e Assign a dedicated person to conduct inspections; with the appropriate training and
oversight, a dedicated inspector will help ensure reliable and consistent site visits and
good customer relations.

Marketing and Customer Feedback

During this time of high demand, more aggressive and targeted marketing can be mostly on hold.
Emphasis should be placed on making sure that current marketing and outreach materials are
kept up-to-date. However, the lack of insight about the drivers of the program’s high demand
makes the program vulnerable and its future uncertain. For instance, it is not known if program
demand is driven by incentives that are too high, a long period of pent-up demand, or other

7 90/10 confidence precision is attained assuming 1,600 projccts per year.
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factors. It is time to learn more about the current market and what the future might bring.
Specific recommendations include:

Recommendations

Regularly update the Easy Upgrades Website and program brochures so that program
changes, project-year eligibility requirements, and other program information are current
and consistent.

Conduct market research with program and trade ally participants. This research would
help to better understand the current program participants, their awareness of program
services and requirements, their preferred sources of information and marketing, drivers
behind the program’s high demand, motivations and barriers to participation, satisfaction
with key program areas, program strengths and weaknesses, and freeridership and
spillover information.

Conduct market research with nonparticipating customers and trade allies. This research
would provide insights about who is not participating, motivations and barriers to
participating, program awareness and perceptions, program needs, their preferred sources
of information and marketing, and future market trends.

Taken together, these efforts would provide both a valuable market characterization as
well as key information about how the Easy Upgrades program is performing. It would
reveal details about the local market for efficiency retrofits, how it works, and how to
effectively select and entice target markets to participate in CI&I programs. It would also
inform marketing efforts and allow comparisons between participants and
nonparticipants. For these survey efforts, IPC should consider using a third-party firm to
design and implement the research, unless in-house expertise is both in-place and
available.
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Appendix A. Program Specialist Interview Guide

Introduction

Thank you talking about the Easy Upgrades program with me. As you know, the Cadmus Group
is conducting a process evaluation of the C&I portfolio for Idaho Power. The purpose of this
interview is to gather information on Easy Upgrade program processes, operations and activities
so that we can see what is working well and what might be improved and how. As program
manager, your perspective is very important to us.

Program Overview

1. Can you briefly describe how the program currently operates? Is it consistent with the
process flow in the handbook (if not, ask for revisions)?

Program Design
Next, I will ask you about program design issues.

2. How would you describe Easy Upgrades’ overall goal? Probe: What is the logic or theory
behind the program so that the goals will be met?

3. What do you look for to indicate how well the program is doing?

4. The Easy Upgrades program was recently changed for 2009. Can you describe the
general process for program changes and tell me why the changes were made?

5. What types of considerations drive program changes when you are planning or revising
the program??

(if not mentioned, probe for the following)
Freeridership

Code/Standard changes

Market demand

Program processes

Program management

Assumptions about target market behavior
Economic conditions

Qe no o

Program Delivery

6. How is the program delivered?

Program Administration

This next question is about program applications and processing of those applications.
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7. Could you please tell me how participants find out about the program?
8. Can you tell me more about the application process for participants?
a. How do the participants decide to enter the Easy Upgrades program?

b. How well does the application process work? Do you know of any issues that
participants have with the current application process?

9. Can you tell me what happens once the application is sent to IP? E.g., Who receives the
applications and what are the steps for reviewing and approving them and setting up
payments?

a. What are the conditions for payment of rebates?

10. What are the steps to process an application from start to finish? How many hours using
what resources?

11. How many applications are received each week?

a. What % are rejected or need rework? Has this percentage changed over time?
How has it changed?

b. What are the most common reasons for rejection? (customer eligibility, savings
requirements, missing information...)

12. How well does the application process work? What improvements to the process would
you like to see?

13. How are savings verified for individual projects?
a. Are there General QA/QC guidelines or requirements?
b. Are there program specific ones? Should there be?
c. Are they implemented?
d. What pre/post-inspections are required?

e. What factors are included in the verification process? PROBE on realization rates,
in-service rate, free ridership.

f. Are there any issues with verifying savings?

g. What adjustments, if any, are made after verification of savings?
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14. Who is responsible for collecting and tracking participation data?

a. How and when are data entered?

b. Can you describe the data validation protocols to ensure quality? How often is
quality checked?

c. How often are tracking database savings algorithms checked?
d. How is contractor activity tracked?

e. How are pre-applications tracked?

f. Have there been any difficulties with the data tracking systems?

g. What features or abilities do you hope the new system being developed will offer?
Will it fully integrate the Easy Upgrades database with a larger portfolio level

information system?

15. Would you recommend any changes to the data tracking procedures?

Trade Ally Response

16. Is IP involved in the recruitment or management of Trade Allies, retailers or contractors?
17. How many contractors do you actively deal with in a given program year?

18. How frequently do you communicate with trade allies and how is the communication
carried out?

19. Have you had any particular challenges working with trade allies?
20. How are their problems and questions dealt with?

21. What kinds of things have been done or are being planned to identify trade allies and get
them involved? (such as certification process)

22. How would you change or improve communications with trade allies?
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Closing Remarks

23. You mentioned that 1.5 FTE’s was not enough staff to support the program under current
administration practices, what additional resources do you need to be able to properly
manage the program with limited staff? (contractors, database functions, processing...)

24. Part of our evaluation work will be to gather information about other exemplary
programs similar to Easy Upgrades. This will give you best practices and other criteria
you can use to compare your program with these other programs. For instance, we will
look at program delivery, cost-effectiveness, and total program costs. Are there other
program criteria or attributes you are especially interested in that we should gather?

25. What would you say are the program’s strengths?

26. What are the most important things you would like to see improved?

27. Do you feel that the program, generally, is accomplishing its stated goals?
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Appendix B. Best Practices Benchmarking

Cadmus assigned the best practice comparison programs a score from zero to three in each best
practice category, based on its perceived level of participation within that category. We
determined participation levels based on a review of available literature.

The best practices comparison is summarized in Table B1. The scoring symbols (from 0 to ++)
indicate the extent to which the best practice appears to have been implemented for each
program. The following is the symbol key:

0 | Best practice not found in data sources
+ | Somewhat implements best practice

++ | Strongly implements best practice

Blank cells indicate areas where a rating could not be made or the category is not applicable.
Table B1. Full Benchmarking Table for Easy Upgrades

Building Small
Efficiency Com Energy
Program, Presc  Initiative,

Easy Energy Trust Design2000Plus, Lighting, National
Upgrades, IP  Of Oregon National Grid SMUD Grid

Program Theory and Design

The program has a written program
implementation plan that details all + ++ ++ + +
program processes.

Continued improvement feedback loops
are incorporated into the program 0 + ++ +t
design and logic models.

Program structure integrates trade
allies/market actors while describing

their responsibilties and interaction with 0 o ‘"' H ki
the program

Program design identifies and
addresses strategies to removing 0 # ++ + +
market barriers

Program Management: Project Management

The program actively works to build
strong relationships with vendors and 3 ++ 1 g 14
contractors (that are key decision
influencers on projects).

Provide program staff with adequate 0 i i ; e
resources to handle program volume

Program Management: Reporting and Tracking
The fracking database is well designed

and fulfills the needs of both the + ++ ++ ++ ++
program staff and evaluators.
The tracking system features internet- 0 0 0 0 0
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Building Small
Efficiency Com Energy

Program, Presc  Initiative,
Easy Energy Trust Design2000Plus, Lighting, National
Upgrades, IP  Of Oregon National Grid SMUD Grid

based data entry and reporting
functions. It has fully automated data
validation functions to assess data
quality.

The program tracks incentive
commitments for all pending large + + +t +t +
projects.

The tracking system caplures and
reports program activity by each 0 +t £ +t +
participating vendor.

Program Management: Quality Control and Verification

The program works closely with vendors
and utilizes a pre-screened list of . 0 - t o i
products to reduce the need for quality
control inspections.

The program's requirements and

guidelines include measure product £ i 0 s 0
specifications for all measures promoted

by the program.

Randomly select pre/post inspection 0 + 0 o5 0

sample during pre-approval process
On-site pre and post-installation

. ; . + ++ + ++ +
inspections are done routinely

There is a comprehensive contractor

program in-place, which includes 0 - + 0 3
screening, certification and training

requirements.

Program Implementation: Participation Process

Participation procedures are
streamlined, eligibility is clearly defined,
documentation requirements are + + + ++ +
reasonable, and forms are
understandable.

The program uses an electronic
application process. On-line forms are
readily accessible to customers, + ++ + + ++
subcontractors, trade allies and program
administration staff.

The program uses a simple application
form, whicr_l c_)btains impor_tant data,_ but " o 0 - 0
involves minimal vendor time to fill in
required fields.

The program offers zero percent or low-
cost financing to offset the high cost of 0 0 +t 0 +t
capital for small businesses.
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Program Implementation: Marketing and Outreach

Utility partners are mentioned
prominently in program promotional 0 +t +t + T
materials and messages.

Door-to-door marketing is performed in
order to achieve high penetration rates,

: ; 0 0 0 0 0
especially among small business
customers.

The program leverages contractor
marketing to promote prescriptive + +t t +
measures

The program leverages other
community-based organizations + - i § T
(business, trade associations, etc) for
expanded marketing opportunities.

Program Evaluation

The data entry process is spot checked
every year.

+ ++ ++ ++

Inspection databases are reviewed 0 ! i 4
gvery year.

Tracking database savings algorithms
are checked annually to confirm that
they are accurately capturing program
data and computing savings impacts.

Process evaluations are conducted
regularly, and use the latest data.

Ex-post impact evaluations are
scheduled at least every two to three + ++ + + i
years and are sufficiently detailed.

NTG is researched routinely (internally 0 i i 0 4+
or during evaluations)

The program has a market
transformation strategy and conducts
market assessments periodically for the
full range of market impacts expected.
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Table B2. Best Practices Benchmarking Data Sources

Program

Document Name
Energy Efficiency 2009-2010 Revised Budget and Action

Document Date

Energy Trust of Oregon Plan 2009
2 Final Report: Impact and Process Evaluation of the 2006-

Energy Trust of Oregon 2007 Building Efficiency Program 2009
3 An Evaluation of Energy Trust of Oregon's Refrigerator

Energy Trust of Oregon Recycling Program 2010
4 Energy Trust of Oregon Business Efficiency Website 2010
5 Energy Trust of Oregon Annual Reports various
6 Energy Trust of Oregon Energy Trust of Oregon 2007 Annual Report 2008
7 Energy Trust of Oregon 2007-2008 Action Plan 2006
8 Energy Trust of Cregon Energy Trust of Oregon 2008 Annual Report 2009
9 National Grid Design 200Plus 2007 Energy Efficiency Plan 2007
10 Best Practices Benchmarking for

Energy Efficiency Programs Profile report for Design 2000plus
11 National Grid Design 200Plus Website 2010
12 National Grid Design 200PIus Lighting Controls Impact Evaluation 2007
13 National Grid Design 200PIus 2008 Energy Efficiency Annual Report 2009
14 2007 Commercial and Industrial Programs Free-ridership

National Grid Design 200Plus and Spillover Study 2008
15 National Grid Design 200Plus 2009 Energy Efficiency Annual Report 2010
16 SMUD Commercial Prescriptive

Lighting 2010 Program Implementation Plan 2010
17 SMUD Commercial Prescriptive SMUD's 2010 Small Commercial Prescriptive Lighting

Lighting Incentive Program 2010
18 Best Practices Benchmarking for

Energy Efficiency Programs Profile report for Commercial Prescriptive Lighting
19 SMUD Commercial Prescriptive 2010 Commercial Prescriptive Lighting Incentive Program

Lighting Website 2010
20 SMUD Commercial Prescriptive

Lighting Annual Reports various
21 SMUD Commercial Prescriptive

Lighting 2009 Public Good Report 2010
22 SMUD Commercial Prescriptive 2005/06 Prescriptive Commercial Lighting Efficiency

Lighting Program Evaluation 2006
23 National Grid Energy Initiative 2007 Energy Efficiency Plan 2007
24 Best Practices Benchmarking for

Energy Efficiency Programs Profile report for Energy Initiative
25 National Grid Energy Initiative Existing Facility Incentives Website 2010
26 National Grid Energy Initiative Annual Reports various
27 National Grid Energy Initiative 2009 Energy Efficiency Annual Report 2010
28 Savings by Design 2010-2012 Program Cycle Participant Handbook 2010
29 Savings by Design SCE 2008-2010 Energy Efficiency Plan 2009
30 Savings by Design Market Assessment Siudy and Process

Savings by Design Evaluation 2009
31 Non-Residential New Construction Programs Impact

Savings by Design Evaluation 2010
32 Savings by Design Savings by Design Program Summary 2006-2008
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Appendix C. Verification Plan

Sample Verification Plan for Ildaho
Power Company’s Easy Upgrades
Program

Prepared for
Idaho Power Company

Prepared by

The Cadmus Group Inc. / Energy Services
720 SW Washington Street, Suite 400
Portland, OR 97205

503-228-2992

October 21, 2010
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Introduction

This sample verification plan for Idaho Power Company’s Easy Upgrades Program is a stand-
alone document. It is designed to provide program managers with guidelines and procedures to
keep programs on track, identify areas for improvement, and find ways to improve efficiency and
effectiveness of program tracking and implementation. Well-defined benchmarks that link the
program activities to the final desired program impacts allow for better decisions about program
operations and efficient use of program resources. The plan describes key program verification
points that are derived from program activities. The verification plan also incorporates an
assessment of the relative importance and cost of the individual verification components. [PC
can use this document as a template for developing verification plans for other CII programs.

Program Overview

Program Description

The Easy Upgrades program objective is to encourage commercial and industrial customers in
IP’s service territory to implement energy efficiency retrofits by offering incentives, up to
$100,000 per site. Eligible measures cover a variety of energy-saving opportunities in lighting,
HVAC, motors, building shell, plug loads, and grocery refrigeration. Easy Upgrades is designed
to be “easy” for IP’s customers and is one of the company’s largest and most comprehensive
programs, containing 143 separate measures.

Program Theory & Processes

The underlying program theory consists of the program activities (what the program does), the
expected outputs of each program activity (what the activities produce), and the eventual goals
(rationale) that the outputs contribute to achieving. Each program activity has been examined and
a program process flowchart created. This allows us to determine program activities and outputs
that contribute to reaching energy savings goals at each step of the program process. Program
goals help identify the relative importance of each program activity. Some activities result in
direct and relatively immediate energy savings, while others may result in potential savings over
time, or are complementary to other tasks but not primary drivers of energy savings. The
program flow has been summarized below in Figure CI.

The program consists of nine primary activities.

1. Marketing: Marketing activities include contractor workshops, maintaining the website,
and other outreach. This maintains interest in the program and keeps customers and
contractors informed of project offerings.

2. Process pre-application: The pre-application allows program implementers to know how
much funding will be required for upcoming projects, and also allows a pre-inspection to
be conducted.

3. Project pre-inspection: The pre-inspection verifies that the project is eligible for the
program.

The Cadmus Group Inc. / Energy Services Appendix C



ldaho Power Company February 2, 2011

4. Project In-Progress: Program staff provides on-going support for customers and
confractors,

5. Process Final Application: After work is completed, the final application for the incentive
is received and processed.

6. Project Final-Inspection: A post-installation verifies that the work was done in
accordance with the application documents and the quality is acceptable.

7. Process and Deliver Payment: The incentive is then processed.

8. Project Follow-Up Survey: A survey is conducted for program participants to determine
customer satisfaction and areas for improvement for the program.

9. Create Success Story: Success stories are also followed up on at this time for future
marketing efforts.
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Figure C1. Program Process Flowchart
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* Average time to process each application
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(Optional) based on field observations work and energy efficient outcomes

==
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Activity Verification: Prioritization

Prioritization for verification of key program activities is based on a review of the Easy
Upgrades program description and other documents, program flowchart and an interview with
the current program specialist. Two factors are considered in the assignment of priority: the
importance to the program goals associated with a program output and the costs and/or time
associated with obtaining the information. The relative importance of verifying a program
activity is based on the importance of that activity being carried out, the outputs of that activity,
and the contribution to the programs goals of those outputs. Thus, the importance of an indicator
is weighed against the burden imposed on program personnel. Likewise, an effort has been made
to keep the number of indicators at a manageable level. See Table C1 for program activities and
details about the verification prioritization process.

Table C1. Activity Verification Prioritization

DOTld e 0

Proqra ep A 2 s 0 F 0
Marketing Activities Medium Low
Process Pre-Application Medium Low
Project Pre-Inspection High High
Project In-Progress Low Medium
Process Application Medium Low
Project Final Inspection High High
Process Payment High Medium
Project Follow-Up Medium Low
Create Success Story Low Low

Activity Verification Importance and Cost

Marketing Activities

Marketing activities were rated as somewhat important, as obtaining participants is necessary in
executing the program. It was not highly important at this point, because the program is currently
oversubscribed. Verifying marketing activities would be inexpensive because reviewing existing
documents and marketing records would not involve large amounts of time.

Process Pre-Application

Verification of pre-application processing procedures was rated as somewhat important.
Although the step itself is not critical to achieving energy savings, examination of current
processes could result in important recommendations for increasing efficiency in the processes.
Verification is not costly because the method of verification would primarily involve a document
review of readily available program documents and collection of primary data would be limited
to small scale interviews with implementation staff.

Project Pre-Inspection

Although pre-inspections can be expensive and costly to conduct due to the time involved, this
step is critical in ensuring that program patticipants meet program criteria and to ensure program
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criteria are met. For example, some program applicants already have insulation with R-values
that are too high to qualify for the program incentive. Determining the existing status of the
building components ensures that the incentives that are later paid to program participants
represent genuine energy efficiency improvements.

Project In-Progress

Delivering high quality customer support and maintaining customer satisfaction is an important
part of what IP does. However, the importance of verifying project in process activities was not
determined to be necessary for the verification plan, because these activities did not directly lead
to energy savings, which was the focus of the verification plan. Costs would be moderate due to
program data not tracking all possible interactions between program staff and participants.

Process Final Application

Verification of application processing procedures was rated as somewhat important, because
although the step itself is not critical to achieving energy savings, examination of current
processes could result in important recommendations for increasing efficiency in the
implementation processes. Verification of this activity is not costly.

Project Final Inspection

Although final-inspections can be expensive and costly to conduct due to the time involved, this
step is critical in ensuring that program participants meet program criteria, to minimize incentive
payments for ineligible projects, and to verify that quality work is being done. It is also a
program QC best practice and the first line of defense against fraud.

Process Payment

The timely processing and payment of program incentives is critical to maintaining customer
satisfaction and program participation, so this was rated as of high importance. Verifying
payment and payment processes is estimated to be reasonable but somewhat higher because of
the steps and various documents involved in issuing payments.

Project Follow-Up Surveys

Project follow up is not directly responsible for energy savings results, but can allow important
improvements to overall program processes that can result in additional energy and cost savings
over time. Verification of project follow-up activities is not costly because it does not involve
extensive primary data collection.

Create Success Story

Creation of success story type marketing materials is an important part of customer relations and
shows utility customers the good work being done in their communities. Success story creation
activities lead to outputs such as creation of additional marketing materials. Verification of this
set of activities was determined to not be needed because the focus of the verification plan is to
verify activities leading to energy savings, and additional marketing materials are not critical for
a program that is already oversubscribed. Verification of these activities would not be costly.
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Summary

Based on the analysis of potential activities to focus on in the verification plan, marketing
activities, processing pre-applications, project pre-inspections, processing applications, project
final-inspections, project follow-up, and processing and delivering payment were determined to
be the activities most appropriate to include in the verification plan. The next section describes
the activity verification process.
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Activity Verification: Implementation

Program Document Review

For program activities falling under the program steps of marketing activities, processing pre-
applications, processing final applications, and processing and delivering payments, program
documents will be reviewed as part of the verification process. Program documents generally
will be reviewed to verify the completion of program activities, examine the internal program
processes flow, review how each program step is being implemented, identify any difficulties or
areas of strength identified, and check to see if any of the paperwork is redundant or can be
eliminated. This will allow recommendations for streamlining processes, automating program
calculations, reducing errors, and increasing program personnel efficiency.

More specifically, marketing materials will be reviewed to ensure they are up-to-date, tailored
for the target audience, and distributed effectively. Program pre-application forms and final
application forms will be used to verify program activities are being completed successfully, and
to also identify ways to streamline the application processes, eliminate duplicated efforts,
automate processes when possible, and generally increase efficiency. Program documents
associated with processing and delivering payments will be reviewed to determine if invoices are
being done correctly and are processed in a timely manner. Ways to streamline this step will also
be identified if possible.

Implementation Interviews

Program implementers will be interviewed as a supplement to program document reviews.
Interviews will cover the program steps of processing pre-applications and final applications and
processing and delivering payments. The focus of the interviews should be on ways program
staff think the processes could be streamlined, improved, or are working especially well.
Interviews should be fairly open-ended to allow program staff to express their program
implementation expertise and ideas and to allow them to make suggestions for improvement.
Any questions arising from the document review will also be addressed in the interviews.

Pre and Final Inspections

Inspections will be the verification process for the program steps of project pre-inspection and
for final inspections. Field inspections of a random sample of projects will be conducted before
project work begins and for a random sample of completed projects to determine if contactors
and program participants are complying with program requirements. A management approved
checklist may be developed and utilized so that the same items are verified for each site
inspection. After the final inspection, if contractors have done the job in accordance with the
applications submitted, and the work is of sufficient quality, the incentives will be processed. If
the work is of unacceptable quality, some work was not done, or it sufficiently differs from what
was agreed upon in the application process, then the contractor must remedy the issue before
incentives will be processed.

Inspection Sampling

When each project is entered into the database during the pre-inspection phase, whether or not it
will be inspected for pre and final inspections will be determined automatically. A column in the
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program tracking database will assign each project entry a computer generated random integer
between 1 and 100. The protocol for pre-inspections will require 5% of sites to be inspected, so
if the column returns a number between 1 and 5, that site will receive a pre-inspection. Another
column will be used to select a different random sample for post-inspections, and 10% of all sites
will receive a final inspection.

This will allow determination of which projects will receive an inspection to occur immediately
upon entry into the data file, so that needless project delays are minimized. Currently the pre-
application is sometimes submitted at the same time as the final application. This does not allow
for the possibility of a pre-inspection to verify the building’s status before work takes place,
which could allow for incentives to be paid out for things that were already installed. This issue
should be dealt with separately and it must be determined how to handle pre-inspection sampling
if the current protocol remains in place.

Review Survey Results

For the program activities included in the project follow-up survey step, the verification process
will focus on review of the survey implementation and results. This will ensure the survey is
carried out successfully, identify issues with response rates and survey design, and determine if
the survey asks the questions that will best inform program design, implementation and
improvement and omits questions that are not useful. The results of the survey will also be
analyzed by the verification team and recommendations based on the results provided to IP.

Using projected 1,600 projects/year, inspecting 5% of projects will lead to 90/10 confidence/precision.
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Executive Summary

The Building Efficiency program began in 2004 to encourage more energy-efficient design
features and technologies in new construction and major renovations. The goal of the program is
to capture the greatest potential savings in the early planning of a project. The program offers a
prescriptive list of 14 eligible measures, including lighting, air conditioning, building shell, and
controls. Commercial and industrial customers who qualify for the program may receive
incentives of up to $100,000 per project for energy-efficient construction of new buildings or
construction projects with significant additions, remodels, or expansions.

In 2010, Idaho Power Company (IPC) commissioned The Cadmus Group Inc. to conduct a
process evaluation of its commercial, industrial, and irrigation (CI&I) energy-efficiency
programs. The primary goals of the process evaluation are to inform IPC about how well
individual programs are operating, and to help IPC better plan, integrate, implement, and
evaluate its entire portfolio of CI&I energy-efficiency programs.

This assessment of the Building Efficiency program is based on interviews with program staff,
review of program materials, and a best practice comparison of similar, exemplary programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of the Building Efficiency program.

Conclusions and Recommendations

The Building Efficiency program had 72 participants in 2009, a 20 percent increase in
participation from the previous year. As a primary sponsor of the Boise Integrated Design Lab
(IDL), IPC offers free technical assistance and training to local architects and designers through
the Building Efficiency program.

Through its presence at industry meetings and events, the Building Efficiency program is active
in the new buildings market. Marketing and outreach activities have resulted in participants
entering the program earlier than in previous years, enabling the IPC Building Efficiency
program to influence the design and efficiency choices earlier in the process.

Application Process

While the application process is manageable and the eligibility requirements are clear, some
adjustments could be made to streamline the program processes, make the forms more complete
and user friendly, and to enable evaluability of the program.

Cadmus’ recommendations for application processing include regular updates for application
materials, forms, information, and updates to Website links. If the program staff’s time is
constrained by handling daily demands of application processing, consider hiring additional
administrative staff, thereby freeing up more time for program planning and management
functions.

Data Tracking

The program database for Building Efficiency provides a functional system for data collection,
storage, and processing; however, we found some program tracking processes in need of better
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documentation and reporting. Although IPC is developing a new database that may solve some
program tracking issues, the current system may prevent transparent and accurate evaluations.

To improve the program’s data tracking, Cadmus recommends that IPC further develop and
document data tracking protocols and manuals, including data dictionaries, mapping, and data
entry policies that will enable staff to use consistent approaches for data collection and quality
control.

Feedback Mechanisms

Building Efficiency lacks a formal mechanism for continuous feedback from program
participants. Consider conducting market research with program participants and nonparticipants
to enable program planners to have a better understanding of program awareness, drivers behind
demand, motivations and barriers, satisfaction with key program areas, program strengths and
weaknesses, freeridership, and spillover.

On-site Verification

While all Building Efficiency projects are subject to verification site visits as a condition of
participation, on-site verification does not currently take place except for projects with
daylighting control installations. Additionally, a systematic on-site verification plan or project
inspection protocol has not been developed for this program.

Cadmus recommends development and documentation of a project inspection protocol to
promote a consistent framework for checking eligibility and quality, and for tracking
implemented projects.

The Cadmus Group Inc. / Energy Services 2
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Chapter 1: Introduction

This report provides findings and recommendations specific to the Building Efficiency program,
which encourages commercial and industrial customers to design energy-efficient new
construction and major renovations to capture the greatest potential savings at the early planning
of a project. The program offers a prescriptive list of eligible measures, including lighting, air
conditioning, building shell, and controls. Participants may receive incentives of up to $100,000
per project for energy-efficient construction that qualifies for the program.

Building Efficiency Process Evaluation Objectives
The primary purposes of this process evaluation are to (1) document and analyze how the
program works in practice, and (2) ascertain important influences on its operation and
achievements. The objectives for this evaluation are to:

e Document program components and processes;

e Compare key program elements with similar, exemplary programs elsewhere (i.c., a best-
practices comparison);

e Gather and review primary data, review secondary program information, and report on
findings; and

e Provide conclusions and actionable recommendations.

Methods and Sources of Information

Specific data collection and analysis methods will be discussed within their relevant sections.
Key sources of information used for this process evaluation include:

e Evaluation kick-off meeting;

e Interviews and correspondence with the program specialist;

e The current program database;

e The program Website and program handbook; and

e [PC’s organizational chart and the DSM 2009 Annual Report Program.

Organization of This Report

Following this introductory chapter, the report is organized into the following chapters:

o Chapter 2: Program Description and Process
e Chapter 3: Assessment of Program Components
e Chapter 4: Best Practices Review

e Chapter 5: Conclusions and Recommendations

The Cadmus Group Inc. / Energy Services 3
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Chapter 2: Program Description and Process

Introduction

This chapter describes the Building Efficiency program process and key components. The
Building Efficiency program, which had 72 participants in 2009, is designed to encourage energy
efficiency in new construction and major renovation projects by providing participants with
prescriptive incentives for 14 energy-saving measures. In addition, the program offers technical
assistance through a contract with the Integrated Design Lab (IDL).

A full-time IPC program specialist oversees all aspects of Building Efficiency, including
activities such as planning, marketing and outreach, application review and follow-up, payment
authorizations, and quality assurance. The program specialist also researches potential new
measures for inclusion in future programs on an ongoing basis. New measures may be
considered due to customer demand, in response to market changes, or to accommodate code
changes.

Program Process

We collected information about the program process from the program handbook and through
interviews and correspondence with the program specialist. This information was used to
develop the process flow diagram shown in Figure 1.

As shown in the process flow diagram, customers may become aware of the Building Efficiency
program through marketing materials on the program Website, program outreach activities, or
architect or engineer word-of-mouth. As part of the contractual agreement (funded through IPC’s
Building Efficiency program), IDL provides marketing and outreach to customers in addition to
those provided by IPC’s customer representatives. IPC’s customer representatives also provide
general program support, alerting the program specialist to new construction opportunities. The
specialist is available to answer questions and to advise customers which IPC programs best suit
their projects (Easy Upgrades, Custom Efficiency, or Building Efficiency).

Customers who decide to participate in the Building Efficiency program submit a pre-application
before their project is completed. The program can also accommodate third-party applications,
where the architect or engineer submits the application on behalf of the building owner. The
program specialist processes the pre-application and follows up with the customer as needed.
Once the pre-application is received, IPC staff enter the information in the database.

Program rules identified during the process evaluation require that participants submit a final
application and supporting documentation within 60 days of project completion. However, this
requirement was changed to 90 days for the 2011 program year.

Once the final pre-application is submitted, the program specialist updates the information in the
database and verifies that required documentation is complete and accurate. After these steps are
taken, the incentive is paid to the customer. All projects are subject to project verification site
visits as a condition of participation. However, savings for all projects are calculated without
metering or on-site verification, except for daylighting controls installations. The program
specialist noted that a high level of supporting documentation is needed to validate measures and
incentives. Daylighting controls installation savings are verified by IDL.
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At any point during the program process, participants may contact IDL for free technical
assistance. IPC funds this assistance to help participants better understand and incorporate
energy-efficiency options into their new buildings. IDL provides up to 16 hours of technical
assistance without prior approval from IPC, but ongoing assistance is subject to utility approval.

In the program process flow diagram on the next page, key program activities are shown in blue
boxes, arranged in chronological order. Green boxes with dashed arrows identify activities that
may be ongoing during the application process.

The Cadmus Group Inc. / Energy Services
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Chapter 3: Assessment of Program Components

Purpose
This chapter reviews and assesses the following program elements:

o Application process

e Marketing and outreach

e Program tracking and database
e Customer feedback

e Quality assurance and quality control (QA/QC)

Methods

We used several methods to assess the program components listed above, including:

e Feedback during the project kick-off meeting and discussions with evaluation staff.

e Interviews and correspondence with the Building Efficiency program specialist. The
interview discussion guide is included in Appendix A.

e Review of secondary information, such as program application forms, marketing
materials, and the database. Specific materials reviewed are presented with the findings.

Findings
Application Process

Processing

According to the program specialist, the program workload is manageable. The program
specialist spends approximately 50 to 70 percent of the day processing applications, with fewer
applications some weeks than others. On a weekly basis, the program specialist receives
approximately two preliminary applications and works with about five final applications in
different stages of completion. Customers can either submit an electronic application or a PDF
by e-mail, fax, or mail. Approximately 25 percent of the applications are submitted as a PDF and
entered into an electronic application manually by the program specialist.

The program specialist helps customers complete forms (when necessary) and enters data into
the Building Efficiency program database. Overall, about 60 to 80 percent of submitted
applications require some re-work or follow up with the customer. The program specialist
reported that Building Efficiency program applications are rarely rejected. The low rejection rate
was attributed to IPC staff and participants working closely during the preliminary stages of the
application process.

The program specialist reported that there is a backlog of pending but inactive applications. The
pending applications are preliminary for projects that may or may not have been completed, but
for which the utility has not yet received a final application. Because these inactive applications
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require follow up by the program specialist, they likely take time away from other activities,
such as responding to customer requests or researching new measures. To reduce this backlog,
and to encourage customers to complete the final application after project completion, IPC will
more strongly enforce the requirement that final applications be submitted within 90 days of
project completion in 2011.

Forms

Adopting the perspective of a potential program participant, we examined the following aspects
of the application process: (1) the ease of use and accuracy of the application forms; (2) whether
the application and all required documents were current; (3) whether links launched to correct
sites; and (4) whether the required documents were included on the Website.

We reviewed the preliminary application, the final application, and the application checklist.
While these forms were generally clear and easy to complete, they also contained the following
potential sources of confusion or error for applicants:

e Multiple links in the ,Application Checklist” form bring up an e-mail window rather than
directing the user to the linked document.

e Some links in the , Application Checklist’ form are outdated or bring up expired Web
pages.

e Although utility e-mail contact information has been provided to customers, telephone
contact information has been omitted.

e Participants cannot submit Web-based application forms and documentation.

Marketing and Outreach

According to the program specialist, the architects and engineers participating in the program are
key program marketers, communicating with their peers about their success with the Business
Efficiency program. Additionally, the program specialist attends special events (such as
conferences, code training events, and brown bag sessions) to educate the industry about the
program. The program specialist reported that program marketing and outreach were generally
successful, as more new projects have been brought to the program specialist’s attention earlier
in the construction process.

Further outreach is provided through IPC’s contract with IDL. In addition to providing field
verification for lighting measures and technical support to program patticipants, IDL hosts
“lunch and learn” and other educational sessions, in which attendees can learn about the program
while expanding their knowledge of energy efficiency and integrated design.

Building Efficiency Website

The utility also promotes the Building Efficiency program on a Website. We reviewed Website
program marketing materials from the perspective of a potential program participant. We
assessed the effectiveness and clarity of IPC’s program message, the overall look and feel, brand
and messaging consistency, program accessibility, and stakeholder criteria.

We found the Website had an effective layout, used branding well, and could be easily
navigated. Information on the opening page clearly states changes in program incentive levels
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and program run dates. Website visitors could easily identify general information about the
program, such as eligibility and available incentives. Important links were highlighted and set
apart from the rest of the Web page in a call box located on the side.

Cross-marketing also occurs with the Easy Upgrade and Custom Efficiency programs, which
increases awareness and encourages visitors to click through the Website. The site also contains
links to brochures, application forms, frequently asked questions (FAQs), program updates, and a
success story, among other useful links. The FAQ section is especially useful, providing the
majority of information potential participants will question.

The well-designed program brochure is another useful marketing tool, providing a summary of
all pertinent information such as measures included, steps to participation, graphs providing a
visual of savings potentials, and links to other resources and other IPC program Websites.

Specific findings from the marketing information review shows the following items that may
need further attention. (These items also are discussed in this report’s recommendations section.)

e There is only one success story under the ,Success Stories’ link.
o The Website does not contain any customer testimonials.

e The link to ,Program Updates’ takes visitors to a potentially useful source of information.
However, the most recent update for this Web page is from April 2008. Lack of more
recent updates could lead users to conclude program updates are no longer offered.

e E-mail contact information is available for customers; however, telephone contact
information is omitted.

e Broken links exist in the documents as well as in the ,Related Information” box.
e Typing errors were found in the Building Efficiency FAQ PDF.

e Naming conventions are inconsistent in the application process. For example, the terms
,pre-application’ and ,preliminary application’ are used to describe the same application.

Program Tracking and Database

Program data management is an essential tool for accurate reporting, which, in turn, allows
program managers to assess how well a program meets its goals. The Building Efficiency
database is currently in transition, with a new system soon to be available. However, during this
evaluation, this new system was not fully in place. Thus, we reviewed extracts from the current
database to assess data management for the Building Efficiency program.

A description of the database extract is as follows:

® Building Efficiency Flat Data File. The file consists of 146 fields and 213 rows in a
single worksheet, providing details on project location by city, costs, and energy savings
for projects implemented in the 2007 and 2009 program years. Also included are
customer, engineer, architect, and general contractor contact information.

Using the following criteria, we analyzed this database, hardcopy, the electronic program
applications used to populate the database, and the electronic application master, for:

e Ease of use for program participants;
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e Completeness and accuracy;
e Consistency; and
e Ability to provide useful information for tracking and program evaluation.

As with our specific findings for application processing, forms, and marketing materials,
Cadmus identified some areas in the database tracking that may deserve further attention. Based
on the information provided, the database findings (which are also addressed in the
recommendations section) are as follows: '

e Applications did not contain fields to record manufacturer information in addition to
model numbers for many of the rebated measures, with the exceptions of Efficient A/C
Units & Heat Pumps.

e Application forms did not contain fields for entering cooling hours and hours of operation
for controls. Standard assumptions were used for these fields in the application master.

e The program year is indicated through the customer-defined number, but it is unclear
how the program year is assigned as it does not consistently align with the planned start
date, planned completion date, or payment date. The date of project completion was not
provided in the database extract we received.

e The format used in the ,Planned Start Date’ and ,Planned Completion Date’ were
inconsistent with formats used for other dates, making comparisons with application
processing dates challenging.

e Some fields in the extract were missing critical information, such as the , Applications
Measure(s)’ column, where entire fields are blank. Additionally, the program specialist
said that more up-to-date information used by staff, such as contact phone numbers, may
exist outside the database.

e Of the 209 database records reviewed, seven planned start dates and six completion dates
were missing.

e The kW reduction, kWh savings, and total incentive amounts are shown for each measure
bundle, but other key information is not included. Basic information—such as measure
numbers, quantity, model numbers, and other data—are being collected in some cases,
but not entered into the database.

e Currently, a field does not exist for tracking participation in other IPC programs.
e The database does not track on-site verification and inspection activities.

Based on a review of evaluation assessments (from our internal database) we identified criteria
for data tracking and evaluation. Table 1 presents data commonly tracked for reporting and
evaluation of commercial program databases. The first column lists the type of data needed to
enable a comprehensive evaluation. The second, third, and fourth columns indicate whether data

't is our understanding that due to IPC’s customer confidentiality policy, Cadmus may not have
received a complete database extract for review during this process evaluation. Therefore, our
review was limited to the database extract that we received.
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found in Building Efficiency database extract were collected on application forms, whether the
field was provided in the database, and whether these data were consistently entered in the
Building Efficiency database. This assessment is based on the review of the Building Efficiency
flat data file (extract of the master database).

Table 1. Building Efficiency Flat Data File Field Status

Collectedin
Application Field in Consistent
Data for Tracking and Evaluation Forms Database = Data Entry
Company name Yes Yes No
Contact name Yes Yes No
Phone number Yes Yes No
E-mail Yes Yes Yes
Space heating fuel No No NIA
Facility and building addresses Yes Yes No
Account number Yes Yes Yes
Measure by type Yes Yes N/A
Measures installed by quantity No No N/A
Number of treated buildings No No N/A
Rebate received by measure and unit Yes Yes No
Total square feet of building and facility Yes Yes No
Total square feet affected by measure Yes No N/A
Site verified/inspected N/A Yes No
Primary contact name and contact information Yes Yes Yes
Architect name and contact information Yes Yes N/A
Engineer name and contact information Yes Yes N/A
Contractor name and contact information Yes Yes N/A
Program participation year Yes Yes Yes
Planned/actual construction start date Yes Yes No
Planned construction completion date Yes Yes No
Actual completion date No No No

Customer Feedback

While feedback is sometimes received through communication with participants during the
participation process, discussions with the program specialist revealed that surveys have not been
conducted for this program. Consequently, no systematic method currently exists for collecting
participant feedback for the Building Efficiency program.

The program specialist believes freeridership can be sufficiently screened through the
preliminary application process; therefore, current freeridership estimates used to calculate net-
to-gross (NTG) program savings are based on industry averages. As filed in the 2009 Annual
Report,” the Building Efficiency program currently applies measure-level NTG values of 96
percent or 80 percent, depending on the measure.

2

Demand-Side Management 2009 Annual Report, Supplement 1: Cost Effectiveness Revised, April 16, 2010.
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IPC’s program specialist expressed concern that incorporating freeridership questions into a
survey may not solicit an accurate response from Building Efficiency participants who have
participated in other IPC programs, as the participants may become confused about which
program the questions address. Due to this concern, primary research has not been carried out to
assess freeridership of Building Efficiency participants.

Program QA/QC and On-Site Verification

QA/QC procedures ensure savings claimed by the program are actually realized in the field.
Information about current QA/QC procedures was gained entirely from discussions with the
program specialist. QA/QC is carried out through an extensive application process which
includes data validation and application review. Although IPC has access to participating
facilities for on-site verification purposes (as agreed in the application’s terms and conditions),
on-site verification is not conducted for most projects. Exceptions include (1) research-related
M&YV activities conducted for the demand ventilation measure and (2) requirements that daylight
photo controls be verified by IDL. Savings are determined only through calculation, without
metering or on-site verification.
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Chapter 4: Best Practices Review

Purpose

This Best Practices Review compares IPC’s Building Efficiency program with similar programs
rated as exemplary by the efficiency industry. This analysis allows Building Efficiency to be
benchmarked against these outstanding programs, revealing areas where it meets or exceeds
industry best practices and where it may need improvements.

Additionally, in response to interest expressed by the program specialist, research was conducted
into specific program components offered by utilities identified by the program specialist. These
program components included:

e Commissioning,
e Architect/engineer incentives, and

e [LEED certification incentives.

Methods

Best Practices

To supplement the program evaluation, we conducted a comparison study of energy-efficiency
best practices to determine how IPC’s Building Efficiency program compared in its design and
offerings to other, nationally-recognized commercial new construction programs. Programs
selected for this study included:

e (California’s Savings by Design;

e The Energy Trust of Oregon’s New Building Efficiency Program;
o Xcel Energy’s Energy Design Assistance program,

e NSTAR'’s Construction Solutions Program; and

e The Energy Conscious Blueprint program, implemented by Connecticut Power and Light
and the United Illuminating Company.

The programs and best practices selected for comparison borrowed extensively from two
previous energy-efficiency best-practices projects sponsored by Pacific Gas and Electric
(PG&E)® and New York State Energy Research and Development Authority (N YSERDA).* Both
studies contained the above programs as well as several others. However, our efforts focused on
programs most similar to IPC in their offerings and geographic regions.

Information used to complete the comparison table in Appendix B was obtained through a
review of available reports, evaluations, and program materials. Where more up-to-date
information was not available, these fields were completed using the PG&E and NYSERDA

National Energy Efficiency Best Practices Study: Volume NR8-Non-Residential New Construction Best
Practices Report, Quantum Consulting, 2004.
4 Best Practices Review, New Construction Programs, Research Into Action, 2007.
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reports. The benchmarks themselves were identified through a review of the available best
practice literature, available data, and DSM program experience.

Findings

Best Practices

Appendix B provides a comprehensive table mapping best practices to the five programs
compared to Building Efficiency. Findings from our comparison show that Building Efficiency
has fully implemented the best practice techniques presented below, which are listed by program
area:

e Program theory and design

o The program actively works to build strong relationships with vendors and
contractors (as these are key decision project influencers).

e Participation process

o Participation procedures are streamlined, eligibility is clearly defined, documentation
requirements are reasonable, and forms are understandable.

e Marketing and outreach

o The program leverages other community-based organizations (business, trade
associations, etc.) for expanded marketing opportunities.

o The program has a market transformation strategy and conducts market assessments
periodically for the full range of market impacts expected.

The program utilizes 11 additional best practices, but to a lesser extent or less consistently than
other utilities identified. While 13 of the practices identified in the study are not being utilized
for the Building Efficiency program at all, it is important to note that all best practices must be
considered carefully in terms of a program’s life cycle, resources, and unique features.
Consequently, it may not be necessary to meet each of the best practices provided in Appendix
B; however, many are applicable to the program.

Our research findings, presented below, cover program theory and design, management, and
evaluation:

¢ While all but one program identified offered a prescriptive option, only two were
marketed as single-track, prescriptive programs. In all other cases, the prescriptive track
has been presented with more robust, whole-building, or system-approach options. Also,
some utilities offer incentives for building certifications, commissioning, or design.

e In terms of program theory and design practices, Building Efficiency lacks mechanisms
for continuous feedback.

e A data entry and reporting system with the ability to track the status of large, pending
projects in terms of financial and technical commitments is not utilized. Other successful
programs track this information to ensure they can provide the support large projects
require to reach completion.
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e A review of verification procedures used by other utilities showed that all programs
identified as best practices perform pre’- or post-project site visits on a sample of
participating buildings, if not for 100 percent of all buildings. Typical on-site verification
protocols include a random sample of pre- or post-inspections and regular auditing of
program tracking and inspection data. While most programs under review have
established on-site verification protocols, Building Efficiency has limited on-site
verification procedures.

o Other successful programs use regular and thorough program evaluations, which entail
participant surveys to determine NTG. Evaluations are generally performed in two- or
three-year cycles, and these evaluations include process and impact components.

Program Component Research

At the request of the program specialist, we researched several additional program components.
This research focused on identifying ways utilities incorporate commissioning; compensation for
program design teams, architects, and engineers; and LEED certification.

Information for these program components was first collected from utilities identified through
the best practice research, where available. Additional research was also conducted for utilities
identified by the program specialist (when possible) and other utilities.

It is worth noting for this comparison that of the 10 utilities offering these programs, five are
dual fuel utilities. However, one of the five dual fuel utilities offers the program to electric
customers only.

Commissioning
Several programs identified offer incentives for commissioning. A brief description of the
approach adopted by these utilities is provided below.

Savings By Design

New to the nonresidential sector, in the Savings by Design program (as of program year 2010),
participants who submit a comprehensive commissioning plan with their program documentation
may be eligible for an incentive of up to 10 percent of the owner’s incentive. New construction
and major retrofit projects eligible for this additional incentive include:

e Heating, ventilation, air conditioning, and refrigeration systems and associated controls;

o Lighting and daylighting control systems; and

e Domestic hot water control systems.®

Energy Trust of Oregon

The Energy Trust of Oregon’s New Building Program offers an incentive for commissioning
under the Custom Track for new and major retrofit construction. For commissioning work to be
eligible for an incentive, it must meet strict ASHRAE commissioning standards.” Additionally,

Pre-project site visits conducted when applicable to major renovation projects.
Savings By Design, 2010-2012 Program Cycle Participant Handbook, 2010.

7 http://www.govenergy.com/2007/pdfs/buildings/Traylor Buildings track S5.pdf
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the commissioning authority must be a professional engineer registered in the state of Oregon,
and this engineer must complete all functional equipment testing prior to an incentive’s receipt.
Commissioning incentives are capped at $40,000 per project and are based on the annual energy
savings of approved measures, at $0.03 per kWh and $0.20 per therm. In addition, to receive the
commissioning incentive the project must complete the Custom Track.®

NSTAR

The Construction Solutions program from NSTAR offers cost sharing for design, technical, and
engineering services, including commissioning services for new and major retrofit construction.
The utility matches costs incurred up to 50 percent.’

Other Commissioning Incentives

Tacoma Power offers commissioning incentives for new and major retrofit construction.
Designers and owners of buildings that are 30,000 square feet or more are eligible for these
incentives if projects exceed energy-efficiency code requirements by a minimum of 30 percent. '
Architect/Engineer Incentives

A review of the five nationally-recognized programs cited in this best practice research reveals
that incentives are generally offered to the building owner. This holds especially true for
program participants with small projects and for projects incented through prescriptive program
tracks. However, all programs offer technical services for custom projects, and some offer cost-
sharing options for additional technical assistance not offered by the utility.

Moreover, all programs provide extensive in-house support and individual attention to facilitate
completion of program application materials. Only one program identified as a best practice
directs incentives specifically to designers and architects. A brief description of the approach
taken by this utility is provided below, followed by information on two utilities that offer similar
incentives but were not identified as best practices.

Savings by Design

Of the five programs identified as best practices, Savings by Design appeared to be the only one
with a comprehensive approach to incentivizing work performed by the designers and architects
who designed the project. The amount of the incentive varies by the total savings of a project.
The design team qualifies when its design exceeds 15 percent savings, and the incentive paid to
the design team is 33 percent of the owner’s incentive. !

Other Architect/Engineer Incentives
A review of other utility programs revealed New Jersey’s SmartStart and Mid-American’s New
Construction programs also offer incentives to participating design teams.

8 http://energytrust.org/business/incentives/other-businesses/new-construction/custom/custom-track-incentives
and http://energytrust.org/library/forms/NBE FM0520C.pdf :
% htip://www.nstar.com/docs3/tech_show/nstar-programs.pdf and
http://www.nstar.com/business/energy efficiency/electric_programs/construction_solutions.asp
19 hitp://www.mytpu.org/customer-service/your-business/rebates-promotions/new-construction.htm
http://www.savingsbydesign.com/teamincen.htm
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e New Jersey’s SmartStart program offers an incentive based on savings for projects
exceeding 50,000 square feet. The calculation of the design simulation incentive is based
on $0.10/per square foot for the first 50,000 square feet, resulting in a minimum incentive
of $5,000. For each additional square foot, $0.03 is added to the $5,000.

e Mid-American offers a design incentive based on the size of the building, where
buildings smaller than 5,000 square feet receive $2,000 and buildings of 400,000 square
feet and larger are eligible for incentives in the amount of $13,000."

In the Pacific Northwest, utilities such as Tacoma Power also provide incentive to project design
teams in conjunction with commissioning incentives.

LEED Component

The US Green Building Council (USGBC) LEED certification is a component of three programs
identified as best practices, but it is a new addition to most of their services."

Savings by Design

The California Savings by Design Program offers an incentive for program participants who
achieve certification through USGBC LEED®, CHPS, or other certification programs approved
by the utility, in their Whole Building Approach program track. The incentive offered is
calculated as 10 percent of the owner’s incentive. To achieve this rebate, the project needs to
submit:

e Copy of a registration receipt;
e Copy of a final checklist documenting features completed; and

e Inspection report."*

Energy Trust of Oregon

The Energy Trust of Oregon offers new and existing program participants incentives for LEED
building certification. Incentive levels for new construction are calculated at $0.10/kWh and
$0.80/therm for the project’s first year savings. For major renovations, the incentive is calculated
at $0.18/kWh and $1.00/therm for the project’s first year savings.

Savings estimates are determined in one of two ways: (1) estimated energy savings analysis is
submitted to the USGBC and adjusted to reflect the Oregon Code baseline; or (2) USGBC allows
some projects to follow a prescriptive path in pursuit of LEED NC or LEED CS Energy and
Atmosphere Credit 1 points.

For these projects, incentives are determined by calculating savings based on the number of
Energy and Atmosphere Credit 1 points awarded by the USGBC to the project, as well as the
project size, occupancy type, and building vintage."

http://www.njcleanenergy.com/commercial-industrial/programs/nj-smartstart-buildings/tools-and-
resources/design-support/comprehe-0 and

http://www.midamericanenergy.com/ee/include/pdf/ia cnc brochure.pdf

Best Practices Review, New Construction Programs, Research Into Action, 2007.

" Savings By Design, 2010-2012 Program Cycle Participant Handbook, 2010.

The Cadmus Group Inc. / Energy Services 17



Idaho Power Company February 2, 2011

Xcel Energy

Participants in the Energy Design Assistance Program Enhanced track receive support for LEED
certification or other green certifications, where applicable. The support does not appear to be
financial.'®

Other LEED Incentives

In the Pacific Northwest, Avista'’ offers a $0.25 per conditional square-foot incentive for LEED
certification. New construction participants must be both electric and gas customers and must
meet the following requirements:

Register with USGBC,;

Submit a copy of the registration to Avista;

Achieve a minimum of 10 points for Optimal Energy Performance;
Submit final application to USGBC; and

Submit a copy of an approval letter from USGBC, indicating that certification has been
granted.

http://energytrust.org/business/incentives/other-businesses/new-construction/custony/leed-track-incentives|1

http://www.xcelenergy.com/Colorado/Business/Programs_Resources/ConservationRebates_Incentives

Business/Pages/Business-New-Construction-EDA.aspx and Best Practices Review, New Construction

Programs, Research Into Action, 2007.

http://www.avistautilities.com/business/rebates/washington_idaho/Pages/incentive 10.aspx
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Chapter 5: Conclusions and Recommendations

This chapter presents conclusions from findings detailed in Chapter 3 and Chapter 4. We provide
recommendations for IPC program staff and management. The section addresses the following
topics:

o Application process

e Marketing and outreach

e Program tracking and database

e Customer feedback

e QA/QC

e Overall process and design

Application Process

While the application process is manageable, the eligibility requirements are clear, and the
application forms are functional, both the program specialist and our review of the forms suggest
adjustments to streamline the process and make the forms more complete and user friendly and
to enable evaluability. Specific suggestions for improving the application process are listed
below.

Recommendations
Processing

e Consider hiring staff to assist with the application process, freeing up time for the
program specialist to focus on higher level management decisions.

o Consider automating the application process and imbedding data validation methods
through use of Web-based application forms.

e As planned, enforce the 90 day post-construction time limit on submitting final
applications.

Forms

e Periodically review application materials to ensure that links and information are current
and function correctly.

e Consider adding the following information to the application forms to make program
requirements more clear, improve accessibility to staff, and increase the program’s
evaluability:

o Requirement that IDL review daylighting control plans.
o Telephone contact information for utility staff.

o Fields for manufacturer information for each measure rebated.
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o Fields for hours of operation of controls on the final application form. Using actual
hours of operation instead of standard assumptions would make savings estimates
more accurate.

Marketing and Outreach

Through its presence at industry meetings and events, the Building Efficiency program is an
active member of the new buildings market. Satisfied customers, especially in the architectural
and engineering communities, also actively promote the program. As the program specialist
noted, these marketing and outreach activities have resulted in participants entering the program
earlier than in previous years. This is significant because evaluations of other new construction
programs have consistently shown the importance of early program entry for influencing the
design process and efficiency choices.

We found the marketing materials available on the Website to be well designed and informative.
However some information appeared to be missing or outdated, which could confuse customers.

Recommendations

e Expand the Website ,Success Story’ section to show a wider variety of successful
program participants.

e Include brief customer testimonials on the primary Business Efficiency Web page. This
may expand the program’s word-of-mouth presence among key market actors.

e Continue to regularly update the Building Efficiency Website and program brochures so
that program changes, project year eligibility requirements, and other program
information remain current and consistent. These efforts should entail the following:

o Updating the ,Program Updates’ section to reflect current program changes.
o Ensuring program links are current and the links launch to correct sites.

e Add telephone contact information for the program support team on all marketing pieces.
(On program documents, this information could be noted in the footer.) To help
consumers obtain program contact information on Web-based media, a subheading or call
box could be used.

Data Tracking

While the program database for Building Efficiency provides a functional system for data
collection, storage, and processing, we found some program tracking processes in need of better
documentation and reporting. Although the new database (in development) may solve the
program tracking issues, including tracking of measures by unit rather than by bundle, the
current system may prevent transparent and accurate evaluations. It is important to note that for
this evaluation, the new database was not yet completed and therefore not available for review.

Recommendations

e Further develop data-tracking protocols and manuals, including data dictionaries,
mapping, and data entry policies that will enable staff to establish consistent approaches
for collection and quality control.
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e Indicate cross-program participation in the database.

e Ensure that all fields for which data exist are completed for each database entry.

e Provide a field for program year in the database.

e In the new database, if not already under consideration,'® we recommend adding all data
entered into the application forms in the database including:

O

O

O

o O O O

C

Measure name
Quantity

Measure incentive amount (applied for)
Tonnage

Roof area

Window area

Affected area

Hours of operation
System name
Efficiency

Model

Type

Deemed savings values

The actual code or minimum from which savings are applied and the differences for
cooling and lighting loads

o Consider tracking multiple phases of each project more explicitly. Currently, when
multiple phases occur for the same project, date columns are used to note differences
between records for the different bids, which may cause confusion.

¢ Update and maintain the database on a regular basis. For example, if a participant
provides a better contact phone number at a later time, this information should be updated
in the database.

Feedback Mechanisms

Building Efficiency lacks mechanisms for continuous feedback from program participants. Each
program identified under best practices integrates such feedback into their programs and utilizes
participant surveys to determine freeridership for calculating net-to-gross (NTG). Specific
recommendations for capturing customer feedback are listed below.

Recommendations

'8 IPC staff has indicated the new database will track measures by unit rather than bundle, and therefore much of
the data presented in this list will be tracked in the new database.
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e Develop surveys for architects and engineers who participated in the program to gather
information on:

o Program awareness

o Participation decision

o Program satisfaction

o Program process

o Coordination with other programs and utilities

e Develop surveys for building owners who participated in the program to gather
information on:

o Program awareness

o Participation decision

o Program satisfaction

o Measure satisfaction

o Program process

o Coordination with other programs and utilities
o Freeridership

o Spillover

e Conduct market research with program and trade ally participants. This research would
help the program planners better understand current participants’ awareness of program
services and requirements; preferred sources of information and marketing preferences;
drivers behind program demand; participation motivations and barriers; satisfaction with
key program areas and program strengths and weaknesses; and freeridership and spillover
information.

e Conduct market research with nonparticipating customers and trade allies. This research
would provide insights about those choosing not to participate, their motivations,
participation bartiers, program awareness and perceptions, program needs, preferred
information sources and marketing preferences, and future market trends.

e Proper survey design and sampling methods should be used to ensure responding
participants address their experience with the Building Efficiency program and minimize
confusion among participants engaging in multiple programs.

On-Site Verification

While all Building Efficiency projects are subject to verification site visits as a condition of
participation, on-site verification does not currently take place except for daylighting control
installations. Additionally, a systematic on-site verification plan or project inspection protocol
has not been developed for this program.

Recommendation
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Establish an on-site verification plan to promote a consistent framework for checking eligibility
and quality and for tracking projects implemented for the program. Refer to the sample on-site
verification plan provided with the Easy Upgrades evaluation for an example of a potential on-
site verification plan design.

Overall Process and Design

From the program specialist’s perspective, the Building Efficiency program runs smoothly.
However, the Cadmus evaluation team, as well as IPC’s program specialist, believes that
developing a consistent framework for program processes and protocols may be helpful. Since
each recommendation in this chapter could be incorporated into a formal process, we list specific
suggestions for improving the overall program process below:

e Establish and regularly update program protocols and provide consistent documentation
for program processes, including written guidelines for data tracking and process
flowcharts. Provide updated program handbooks.

e Develop a schedule for performing program evaluations. Programs identified as being
best practices utilize evaluations conducted every two to three years. Also, these
evaluations should have both process and impact components, and the results should help
guide program changes, adjust savings estimates, and establish NTG values.

e In addition to adjustments to the program processes, research indicates that for closer
alignment with best practices, it may be useful to revisit IPC’s Building Efficiency
program design. Best practice for building efficiency programs incorporate whole-
building and systems approaches for new construction, as well as commissioning and
incentives for LEED certification (or other certification boards).

By design, IPC’s Building Efficiency program offers a prescriptive-only approach and
funnels some new construction customers to IPC’s Custom Efficiency program which
may implement more of a whole-building or systems approach. However this approach
may not capture projects at the optimal time to influence energy efficiency.
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Appendix A: Program Specialist Interview Guide

Introduction
Thank you for talking about the Building Efficiency program with me.

As you know, The Cadmus Group is conducting a process evaluation of the C&I portfolio for
IPC. The purpose of this interview is to gather information on Building Efficiency program
processes, operations, and activities. We want to know what is working well and what might be
improved and how. As program manager, your perspective is very important to us. [ would like
to record this interview to improve the accuracy of my notes; is that all right with you?

Program Overview
1. How long have you worked for IPL?
a. For this program?
2. Do you have the program handbook handy? I would like to go through it with you, if
possible.
a. How does the program currently operate?
b. How is the program delivered?

Program Design
3. How would you describe Building Efficiency’s goals? Probe: What is the thinking behind
the program offerings that will help make sure that goal is met?
4. What things do you keep track of to tell you how well the program is doing?

a. What types of considerations drive program changes when you are planning or
revising the program? (if not mentioned, probe for the following)
Freeridership
Code/Standard changes
Market demand
Program processes
Program management
Assumptions about target market behavior
Economic conditions

PR Mmoo e o

Program Administration
5. Can you tell me more about the application process for participants? What are the steps to
process an application from start to finish?
a. How do participants initiate the program process?
b. Who receives the applications, and what are the steps for reviewing and
approving them and setting up payments?
c. How many hours does it take to process an average application?
6. How many applications are received each week?
a. What percentage is rejected or need rework? Has this percentage changed over
time? How has it changed?
b. What are the most common reasons for rejection? (customer eligibility, savings
requirements, missing information...)
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7. How well do you think the application process works? Do you know of any issues with
the current application process?
8. How are savings verified for individual projects?
Are there General QA/QC guidelines or requirements?
Are there program specific ones? Should there be?
Are they implemented?
What pre-/post-inspections are required?
What factors are included in the verification process? PROBE on realization rates,
in-service rate, freeridership.
f. Are there any issues with verifying savings?
g. What adjustments, if any, are made after verification of savings?
9. Who is responsible for collecting and tracking participation data?
a. How and when are data entered?
b. Can you describe the data validation protocols to ensure quality? How often is
quality checked?
How often are tracking database savings algorithms checked?
How is contractor activity tracked?
How are pre-applications tracked?
Have there been any difficulties with the data tracking systems?
How does IPC ensure that participants are not receiving multiple incentives for an
individual measure?
What features or abilities do you hope the new system being developed will offer?
Will it fully integrate the Building Efficiency database with a larger portfolio
level information system?
10. Would you recommend any changes to the data tracking procedures?

oo o

B o®mmoe ap

Program Implementation
11. How is the program promoted?
12. How would you assess the success of the marketing in reaching your target population?
Why? Are there any improvements you would like to see?

Other Utilities
13. Does IPC coordinate with other utilities?
a. Does the Building Efficiency program compliment other utilities’ programs?
b. Are there shared measures?

Customer Response
14. What aspects of the programs do customers seem to be most interested in? What do you
think motivates them to participate? Do you have any feedback on what they like about
the program?
15. Based on what you have heard from participants, how do they generally find out about
the program?
a. Please describe how Better Bricks fits into the program?
b. Please describe how the Integrated Design Lab fits into the program?
c. How do you assess whether customers are using these resources?
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16.

17.

18.
19.

Have you gotten any feedback about customer concerns or issues? What feedback? How
did you resolve these issues?

Do participants of the Building Efficiency program “graduate” on to larger and more
complex efficiency projects? Are there repeat participants?

Have you identified any major barriers to participation?

Have participants indicated interest in incentives for measures that are not currently being
offered?

Trade Ally Response

20.
21
22,
23
24,
25.

26.

Is IPC involved in the recruitment or management of trade allies, architects, builders,
retailers or contractors?

How many architects, builders, and contractors do you actively deal with in a given
program year?

How frequently do you communicate with trade allies, and how is the communication
carried out?

Have you had any particular challenges working with trade allies?

How are their problems and questions dealt with?

What kinds of things have been done or are being planned to identify trade allies and get
them involved? (such as certification process)

How would you change or improve communications with trade allies?

Building Codes

27,
28,
29,

What building code is the program using for its current baseline?
How often is the baseline updated?
Please describe any building code outreach activities that IPL has been involved with.

Closing Remarks

30.

31

32.
33,
34.
35,

What additional resources would be helpful to properly manage the program?
(contractors, database functions, processing...)

Part of our evaluation work will be to gather information about other exemplary
programs similar to Building Efficiency. This will give you best practices and other
criteria you can use to compare your program with these other programs. For instance, we
will look at program delivery, cost-effectiveness, and total program costs. Are there other
program criteria or attributes you are especially interested in that we should gather?
What would you say are the program’s strengths?

What are the most important things you would like to see improved?

Do you feel that the program, generally, is accomplishing its stated goals?

Other than what we’ve already discussed, what would you change about the program?
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Appendix B: Best Practices Benchmarking

Table B1 compares Building Efficiency with four similar, exemplary programs for the
30 applicable best practices. The level of use of each best practice is indicated on a three-point

scale where:

0 indicates no use
+ indicates limited use
++ indicates full use

NA indicates program details make the practice inapplicable
- indicates the practice was undetermined

Blank cells indicate areas where a rating could not be made or the category was not applicable.

Table B1. Full Benchmarking Table for Building Efficiency
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Program Theory and Design
The program has a written
implementation plan that details all
program processes. + ++ ++ ++ ++ ++
Continued improvement feedback loops
are incorporated into the program design
and logic models. 0 ¥ ++ + + ++
Program structure integrates trade
allies/market actors while describing their
responsibilities and interaction with the
program. + ++ ++ ++ ++ ++
Program design identifies and addresses
strategies to removing market barriers. + +t ++ - + +t
Program Management: Project Management

The program actively works to build
strong relationships with vendors and
contractors (that are key decision
influencers on projects). +t +t +t + +t +
Provide program staff with adequate
resources to handle program volume. + + +t +t + +t
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Energy Design
Assistance, Xcel

Program Management: Reporting and Tracking

New Building Efficiency

The tracking database is well designed
and fulfills the needs of both the program
staff and evaluators.

++

++

The tracking system features Internet-
based data entry and reporting functions.
It has fully automated data validation
functions to assess data quality.

The program tracks incentive
commitments for all pending large
projects.

++

++

++

+t

k-t

The tracking system captures and reports
program acfivity by each participating
vendor.

+

+

++

++

+

+E

Program Management: Quality Control and Verification

The program works closely with vendors
and utilizes a pre-screened list of
products to reduce the need for quality
control inspections.

The program's requirements and
guidelines include product specifications
for all measures promoted by the
program.

Randomly select pre/post inspection
sample during pre-approval process

++

N/A

N/A

On-site pre- and post-installation
inspections are done routinely.

++

++

FrE

++

+

There is a comprehensive contractor
program in place, which includes
screening, certification and training
requirements.

++
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Energy Design

Program Implementation: Participation Process

Assistance, Xcel

New Building Efficiency

Savings By Design, CA

Participation procedures are streamlined,
eligibility is clearly defined,
documentation requirements are
reasonable, and forms are
understandable.

++

++

++

The program uses an elecironic
application process. On-line forms are
readily accessible fo customers,
subcontractors, trade allies, and program
administration staff.

++

+t

++

++

The program uses a simple application
form, which obtains important data, but
involves minimal vendor time to fill in
required fields.

++

++

++

The program offers zero percent or low-
cost financing to offset the high cost of
capital for small businesses.

0

++

0

0

++

Program Implementation: Marketing and Outreach

Utility partners are mentioned prominently
in program promotional materials and
messages.

++

++

++

Door-to-door marketing is performed in
order to achieve high penetration rates,
especially among small business
customers.

The program leverages contractor
marketing to promote prescriptive
measures.

++

The program leverages other community-
based organizations (business, trade
associations, etc) for expanded marketing
opportunities.

++

++

++

t
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Program Evaluation

The data entry process is spot-checked
every year. + - - - +t
Inspection databases are reviewed every
year. 0 - ) - ++ +
Tracking database savings algorithms are
checked annually to confirm that they are
accurately capturing program data and
computing savings impacts. + + ++ + ++ +
Process evaluations are conducted
reqularly, and use the latest data. 0 + + + ++ +
Ex-post impact evaluations are scheduled
at least every two to three years and are
sufficiently detailed. 0 + % ++ ++ +
NTG is researched routinely (internally or
during evaluations). 0 ++ ++ +t + +t
The program has a market transformation
strategy and conducts market
assessments periodically for the full
range of market impacts expected. ++ ++ ++ ++ ++ ++

Data sources used for this study are presented in Table B2.

Table B2. Best Practices Benchmarking Data Sources

Document

Reference  Program Document Name Date

Savings by Design, CA

1 Utilities 2010-2012 Program Cycle Participant Handbook 2010
Savings by Design, CA

2 Utilities SCE 2009-2010 Energy Efficiency Plan 2009
Savings by Design, CA Savings by Design Market Assessment Study and Process

3 Utilities Evaluation 2009
Savings by Design, CA

4 Utilities Savings by Design Program Summary 2006-2008
Savings by Design, CA Non-Residential New Construction Programs Impact

5 Utilities Evaluation 2010
New Building Efficiency,

B ETO Energy Efficiency 2009-2010 Revised Budget and Action Plan 2009
New Building Efficiency, Impact and Process Evaluation of 2006 and 2007 New

7 ETO Building Efficiency Program 2009
New Building Efficiency, Impact Evaluation of New Building Efficiency Program for

8 ETO 2004 and 2005 2008
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Reference

Document Name

Document
Date

Program

New Building Efficiency, October,
9 ETO Review of EnergyTrust.org 2010
Energy Design Assistance,
10 Xcel Energy 2009 Demand-Side Management Status Report 2010
Energy Design Assistance, .
1 Xcel Energy 2011 Demand-Side Management Plan 2010
12 Energy Design Assistance, Best Practices Benchmarking for Energy Efficiency Programs
Xcel Energy Summary Profile Report: Energy Design Assistance 2004
Energy Design Assistance, ) '
13 Xcel Energy Minnesota Conservation Programs Summary 2010
Energy Design Assistance, ; October,
14 Xcel Energy Review of XcelEenrgy.com 2010
15 Construction Solutions, Best Practices Benchmarking for Energy Efficiency Programs
NSTAR Summary Profile Report: New Construction Program 2004
Construction Solutions, , ; October,
16 NSTAR Review of NSTAR.com/Business 2010
Conslruction Solutions, . . .
17 NSTAR 2007 Business & Construction Solutions (BS/CS) Programs 2009
18 Construction Solutions, NSTAR Electric Construction Solutions Program Year 2002
NSTAR Impact Evaluation 2004
19 Energy Conscious Blueprint, | Best Practices Benchmarking for Energy Efficiency Programs
Northeastern Ulilities Summary Profile Report: Energy Conscious Construction 2004
Energy Conscious Blueprint, ; October,
2 Northeastern Utilies inestenrof Cl-pieam 2010
Energy Conscious Blueprint, . October,
& Northeastern Utilties Reie o UINET.com 2010
Energy Conscious Blueprint, ; - o
22 Northagstorn Uillflies Energy Efficiency, Investing in Connecticut's Future 2008
23 Energy Conscious Blueprint, | The United llluminating Company (Ul) 2007 Commercial and
Northeastern Utilities Industrial Programs Freeridership and Spillover Study 2008
24 Energy Conscious Blueprint, | United llluminating Company and Connecticut Light & Power
Northeastern Utilities Final Report, 2005 Coincidence Factor Study 2007
25 Energy Conscious Blueprint, | CT & MA Utilities 2004-2005 Lighting Hours of Use for School
Northeastern Utilities Buildings Baseline Study 2006
; Volume NR8 - Non-Residential New Construction Best
o Mellpie Programs Practices Report 2004
27 Mulliple Programs Best Practices Review New Construction Programs 2007
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Executive Summary

The Custom Efficiency program began in 2003 to encourage commercial and industrial
customers in Idaho and Oregon to implement energy-efficiency measures in their facilities. Idaho
Power Company (IPC) provides financial incentives for implementing eligible measures
covering a variety of energy-saving opportunities including lighting, HVAC, motors, building
shell, plug loads, and refrigeration.

In 2010, IPC commissioned The Cadmus Group Inc. to conduct a process evaluation of its
commercial, industrial, and irrigation (CI&I) energy-efficiency programs. The primary goals of
the process evaluation are to inform IPC about how well individual programs are operating, and
to help IPC better plan, integrate, implement, and evaluate its entire portfolio of CI&I energy-
efficiency programs,

This assessment of the Custom Efficiency program is based on interviews with program staff,
review of program materials, and a best practice comparison of similar, exemplary programs.

In this Executive Summary, we capture the key conclusions and recommendations from the
process evaluation of the Custom Efficiency program.

Conclusions and Recommendations

The Custom Efficiency program has grown significantly, completing 101 projects in 2008 and
132 projects in 2009. The program offers technical assistance, training, and energy auditing
services to IPC customers. The Custom Efficiency program collaborates with the Northwest
Energy Efficiency Alliance (NEEA) to support the education of its customers on energy
efficiency. NEEA, which provides a series of technology-specific seminars, conducted five
technical trainings for IPC in 2009.

Marketing and Outreach

Marketing and outreach, while effective at increasing the level of participation within the
program, could benefit from more clear messaging within its own program documents and within
marketing materials. To be more consistent with best practices, further expansion of the program
may benefit from a more formalized (and documented) approach that will demonstrate stronger
alliances with trade allies.

Cadmus recommends these general areas for improvement:

e Regularly review and update the Custom Efficiency program documents to ensure
consistent branding.

e Include telephone contact information for the Custom Efficiency program support team
on all marketing pieces.

¢ Consider expanding program outreach efforts with trade allies, who could help market
the program and expand the level of participation. Expanded outreach efforts would
include more formalized communication between IPC and contractors.

e Establish a contact list of contractors and trade allies and document communication about
program updates and program training.
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Program Database

To ensure effective evaluation, the Custom Efficiency program database needs to better
demonstrate that an appropriate level of project detail is being captured at the best time in the
program process. Various data issues may be resolved with the completion of IPC’s new
database. However, for this evaluation, due to the unavailability of many of the current or
planned database features, we were not able to conduct a thorough review of program
achievements.

Improvements to the program database should include better definition of the existing fields to
improve evaluability. All fields should be labeled and well-defined. In addition, development of
a database dictionary would enable easier identification of database fields and other database
features to be contained in the new database.

Program QA/QC and Verification

In many ways, the Custom Efficiency program exemplifies a quality efficiency program
compared to similar efforts across the country. However, the Custom Efficiency program has not
benefited from complete program documentation and regular evaluations.

Cadmus recommends program documentation improvements in these general areas:

e Development of a detailed program manual complete with thorough descriptions of the
program intent, processes, and requirements. This document would include, among other
items, (1) pre- and post-inspection protocols and standards, and (2) database entry
requirements.

e Market research and surveys with program participants, nonparticipants, and trade allies.
This research would help program managers to better understand awareness of program
services and requirements, preferred sources of information and marketing preferences,
drivers behind program demand, motivations and barriers to participation, satisfaction
with key program arcas, program strengths and weaknesses, and freeridership and
spillover information.
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Chapter 1. Introduction

This report provides findings and recommendations specific to the Custom Efficiency program,
which offers technical assistance and financial incentives to encourage commercial and industrial
customers in Idaho and Oregon to implement energy-efficiency measures. Eligible measures
cover a variety of energy-saving opportunities including lighting, HVAC, motors, building shell,
plug loads, and refrigeration.

Custom Efficiency Process Evaluation Objectives

The purposes of this process evaluation are to (1) document and analyze how the program works
in practice, and (2) ascertain important influences on its operation and achievements. The
objectives for this evaluation are as follows:

e Document the program history, components, and processes;

e Compare key program elements with similar, exemplary programs elsewhere (i.e., a best-
practices comparison);

e Gather and review primary data, review secondary program information, and report the
findings; and

e Provide conclusions and actionable recommendations.

Methods and Sources of Information

Specific data collection and analysis methods will be discussed within their relevant sections.
Key sources of information used for this process evaluation include:

e Interviews and correspondence with the program engineers and other staff at IPC;
e The program’s current database;

e The program Website and program handbook; and

e [PCs DSM 2009 Annual Report.

Organization of This Report

Following this introductory chapter, the report is organized into the following chapters:
e Chapter 2: Program Description
e Chapter 3: Assessment of Program Components
o Chapter 4: Best Practices Review

e Chapter 5: Conclusions and Recommendations
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Chapter 2. Program Description

Introduction

IPC’s Custom Efficiency program offers energy audits, technical training, and financial
incentives for new construction and retrofit projects that save energy in commercial buildings
and industrial facilities. It also oversees the Green Rewind program.

From 2008 to 2009, the program grew significantly, completing 101 projects in 2008 and 132
projects in 2009. The expected savings also increased during that timeframe by approximately 26
percent or 10.7 GWh.'

Energy Audits

The Custom Efficiency program provides free scoping audits to help identify energy saving
opportunities at large commercial and industrial facilities having a demand of 500 kW or greater.
The scoping audits may be performed by IPC engineers or by one of their six contracted
consulting engineers. In addition, IPC will also pay 50 percent of the cost (to a maximum of
$10,000) of a detailed study. This level of analysis could entail data logging or system modeling
to determine the energy savings potential. The final detailed study includes firm project scope,
energy savings, and project cost.

Technical Training

Technical training is an important component in helping commercial customers identify where
they may have energy-efficiency opportunities within their facilities. The Custom Efficiency
program collaborates with the Northwest Energy Efficiency Alliance (NEEA) to support the
education of its customers on energy efficiency. NEEA, which provides a series of technology-
specific seminars, conducted five technical trainings for IPC in 2009. These classes covered such
topics as ammonia refrigeration, pumping systems, fan systems, motors, variable frequency
drives, compressed air, and chilled water systems.

Financial Incentives
There are two incentive options offered to IPC’s Custom Efficiency customers: Cost Share and
Self Directed.? For the purpose of this process evaluation, Cadmus will focus on the Cost Share

option.
Financial incentives for the Cost Share option are based on the lesser of two calculations:
e 12 cents per kilowatt-hour (kWh) estimated to be saved in the first year, or

e 70 percent of direct project costs.

" Idaho Power Company’s Demand-Side Management 2009 Annual Report, page 71.

2 The Self Directed option is available to Schedule 19 and special contract customers. Customers that choose the
Self Directed option can use up to 100 percent of their Rider contributions for each three year cycle. Currently,
IPC has less than five customers participating in the Self Directed option.

The Cad