
CPUC 2018 and Beyond EE Potential and Goals Study: BROS
Demand Analysis Working Group (DAWG)

SoCalGas appreciates the opportunity to participate in the DAWG to provide comments to the study: CPUC 2018 and Beyond EE Potential and Goals Study: Behavior, Retro-Commissioning and Operational Savings.  We understand this is not an easy undertaking and these comments are meant to contribute the work in progress to support the conceptual thinking and development of this study.

	Number
	Section/Area
	Comments/Feedback/Change request
	Evaluator’s Response

	1
	Overarching
	· For the BROS Appendix, can Navigant make a distinction for “Technical”, “Economical” and “Market” potential? 
· For BROs practices, how do we (DAWG) consider the “installed base” of good practices? BOC, SEM and RCx practices could be implemented in the same business establishment for an overlapping time period.  How would Navigant treat such a situation in the potential forecast?
· It may be a good idea to identify a list of items that should require further study and data gathering. SoCalGas can take these suggestions to propose future studies.
· Since these BRO practices are actually very specific program implementation with very specific evaluation requirements.  It may be a good idea to outline the possible implementation scenario and limitations.  This may be an important step to tighten up the estimate for market potentials. 
· For Excel spreadsheet 4. BROS, does the column Applicability Factor apply only to Market potential? If yes, these estimates are exceedingly high, especially for programs that rely on RCT.  The current best practice of doing RCT design as a part of full implementation will add constraints and limitation to the market potential as well as interfering with program administrator’s goal assignment later ( Refer to Comment 2 below).
· [bookmark: _GoBack]The California IOUs have begun work on the SEM program for the Industrial sector-. SoCalGas does not find SEM for the industrial sectors in the draft.

	




	2
	Section A-1
Residential HER Potential

	The true eligible and participating residential population may be much lower for the following reasons:
· Need to have 12-month historical billing date,
· Consideration for exclusion criteria during data cleaning:
· Need to eliminate certain population due to “exclusion criteria”, for example, medical baseline residential accounts may be excluded.
· Need to remove low usage customers since they are not cost effective.  This is a part of the HER targeting to ensure cost effectiveness.
· May need to remove net-meter accounts or may need to treat them differently.
· There are other exclusions such as in-sufficient neighbors for comparison.
· For energy savings claim today, a RCT design is necessary.  This means a certain set-aside for the control group.  
· Given all of the above “adjustments” and “exclusions”, the program administrators may end-up with less than 50% of the residential accounts as eligible for “treatment”.  The current Applicability Factor of 98% may be too high.
· However, the current rate of 98% may work if behavior program can be approved as a deemed program, or considered as a technical potential instead of a market potential.
· The cost of $3.0597 saved per therm is about right for pilots. This cost might drop based on scale. However, SoCalGas has to weigh in on cost-effectiveness since the current gas rate is about $1 per therm.

	

	3
	Section A-2
On-Line Portals

	· Navigant should consider the energy saving possibility for the IOUs Universal Audit Tool (UAT).  Please refer to the recently completed draft 2015 DNV-GL impact evaluation study.  Given proper targeting and marketing support (i.e., SDG&E’s implementation) the UAT could be a cost-effective method to reach large number of residential accounts on-line.
· The utilities’ residential UAT implementation is a non-resourced program activity today.

	

	4
	Section A-3
Competition (& Reward)
	· SoCallGas appreciate the results of various programs using “competition” to modify behavior to date.  It is entirely possible that the jury for this behavior intervention has not yet matured.  Coupled competition, with rewards and a high-touch deeper market efforts, the SCE/SCG 10-10-10+ MF behavior pilot program will bring additional insights for this effort. 
· Navigant cites a paper from ACEEE that reviewed three programs to estimate gas savings from competitions (p. A-7, footnote 26).  From looking at this paper, Table 2 summarize savings and only two projects shows gas savings, one in Wisconsin and one in Chicago.  Since these States would have much colder winters than Southern CA, was that taken into consideration when estimating potential savings for SoCalGas? 

	

	5
	 Section A-4 (page-A-9)
Commercial – Strategic Energy Management (SEM)
	· The draft report seems to suggest that the 10% to 55% of commercial buildings already engage SEM today, based on healthcare participants (footnote-28).  Please consider that the commercial sector is very diverse with different customer segments and business practices.  The number of commercial accounts already engage in SEM practices may vary drastically by segment.  Please consider setting this assumption at the commercial segment level.
· SEM is a very specific energy management process.  Commercial businesses may have energy policies and goals, but not too many would truly have strategic energy management plans and processes in place
· There seems to be some inconsistency for EUL years in the spreadsheet (15 years) and Table A-4 (5 years).

	

	6
	Section A – 5
Commercial – Building Owner Certification (BOC)

	· Please explain the difference between SEM and BOC from the perspective of this potential study?  It would seem that trained BOC building owners, if properly motivated, would be able to initiate their own SEM engagement, given their training. These may be overlapping practices for the purpose of the potential study.  SoCalGas agrees that different EUL assignment is a good way to differentiate them.  This also means that BOC, SEM and RCx could exist simultaneous at the customer site in a single year.  How should the IOUs handle the potential study given this situation?

	

	7
	Section A-7
Commercial Business Energy Report
	· To properly review this section, SCG revisited the PG&E ETP Reports with Pulse Energy (i.e., ET11PGE3161 and 3162).  It would seem that this assumption is too optimistic.  Given PG&E’s lessons learned, it is not certain a standardized Business Energy Report program can be feasible using a RCT design, given the diversity of the commercial sector.  SoCalGas recommends removing Commercial Business Energy Report as a part of this potential study.
· There is a possibility this may work if quasi-experimental designed is allowed in the current best practice for RCT and the challenges of matching diverse businesses and their end-uses can be overcome.
· Similar to Residential UAT tool, the IOUs are also mandated to implement a commercial UAT tool for the small commercial customers.  This is currently a non-resource program activity.

	

	8
	Section A-8
Commercial Benchmarking
	· Commercial Benchmarking using EPA’s Portfolio Manager, to generate property specific Energy Usage Intensity (EUI) and Building Score, is currently an information only program.  While there is possibility to generate claimable energy savings for the program administrators, but a new approach is needed.  A RCT design with Opt-out may be too onerous to make scaled implementation feasible.  To make these program designs more practical, there need to be willingness to consider workpapers development for ex-ante claim and quasi-experimental design for ex-post evaluation.
	

	9
	Section A-10
Commercial RCx
	· What is the difference in technical potential between commercial SEM, BOC and RCx. A well-trained building owner can engage in his/her own RCx project.

	

	10
	Input Data Worksheet (4.BROS)
	· Please confirm whether this worksheet is for “market” potential. If it is indeed market potential, then the numbers are too aggressive, even for the base case scenario.
· SCG needs a list of assumptions to support these values, especially for (1) Applicability Factor for “measure input tab” and (2) penetration rate over time for “penetration tab.”
· Please explain how Small and Large challenges are defined (in quantity). How did Navigant arrive at the cost estimates below?
[image: ]
· Who is considered a participant for Building Operator Certification program? How was the cost estimated per 1,000 sq.ft. of floor space derived? The estimate seems high for restaurant, where the savings would come from cooking equipment instead of floor space. Reference to a study (e.g. CALMAC ID) would be helpful and appreciated. Does Navigant have gas-specific estimates or did it use the estimates from electric?
· How is cost defined for BROs programs? Does it include only campaign cost? Does it also include administrative/management cost, data handling, sampling, analysis, and report from the IOUs?
· Aggressive scenario is based on increased adoption, but SoCalGas is unclear how recruitment is projected.
· Projection is already too aggressive from 2016 to 2020, especially for pilots. SCG needs reasonable growth to transition from pilot studies to programs. e.g. SoCalGas will not deploy a residential HERS program until 2018 due conflict with AMI claimed savings.
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