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John Fasana, SCE, on behalf of the other utilities, discussed the key aspects of the proposed decision:

Larger Budgets:  to meet programmatic initiative

Identification – neighborhoods with large numbers of low income customers based on energy usage.

Outreach – Target customers within each neighborhood based on energy usage. Customers with high energy burden, high energy insecurity, and high energy use will be targeted more aggressively.
Enrollment – Permit targeted self-certification in certain neighborhoods 
Assessment/Energy Audit/Measure Installation – conduct energy audit/assessment, install all feasible measures 
Objectives – (1) reduce program costs (overhead and transportation), (2) leverage the availability of resources at the community level (3) serve more customers (4) work directly with local governments, local agencies, local leaders and communities in segmenting by neighborhood  (5) increase measure-level cost effectiveness.

Comprehensive treatment – all feasible measures:  (a) energy savings, (b) cost effectiveness, (c)  non-energy benefits (retained to address comfort, health & safety, (d)  CFLs will be installed by contractors during the program cycle but will possibly be phased out after 2011.

Mr. Fasana facilitated discussion regarding the Whole Neighborhood Approach.  Comments included the following:

· If the customer is not at home, will he/she be denied services?

· The Neighborhood is a good approach but there are some obstacles.  Contractors have been self-motivated to work a neighborhood at a time because of gas prices.  An assessment must be completed FIRST, then installation AFTER you know what to bring e.g. attic insulation blower won’t be towed along unless you know you need it.  Skill set is not the same for assessor, installer and educator.  This process typically is about THREE visits, not one visit. (ASSERT)
· Energy education must lead to the installation of measures so if the home does not need measures, it may not be able to be conducted.

· If the whole neighborhood approach is implemented as articulated in the decision, it is likely that costs will go up, not down, and it may cause customer service issues if we can’t serve customers who we are not necessarily ready to receive the services at the time we are in the neighborhood.  Some 20% of those customers enrolled may not be able to receive  program measures. (ASSERT)
· Is there data to demonstrate the success of the neighborhood approach defined in 

      this decision?
· One visit requirement is a bit naïve to say the least. (CAPOC)
· The Whole House approach is good in principle but not functional. (CAPOC)
· Many times the contractor has to make additional visits to catch the landlord or manager for authorization. This may take up to 2 months in some cases. (CAPOC)
· If you can’t educate along with the home assessment, then how do you get customers on board to enroll? (CAPOC)
· The contractors try to plan work in a geographical area to reduce transportation costs. Why is there a presumption that the contractors do not try neighborhood approach?  But when they go into a new neighborhood, they may only catch 20% - 40% of the customers at home. (RHA)
· Many low income customers work and are unavailable during the day.  Evenings and weekends are the best times for canvassing. Low income does not mean not-working. (RHA)
· Assumptions of the Proposed Decision are false.  Savings will not be realized and the whole neighborhood approach is already being done. (RHA)
· Will the contractor need a representative of SoCalGas and SCE at the same time for every home?  What if SoCalGas asks Assert to go to Neighborhood “A” at the same time SCE asks them to go to Neighborhood “B”?  There is a major issue with the SCE/SoCalGas shared territory that where SoCalGas could potentially serve MANY more households in the shared territory than SCE can afford to do within budget and household targets. (ASSERT)
· Sometimes there is a discrepancy in the SCE/SoCalGas territory as to which neighborhoods they should canvass.  The utilities will work closely to make sure this does not happen.

· Upfront marketing is imperative.  Mailings, media focus, prepare the community to gain trust, to be receptive to outreach workers. Predicts maybe 25% of households in targeted neighborhood will agree to participate. (Richard Shaw)
· Procedure of one of the contractors:  First, the contractor sends an outreach worker to pick a neighborhood, knocks on doors and gets the customer signed up.  Then the worker brings the documents to the office, confirms all documents are correct, then calls customer for installation appointment, and then install.

· All contractors have been doing the whole neighborhood approach already.  Maybe 60% - 80% of customers in neighborhood enrolled but don’t have time for installations in the three days it might take a contractor to reach that neighborhood. After several of these neighborhoods, the contractor will have a backlog of homes that need to be hit again. (ASSERT)
· It is not logical to assume the customer is home and that all measures can be installed that same day.

· Johanna Sevier, CPUC, said that this is not set in stone, they will work with the utilities and iron out some of the details

· Will the utilities determine which neighborhood to go to?  The utilities will provide information on high usage customers and try to help the contractors. It will take real coordination.
· Changes need to be made to the P&P Manual.

· In order to be effective, there are barriers that the contractors need to overcome such as:  trust, elderly customers, and ethical.  It helps when the utility provides publicity; information and mailings to the customers letting them know that contractors will be in their neighborhood to service their homes.   But even that, sometimes they will service only 25% of the customers. (Richard Shaw)
· Johanna Sevier, CPUC, said they should leverage with local groups that have their trust.

· Scheduling is a major concern.

· What is a reasonable time from when the assessment is made to the completion of all the measures?  It is not spelled out anywhere.

· This program has to be marketed to the low income community.  You have to gain the trust of the people before they will allow us in their homes.  It won’t work to knock on the door and say “Look what we have for you.”  If you want to be effective, you need to have a program that has a process to prepare and inform the community that the program is coming and to gain their trust.  After all this effort, you may get 25% to enroll during the initial sweep.  Others will enroll once they see what their neighbors received from the program.  (ASSERT)
· Local governments, agencies and local leaders within the community as described within the decision are intended to leverage efforts and to address trust issues (Johanna Sevier)

· One major obstacle is getting the authorization from the landlord/manager of the complex.  It may take an extensive amount of time, maybe 3 months.  (RHA)

· But on the first cold day, contractors are inundated with calls from customers asking how soon they can get the measures installed in their homes.   That occurs for the electric side as well. On the first hot day, contractors are inundated with calls again.  Their workload fluctuates with the weather. (ASSERT)
· One contractor described times when a customer called and requested services but the contractor was forced to tell the customer he was not in their target neighborhood and therefore cannot service the customer’s house.  This situation should not happen.

· Another contractor reiterated the situation above that they had to turn away customers because they were not in the right neighborhood.

· Will the application form have a check box on the form where customers can indicate whether or not they have a disability? (ASSERT)
· QCS disagrees with the utility interpretation that energy education which leads to the installation of measures is required.  John Fasana stated that utilities will take another look at it (page 57 of the final decision)
· There should be workshops with the contractors and utilities to work things out. (ASSERT)
· Greg Lawless, SDG&E, asked the question: What can utilities do to help you drive your costs down?  Responses included:

· Better target of low income neighborhoods by energy insecurity, high energy user, disability, etc.
· Pre-qualify the customer so all the customer needs to do is sign

· Reduce transportation time

· Reduce time involved

· Better marketing for neighborhood

· Better list of qualified customers. Out of 3,000 leads, only 20% are good.

· Allow education and assess for measures at the same time. This builds a trusting relationship with the customer.

· There are no more significant gasoline savings to be wrung out of the current process (Richard Shaw)
· Per the Proposed Decision, Version 6, page 59, utilities cannot pay for education that does not result in installation of measures.  

· Even with these lists, the contractor still needs to do the same amount of work to get the customer served.  There will not be significant savings achieved.

· Higher use customers will define which neighborhoods would be served first, but all customers within the neighborhoods even if not the high users will need to be served.

· Discussion of three-measure rule:
· Bundling weatherization measures reduces the number of measures to be installed. (ASSERT)
· Contractors will not get paid because there are no measures to install 

· If agency has significantly bad leads, they will loose money and stop work. This could lead to significant layoff of valuable employees
· Customers will be disadvantaged in winter because there are not three measures to install or meet the threshold 
· Having to walk away from homes because they don’t have 125 kWh or 25 therms annually will give the program a bad name making it more difficult for agencies to get into homes. (CAPOC)
· Perhaps the contractor should document number of homes who could not be serviced because of the three-measure rule.  Contactors say that takes time. SCE does track this number but other utilities do not.  (DRA)

·  SoCalGas will pay the contractor $4 if the customer refused service. 

· If the three-measure 25 therm/125 kWh rule stays the way we interpret it in the Proposed Decision, then SoCalGas’ LIEE program in the LA basin will consist solely of furnace repair and replacement. 

· Need to address air sealing measures (separate or combined) and how to address them in the P&P.  If these measures cannot be installed in combination, they may not be able to be served because individually they may not meet the energy savings thresholds directed in the decision under the 3 measure minimum.

· A lot of money will be spent to market to and enroll customers only to have to walk away from customers without reimbursement to the agencies.  This is a customer service issue.  There will be public outcry over this.

· Discussion on Policies and Procedures Manual:

· The Proposed Schedule is as follows:

· February 13, 2009

Initial Draft

· March 4, 5, 2009

Public Meetings

· March 24, 2009

Second Draft

· April 1, 2009


Public Meeting

· May 3, 2009


Submit to CPUC

· One contractor noted this is an ambitious schedule and not enough time to produce the final product. This schedule is compliant with the Decision that requires the update within 180 days and this cannot be changed.

· One contractor asked why the public is not involved in the initial draft.  The utilities responded that in the past it has been found to be more efficient and productive to give the public a draft - something that they can see and change.  This will be a long tedious process and it will require a lot of work. (QCS and ASSERT)
· Given that the Whole Neighborhood approach will not be finalized until the P&Ps are done in 180 days, what will the IOUs be doing January 1, 2009?  Contractor will have to lay off employees.  John Fasana and Greg Lawless confirmed that the utilities will provide canvassing lists on January 1. (QCS)
Many of the aspects of the decision will be ready to go on January 1st while others will need to be phased in.  Regardless, there will be a program in place January 1st with 95% of the Proposed Decision, as it is currently written, in place.
· SoCalGas currently requires citation of proof of disability. (ASSERT)
· Discussion on Leveraging

· SCE/SoCalGas need clarity – operational not working with LIHEAP.       This needs to be resolved.  The Program Managers from each utility will work with the contractors on this.  (ASSERT)
· The decision gives clear direction on leveraging and the utilities will          comply

· Will the utilities take the lead in making sure that leveraging happening or is this a role the contractors should take on?  Both contractors and utilities will work on this.  The decision makes the utilities accountable for tracking and reporting on leveraging efforts. (CAPOC)
· Reporting
There will be more reporting but the utilities will work with the Energy Division on it

Johanna Sevier, CPUC, commented that it is not more, not less – just different

· CFLs provide the non-energy benefit of not having to change a bulb as often especially for the elderly and disabled who would need someone else to come in and change the burnt out bulb for them

· Additional Input

DRA stated that the unintended consequences resulting from the decision is not intended to reduce services to customers. Even if unintended, it is still a reality (QCS)

CFLs provide the non-energy benefit of not having to change a bulb as often especially for the elderly and disabled who would need someone else to come in and change the burnt out bulb for them. (Richard Shaw)

Customers who changed out their CFLs saw a tremendous savings on their bills. (CAPOC)
If contractors cannot deliver on January, they will need to lay off employees which will add to the high unemployment rate in the state. (RHA)

The utilities will work on clarification of the three-measure rule.  There is no intent to stop and start in January by the decision regarding gas      measures 

   
 Contractors said it takes time to prepare a bid

PG&E may have a problem because they are required to bid out their program and cannot contract with RHA past December 31, 2008. (RHA)
 Demand Response and CSI do not have decisions yet but Low Income     does have a decision.  That is very encouraging. (John Fasana)
· New Items

One contractor discussed the merits of CFLs for low income people and it has shown a dramatic drop in a customer’s bill.  These people need these CFLs because they cannot afford to buy them and in a few years, these will be the only lights on the market and they cannot afford them. (Richard Shaw)  

CFLs provide excellent public relations with the customer for energy efficiency.  It is something the customer can control.  Often, it is the CFLs that allow the contractor into the home

One contractor said he will have to lay off outreach people in the 4th quarter because they are just completing installation of measures.   If resolved, they will be okay in January 

The next quarterly meeting will be held on February 4, 2009, in San Francisco[image: image1.png]
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