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Introduction

In 2007, the Connecticut Municipal Electric Energy Cooperative (CMEEC) began the process of re-aligning its’ programs to address the realities of the energy markets. Higher costs will continue and there will be an increasing urgency to both improve customer energy efficiency and to reshape and reduce traditional energy supply needs. CMEEC and its member utilities, acknowledging their roles as energy managers for their customers, have begun the planning necessary to pursue both supply and demand options including energy efficiency, smart metering, demand response, emergency generation, renewable energy, combined heat and power, and lowest-cost purchasing. Through this approach, CMEEC and its member utilities will help their customers address future market uncertainties, including price volatility, demand markets, and load growth.

CMEEC’s ongoing portfolio planning involves efficiency, load reduction and load shaping as well as traditional supply side planning. In future planning, CMEEC will provide a longer look at its overall integrated resource planning on a two year horizon.   As each year is completed CMEEC will continue this “rolling” two year model and bring the next succeeding year into play. 
This 2008 plan presents the current CMEEC energy efficiency program as it has been pursued and will be operated for the remainder of the year. 
Energy Efficiency and Demand-Side Planning
CMEEC and the municipal electric utilities in Wallingford, Groton, Norwich, Bozrah, Jewett City, and the Second and Third Taxing Districts of Norwalk worked during 2007 to continue and enhance ongoing energy efficiency efforts. The goals for 2007 were to achieve annual energy savings of 10,697 Megawatt-hours (MWh) and peak demand savings of 1.16 Megawatts (MW). Actual savings achieved were 14,761 MWh and 4.39 MW, 138 percent and 378 percent of the goals in energy and demand respectively. 

CMEEC participants will continue and extend their efficiency efforts in 2008 by: 

• Expanding efforts to distribute Compact Fluorescent Light bulbs (CFLs) to 


customers, including using new distribution channels such as direct 


installations, direct mail campaigns and school fundraiser programs, as well as 


to additional customer segments (Small Commercial). CMEEC member 


Companies distributed and/or installed over 189,000 bulbs in 2007 and plan a target of 250,000 in       2008. 


• Continuing the implementation of Low Income programs 


• Ramping up efforts in the Commercial & Industrial (C&I) sector, resulting in 


8,778 MWh and 3.96 MW  


• Continuing participation in the ISO Forward Capacity Market with a target 


• Expanding the Energy Star appliance rebate offers 


• Adhering to budgets, and exceeding savings targets 


• Cooperating with Investor Owned Utility efficiency programs such as Lighting 


Fairs and Home Energy Solutions Program. 
 As part of the overall CMEEC supply efforts, member systems are promoting clean energy projects.  As part of this effort, CMEEC has signed an agreement with the Connecticut Clean Energy Fund to administer selected alternative energy supply projects for the municipal systems.  

Contents of This Document
The 2008 plan will provide details and updating for only CMEEC’s demand side efforts. Since new supply side programs are not yet ready for implementation, it seemed best to focus on the current Energy Efficiency program for the present. CMEEC expects to see development of supply side programs completed during the remainder of 2008. Those programs will be integrated into future plans as appropriate. The next section of this report provides an overview of CMEEC and its member utilities, and the strategic approaches CMEEC plans to use in working with its member utilities’ customer base. The report then provides an overview of CMEEC’s 2008 demand-side plan, reviewing the planned services and programs in the residential and commercial & industrial sectors, and other planned efforts. The report follows with the presentation of the cost-effectiveness of CMEEC’s proposed planned measures.

CMEEC Overview

CMEEC Goals and Objectives
CMEEC’s Mission Statement:
To forecast and secure the full power requirements of the Member municipals as they meet the electric needs of their customers at the lowest possible cost in order to maximize the competitiveness of the owner municipal utilities in the retail market.

Cost-effective demand side and supply side management both contribute to CMEEC’s mission by lowering overall costs to consumers and to the utilities, and by contributing to system reliability through reductions in capacity and transmission requirements.
In keeping with this mission, CMEEC members have established the following goals for the CMEEC Portfolio:

1. Reduce peak power demand and federally mandated congestion costs (FMCCs).
Reducing peak power requirements will have triple benefits of (a) reducing federally mandated congestion charges, (b) improving statewide transmission and distribution system performance, and (c) reducing CMEEC customer costs.

2. Provide equity to electric customers.
CMEEC continues to focus its’ Portfolio so that funds and benefits are shared equitably by all members over time. However, CMEEC has explicitly not required that the amounts budgeted for activities in each member community equal projected collections from that member on an annual basis. CMEEC believes that this flexibility is important in allowing efficiency funds to effectively target opportunities, and to respond to changes in the market. To pursue both market transformation and resource acquisition strategies, CMEEC has focused on energy efficiency activities that yield immediate and easily quantifiable savings, but which also support the evolution of markets for products and services that provide higher levels of energy efficiency. CMEEC will strive to strike an appropriate balance between these somewhat competing goals.
2007 DSM Results

On total expenditures of $2,469,154, the 2007 Conservation and Load Management (C&LM) Program had the following key results:

· Total annualized energy savings of 14.8 GWh at a cost of $0.17 per annual kWh

· Annual demand reduction of 4.4 MW at a cost of $563 per kW
· Lifetime energy savings of 144 GWh

· All programs were cost-effective, with benefit-cost ratios ranging from 1.0 to 6.9
· Each dollar spent on the program resulted in $5.70 of future electric system benefits

· Each dollar invested by society resulted in $2.7 of future societal benefits.

The results achieved by the CMEEC Systems exceeded the targets set in the 2007 Program Plan. Detailed results for 2007 are available in the “CMEEC Demand Side Management Portfolio Annual Report 2007.
CMEEC Strategic Approaches 
This section highlights the strategies that CMEEC will continue to utilize in its’ demand-side programs. These strategic approaches are the basis for the success CMEEC has had to date and will continue to be critical to existing and future programs.
Direct Relationships with Customers
One of the primary advantages of CMEEC and its member utilities in program design and implementation is the relationship between the municipal utilities and their customers – the local citizens and businesses of their communities. Municipal utilities are directly linked to their communities – governing decisions are set by local utility boards, they strive to provide low-cost, reliable power to their constituents, and they work closely with other local institutions to develop solutions to community needs. Through these links, CMEEC’s member utilities have the established avenues to reach customers with program information as well as direct products 
Examples of the application of this approach includes:

· Distribution of Compact Fluorescent Lamps – in 2007, CMEEC member utilities distributed over 189,000 compact fluorescent lamps (CFLs) to residents at lighting fairs, through municipal utility offices, school fund raisers and directly through “drop off” and “direct install” programs. Without the direct relationships to citizens and other constituents, CMEEC would not have been able to achieve this level of distribution at a relatively low cost. CMEEC will continue CFL distribution in the upcoming year with a target of distributing 250,000CFLs through all existing channels. As the market for CFL’s becomes saturated and the Federal restrictions on incandescent bulbs takes affect, the CFL program will be downgraded and eventually eliminated. 
· Working with Small Businesses – Norwich Public Utilities (NPU) developed and operated a pilot program to work directly with small businesses. The resulting anecdotal data indicated that very small customers (less than 10kw) could not take advantage of such a structured, prescriptive program. The larger customers in this class (25 kw and greater) are now offered the same program choices as large C&I customers. Those less then 25kw can access the free and direct install CFL program. Efforts will continue to work with small customers to develop additional suitable programs 
· Residential Direct Install Efforts – Several of the CMEEC member systems are operating residential direct install programs. These programs provide a direct connection for customers to easily experience CFL’s and instantly changes the market one customer at a time. Continuation of the direct install programs will continue and is budgeted for 2008.
· Residential CFL “Drop Off” Program – Customers can request CFLs from the utilities and specify that the bulbs be dropped off at their residences for them to be installed by the customer.
Access to Opportunities in Municipal Facilities

Municipal facilities continue to present opportunities for DSM and supply side activities as they generally involve multiple buildings under common administration, and often with ample potential for efficiency measures as well as power supply projects. The societal benefits of municipal projects, in terms of cost savings, energy efficiency and renewable energy, are generally consistent with the goals of municipal governments and are viewed positively by local citizens.
The Municipal Utilities continue to work with school departments and other city and town agencies to pursue energy efficiency projects. Projects expected for 2008 include lighting projects at a parking garage for South Norwalk, 3 schools and 3 municipal buildings in Wallingford and an ongoing project with the school department in Norwich. Norwich also has a solar project at one of its’ fire stations. 
Synergies of Multiple Service Provision

CMEEC members all provide electricity service and most offer at least one additional service including water, waste water, gas and telecommunications. There are multiple opportunities to dovetail water and gas conservation programs with the electric efficiency portfolio. In addition, telecommunication capabilities can be used to facilitate efficiency initiatives.
The municipal systems will offer an existing home retrofit program in 2008. The program, Home Energy Savings will provide a whole house approach and will coordinate with the CEEF program provided by the gas companies as well as utilizing the CEEF contractor base.
Norwich Public Utilities, which holds both gas and electric franchises, will expand its efficiency offerings during 2008 to include a gas equipment component, on both a retrofit and a new construction basis. This program will be available to residential, commercial and industrial customers. Incentives will be provided for high efficiency gas space and water heating equipment. This equipment component will also be offered as part of the Home Energy Savings program. 
Several systems will sponsor CFL “fund raiser” programs for K-8 schools, where member utilities will provide CFLs at low or no cost to school Parent Teacher Organizations as an alternative to fundraising with candy or wrapping paper.
. 
Concentrated Commercial and Industrial Sector Opportunities

Medium to large commercial and industrial (C&I) customers accounted for 57% of CMEEC’s 2007 retail sales. Because there are relatively few such customers, each provides an opportunity for significant energy efficiency savings. Efforts to engage these customers started in 2006 and continued in 2007, resulting in over 60 customer projects. Most projects addressed lighting retrofits, but several customers pursued HVAC or motor-related projects as well.
Projects involving C & I customers contributed nearly 60% of CMEEC’s C&LM savings in 2007. In future years the ground work laid in 2006 and 2007 will yield additional savings. Given the success of these projects and the opportunities for substantial savings, CMEEC plans to continue its’ focus on C&I lighting opportunities and increase efforts with HVAC, refrigeration and other specialized areas..

CMEEC sees significant opportunities to provide a range of services to this class of customers. Because of customer size, load characteristics, and facility issues, these customers are potential candidates for smart metering, renewable energy, combined heat and power, and/or power factor correction projects.
The CMEEC systems will continue to leverage new and varied projects from the considerable interest sparked by the successes of the past two years. During the course of 2008 CMEEC will continue , to provide a “one-stop-shop” approach for energy efficiency, demand response, and supply-side opportunities.
Opportunities to Tailor Services to Customers
The municipal systems tailor all their services to customers, whether CMEEC-wide or within individual member utilities. Each utility has the ability to experiment with different strategies and approaches, and to share information about successes – and failures – with other CMEEC members. For example:
· CMEEC systems deliver variations of a residential direct install program, both for low income and market-rate housing. Different implementation models are used, from subcontractors to college students, with different ranges of technologies installed. The level of receptiveness to a direct install program is enhanced by residents’ familiarity with their own municipal utility. 
· Groton Utilities has targeted military housing as a customer segment to focus the residential programs in that service territory. 
· As mentioned earlier, CMEEC has the ability to offer a single point of service for a range of opportunities, including energy efficiency, smart metering, emergency generation, renewable energy, combined heat and power, and power factor correction. CMEEC will work on project development among its larger C&I customers during 2008.

As the systems change the approach to integrate supply and demand side opportunities, they will be able to tailor opportunities to customers interested in pursuing both types of projects. 
Customer Outreach through the Internet

CMEEC will continue to expand the use of the Internet for public outreach throughout the planning period. The Municipal Cool Choice, Motor Up and Appliance Rebate forms are available from a central web location. As well, links to the centralized “Home Energy Depot” are provided on the home pages of all member municipal utilities, providing residential customers with interactive energy audits and in-depth energy conservation information.

Opportunities to Coordinate with the CEEF Program
While evaluating a range of approaches in promoting energy efficiency and demand response within its member service territories, CMEEC is aware of the experience and level of effort currently undertaken by Connecticut Light & Power and United Illuminating for the Connecticut Energy Efficiency Fund (CEEF) programs. CMEEC has adapted the CEEF HVAC, motor and residential appliance rebate forms for use by the member municipalities, to provide a consistent “look and feel” for customers.

CMEEC will continue it’s efforts with CEEF program administrators to evaluate opportunities for collaboration, including:

· All of the Municipal Systems will implement the Home Energy Savings program in 2008. The Systems will utilize the contractor base developed through the CEEF programs and will coordinate with the Gas Companies, where appropriate, to increase customer savings.
· Using the same incentive structure and implementation strategies for premium efficiency motor and air conditioning incentives.
· Participation in the State wide room AC turn-in and the central AC programs. 
· Development of measurement and verification protocols, to the extent possible, for participation in the Forward Capacity Market.
Supply and Demand-Side Integration

CMEEC staff and outside consultants are in the process of developing a broad based supply side demand reduction program. When completed, these efforts will be dove-tailed into the existing efficiency programs providing municipal customers with an array of options.
As part of the overall CMEEC supply efforts, member systems are promoting clean energy projects.  Groton Utilities and Norwich Public Utilities have PV supply projects underway.  In addition, CMEEC has signed an agreement with the Connecticut Clean Energy Fund to administer selected alternative energy supply projects for the municipal systems.  
CMEEC Demand-Side Management

Budget and Savings
Table 1 below shows the planned spending by utility and by program for 2008.. Total spending of $2,857,423 is planned, with 55% of spending in the commercial & industrial (C&I) programs and 43% in residential programs, which follows the 2007 system energy requirements.
The 2008 program budgets are considered guidelines for the member utilities. The utilities have ample flexibility to choose the programs they wish to focus on, and mid-course corrections are to be expected given that some programs will be new in 2008, and others will be in only their second year.

Table 1. Program Budgets by Municipality 2008 
[image: image2.emf]Program Total Bozrah Groton Jewett City Norwich S. Norwalk E. Norwalk Wallingford

Residential

Low Income Program $265,684 $17,227 $130,000 $10,331 $57,812 $28,732 $21,582 $0

Existing Home Retrofit $130,000 $0 $10,000 $0 $20,000 $0 $0 $100,000

Efficient Products

     Lighting $731,402 $22,048 $15,000 $13,222 $166,739 $36,771 $27,621 $450,000

     Appliances $104,479 $5,964 $30,000 $3,577 $22,521 $9,947 $7,471 $25,000

Subtotal - Residential $1,231,565 $45,238 $185,000 $27,130 $267,072 $75,450 $56,674 $575,000

Commercial

Commercial New Construction $70,000 $0 $50,000 $0 $20,000 $0 $0 $0

Commercial Equipment Replacement

     Prescriptive $230,319 $2,576 $150,000 $1,048 $16,674 $6,108 $3,912 $50,000

     Custom $213,370 $0 $30,000 $0 $83,370 $0 $0 $100,000

C&I Existing Facility Retrofit $1,056,590 $28,568 $385,000 $11,626 $254,564 $67,736 $43,380 $265,716

Demand Response

$0

Subtotal - Commercial $1,570,278 $31,145 $615,000 $12,674 $374,608 $73,844 $47,292 $415,716

Renewables $55,580 $55,580

Total - All Programs $2,857,423 $76,383 $800,000 $39,804 $697,260 $149,293 $103,967 $990,716


Note: The budgets include the costs of planning and evaluation activities.
Projected Savings by Program

Although CMEEC’s DSM programs are still fairly new, CMEEC has been carefully tracking spending and savings from program activities using the CENCON data tracking system. To project savings in 2008, we applied the savings yields (kWh per dollar spent and kW per dollar spent) from program activity in 2007 to the estimated 2008 program budgets. 

The projected savings for each program are shown below in Table 2. The total annualized energy savings is 14,841 MWh and the total summer peak demand reduction is about 1.9 MW, comparable to the savings from 2007 activities. While the budget has increased, savings are projected to be similar, as the growth in spending is attributable largely to increases in spending on the Home Energy Savings Program and the Low Income program, which provide fewer kWh per dollar spent than other programs.
Table 2. Projected Savings by Program 2008
[image: image3.emf]Program

Program 

Budget 2008

Proj. 

Annual 

Savings 

(MWh)

Lifetime 

Savings 

(MWh)

Proj. kW 

Impact 

(Year 

End)

Residential

Low Income Program $265,684 301 2,104 24 $ 11,218 $ 0.88 $ 0.13

Existing Home Retrofit $130,000 266 2,241 16 $ 8,205 $ 0.49 $ 0.06

0

Efficient Products

0

     Lighting $731,402 5,378 37,646 273 $ 2,682 $ 0.14 $ 0.02

     Appliances $104,479 151 1,805 10 $ 10,121 $ 0.69 $ 0.06

Subtotal - Residential

$1,231,565 6,096 43,795 323 $ 3,818 $ 0.20 $ 0.03

Commercial

Comm. New Construction $70,000 70 840 23 $ 3,000 $ 1.00 $ 0.08

Comm. Equip. Repl.

     Prescriptive $230,319 741 17,085 92 $ 2,492 $ 0.31 $ 0.01

     Custom $213,370 1,248 11,365 378 $ 564 $ 0.17 $ 0.02

C&I Existing Facility Retrofit $1,056,590 6,687 72,180 1,093 $ 967 $ 0.16 $ 0.01

Demand Response

$0

Subtotal - Commercial

$1,570,278 8,746 101,470 1,587 $ 989 $ 0.18 $ 0.02

Renewables $55,580

19 9

Total - All Programs

$2,857,423 14,841 145,265 1,919 $ 1,489 $ 0.19 $ 0.02

Demand 

Cost $/kW

Cost Rate 

$/kWh 

Annual-

ized

Utility Cost 

Ratio $/LT - 

kWh


Note: All energy and demand savings are at the customer meter.
Target Demand and Energy Yields

The table below shows the target annual demand and energy reduction yields for 2008. These are based on the program budgets and the projected energy and demand savings detailed above. 
Table 3. Target annual demand and energy reduction yields.
	
	2008
	2007 Actual

	Target Annual Demand Yield (W/$)
	 0.67 
	0.69

	Target Annual Energy Yield (kWh/$)
	 5.2 
	5.1


CMEEC DSM Portfolio Programs
Each of the DSM programs for 2008 are described below, including the program objective, the target market, the marketing and incentive strategies, any new program issues for the period, and the program budget.

Residential

Residential New Construction

There was no residential new construction market program activity in 2007. However, Norwich Public Utilities is currently operating a residential new construction pilot program which was initiated in 2008. Currently one multifamily homebuilder is utilizing the program and has units for sale. The pilot offers the following features:
· Energy Star appliances

· Cool Choice for cooling equipment 

· Qualifying CFL lighting fixtures and high efficiency ceiling fans 

· CFL’s, supplied by NPU, for each light and lighting fixture 

· Install low water flow shower and sink devices, also provided by NPU 

· High efficiency CFL exterior area lighting with photo sensors or timers as applicable

· Natural gas instantaneous (tankless) water heater

· High efficiency natural gas boilers and furnaces (92.5% A.F.U.E.)

· Energy Star heating system programmable thermostats

As these pilot efforts are evaluated, CMEEC members will decide how best to expand and extend the program. 

Low Income Program

Low income programs will be operational in 2008 in, Groton, Wallingford and Norwich.
Objective
The primary program objective is to reduce energy costs for low-income customers through the direct installation of efficiency measures, primarily weatherization. The program also serves to maintain or improve the member utilities’ relationships with these customers.
Target Market
The program targets low-income customers, potentially including those with unpaid bills and higher-than-average energy use. Each utility will establish its own appropriate criteria to define “low-income.” The low income programs of the CL&P and UI can be used as a guide. Their Conservation and Load Management Plan 2007 and 2008 describes the target market as:

“Customers with the following criteria: (a) income that is at or below 60% of the median income, (b) energy burden (percent of total annual income spent on energy) that is high and (c) have not received weatherization services in the prior 18 months. Beginning in the fourth quarter of 2005, CL&P expanded the program to the Norwalk-Stamford sub-area to be 250% of the federal poverty level. The Companies can also target financially challenged customers facing other issues that may interfere with their ability to take advantage of conservation services. Examples of these customers include group living settings, such as residential treatment facilities, group homes, halfway houses, and shelters.”
Program Description
The Low Income Program relies on local contractors to carry out direct installation of various efficiency measures. In 2008 Competitive Resources, Inc. and TVCCA will provide these contractor services. Efficiency measures may include efficient lighting, water heating and pipe insulation, low-flow water devices, blower-door tests and subsequent air sealing and weatherization, and related measures.
In many cases a utility staff person will accompany the contractor to the customer dwelling to assure customer understanding and satisfaction with the process. Both the utility staff person and the contractor will include an educational component with the visit (e.g., distributing literature and answering questions), so that the benefits of the efficiency measures are well understood and thus more likely to be maintained. 

Marketing Strategy
Each CMEEC member utility with a Low Income Program is responsible for outreach to their respective customers. Several methods of outreach that have worked successfully in past years include:

· working closely with community assistance agencies (e.g., social service or housing authorities)

· enlisting staff from customer service, field service and project coordinators to refer low-income customers to the program (building on existing relationships)

· mailing, radio and paper advertisements

· bill stuffers
· utility and community web sites
Other potential methods include direct calls to the customer and contacting landlords of low-income housing. 

Incentive Strategy
CMEEC members cover 100% of the efficiency measure costs for low income customers. Activities implemented through landlords may require a co-pay from the landlord.

Budget
	
	2008 Budget
	2007 Budget
	2007 Actual

	Low Income Program
	
 $265,684 
	
 $155,716 
	
 $82,801


* Budgets and actual expenses include planning and evaluation activities.

Home Energy Savings
Initially CMEEC utilities intended to offer an existing home retrofit program as the primary offering to homeowners. In the first years of the program there was no State wide comparable effort and therefore no available vendor base. Since the CMEEC systems customer base was disbursed and relatively small, the program could not be sustained on a CMEEC basis alone. The program was therefore put on hold. Now that a home retrofit effort is underway on a State wide basis, with the corresponding vendor complement, the CMEEC systems will begin offering a home retrofit program with the same basic elements as the CEEF programs. In addition Norwich will offer its’ program with a gas equipment component involving high efficiency space and water heating. 
Objective

CMEEC’s Home Energy Savings program will provide comprehensive whole-house retrofit services to residential customers through a mix of infrastructure development efforts, marketing, and consumer incentives.
Target Market

The program will be marketed directly to homeowners, and will initially target low income, high use and electric heat customers.
Program Description
The program addresses the entire spectrum of energy use involving shell construction, space and water heating and cooling. The program includes blower door testing leading to air leak sealing, duct testing and sealing, installation of CFL’s where ever practicable, water and hot water efficiency devices including pipe insulation. The CMEEC contractor will also assist customers with the procurement of attic insulation and will assure quality control.  The CMEEC systems will work with Yankee Gas Co to coordinate the HES program gas company incentive offers.  Norwich Public Utilities will offer a gas equipment component.
Marketing Strategy
Marketing will be through direct mail and other local customer service connections. 
Incentive Strategy
All costs except attic insulation will be covered by the program. Incentive level for insulation will be $.50 per square foot and will be increased to $1.00 for attic insulation for customers with both electric heat and central air conditioning. Norwich, providing both gas and electric service, offers a prescriptive gas equipment incentive program for high efficiency boilers, furnaces, tank-less hot water heaters and auto-setback thermostats. Incentives for these items are included in the overall retrofit program. Appliance incentives will be included in the program at the levels listed under the appliance program.  Some member utilities may offer up to $100 per unit on a selective basis, depending on the age and efficiency of the existing appliances.
New Program Issues
Since this is the startup year for CMEEC, the program will be monitored and changes made to improve the program elements and the delivery. 
Budget
	
	2008 Budget
	2007 Budget
	2007 Actual

	Home Energy Savings
	
 $130,000 
	
 $87,690 
	$73,818


* Budgets and actual expenses include planning and evaluation activities.

Efficient Products

In 2008 the Efficient Products program will build on its demonstrated success in development years.

Efficient Products – Lighting

The lighting component of the Efficient Products program will continue to provide no and/or low cost ENERGY STAR CFLs to CMEEC customers. Reduced-cost efficient lighting fixtures will be provided through a lighting catalog.

Objective
CMEEC’s efficient lighting efforts seek to increase the penetration of ENERGY STAR lighting products through consumer education, product give-aways, lighting catalogs, and co-promotions with CEEF Lighting Fairs. A target of distributing 250,000 CFLs has been set for 2008, although a small portion of this target may come from the Low Income program.
Target Market
All CMEEC customers, with a focus on residential and small commercial customers.

Program Description
CMEEC’s members will pursue a variety of activities to promote the use of efficient lighting among its customers. Foremost will be the continued distribution of no-cost CFLs at CMEEC member offices. CMEEC uses a Connecticut-based CFL distributor to provide its members with low cost, ENERGY STAR CFLs. Hardcopy and on-line lighting catalogs (maintained by Energy Federation, Inc.) will continue to be used to provide customers with reduced-cost efficient lighting fixtures and replacement bulbs. CMEEC will also pursue other channels to distribute CFLs including a direct mail offer, direct install programs, school based fund drives and related methods.
CMEEC has an agreement in place to honor any orders from municipal customers’ who participate in lighting fairs by paying TechniArt directly for the subsidized share.
Marketing Strategy
CMEEC members will continue to promote CFLs at member offices and at other municipal locations. There will be a major direct mail campaign in the fall in addition to lighting fairs, catalog sales and direct install programs implemented by the member municipalities.
Incentive Strategy
Varying levels of incentives will be used from no cost/direct installed programs to subsidies through catalogue offerings and lighting fairs.
New Program Issues
None expected at this time.
Budget
	
	2008 Budget
	2007 Budget
	2007 Actual

	Efficient Products – Lighting
	
 $731,402 
	
 $384,873 
	
 $768,482 


· Budgets and actual expenses include planning and evaluation activities
Efficient Products – Appliances

CMEEC’s members will continue to support and expand the sale and promotion of efficient appliances for 2008.
Objective
To increase the stocking, promotion, and sale of resource efficient appliances.
Target Market

The Efficient Products program appliance component is targeted to residential customers, but all customers in participating member service territories are eligible. 

Program Description

Participating CMEEC members will provide rebates for qualifying appliance models.. 
Marketing Strategy

Participating CMEEC members will promote efficient appliances through educational outreach at their offices, member web sites, and bill inserts. All web site promotion for this program will direct customers to a common Home Energy Depot web site, providing a common portal for program information and rebate forms.

CMEEC will work with participating retailers to place point of purchase materials in the stores. While the focus of marketing efforts will be the eligible appliance categories, the messaging will also more broadly promote ENERGY STAR appliances. Efficient appliances and available rebates will also be cross-promoted through all CMEEC member ENERGY STAR Lighting, Home Energy Savings, and Multifamily New Construction program efforts.
Incentive Strategy
Planned rebate levels and minimum efficiency criteria are provided in the table below.
	Appliance Type
	Minimum Criteria
	Rebate Level

	Clothes washer –
front loader
	ENERGY STAR

MEF ≥ 1.72
	$60

	Clothes washer –

top loader
	ENERGY STAR

MEF ≥ 1.72
	$30

	Water heater
	< 59 gallons: EF ≥ .93
60 gal. or more: EF ≥ .91
	$60

	Refrigerator
	ENERGY STAR

Max kWh varies by size and configuration.
	$60

	Dishwasher and dehumidifier
	ENERGY STAR
	$60


Mail-in rebate forms will be available at participating CMEEC member offices and in most cases on the utility web-sites. Coupons will also be available at participating retailers located in CMEEC member service territories. Bill inserts may also be utilized depending on the utility. Customers will provide a valid billing address and a copy of the receipt. CMEEC will be responsible for the processing and redemption of the rebate forms and will maintain up-to-date lists of qualifying appliance models. CMEEC members will inform retailers in participating CMEEC member service territories and neighboring areas of their planned appliance rebate efforts.

Rebate levels may be periodically updated to match current federal standards and ENERGY STAR specifications.

Budget 
	
	2008 Budget
	2007 Budget
	2007 Actual

	Efficient Products – Appliances
	
 $104,479 
	
 $148,894 
	
 $66,921 


· Budgets and actual expenses include planning and evaluation activities.
In addition CMEEC members will participate in the State-wide room AC turn-in and central AC programs established by the Legislature. In addition to accepting rebate coupons from participating state-wide chain stores, several of the CMEEC systems are working with smaller local retailers to expand the reach of the program. 
Commercial & Industrial

The commercial and industrial customers in CMEEC’s member utilities play critical roles in each community. These customers generate the economic activity and create the employment that gives each community its character and vitality. The Energy Efficiency programs provide support to the business sector to lower operating costs, improve profitability, manage energy price volatility, and improve productivity. 

Commercial New Construction

Opportunities and therefore activity to date with this program have been limited due to a low level of commercial construction. The intent of the CMEEC program has been and continues to be one of assisting with new commercial construction projects as opportunities arise. 

Objective
The Commercial New Construction (CNC) program ensures that levels of energy efficiency are higher than required by Connecticut’s energy efficiency codes, and that new construction projects take advantage of the impacts of efficiency on interacting systems (e.g., reducing cooling loads with more energy-efficient lighting).

Target Market
There are four target markets for the CNC program:

· Design professionals: architects, engineers, and design-build construction firms that design new construction projects; 

· Businesses that plan and will either own or rent completed buildings;
· Developers; and
· Contractors.
Program Description
The program will offer a combination of technical assistance (through independent technical assistance firms) and financial incentives for eligible energy-efficient equipment and design practices.

Marketing Strategy
There are two components to the marketing strategy:

· Interface with Energy Conscious Blueprint Program: The CEEF programs already conduct outreach to design professionals in the state as part of their Commercial New Construction programs. CMEEC will collaborate with the CEEF on this outreach effort, to inform design professionals that incentives are available in CMEEC member territories for new construction projects.

· Working Relationships with Businesses: The municipal electric utilities will be aware well in advance of a potential business new construction project, and will engage the designer and/or builder on energy efficiency options as soon as possible to ensure they can influence the design and planning at the earliest stage.

Incentive Strategy
Incentives will depend upon the size of the project. In some cases, the same prescriptive incentives will be available as would be the case for equipment replacement projects. For larger or more complex projects, custom incentive offers will be developed as a function of cost, energy savings, and financing options. Some combination of financing and financial incentives may be offered, depending upon the municipality.

Budget
	
	2008 Budget
	2007 Budget
	2007 Actual

	Commercial New Construction
	
 $70,000 
	$41,411
	$3,058


· Budgets and actual expenses include planning and evaluation activities
Commercial Equipment Replacement – Prescriptive

Objective
CMEEC’s prescriptive incentives are intended to capture efficiency at the time of investment in new equipment, both planned replacement and time-dependent emergency replacement. The ongoing goal is to promote the installation of premium efficiency motors and air conditioning equipment. 
Target Market
The target market consists of:

· motor and air conditioning contractors and vendors; and
· businesses of all sizes.
Program Description
The program makes prescriptive incentives available for:

· Motors that meet the NEMA premium efficiency specification. CMEEC and its member utilities will also talk to contactors that typically work within their service territories to make them aware of the incentive offers, and to discuss issues of motor sizing and controls (which could move a project into the custom equipment replacement program). Eligible motors, efficiency levels and incentives will be consistent with those offered by CL&P and UI. 
· Qualifying commercial air conditioning products, with efficiency levels consistent with those promoted by energy efficiency programs throughout New England.
Marketing Strategy
The marketing strategy consists of discussions between member utility staff and contractors and end-users to make them aware of the incentives. For commercial air conditioning systems CMEEC will continue contact with mechanical contractors near its member utility service territories to inform those contractors of the incentives available in CMEEC municipalities. CMEEC will also promote the program through direct customer contact.
The CMEEC and member municipal websites will also promote the incentives and have forms available for download.

The Municipal Motor Up and Municipal Cool Choice application forms are available at utility offices and web-sites..

Incentive Strategy
Incentive amounts are consistent with or similar to those made available by other efficiency programs in New England. Eligible commercial air conditioning units up to 30 tons will receive a prescriptive incentive per ton of capacity, according to the prescriptive incentive form. 
Budget
	
	2008 Budget
	2007 Budget
	2007 Actual

	Commercial Equipment Replacement – Prescriptive
	$
 230,319 
	
 $196,703 
	
 $174,670 


* Budgets and actual expenses include planning and evaluation activities.

Commercial Equipment Replacement – Custom

CMEEC members will continue to promote this program through all of he direct customer channels available to each individual system.
Objective
The goal of the custom program is to maximize the energy efficiency of new equipment being installed at our commercial and industrial customers.
Target Market
Unlike the prescriptive program, which works actively with both contractors and end-use customers, the specific market for the custom offering is the end-use customer base. 

Program Description
The program makes technical assistance, financial incentives, and/or financing available to customers to support investment in higher-efficiency equipment and systems. The primary vehicle for learning about these opportunities is through the ongoing relationships with commercial and industrial customers. 
Marketing Strategy
The primary marketing strategy is the working relationships with commercial and industrial customers to ensure that CMEEC member utilities are present when these opportunities arise.

Incentive Strategy
Depending upon the project, CMEEC can help arrange a loan to finance a project and buy down the interest rate to zero percent on the high-efficiency premium portion of the loan. The utilities will also provide financial incentives toward the incremental efficiency cost. The amount will result from discussions and negotiations with customers about their cash flow situation and needed rates of return on the investment. 
Budget 
	
	2008 Budget
	2007 Budget
	2007 Actual

	Commercial Equipment Replacement – Custom
	
 $213,370 
	
 $46,587
	$60,840


* Budgets and actual expenses include planning and evaluation activities.

Small Business Program

Small business customers in all systems are eligible for the same incentive package offered to all C&I customers. In addition, smaller customers in this class may be offered prescriptive lighting incentives to render the incentive process easier and more accessible.  The smallest customers in this class may also access residential program offerings where applicable.
Objective
The objective of the Small Business Program is to help small businesses lower their energy costs by promoting the installation of energy efficient equipment, primarily lighting and refrigeration technologies. The program is design to overcome the barriers to energy efficiency that are unique to the small business market. 
Target Market
The target market consists of businesses that meet the “small commercial” definition in each system’s service territory.. 
Program Description
The program consists of the following components:
·  Incentives: Incentives, both prescriptive and custom, are offered to small custom primarily for lighting projects. However, as stated above all commercial and industrial customers are eligible to participate in the custom C&I programs for refrigeration and other equipment.
· Technical Assistance: Both utility staff and subcontractors are utilized and have analytical tools that allow quick evaluation of costs and benefits of sample projects (e.g., lighting retrofits, refrigeration controls). That information is conveyed to small business owners to secure a commitment to pursuing bids for projects.

· Project Assistance: Customers are assisted in soliciting bids from local contractors and vendors, review proposals for appropriate pricing and technical issues.
· On-going Relationships: Finally, utility staff maintains contact with these businesses to ensure satisfaction with completed projects and to capture other opportunities that may arise, particularly equipment replacement. 

Marketing Strategy
Utility staff will make small businesses aware of this opportunity through their established chains of communication, or will respond to requests for assistance. 
Incentive Strategy
The prescriptive incentives are generally designed to cover 50% to 100% of measure costs for high-efficiency lighting. Custom incentives are the same as those offered under the C&I retrofit program described below. The same incentive levels are provided for retrofit and lost opportunity projects. 
Budget
Funding for the Small Business Program is included in the various Commercial and Industrial Programs.
Commercial/Industrial Existing Facility Retrofit

The Commercial and Industrial (C&I) existing facility retrofit program provided the greatest share of energy and demand savings to date, and accounted for the greatest portion of program spending. CMEEC sees this program continuing to provide substantial benefits in 2008.

Objective
The objective of the program is to lower energy costs at CMEEC’s larger commercial and industrial facilities. The program offers technical and financial assistance to promote replacement of existing equipment with more efficient alternatives that frequently offer substantial non-energy benefits (e.g., improved lighting quality or system reliability). 

Target Market
The target market includes CMEEC’s larger C&I customer base. However, all commercial and industrial customers are eligible.
Program Description
The program offers both technical and financial assistance to customers.  Many projects result from utility outreach efforts.  Frequently however, customers obtain proposals directly from  vendors. Utility staff reviews proposals for savings claims and cost-effectiveness, and then offers financial incentives to improve rates of return on projects to meet customer decision criteria. Zero-interest financing is also available with some CMEEC utilities, where incentive payments are used to buy down interest rates and establish loan terms to provide positive cash flows to customers.
Marketing Strategy
The market strategy relies upon existing relationships between CMEEC member utilities and the target markets. 

Incentive Strategy
Incentives are designed to meet customer decision criteria and/or provide positive cash flow on projects. Individual incentive packages will be negotiated with customers.
New Program Issues
CMEEC will continue its’ outreach efforts to vendors and other providers of technical assistance and energy services, in particular to boost CMEEC’s ability to work on industrial process equipment and motors and controls opportunities. The program will also target opportunities for off-season early retirement of inefficient HVAC equipment to deliver summer peak energy and demand savings. 
Finally, CMEEC is also looking to integrate supply-side options to its demand-side offerings in this customer class. CMEEC will evaluate whether and how to offer services in support of customer-sited combined heat and power (CHP), power factor correction, and renewable energy generation, depending upon customer priorities and opportunities. 

Budget
	
	2008 Budget
	2007 Budget
	2007 Actual

	C&I Existing Facility Retrofit
	
 $1,056,590 
	
 $1,138,812 
	
 $1,238,565 


* Budgets and actual expenses include planning and evaluation activities.

Load Management

CMEEC’s load management efforts are included in the program development work currently underway and will be included in the overall supply and demand portfolio.
Energy Efficiency Financing 

CMEEC has developed a financing product, with a regional institution, which allows commercial and industrial customers to amortize energy efficiency project costs and obtain positive cash flow as one strategy for overcoming the first-cost barrier. Energy efficiency project analyses present cash flow and financial return information to customers (and their financial institutions) to demonstrate the bottom line impacts of energy efficiency investments. This will help CMEEC members in customizing incentive packages, with a combination of up front cash rebates and zero-interest financing to overcome financial barriers while minimizing program costs.. 

Although there was interest among customers in the program, no loans resulted. However the program is still available to customers .

Objective
The objective of the program is to offer attractive financing options to encourage customers to undertake efficiency improvements that would, absent innovative financial strategies, not be completed.
Target Market

The target market is CMEEC’s larger C&I customer base, although the program is open to all C&I customers.
Program Description
CMEEC has negotiated a zero percent loan program with a major national lender. 
Key components of this program include: 

· A loan pool of $4-5 million.
· The lender is responsible for customer credit approval.

· CMEEC is responsible for appropriate application fees and all interest cost over the life of the loan.

· The lender will directly bill customers the principle only over an agreed upon term not to exceed 48 months. 
· CMEEC, the customer and the lender will seek to structure the principle repayment term to provide immediate positive cash flow.

Norwich has developed a companion loan effort with local banks in its service area. This program provides a zero interest loan for up to 60 months for approved commercial and industrial customers. Customer credit is approved by the lender and is supported by a technical and financial analysis developed jointly by the utility and the customer. The intent is to help the customer complete the efficiency project from the positive savings and gain the savings for the long term.
Marketing Strategy
Financing options are presented to each customer during the auditing and assessment phase of each project, along with negotiations about cash incentives. 
Incentive Strategy

CMEEC and its member utilities take responsibility for all fees and interest during the life of the loan.
Education Initiatives
The CMEEC Systems will continue with collaboration with their education departments in each of the communities. 
Continuing programs include:

· The National Theater for Children with their conservation-themed program for elementary schools. 

· Sponsorship of the Junior Solar Sprints competition. 
· Development and distribution of age appropriate educational materials on electric efficiency for use by various community organizations.

CMEEC has engaged in discussions with the Institute for Sustainable Energy (ISE) at Eastern Connecticut State University to sponsor a several ISE programs. For 2008, CMEEC will focus on three ISE programs.

· Connecticut Energy Education program for high school science teachers. Sponsorship of the training and curriculum materials for the School Boards in CMEEC communities.

· Extend the Green Campuses program from the college level to the appropriate school campuses in the CMEEC communities through sponsorship and facilitation of the initial adoption and training.

· Sponsor and promote the Building Code Officials Training program designed to provide professional training and energy expertise to local code officials to assist them in enforcing changes to the codes and assure the most energy efficient building construction in the CMEEC communities. 
CMEEC will also continue to discuss the ee Smarts program to provide a structured education program for elementary school students. 
During the fall of 2007, one of the CMEEC systems provided the financial underwriting for a CFL fundraiser for the community’s parent teacher organizations. The effort both raised the profile of energy efficiency for students, teachers and parents and put CFL’s into many homes in the community. This pilot effort will be used in 2008 to extend the fundraiser model to additional CMEEC communities and as a spring board to initiate other education programs. 

Communication with Customers
The CMEEC Systems have always used direct customer contact communications methods to reach customers in each of their customer segments. Due to the compact nature of the municipal service areas, mass communications are ineffective and are simply not cost effective. The Systems use direct phone calling and mail, websites, message on hold information, and lobby displays to get the efficiency message out to customers. In addition, site visits to larger customers and drop off and direct install efforts are used for residential and smaller commercial customers.

In 2008 the Systems will continue and accelerate direct calls and site visits for larger customers as well as the drop off and direct install efforts for residential customers.

The Systems will continue to provide residential customers with a direct link to the Home Energy Depot web site. The Home Energy Depot provides interactive energy audits and in-depth energy conservation information. Customers can:

· input their energy use profile and receive energy-saving recommendations;

· retrieve billing and consumption history from utility records (used in the energy profile);

· compare the energy consumption and cost for appliances;

· browse an on-line Energy Library of resources; and

· post questions to an energy advisor.

The Systems currently use a variety of other communication tools designed for specific customer groups:

· Monthly or quarterly newsletters which are dedicated to or include articles on energy efficiency

· Direct mail pieces to promote efficiency generally or to announce specific programs 

· Messages on hold

· Information provided directly to customers at the System’s customer service centers

· Lobby displays and brochures located at customer service centers and other municipal building locations
These communication tools will also be enhanced in 2008 by adding more consistency between Systems and where appropriate with communication programs under various State initiatives.

2008- DSM Plan Cost-effectiveness

Table 4 shows the projected cost-effectiveness of the 2008 programs. All programs are cost-effective from a total resource (or societal) perspective, with total net benefits of approximately $9.1 million and a BCR of 2.6. These cost-effectiveness targets are similar to those achieved in 2007. All programs are also cost-effective for the Electric System (i.e., for the utilities), with total net benefits of $11.8 million. The electric system benefit-cost ratio (BCR) is 5.2, meaning that each dollar spent will result in over $5.00 in utility-system benefits. Commercial programs have higher BCRs from a utility perspective, but lower from a total resource perspective. In general, commercial programs offer lower incentives than do residential programs, resulting in higher utility BCRs. In addition, residential programs often generate greater fossil fuel savings than do commercial programs, which increases the total resource benefits of these installations. The lowest BCR is for the low-income program. This is to be expected, because the utility pays for the entire cost of the measures and their direct installation in customer homes, adding both utility costs (i.e., higher incentive spending) and total costs (i.e., labor for installation).

Table 4. Program Plan Costs, Benefits and Cost-effectiveness (NPV 1,000’s 2008 $)
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Residential

Low Income Program $266 9% $266 $276 $293 1.0             1.1               $11 $27

Existing Home Retrofit $130 5% $147 $209 $209 1.6             1.4               $79 $62

Efficient Products

     Lighting $731 26% $815 $3,497 $3,497 4.8             4.3               $2,766 $2,683

     Appliances $104 4% $241 $175 $344 1.7             1.4               $70 $102

Subtotal - Residential

$1,232 44% $1,469 $4,157 $4,342 3.4             3.0               $2,926 $2,874

Commercial

Commercial New Construction $70 2% $92 $148 $148 2.1             1.6               $78 $56

Commercial Lost Opportunity

     Prescriptive $230 8% $997 $1,335 $1,335 5.8             1.3               $1,104 $338

     Custom $213 8% $745 $1,337 $1,337 6.3             1.8               $1,124 $592

C&I Existing Facility Retrofit $1,057 38% $2,472 $7,673 $7,673 7.3             3.1               $6,617 $5,201

Demand Response

Subtotal - Commercial

$1,570 56% $4,306 $10,493 $10,493 6.7             2.4               $8,923 $6,187

Total - All Programs

$2,802 $5,775 $14,651 $14,836 5.2             2.6               $11,849 $9,061


NOTE: All dollar values are thousands of 2008 dollars.

CMEEC Supply-Side Portfolio

As outlined above, CMEEC’s supply side demand reduction efforts are current ly under development. 
DSM Program Performance Evaluation

As CMEEC's C&LM programs mature there will be an increased need to conduct independent impact, process, and program evaluations. Thorough and reliable evaluations will be especially important to CMEEC’s integrated resource planning, where DSM is considered in equal stature to supply options. The eventual rigorous and defensible measurement and verification (M&V) of demand reduction for the ISO New England (ISO-NE) Forward Capacity Market will also drive the need for performance evaluation, particularly impact evaluation. 

Evaluations will accomplish a number of objectives for CMEEC. Impact evaluations will determine program costs, energy and capacity savings, and monetized benefits relative to a baseline case of having no program. These impact evaluations will also be important in informing and refining any M&V plans required by ISO-NE. For purposes of the FCM, the evaluation process should include additional analyses to determine the demand reduction resulting from efficiency investments. By using engineering formulae, spot-metering, statistical sampling, and other techniques, the evaluation process should generate the data necessary to validate the demand reductions that CMEEC commits to deliver as part of the FCM. The M&V protocols developed for this purpose and submitted to the ISO in June 2007 have been accepted. In the coming months, CMEEC will begin to implement these protocols and lay the groundwork for future M&V efforts.
The most effective evaluation will be carried out by an independent third party with no involvement in program planning and implementation. Some evaluations – such as process evaluations or thorough impact evaluations – do not need to take place every year, but will occur periodically to assure an impartial and accurate assessment of program savings and benefits. Other evaluations – such as checking a sample of vendor claims for energy and demand savings – will occur on an annual basis. Independent, external evaluation also serves to review and refine the internal self-evaluation process, which can lead to more reliable annual evaluations in the future.

An independent review process will go beyond simply reviewing CMEEC's internal processes. Some of the activities likely to be carried out with an independent evaluation include:

· Assuring that internal staff time and resources (e.g., office space and other operational expenses) have been properly accounted for;

· Assessing vendors' claimed energy savings;

· Engaging contractors who helped administer the programs (Competitive Resources, etc.) to evaluate the efficacy of their activities;

· Determining demographics and levels of economic activity in the CMEEC service territory related to efficiency programs, for example:

· New construction rates (residential, commercial, industrial);

· Baseline technology types and levels of energy efficiency for central air conditioning system installations; and

· Data on water and space heating fuel usage (e.g., electricity, natural gas, propane, oil).

Note that participation in the FCM also requires on-going independent third-party audits of the M&V process. Among other requirements, the independent auditor must certify the accuracy of the M&V documents annually. The data gathered by an independent auditor can also validate the assumptions made in the determination of the demand reduction value for the FCM.

The independent evaluation process will also be useful for assessing C&LM program performance relative to the CEEF program. Evaluations will require some level of review of the CEEF evaluation methodology. For this reason, there could be benefits to coordinating any independent review process with the CEEF program.
CMEEC will continue to participate in appropriate regional studies through NEEP and will establish independent studies when required.









�Societal costs and benefits include the incremental costs paid by customers to install efficiency 


measures, the benefits of fossil fuel and water savings, operation and maintenance benefits (or costs), 


deferred replacement credit for retrofit measures, and the value of emissions reductions.
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