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Executive Summary

SDG&E currently offers a suite of energy efficiency programs that are available to all commercial customers.
These offerings provide customers with expert help, personalized tools, and financial incentives, and represent
SDG&E’s foundational approach to energy efficiency
that has been in place since the 1990s. The intent of
this business plan is not to make wholesale changes
to these components but rather create an evolution
of change through targeted strategies to expand
opportunities, streamline participation, and
encourage customers to continue on the path
towards zero net energy (ZNE).

Consistent with the state’s EE Strategic Plan,
SDG&E’s mission for the commercial sector is to
empower customers by providing the tools, program
offerings, and access to assistance needed on their
path to ZNE.

To accomplish this mission, SDG&E has established the following commercial sector goals:
• Goal 1: Improve the energy efficiency penetration in the untapped property management market by

X%.
• Goal 2: Increase penetration by XX% through an improved customer experience.
• Goal 3: Maximize savings and efficiency by executing XX# new approaches.
• Goal 4: Statewide program administration goal (TBD).

These goals are designed to directly address the needs of the large majority of SDG&E’s commercial customers,
who are small businesses that lease their facilities. This customer composition poses unique challenges for
SDG&E as both characteristics are defined by the CPUC as hard-to-reach.

As a trusted energy advisor to our commercial sector customers1, SDG&E offers extensive local knowledge of our
grid, our customers’ needs, and their energy consumption patterns. Because of this expertise, SDG&E is
uniquely positioned to work with its small, mid-sized, and large commercial customers to continue to achieve
California’s significant energy reduction goals. This business plan identifies goals that will help customers move
to the next level of energy efficiency implementation. SDG&E has developed the strategies and tactics
described in this plan to complement the existing offerings and move customers towards a more comprehensive
and sustained approach to energy efficiency implementation.

1 Source: SDG&E Customer Insight Panel, 2012.
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Document Organization

The full business plan will be organized into chapters, with each chapter corresponding to one of the statewide
sectors. This draft chapter includes some organizational information that will precede the sector chapters in the
full business plan. Specifically, each sector chapter will:

x summarize SDG&E’s mission and vision for
the sector’s energy efficiency efforts.

x provide a market characterization of the
specific sector, including size and types of
customers, as well as highest consuming
segments, end-uses, and measures.

x identify key challenges, problem
statements and barriers that sector
customers face in planning, executing,
and managing energy efficiency efforts.

x Define the overarching energy efficiency
goals, strategies, tactics, and metrics for
the sector.

Based on the guidance provided in the Decision (D.15-10-028), as well as the consensus reached amongst the
PAs, each chapter will describe the degree of statewide coordination to be performed. In the case of areas that
are not to be administered by SDG&E, the plan will provide the consensus language provided by the statewide
administrator. In all cases, program administration details will be deferred to the individual implementation
plans. Finally, each chapter will conclude with a discussion of the Evaluation, Measurement, and Verification
(EM&V) considerations for the specific sector energy efficiency efforts.

SDG&E’s Business Plan Framework

SDG&E’s business plan uses market
and utility data, as well as
qualitative input from
stakeholders, provided through the
California Energy Efficiency
Coordinating Committee process,
to identify problems. Based on
these problems and key elements
of the California Strategic Plan,
SDG&E has developed a set of
overarching goals for each sector.
Next, SDG&E identified specific
barriers to reaching the goals. For
each barrier, SDG&E has developed
intervention strategies (also
referred to simply as strategies) to
overcome the barriers and reach
the goal. In some cases, strategies
may address more than one barrier
and impact more than one goal.
To further elaborate on the

Figure 1: SDG&E Business Plan Framework
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strategies, SDG&E has provided a description of specific implementation methods or tactics. The structure of
the business plan is summarized in Figure 1 above.

This business plan focuses on strategies spanning the short, medium, and long-term. Tactics may be sustained
for the long-term but may also be modified as their effectiveness is determined. This business plan will also
include a description of metrics, which will be used to measure the longer term advance towards meeting the
business plan goals.

The following graphic describes the relationships between the goals, strategies, and tactics:

Commercial Sector Market Characterization

The commercial sector is perhaps the most important component SDG&E’s energy efficiency portfolio from a
presence and impact perspective. SDG&E provides electricity and gas service to over 160,000 commercial
accounts in San Diego and southern Orange County, including customers in all varieties of non-residential, non-
manufacturing business establishments, such as hotels, restaurants, wholesale businesses, retail stores,
warehouses, storage facilities, and health, and social institutions. Historically, this sector has represented more
than 40% of SDG&E customers’ total electric energy consumption, 45% of its portfolio energy efficiency
spending, and 42% of SDG&E’s portfolio energy savings in the 2013-2015 program cycle, as shown in Figure 2,
below. As SDG&E’s largest sector, the commercial sector must be successful in reducing energy consumption in
order to achieve the goals in the California Energy Efficiency Strategic Plan.

Figure 2: 2013-2015 SDG&E Consumption (kWh), Spending, and Savings (kWh) by Sector2

2 Source: CEC - Kavalec et al., 2013. California Energy Demand 2014-2024
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Portfolio Spending3 by Sector Portfolio kWh Savings3 by Sector

Although the commercial sector is SDG&E’s largest, it is made up of very small customers.4 SDG&E defines
customers by the distribution of their demand, ranging from small customers (<20kW), to medium customers
(20-199kW), to large customers (>200kW). These ranges and the customer distribution within them differ
significantly by utility. Specifically, the proportion of SDG&E’s commercial customers that are classified as small
is much larger than that of PG&E and SCE, as shown in the following chart. PG&E, for instance, considers any
customer with demand lower than 40kW to be small.

Using electric demand for classification purposes, it becomes clear, as illustrated in Figure 3 below, that the
SDG&E commercial customer base is dominated by small customers, who represent 85% of all SDG&E’s
commercial customers.

Figure 3: Commercial Customer Size by IOU Specific Definition (Based on Demand)

3 Source: SDG&E 2013-2015 EE Programs
4 The EE Policy Manual defines Very Small “Hard-to-Reach” Customers as those with demand less than 20kW, gas consumption less than
10,000 therms, fewer than 10 employees, and/or having leased or rented facilities.
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SDG&E recognizes that customers and others outside of the energy industry do not categorize themselves
according to their electric demand. Therefore, it is also important to consider external categorizations as well.
The California Employment Development Department categorizes business size by the number of employees.
Figure 4 represents an employee distribution for San Diego County. Almost two-thirds of the businesses have
fewer than five employees and over 75% have fewer than ten employees.

Figure 4: Commercial Customer Size by Number of Employees5

Using these methods of categorization together, a picture of the SDG&E service territory begins to take shape.
Looking at SDG&E’s commercial sector, one can make the following observations:

x 85% of commercial accounts are under 20 kW (small); and
x 78% of the businesses in San Diego have less than 10 employees (small).

It follows, then, that SDG&E’s customer mix is weighted heavily to the extremely small commercial customers,
which creates unique challenges and opportunities for SDG&E to create and innovate new approaches to energy
efficiency.

Market Segments

Market segmentation provides additional insights that can inform targeting, strategy, and program design.
Utilizing the North American Industry Classification System (NAICS) designations, SDG&E has categorized its
commercial accounts by industry type, grouped them by similar energy usage patterns, and found that the
majority fall into two main segments:6

x Wholesale/Retail/Offices – includes the majority of commercial customers;
x Hospitality/Services – e.g. hotels and motels;

Each segment has unique consumption patterns as well as program participation trends that are discussed
below. By understanding these participation patterns and trends, SDG&E is able to design offerings that suit
each of these unique segments. Looking at participation in the 2013-2015 program cycle, certain trends

5 Source: California Employment Development Department
6 The groupings of Wholesale/Retail/Offices and Hospitality/Services were made based on the observation that these segments exhibit
similar load shapes and usage patterns.
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emerge. The pie charts below describe the commercial sector by segment in terms of percent of commercial
accounts, percent of projects completed, percents of electric energy (kWh) and gas (therm) savings.

Figure 5: 2013-15 Commercial Sector EE Participation7

As shown in Figure 5, the Wholesale/Retail/Offices segment is the largest segment in the commercial sector,
making up 64% of commercial customer accounts. It also has the highest program participation rate (68% of
projects in Figure 5, above) in terms of project count and electric energy savings. However, because the
majority of projects are lighting improvements, this segment contributes to an increase in therm consumption.
The Hospitality/Services segment includes 35% of commercial customer accounts and 31% of the projects.

The Wholesale/Retail/Office segment is comprised of businesses such as:
x Groceries;
x Non-Food Retail;
x Property Management and Offices;
x Restaurants; and
x Wholesale/Warehousing.

The Hospitality and Service segment includes businesses such as:

7 Source: SDG&E 2013-2015 EE Programs
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x Lodging (hotels and motels);
x Recreation and Entertainment (e.g., amusement parks); and
x Miscellaneous Services (e.g., nail or hair salons, banks, dry cleaners).

The technology and end-uses for these two segments tend to be less complex than segments within other
sectors and align with a deemed approach. Typical end-uses tend to be interior lighting, HVAC, commercial
refrigeration and food service technologies. Atypical end-uses may include water pumping and significant
outdoor lighting. End-uses are discussed further in the next section.

Commercial Sector End-Uses

According to the California Commercial End-Use Survey, SDG&E’s largest electric end-uses (based on
consumption) in the commercial sector are lighting, HVAC, and refrigeration equipment, while the biggest gas
end-uses are water-heating, heating, and cooking equipment, as shown in Figure 6 below. These findings are in
line with the market characterization that has been described earlier in this chapter.

Figure 6: Commercial Sector Electric and Gas Consumption by End-Use8

Electric Usage Gas Usage

When the commercial end-use data is compared with the historical program participation by end-use,
underserved energy efficiency opportunities are revealed. Figure 7 below outlines historical savings by end-use.
Commercial refrigeration represents 12% of the overall commercial consumption, but SDG&E has seen very low
participation rates (1-2%). Similarly on the gas side, food service represents 21% of the gas consumption, but
historically SDG&E has only seen 7% savings. These discrepancies represent areas to look for segment-specific
barriers, as well as opportunities to target customers with these end-uses.

8 Source: California Commercial End-Use Survey, 2006
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Figure 7: Historical Incentives, Electric & Gas Savings by End-Use9

Energy Efficiency Market Potential

The 2013 California Market Potential Study by Navigant provided data on energy efficiency market potential by
utility, sector, and end-use. Figure 8 shows incremental market potential (in GWh) by end-use over time. While
the total market potential fluctuates between approximately seven and nine GWh from 2013 to 2024, the
individual end-uses also show significant variation. For instance, while HVAC was a large percentage of the
commercial sector market potential in 2013, due to code changes, it diminishes to a very small percentage by
2024. On the other hand, the potential for whole building savings here will be a significant increase in whole
building potential as well. Throughout the timeframe, lighting will remain the largest potential in the
commercial sector in SDG&E’s service territory.

Figure 8: SDG&E Commercial Incremental GWhMarket Potential10

9 Source: SDG&E 2013-2015 EE Programs
10 Source: 2013 California Statewide Market Potential Study, performed by Navigant.
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Future Trends

There are both positive and negative trends related to energy usage in the commercial sector. Each of these has
influenced the goals and strategies selected for this business plan and may impact tactics used in the future.
Positive trends within the commercial sector include:

x a focus on premium, urban office space – with an emphasis on green and LEED-certified building and
retrofits. San Diego real estate market case studies show “vacancy rate for green buildings 4 percent
lower than non-green properties…and that LEED-certified buildings routinely commanded the higher
rents.” 11

x Data-driven decisions in the grocery segment. “While supermarket retailers have primarily focused on
low-hanging fruit, such as reducing energy use through LED lighting retrofits and advanced refrigeration
rack control algorithms, the next wave of energy efficiency initiatives will focus on combining data to
better invest their maintenance budgets.” 12

One trend that has or will impact all commercial customers are changes to rates with particular emphasis on
time-of-use rates. Changing rates and differing energy usage profiles will make customized solutions more
important in the coming years. In addition, broader trends including the continued installation of solar, as well
as electric vehicles and their impact on the grid and energy efficiency policies, will also impact energy usage in
the commercial sector in years to come.

Legislative Impacts on Strategy

No discussion of planning for energy efficiency’s future would be complete without addressing recent state
legislative actions. Specifically, Senate Bill (SB) 350 and Assembly Bills (AB) 793, 758 and 802 provide directives
that will impact future energy efficiency strategy and implementation. SB 350, in particular, calls for a doubling
of energy efficiency savings during the term of this Business Plan. The CPUC has provided initial guidance
implementing these directives and SDG&E and the other PAs will continue to work with the CPUC to determine
the most efficient means of complying with the new legislative mandates. SDG&E believes that the strategies
outlined below will complement these recent legislative bills. While compliant energy savings goals and budgets
are not specifically address in this business plan, the goals and strategies described have been developed with
this over-arching objective in mind. Going forward, specific tactics and their processes will be adjusted as
needed to meet the legislative directives and any future direction from the CPUC.

These legislative mandates have been incorporated in this business plan both implicitly and explicitly. Generally,
the commercial goals and strategies have developed to capture additional savings beyond those that existing
program design has been able to capture. Such strategies are aimed at doubling energy savings as required by
SB 350. The benchmarking aspects of AB 802 are specifically addressed under Goal 2. Per AB 802, SDG&E will
work with customers to unlock saving from inactive projects in existing commercial buildings. AB 758 is
specifically addressed by Goal 1 as it describes strategies leveraging tenant and owner data.

11 The Business Case for Green Building, USGB
12 Chain Store Age,12/22/2014
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Goals, Strategies, and Tactics for the Commercial Sector

Approach to Achieve Commercial Sector Goals

SDG&E’s market analysis and stakeholders have identified a number of consistent barriers to address in this
plan. SDG&E has analyzed these barriers and considered the direction set by the California EE Long-Term
Strategic Plan to determine the goals needed in order to establish a unified, achievable framework that will yield
concrete results in support of the mission and vision of the commercial sector. The two tables below summarize
this process. To see a detailed description of the commercial sector problems/barriers included in the CA LTSP
and provided through the CAEECC feedback process, please see Appendix A.

Figure X: Sources Used to Identify Problems and Goals

Figure X: Market Characteristics and Problems Overcome by Goals

In addition to identifying the goals, it is critical to define specific steps that SDG&E and its customers must take
to make progress against these goals. This section outlines the three overarching goals that set the direction for
SDG&E’s commercial sector’s energy efficiency efforts, as well as the key strategies and tactics that support
those goals. SDG&E’s commercial sector goals are:

x Goal 1: Improve the energy efficiency penetration in the untapped property management market
by X%
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x Goal 2: Increase penetration by XX% through an improved customer experience.
x Goal 3: Maximize savings and efficiency by executing XX# new approaches.
x Goal 4: Statewide program administration goal (TBD).

These goals and the existing core program components will be used to reach savings goals based upon approved
budgets. The following tables outline the proposed energy efficiency goals and budget for SDG&E’s commercial
sector.

Table 3: Commercial Sector Annualized Savings Goals
Near-Term
2018-2020

Mid-Term
2021-2024

Long-Term
2024-2027

GWh TBD TBD TBD
MW TBD TBD TBD
MMTherms TBD TBD TBD

Table 4: Commercial Sector Annualized Budget
Near-Term
2018-2020

Mid-Term
2021-2024

Long-Term
2024-2027

Annual Budget TBD TBD TBD

It is important to recognize that SDG&E developed the goals, strategies, and tactics described in this business
plan to complement, and not replace, the current financial incentives, financing, outreach and education,
technical assistance, and other program level interventions that have been proven successful in assisting
customers with their facility upgrades and energy savings ventures.

Overview of Current Offerings

Included within the savings and budget estimates in Tables 3 and 4, above, are SDG&E’s current commercial
sector offerings, including:

x Comprehensive Audit Program
x Energy Efficiency Business Rebates
x Energy Efficiency Business Incentives
x Business Energy Solutions
x Premium Efficiency Cooling

x Retrocommissioning
x Savings By Design
x Locational Energy Efficiency
x On-Bill Financing

The strategies and tactics proposed in this business plan will expand the existing programs, supplement them,
and drive participation in them.

Goal 1: Improve the Energy Efficiency Penetration in the Untapped Property

Management Market by X%

Roughly one-third to one-half of the energy consumption in commercial, multi-tenanted

buildings is driven by the behavior, equipment, and operating decisions of the tenants. Landlords

(owners and managers) seeking to improve the energy performance of their buildings need to

encourage and work with tenants to adopt best practices for energy management.
13
.

13 Better Building Alliance, U.S. Department of Energy
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As described in the Market Characterization section, it is clear that SDG&E’s commercial sector is dominated by
very small businesses. Because San Diego is a city of small businesses who lease, rather than own, their
facilities, property management companies hold the key to reaching the majority of our commercial customers.
The CPUC has identified leased space as hard-to-reach because of the split incentive situation, AB 758 identifies
property owners and occupants as targets for a data driven approaches, and SDG&E recognizes that achieving
ongoing energy savings in this important market requires a new approach. SDG&E proposes to increase
customer uptake in this hard to reach segment by approaching small commercial properties through their
property managers.

Strategy: Transform tenant energy savings into asset value for property owners.
Traditionally, energy efficiency marketing and outreach strategies have focused on highlighting energy savings
and return on investment (ROI) for potential participants. However, the managed property segment is driven by
increasing revenues versus avoiding costs resulting in untapped opportunity. Due to the nature of most
commercial leases, neither tenants nor landlords are motivated to make energy efficiency improvements at
their facilities. This barrier, as identified by CAEECC stakeholders, is often referred to as the split incentive issue.
Tenants, especially small businesses, are apprehensive to invest in energy efficiency projects for several reasons:

x Uncertain about the longevity and/or profitability of their business, and/or
x Not authorized to make facility upgrades.

Property owners have not been motivated to invest in energy efficiency improvements because they are not
responsible for the utility bill and thus don’t see a financial motivation to participate in energy efficiency.

SDG&E will transform the traditional approach to this market by shifting away from focusing on energy savings
and instead focusing on maximizing the asset value of the building for landlords, while also demonstrating the
benefits realized by tenants.

Strategy: Provide a simple, yet comprehensive, customized energy management solution for
this hard to reach segment.
In addition to the split incentive barrier, two other related barriers impede tenant occupied EE projects. These
barriers facing both tenants and landlords are:

x A lack the time or skills to invest in EE projects, and/or
x Not understanding the benefits of EE.

Tactics

Strategies

Goal Improve EE
Penetration in

Managed Properties

Provide
Comprehensive

Solution for Managed
Properties

Benchmarking Concierge Approach

Transform Energy
Savings Into Asset
Value for Property

Owners

Education Implementable
Recommendations
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Many utilities address these barriers by using a direct install approach; however, such efforts are generally
limited in scope. To transform the way this segment values and implements energy efficiency, SDG&E will
introduce a “concierge approach” that bundles all the relevant energy components, including:

x benchmarking
x rates and usage
x IDSM
x behavioral
x rebates/incentives
x financing
x implementation

Tactics
Two primary tactics are needed to implement the strategies to achieve the tenant/landlord goal. The first tactic
is to deploy a redesigned educational effort that is consistent with using EE to increase the value of the building
as an asset. The primary objectives of this effort will be to:

x Educate property management companies about how efficient rental properties can expand revenue
generating opportunities through higher rent per square foot and potentially lower vacancy rates.14

x Educate tenants to include concepts such as forecasted/benchmarked energy costs when evaluating
rental properties as well as how to choose contractors and access financing.

x Provide benchmarking data and scores that can be used by property owners and managers to justify
higher rents and building values, consistent with AB 802 direction.

x Provide specific, implementable recommendations such as green lease contract clauses which
specifically address the split incentive issue.

x Educate landlords/property managers about the need to use building operators & facility managers who
are knowledgeable about energy measures to ensure proper maintenance and operation.

x Facilitate market acceptance through workforce, education and training for trade professionals:
o Understanding and selling the value proposition of high efficiency equipment
o Providing access to tools that showcase the value to customers (sales tools as well as

measurement tools fromWE&T lending libraries)
o Educational offerings and certifications that promote quality installation and maintenance

The second tactic for this goal will be to work with third-party implementers to design and deliver a
comprehensive offering that maximizes landlord and tenant value while minimizing the impact to both the
landlord and tenant businesses. Key components of this program will be:

x Establishing benchmarking scores as a best practices to sell energy efficiency projects.
x Using benchmarking results from AB 802 compliance to support third-party implementers in their efforts

to sell energy efficiency.
x Creating a program specifically targeting property managers that takes an integrated, concierge

approach to implementation that includes financing and rebate/incentives.
x Facilitating market acceptance through workforce, education and training for trade professionals:

o Expand workforce, education and training offerings to ensure that Trade Pros have a deep
understanding and are fully engaged in promoting benchmarking scores as a sales tool.

o Encourage advanced education and higher workforce standards by highlighting these credentials
in the concierge approach.

14 San Diego real estate market case studies show the “vacancy rate for green buildings 4 percent lower than non-green properties…and
that LEED-certified buildings routinely commanded the higher rents.” The Business Case for Green Building, USGB
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Goal 2: Increase penetration by XX% through an improved customer experience.

SDG&E will design an intuitive platform that bundles rates, usage, products and financing into a holistic,
customized energy management solution. The platform will provide the experience that customers have come
to expect in a connected world by transforming data into actionable recommendations. The current
transactional nature to these encounters will evolve to an interactive, relational experience that provides
customers with a starting point and milestones which will encourage ongoing participation through behavioral
strategies.

Strategy: Create an online platform to facilitate cross-promotion
The 2010-2011 Non-Residential Program Process Evaluation Study identified a “lack of cross promotion of
SDG&E EE Programs by Contractors, and little (if any) follow up on other programs” as an area of
improvement.15 This lack of cross-promotion of energy efficiency programs acts as a barrier to reaching the goal
of an ongoing partnership and results in leftover opportunities which could have been addressed. Historical
acceptance of lighting efficiency measures has been strong; however, there are still many untapped
opportunities to encourage IDSM and implementation of more comprehensive measures. A review of past
energy efficiency projects found efforts were often single-end-use, non-comprehensive projects. For example,
more than half of the deemed projects were lighting only. Further, transactional nature of current energy
efficiency programs and multiple sources of energy related data create an informational barrier preventing
customers from fully understanding their energy usage and possible savings paths.

SDG&E believes that building a tool that bundles rates, usage, products and financing into a holistic, customized
energy management solution can be used by customers to overcome both these barriers and better understand
how they are using energy, develop an energy plan on their own, and connect them to the Trade Professionals
who can assist with execution.

Strategy: Ensure that the platform continuously provides meaningful information to encourage
customers to return and guide their advancement up the energy adoption curve.
SDG&E has identified the lack of customized data as an additional barrier preventing attainment of reaching the
goal of an improved customer experience and ongoing partnership. The platform will use customer data and
intelligent, intuitive technologies to ensure that a customer’s experience is customized to their needs each time

15 SDG&E 2010-2011 Non-Residential Program Process Evaluation Study: Main Volume (SDG0256.01-.05 orWO1025); Published March 19,
2012

Tactics

Strategies

Goal
Increase Program

Penetration Through
Improved Customer

Experience

Create Online
Platform to Facilitate
Cross-Promotion

Simplify Application
Proceess

Provide Range of
Tools

Continuously Update
Platform with
Meaningful Info

Integrate Non-EE
Incentives

Connect Customers
with Trade Pros
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they visit the platform. This approach will simplify the transactional process while empowering the customer to
take action on an ongoing basis.

Tactics
Both of these strategies will be implemented by creating a new customer energy hub or platform. This system
will include the following characteristics:

x Simplify the application process by enhancing the online experience.
x Evolve this process to create an online portal that will “process” rebates with a simple “click” and

leverage data to present customized participation options.
x Provide a range of tools that align with the customer’s desired level of sophistication and advances as

the customer’s knowledge grows.
x Tools can include alerts, goals and subscriptions

x Integrate incentives for other energy related and/or sustainability offerings. These other incentives
and offerings may include:
x Zero-Emission Vehicles
x DR
x Renewables
x Water-Energy Nexus
x Emerging Technologies
x Workforce Education and Training Opportunities
x Financing Opportunities

x Connect customers with qualified, skilled trade professionals who can provide installation,
maintenance and other related services.
x Allow customers to request quotes online
x Enable customers to make informed decisions about trade professional selection

o Educate customers on what to look for when hiring a trade pro (i.e., work experience,
history of successful EE projects, workforce education and standards, customer satisfaction,
violations, etc.)

o Highlight trade pro “stats” from public EE data sources (i.e., EE savings contributions, rate of
successful project completion, WE&T participation and certifications, etc.) to provide
customers more complete and transparent information for decision making

x Integrate the customer’s energy experience including usage history and patterns, rate information, as
well as energy efficiency opportunities.

x Provide an easy to understand and customized energy plan with a graphical depiction of progress.

In addition to creating this new customer-centric tool, SDG&E will leverage existing offering to enhance the
customization and scope of the data provided to customers by the tool. These offering include:

x Data and recommendations from the Comprehensive Audit Program
x Workforce, Education and Training course applicable to the customer
x Eligibility for enhanced incentives based on targeted locational efforts
x Information provided by state-wide implementers
x Facilitate market acceptance through workforce, education and training for trade professionals :

o Offer workforce, education and training courses and certifications that promote a skilled
and trained workforce that can be demonstrated via platform at both the company and the
worker level.

o Raise standards required to participate in SDG&E’s Trade Professional Alliance program that
allows trade professionals to submit applications on behalf of commercial customers.
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Goal 3: Maximize savings and efficiency by executing XX# new approaches.

Existing programs alone do not address the universe of customer needs nor recent changes prompted by
legislation. The energy efficiency industry has the potential to see significant change in the next decade
providing an opportunity for innovation. This influx of innovation should not be limited solely to technologies
but rather requires us to consider fresh approaches to programs and procurement as well. SDG&E will use a test
and learn approach to maximize both savings and efficiency.

Strategy: Explore the expansion of various procurement vehicles and intervention strategies
to find targeted, deeper, or incremental savings.
SDG&E developed this strategy to address two unique, yet general, barriers. The first is successfully identifying
and capturing additional energy savings. The second is to realize these savings in as cost effective manner as
possible. Certainly, SDG&E believes that the strategies already discussed assist in overcoming these barriers and
believe that additional opportunities exist. Stakeholder input and recent direction from the CPUC reaffirms our
beliefs. Thus, SDG&E plans to expand the methods by which it achieves energy savings by leveraging the market.

Tactics
Various tactics will be tested and refined as needed to achieve reliable, meaningful, and cost effective savings
for ratepayers. Specific tactics will include:

x Build on SDG&E’s initial All-Source RFO success to achieve additional EE savings.
x Expand the Locational EE program to focus on grid stability and/or other needs.
x Incorporate pay for performance payment terms to maximize contract value and minimize ratepayer

risk.
x Focus workforce, education and training on the energy efficiency value proposition for all segments.
x Include whole building approaches within both traditional EE programs as well as those that may be

part of this strategy’s implementation.
x Find, test and learn about energy management products for small customers in support of AB 793.
x Provide the emerging technology program with specific high need areas for SDG&E commercial

customers so that appropriate technologies are sought out and evaluated with available ET tactics.
Emerging technology evaluations will identify the technologies that are suitable for new pilots or
program offerings in SDG&E’s commercial programs.

x Explore mutually beneficial opportunities with other agencies.
x Target under-performing/high-potential end-uses such as refrigeration and food service.

Tactics

Strategies

Goal Maximize Savings by
Adding New
Approaches

Expand Procrement
Vehicles and
Intervention
Strategies

Add EE to All-Source
RFO Process

Expand Locational EE
Program

Educate Decision
Makers &Workforce

Integrate Whole
Building Approach,
EMS, & ET in Existing
& New EE Programs
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Goal 4: Statewide Implementation (TBD)

Per the recent Decision, upstream and a number of downstream programs will be administered by on program
administrator and implemented by one or more third-party implementers on a state-wide basis. For the
program or programs that SDG&E leads, SDG&E will determine a goal, with strategies and tactics, appropriate
for the program as related to the commercial sector. Statewide programs that impact the commercial sector
include Codes and Standards, Emerging Tech, HVAC, Lighting, Strategic Energy Management, and WE&T.

Metrics

SDG&E has developed metrics that will measure the market effects of the strategies and tactics. These metrics
will determine if the strategies and tactics have been successful in achieving the goals. The metrics are listed in
Appendix B.

PA/Program Coordination

SDG&E will create strong ties with industry and stakeholder groups to allow the concierge program within Goal 1
to provide customers with better data and a more comprehensive offering.

As discussed in the second strategy supporting Goal 2, SDG&E will use its platform to present an integrated,
multi-resourced solution for commercial customers. This will include offerings from other agencies (e.g. water
agencies, US Green Building Council, San Diego Cleantech, and economic development agencies).

Goal 3 will explore opportunities with other agencies that lead to mutual benefits through collaborative efforts
(e.g. increased resource benefits, reduced cost, and improved customer experience).

Cross-Cutting Coordination

Description of how cross cutting activities are addressed in customer sector strategies.

Tactics

Strategies

Goal
Goal based
on SW
Program

Strategy 1

Tactic A Tactic B

Strategy 2

Tactic C
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WE&T

As a cross-cutting program, Workforce, Education and Training (WE&T) is critical to building customer demand
by highlighting the value of EE, promoting market acceptance by educating trade professionals on how to
maximize sales through the value proposition, and ensuring that a skilled and trained workforce properly installs
and maintains equipment leading to greater EE savings. SDG&E’s WE&T program has and will continue to focus
on the following areas to engage with both commercial customers and the trade professionals who support
them. Looking ahead, the WE&T program will continue to support the following areas and will expand or
contract based on market and potential data forecasts:

x Building Design & Construction
x Building Performance
x Codes & Standards
x Food Service
x Home Performance / Whole House
x HVAC
x Lighting
x Marketing / Finance / Sales / Real Estate
x Renewable Energy
x Sustainability
x SDG&E’s Rebate & Incentive Programs

More details on these efforts are provided in the WE&T chapter of this Business Plan. In addition, specific WE&T
initiatives that support the Commercial Sector goals and strategies are described with the proposed tactics and
included in Table X below.

Financing

Improve Financing Opportunities
SDG&E will provide more financing opportunities and make financing programs easier to use. Traditional
financing programs, such as SDG&E’s On-Bill Financing, are helpful tools to encourage participation in IDER
programs. Although most customers qualify, trade professionals often must front the project costs for their
customers until a project is completed, at the risk of the customer being disqualified from financing if the project
scope changes.

Financing options will be included across all of our commercial sector goals.

Statewide Crosscutting Programs

Since Emerging Technologies, Codes &Standards, and aspects of financing will be transitioning to statewide
programs that may be administrated outside of SDG&E, this section will be updated with more details after the
lead PAs are selected in the upcoming weeks. Please note that although the WE&T Connections program will
also be administered statewide, it focuses on K-12 education and isn’t relevant to this sector.

Table 4: Commercial Sector Cross-Cutting Tactics in Support of Commercial Sector Goals
Goal 1 Goal 2 Goal 3

WE&T x Educate
landlords/property
managers about the need
to use building operators &

x Identify certain
qualifications (certificates,
WE&T seminars) that

x Focus workforce,
education and training on
the energy efficiency
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facility managers who are
knowledgeable about
energy measures to ensure
proper maintenance and
operation.

trade professionals have
completed.

value proposition for all
segments.

ET x TBD x TBD x TBD
C&S x TBD x TBD x TBD
Financing x TBD x TBD x TBD

Evaluation, Measurement, and Verification (EM&V) Considerations

Statement of evaluation needs “preparedness” (i.e. data collection strategies and internal performance analysis)

SDG&E EM&V is preparing for the evaluation of the commercial sector and the interventions proposed
here. With the introduction of AB802, we will be required to expand our EM&V responsibilities to
include measuring normalized meter data to determine impacts associated with sector interventions.
This presents an opportunity to implement early M&V (sometimes referred to as M&V 2.0), along with
process evaluations to analyze program success, while tracking sector metrics. In analyzing this sector,
SDG&Es team will implement an holistic evaluation methodology attempting to determine not only the
effect of commercial sector activity, but also establish causal effects of various tactics to increase EE
savings, while providing regular feedback to the commercial team to necessitate changes if necessary.
The EM&V activities for the commercial sector will include:

x Normalized net-metered energy usage based on AMI data
x Regular strategy and implementation metric tracking and providing
x Casual analysis between metrics and strategies, and “success”

o i.e. are these the correct metrics to drive program success?

These three evaluation approaches will be used in concert to gain a complete picture of the sector
across time, and at various intervention points.

The commercial sector EM&V effort will begin with the implementation of the business plan and occur
at regular and ongoing intervals. Metrics and savings will be tracked quarterly, biannually, or annually
dependent on evaluation and programmatic need and constraints, including EM&V resources.
Ultimately we would like to be able to measure normalized net metered savings in real time. Until that
system goes online we will measure normalized metered savings biannually. This will require
determining a methodology to forecast what usage would have been absent of the program
intervention, and comparing that to actual usage. For an example methodology please see the
Statewide HVAC evaluation titled AMI Billing Regression Study

16
. Net-metered savings provides critical

feedback to program staff and the success of their work, without having to wait years for a large scale
Impact Evaluation.

On a more regular basis, EM&V will be engaged in measuring sector and implementation level metrics.
SDG&E EM&V suggests two types of analysis related to metrics. The first capitalizes on the objective of
the metric as a quick indicator of programmatic success or direction, without the necessity of a full
scale, resource intensive impact evaluation. This first type of analysis will use summary statistics to
understand how the sector, program, and individual interventions are changing, operating, or

16 Evergreen Economics, “AMI Billing Regression Study,” Calmac ID SCE0383.01 (March 16,2016)
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succeeding over time. EM&V will provide program staff a regular report that tracks individual metrics
overtime.

Additional analysis will become necessary over time. Eventually metrics themselves will need to be
tested, specifically whether or not a metric is appropriate. This analysis requires significant savings and
metrics data, thus the timeline will need to be determined at a future point. This analysis will likely be a
simple OLS regression to test correlations between metrics and savings. Where evaluators identify
metrics that are significant and positive, we can further engage our programs to address these metrics.
Where we find individual metrics that lack significance or are negatively correlated, programs can stop
that activity and reallocated resources to addressing other positive and significant metrics.
This plan is presented independent of the statewide EM&V efforts included in the CA EM&V Research
Roadmap. Additional evaluation will occur within that forum that will provide significant programmatic
feedback to the commercial staff.
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Appendix A: Commercial Goals Alignment

Commercial Goal Alignment

Commercial
Drivers Commercial Goal Commercial Strategies

CA LTSP Strategy 2-
5: Develop tools and
strategies to use
information and
behavioral
strategies,
commissioning, and
training to reduce
energy consumption
in commercial
buildings

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches

Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings

CA LTSP Strategy 2-
6: Develop effective
financial tools for EE
improvements to
existing buildings

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches.

Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings

CA LTSP Strategy 2-
7: Develop business
models and supplier
infrastructure to
deliver integrated
and comprehensive
“one-stop” energy
management

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches.

Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings
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Commercial
Drivers Commercial Goal Commercial Strategies

CA LTSP Strategy
2.8: Improve
utilization of plug
load technologies
within the
commercial sector

Goal 1: Improve the Energy
Efficiency Penetration in the
Untapped Property
Management Market

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches

Strategy: Transform tenant energy savings into asset
value for property owners
Strategy: Provide a simple, yet comprehensive,
customized energy management solution for this
hard to reach segment
.
Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings

CAEECC –
Stakeholder Input:
Nimble, market-
responsive program
design

Goal 1: Improve the Energy
Efficiency Penetration in the
Untapped Property
Management Market

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches.

Strategy: Transform tenant energy savings into asset
value for property owners

Strategy: Provide a simple, yet comprehensive,
customized energy management solution for this
hard to reach segment.
Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings

CAEECC –
Stakeholder Input:
Facilitate
collaboration with
various trades and
specialties in Trade
Professional
training & Outreach

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings
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Commercial
Drivers Commercial Goal Commercial Strategies

CAEECC –
Stakeholder Input:
Simplified offering
for easier program
participation

Goal 2: Increase penetration
through an improved
customer experience

Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

CAEECC –
Stakeholder Input:
Education of
tenants/property
owners of EE
benefits

Goal 1: Improve the Energy
Efficiency Penetration in the
Untapped Property
Management Market

Strategy: Transform tenant energy savings into asset
value for property owners

Strategy: Provide a simple, yet comprehensive,
customized energy management solution for this
hard to reach segment

CAEECC –
Stakeholder Input:
Involve HVAC
industry in potential
design and solutions

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches

Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings

CAEECC –
Stakeholder Input:
Address all factors
to EE decisions in
strategy and
program design

Goal 1: Improve the Energy
Efficiency Penetration in the
Untapped Property
Management Market

Goal 2: Increase penetration
through an improved
customer experience

Goal 3: Maximize savings and
efficiency by executing new
approaches

Strategy: Transform tenant energy savings into asset
value for property owners

Strategy: Provide a simple, yet comprehensive,
customized energy management solution for this
hard to reach segment

Strategy: Create an online platform to facilitate cross-
promotion

Strategy: Ensure that the platform continuously
provides meaningful information to encourage
customers to return and guide their advancement up
the energy adoption curve

Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings
Strategy: Explore the expansion of various
procurement vehicles and intervention strategies to
find targeted, deeper, or incremental savings
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Appendix C: CPUC Business Plan Checklist - Sample only – content TBD

Business Plan Element Coverage in Document
Summary Table for cost effectiveness w/TRC,PAC,
RIM, Emissions, Savings
Historical sector performance and evaluation
takeaways

[Pages X through YÆ hyperlinks to all
references]

Compare/contrast this proposal with past
program cycles

[Pages X, Y, ZÆ hyperlinks to all references]

Analysis of PA and CPUC evaluation
reports for this sector within context of
this proposal
How this proposal addresses
performance issues within the sector

Overarching goals, strategies, approaches for
sector: How the sector approach advances the
goals, strategies and objectives of the Strategic
Plans and other Commission policy guidance:

x Near-term (year one) strategic initiatives
and expected outcomes

x Mid-term (years 2-3) strategic initiatives
and expected outcomes

x Long-term (years 4-5+) strategic
initiatives and expected outcomes

Proposed Programs: Resource, Non-resource, and
Pilots

Resource Program Strategies N/A (Public Sector covers only non-resource
programs.)

Non-Resource Program Strategies
Pilot Program Strategies

Proposed Budget Forecast
x Near-term (year one) strategic initiatives

and expected outcomes
x Mid-term (years 2-3) strategic initiatives

and expected outcomes
x Long-term (years 4-5+) strategic

initiatives and expected outcomes
Projected savings (resource programs)

x Near-term (year one) strategic initiatives
and expected outcomes

x Mid-term (years 2-3) strategic initiatives
and expected outcomes

x Long-term (years 4-5+) strategic
initiatives and expected outcomes

Performance metrics (non-resource programs)
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x Near-term (year one) strategic initiatives
and expected outcomes

x Mid-term (years 2-3) strategic initiatives
and expected outcomes

x Long-term (years 4-5+) strategic
initiatives and expected outcomes

Supporting Functions:
EM&V Efforts:

x Anticipated study needs
x Internal performance

analysis/feed-through during
program deployment

Marketing and Outreach: Strategies,
approaches and outcomes
Workforce, Education and Training:
Strategies, approaches and outcomes
Coordination with other state agencies
and initiatives
Demand Response
Residential Rate Reform
Integrated Demand Side Resources
Zero-Emission Vehicles (EVs)
Energy Savings Assistance (Multi-family
Focused)


