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1. Program Information 

a. Program Identification 

Program Name Midstream Point of Purchase Program 

Program ID# SCE-13-SW-002H 

 

b. Program Implementer  

 

 

 

 

 

 

c. SCE Business Plan Sector  

 

 

 

 

 

  

 

 

 

 

 

d. Program Type 

 

 

 

 

e. Intervention Strategies 

 

 

 

 

 

Program Implementor Yes No 

SCE Only   

SCE – Statewide Lead x  

Other PA – Statewide Lead   

Third Party   

Other   

SCE Business Plan Sector Yes 

Residential  

Commercial x 

Industrial  

Agricultural  

Public  

Codes & Standards  

Workforce Education & Training  

Finance  

Other  

Program Type Yes No 

Resource  x  

Non-Resource   x 

Primary Intervention Strategy  Yes No 

Upstream  x 

Midstream x  

Downstream  x 

Direct Install  x 
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f. Projected Program Budget 

Latest available program budget data is on CEDARS. (https://cedars.sound-

data.com/filings/list/)    

g. Savings Impact 

Latest available program savings data is on CEDARS. (https://cedars.sound-

data.com/filings/list/)   

h. Program Effectiveness 

Latest available program effectiveness data is on CEDARS. (https://cedars.sound-

data.com/filings/list/)   

 

 

 

  

https://cedars.sound-data.com/filings/list/
https://cedars.sound-data.com/filings/list/
https://cedars.sound-data.com/filings/list/
https://cedars.sound-data.com/filings/list/
https://cedars.sound-data.com/filings/list/
https://cedars.sound-data.com/filings/list/
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2. Implementation Plan Narrative 

a. Program Description 

Describe the program, its rationale, and objectives. 

 

For years, the downstream delivery mechanism has been the preferred intervention method in the 

promotion of energy efficient products for the nonresidential market. The nonresidential deemed 

approach allowed building owners and private business entities to receive incentive dollars for projects 

that meet program eligibility requirements. Recent reductions on claimable savings as well as the 

downward adjustments to the total resource cost (TRC) levels make it necessary to look at other delivery 

approaches that may prove to be more cost effective models to the program.  

 

The Midstream Point of Purchase (MPOP) program provides point of purchase incentives on pre-

approved energy efficiency products to nonresidential customers through a distributor delivery channel. 

The participating distributor provides an incentive on behalf of SCE that helps facilitate customer 

decisions to purchase higher efficiency equipment by reducing both the equipment cost and the effort 

required to submit an incentive application.  SCE reimburses the participating distributor a pre authorized 

incentive amount for each qualifying product sold to a nonresidential customer.  The distributor collects 

the customer information at the point of purchase and provides product data to SCE through an online 

tool for invoice processing.  SCE validates the customer and product data and issues payment to the 

distributor. 

Distributors are prominent actors in their industry because they purchase from manufacturers and sell 

products in large volumes to the contractors or end use customers. New construction sometimes warrants 

the need of 5,000 +/- fixtures to be installed in a 15 story building, while other projects, such as a “re-

lamping” project in a warehouse facility may warrant only 500 fixture units. Though 500 fixtures may not 

seem significant, reaching projects of all sizes is part of the overall objective to achieve the deep energy 

usage reduction goal set by the long-term energy plans. Distributors are well-placed to provide access to 

these nonresidential projects. 

 

 

 

b. Program Delivery and Customer Services1 

Describe how the energy efficiency (EE) program will deliver savings (upstream, downstream, direct 

install, etc.), how it will reach customers, and the services and it will provide.  

 

The Program delivers deemed energy savings through a midstream distributor channel.  Participating 

distributors sign a standard offer agreement that details the requirements of the Program.  The agreement 

details how to apply to be a distributor in the program, data collection requirements, product eligibility, 

                                                      

 
1 IP Guidance from D.15-10-028:  "Describe how the energy efficiency (EE) program will deliver savings (upstream, 

downstream, direct install, etc.), how it will reach customers, and the services and [sic] it will provide." 
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invoicing details, incentive levels and general terms and conditions. Once approved, the distributor is 

authorized to provide point of purchase incentives to nonresidential customers. 

At the point of purchase, the distributor will notify the customer that the customer is receiving an 

incentive on behalf of SCE, explain installation requirements to the customer, collect site address 

information, and provide a point of purchase incentive to the customer. The distributor will then submit 

the required information to SCE for reimbursement and verification.  Once the product is verified 

installed, SCE will reimburse the distributor and claim the energy savings per the deemed product’s 

engineering workpaper. 

Distributors market the Program and incentives to their customer base and have sales staff that actively 

promote the incentives.  SCE also facilitates campaigns and marketing activity to provide awareness 

about the Midstream program to customers.  

 

c. Program Design and Best Practices  

Describe how the program overcomes the market barriers in its market sector and/or end use.  Describe 

why the program approach constitutes "best practices" or reflects "lessons learned."  Provide references 

where available. 

 

The MPOP Program utilizes a distributor channel to provide incentives.  Distributors have direct 

relationships with parties that a downstream program may not have access to.  Distributors have strong 

knowledge of their product base and have a direct relationship with manufacturers.  The direct 

relationship allows distributors to purchase large quantities of product and to receive the latest product 

technologies to offer to customers.  Distributors also have relationships with their customer and contractor 

base and can reach parties that a downstream program may not touch.  Commercial building owners may 

rely on a contractor for product decision help and with the distributor having a relationship with the 

contractor, the distributor can help influence the customer to purchase a more efficient technology.  

Distributors also have the ability to move large volumes of products through their supply chain and can 

provide competitive pricing to customers.  

 

d. Evaluation, Measurement, and Verification (EM&V): 

Describe any process evaluation or other evaluation efforts that the PA will undertake.  Identify the 

evaluation needs that the PA must build into the program.  These might include: 

• Data collection strategies embedded in the design of the program or intervention to ensure ease 

of reporting and near term feedback, and/or  

• Internal performance analysis during deployment. 

 

The specific research to support this program will be determined by the Research Roadmap, a research 

planning document developed in a collaborative process between CPUC Energy Division (ED), 

California IOUs, non-IOU program administrators, and CPUC advisory consultants.  The Roadmap 

addresses research led by the Energy Division as well as PA led research.  The 2019 Research Roadmap 
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will be developed in Q4 of 2018, and will be presented via webinar to the public.  The latest Roadmap can 

be found at www.cpuc.ca.gov/WorkArea/DownloadAsset.aspx?id=6442452422 

 

e. Program Performance Metrics 2 

 Describe the program performance metrics. 

 

Metric 
Current 

Value 
Timing Measurement Method 

Midstream 

Invoices per 

Year 

N/A Annual Program Database 

Reporting 

Customers 

Receiving 

Incentives 

N/A Annual Program Database 

Reporting 

 

For this program, two metrics identified are Midstream Invoices and Customers Receiving Incentives.   

Midstream Invoices per Year is defined as the number of sales invoices/orders submitted by participating 

distributors to SCE in a given calendar year.  The invoice/order shows the quantities of eligible products 

sold to nonresidential customers.  

Customer Receiving Incentives is defined as the number of customers that have received a Midstream 

incentive in a given calendar year.  A customer in the Midstream program is defined as the address of the 

new or existing nonresidential facility at which the qualifying products are installed. 

 

f. Quantitative Program Targets 

Provide estimated quantitative information on the number of projects, companies, non-incentive customer 

services and/or incentives that the program aims to deliver and/or complete annually.  Provide references 

where available. 

Key Targets 2018 2019 2020 Total 

Midstream Invoices per year 550 650 750 1,950 

Customers Receiving Incentives 2,000 2,500 3,000 7,500 

 

 

                                                      

 
2  IP Guidance from D.15-10-028:  "It is in the implementation plans that we want to see at least one metric for each 

program/strategy/sub-sector/intervention strategy; more than one where appropriate…. Implementation plans will contain 

metrics, as already discussed.  PAs are free to start with a clean slate in developing metrics and associated reporting 

requirements, but for all programs will continue to provide monthly cost reports, and for resource programs will provide 

monthly savings data as well." 

http://www.cpuc.ca.gov/WorkArea/DownloadAsset.aspx?id=6442452422
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g. Pilots  

Please describe any pilot projects that are part of this program and explain what makes them innovative.  

The inclusion of this description should not replace the Ideation Process requirements currently agreed 

upon by the California Public Utilities Commission (CPUC or "Commission") staff and Investor Owned 

Utilities (IOUs).  The Ideation Process is still undergoing refinements and will be further discussed as 

part of Phase III of this proceeding. 

 

There are no pilot projects/programs that are a part of this Program. 

 

h. Program Logic Model 

Model should visually explain the underlying theory supporting the sub-program intervention approach, 

referring as needed to the relevant literature (for example: past evaluations, best practices documents, 

journal articles, books, etc.) 

 

Midstream – Logic Model
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Increased distributor sales 

&

Increased availability & 

marketing of products 

(F)

Distributor 

Agreement and 

Qualified Product List 

(D)

Commercial End-users:

kW/kWh savings, Environmental & 

Other Non-Energy Benefits 

(L)

Offer point of purchase incentives 

to customers through distributor 

delivery channel

(B)

Increase knowledge about 

program and available 

products  

(J)

Strategy to Overcome Market Barrier:  To engage 

distributors to support nonresidential installations through 

contractors and directly to non residential end-users 

(A)

End-users purchase & install 

program products/measures 

(G)

 Develop marketing material with 

participating distributors

(C)

Distributor Marketing 

Materials Completed 

(E)

Contractors sell & install 

program products/measures for 

end-users

(I)

Increased distributor 

stocking/selling of qualified 

products

(K)

Increased adoption and saturation of 

products

(M)

 

i. Process Flow Chart 

Provide a sub-program process flow chart that describes the administrative and procedural components 

of the sub-program.  For example, the flow chart might describe:  
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• A customer’s submittal of an application  

• The screening of the application  

• The approval and/or disapproval of an application 

• Verification of purchase or installation 

• The processing of incentive payments, and  

• Any quality control activities. 

 
Midstream Flow Chart
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Receive service 

contract from 

distributor in CRM

Upload an Excel data 

file and proof of sale 

documents in Online 

Tool (OLT)

IDSM SME tracks and 

assigns service contracts 

for processing based on 

inspection flag

OLT performs an 

inspection random 

selection

Triagor create’s and 

dispatch’s a service 

order per SA# in CRM

Receives payment in 

the Approval list

Payment follows 

approval path based 

on payment matrix

OLT auto sends both 

data files to CRM and 

creates service 

contracts

OLT divides the data 

files into 2 files

Inspection?

QA specialist (Tech) 

reviews service contract 

and supporting 

documentation

Triagor performs 

minimal review of 

supporting documents

QA specialist (Tech) 

completes and sends IR 

Approval Letter to the 

distributor and PM 

QA specialist (Tech) 

send service contract to 

payment QC processor

Payment QC processor 

completes final review

CRM generates billing 

document and post 

payment to  PM’s 

approval list

NO

YES

Inspection is performed

Q

1-3 weeks for 

inspections process

Inspections desk creates a service 

confirmation in CRM, sets status to 

“ready for review”, and sends an 

email to QA Specialist (Tech)

QA Specialist (Tech) 

performs review of 

service confirmation 

and inspection findings

Payment goes back to 

IDSM lead

Approved?

Payment is sent to 

SAP via CRM 

interface

SAP generates check 

to distributor

IDSM lead coordinates 

required corrections with 

QA Specialist tech and 

Payment QC processor 

Yes

No

End

Start

Inspections desk 

receives inspection in 

queue

Inspection desk assigns 

inspection to an 

inspector

Inspector schedules the 

site inspection with the 

site contact

Inspector submits 

inspection results to the 

inspections desk

 
 

j. Diagram of Program 

Please provide a one page diagram of the program including subprograms.  This should visually 

illustrate the program/sub-program linkages to areas such as: 

• Statewide and individual IOU marketing and outreach 

• Workforce, Education and Training (WE&T) programs 

• Emerging Technologies (ET) and Codes and Standards (C&S) 

• Coordinated approaches across IOUs, and 

• Integrated efforts across Demand Side Management (DSM) programs. 
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k. Additional information  

Include additional information as required by Commission decision or ruling.  As applicable, indicate the 

decision or ruling, with page numbers. 

 

N/A 
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l. For Market Transformation Programs Only3  

i. Quantitative Baseline and Market Transformation Information  

Provide quantitative information describing the current EE program baseline information (and/or other 

relevant baseline information) for the market segment and major sub-segments, as available. 

 

N/A 

 

ii. Market Transformation Strategy 

Provide a market characterization and assessment of the relationships and/or dynamics among market 

actors, including identification of the key barriers and opportunities to advance DSM technologies and 

strategies. Describe the proposed intervention(s) and its/their intended results, and specify which barriers 

the intervention is intended to address. 

 

N/A 

 

 

  

                                                      

 
3 Ex) Codes & Standards program, Emerging Technologies program, Workforce Education & Training program, etc. 
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3. Appendix: Supporting Information and Documents 

a. Program Manuals and Program Rules  

All programs must have manuals for implementers and customers to clarify the eligibility requirements 

and rules of the program.  At minimum, manuals should include: 

The Midstream Program Agreements contain the information required in the table below.   

 

Final 2018 Midstream 

Participation Agreement 6-27-18.pdf
  

Final Midstream 

Food Service Agreement 8-13.pdf
 

 

# 
Information 

Required 
Short Description Location Name/URL link 

1 
Eligible Measures or 

measure eligibility 

A list of eligible measures, or measure 

eligibility requirements 

Exhibits in the attached 

agreements 

2 
Customer Eligibility 

Requirements 

Requirements for program participation 

(for example, annual energy use or peak 

kW demand) 

See attached agreements 

3 
Contractor Eligibility 

Requirements 

List of any contractor (and/or developer, 

manufacturer, retailer or other 

"participant") eligibility requirements. 

(For example: specific IOU-required 

trainings, specific contractor 

accreditations, and/or specific technician 

certifications.) 

See attached agreements 

4 

Participating 

Contractors, 

Manufacturers, 

Retailers, Distributers 

Information as to whether: 

• Program or sub-program delivery 

channel is downstream, midstream, 

or upstream, and  

• Program is an incentive and/or buy-

down type program. 

See attached agreements 

5 Additional Services 

Descriptions of any additional sub-

program delivery, measure installation, 

marketing & outreach, training, and/or 

other services provided, if not yet 

described above. 

See attached agreements 

6 Audits 

Information as to whether: 

• Pre- and post-audits are required 

• Funding or incentive levels have 

been set for audits, and  

• The eligibility requirements for audit 

incentives. 

See attached agreements 
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# 
Information 

Required 
Short Description Location Name/URL link 

7 
Sub-Program Quality 

Assurance Provisions 

List of quality assurance and quality 

control requirements, including 

accreditations and/or certifications or 

other credentials of individuals or 

organizations performing this work. 

N/A 

8 Other (not required)   

8a    

8b    

8c    

 

 

b. Incentive Tables, Workpapers, Software Tools 

Provide a summary table of measures and incentive levels, along with links to the associated workpapers.   

 

Incentive amounts are listed in the Program Agreements in the previous section.  

 

Approved product workpapers may be found at the link below: 

 

http://www.deeresources.net/workpapers  

  

 

 

# Measure Incentive Level  

1    

2    

3    

 

# Document Name Short Description URL link or location name 

1    

2    

3    

 

 


