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Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

1. Overview of PPL Electric’s Act 129 Phase Il Plan

1.1.1. Summary Description of Plan

PPL Electric Utilities Corporation (PPL Electric or the Company) hereby submits its Act 129 Phase Il
Energy-Efficiency and Conservation Plan (EE&C Plan or Plan or Phase Il) in compliance with Section
2806.1 (b){1)(i) of Act 129 (the Act). This filing is being made pursuant to the Act and the August 3, 2012
Implementation Order of the Pennsylvania Public Utility Commission (Commission) at Docket Nos.
M-2012-2289411; M-2008-2069887 (Implementation Order entered August 3, 2012) (Implementation
Order). The Plan describes an extensive portfolio of energy-efficiency and conservation programs and
related education programs. The proposed portfolio consists of the following programs:

Continued from Phase | to Phase Il:
e Appliance Recycling
o Residential Retail Program (combines residential lighting and energy-efficiency)
o Residential Energy-Efficiency Behavior & Education
e Low-Income WRAP Program (with changes)
E-Power Wise Program
Prescriptive Equipment Small C&I, Large C&I and Government/Educational/Non-profit
(a/k/a, GNI) with additions
Custom Incentive Small C&I, Large C&I and GNI Program

New Programs in Phase Il:

e Residential Home Comfort Program (hybrid combining the Phase | Audit and
Weatherization Program and a portion of Phase | Residential Efficient Equipment with a
new home component)

Student and Parent Energy-Efficiency Education Program
Low-Income Energy-Efficiency Behavior & Education Program
Master Metered Low-Income Multifamily Housing Program
Continuous Energy Improvement Program

School Benchmarking Program

The Plan provides a portfolio of options which will offer PPL Electric’s customers a cost-effective,
equitable, flexible, and wide-ranging set of programmatic choices, incentives, information, and
educational opportunities. Together they meet the goals outlined in the Implementation Order and
successfully balance stakeholder input with budget constraints and savings objectives. Each individual
program is described in Section 3.

1.1.2. Plan Objectives

The requirements of the Act are consistent with PPL Electric’s overall business philosophy and its history
of promoting energy-efficiency and conservation while striving for excellence in customer service. PPL
Electric’s implementation and management of its Act 129 Phase | Plan reflected this philosophy. During
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Section 1: Overview of PPL Electric’s Act 129 Phase |l Plan

Phase | programs were designed, changed, enhanced, or eliminated to more effectively meet customer
response. The Phase Il plan represents an opportunity to expand this effort and continue to provide
customers with choices that enable wiser use of electricity; reduced electricity consumption; and
opportunities to save money without diminishing quality of life or business effectiveness. In addition,
PPL Electric’s current plan was able to create approximately 245 full-time and 8 part-time green jobs in
the last four years, and the proposed plan will continue this kind of support for local economic
development.

The Phase Il Plan is designed to meet the requirements set forth by the Commission’s Implementation
Order. Those requirements are:

1.1.3.

Comply with the designated expenditure cap of 2% of 2006 Annual Revenues for each year of
the three-year Plan, which equates to an average of approximately $61.5 million per year for
three years and approximately $184.5 million * for the Phase Il period. The three-year Plan will
start on June 1, 2013 and conclude on May 31, 2016.

Achieve a total overall energy reduction of at least 821,072 MWh/yr. by May 31, 2016. At least
25% of the energy reduction target must be achieved in each of the three program years.
Achieve a minimum of 10% (82,107 MWh/yr.) of the total required energy reductions from the
Institutional customer sector by May 31, 2016. The institutional sector includes government,
education, non-profit, and multifamily housing.

Achieve a minimum of 4.5% (36,948 MWh/yr.) of the total required energy reductions from the
low-income customer sector (<= 150% of Federal Poverty Income Guidelines) by May 31, 2016.
This includes savings from low-income programs and low-income participation in general
residential programs.

The proportion of measures available to the low-income sector is at least 9.95% of the total
measures available to all customer sectors. A list of measures is included in Appendix E.

Offer at least one energy-efficiency program for each customer sector and offer a reasonable
mix of energy-efficiency programs for all customer sectors. Offer at least one comprehensive
measure for residential and commercial customer sectors.

The portfolio is cost-effective based on the Total Resource Cost Test (TRC).

Allocate the cost of measures to the customer class(es) that receive(s) the benefit of those
measures.

Define the roles and responsibilities of Conservation Service Providers. (CSP)

Include procedures to measure, evaluate, and verify performance of the programs and the Plan
as a whole. These procedures are described in PPL Electric’s Evaluation Plans, which are
submitted separately and approved by the Commission’s Statewide Evaluator (SWE).

Define a mechanism for recovery of all applicable costs.

Overall Strategy to Achieve Energy-Efficiency Goals

PPL Electric carefully evaluated each Phase | program to determine its viability for Phase Il. For programs
and measures offered in Phase |, PPL Electric program staff reviewed data to compare what was
achieved against what had been expected. Information from the SWE Market Potential Study” was
reviewed, including achievable potential, incremental costs, kWh/yr. savings, and TRCs. Measures with a
low savings and a low TRC were generally excluded. PPL Electric also considered market transformation
and free-ridership during the program planning process and excluded some measures accordingly.

! $184.5 million excludes Statewide Evaluator costs that are not subject to the funding cap.
2 Electric Energy Efficiency Potential for Pennsylvania Final Report (released by the Commission on May 10, 2012).
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Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

The process to establish the overall portfolio (the mix of measures and programs for customer sectors)
required many iterations to successfully meet all of the Act 129 requirements described above and
achieve a reasonable balance between sectors, savings, budget, and an overall TRC. In addition, the
portfolio was designed to ensure a transition from Phase | to Phase Il that is as seamless as possible to
customers and trade allies.

The maximum allowable funding specified in the Implementation Order for PPL Electric is $184.5 million.
The proposed Plan totals $183.6 million?, and with anticipated changes in the TRM that will likely reduce
savings and increase acquisition costs, PPL Electric fully expects to expend all available funds in Phase .

The Implementation Order requires “EDCs to develop EE&C plans that contain at least one
comprehensive measure for residential and small commercial rate classes in EE&C Plans going forward.”
Implementation Order at 20. To meet this requirement, PPL Electric will offer the Home Comfort
Program designed for new and existing homes. This comprehensive program will include an incentive for
contractors who build energy-efficient new homes and customer incentives for audits and
weatherization for existing homes. To meet the requirement for the Small C&I sector, PPL Electric will
also offer free audits and a comprehensive array of measures specifically designed for farms as part of
the Prescriptive Equipment Program for Small C&I.

Consistent with the recommendation in the Implementation Order, PPL Electric will offer a program
designed to address energy-efficiency within multifamily low-income master metered buildings.
Implementation Order at 49. It is expected that the Master Metered Low-Income Multifamily Housing
Program will provide approximately 6,500 MWh/yr. toward the required GNI 10% savings goal.

PPL Electric designed its portfolio to provide options for all customer sectors. PPL Electric engaged
stakeholders throughout the development process and wherever possible and practical included their
suggestions in the final plan. As an example, the School Benchmarking Program suggested by
stakeholders will not yield any quantifiable energy savings. However, PPL Electric recognized the value
of providing school administrators with energy-efficiency information that will help them make
informed decisions about energy-efficiency upgrades, and included it in the proposed Plan as an
effective complement to other program offerings.

1.2.1. Plan Development Process and Key Assumptions

PPL Electric began developing a Phase Il plan prior to the release of the Commission’s March 1, 2012
Secretarial Letter seeking comments on topics related to the Phase Il EE&C Plans. In addition, PPL
Electric engaged Cadmus Group Inc. to provide assistance in evaluating new measures and new
programs identified for Phase Il, and to conduct the TRC for the Phase Il EE&C Plan.

PPL Electric hired staff for Phase | to develop RFPs, lead the selection process, and manage all aspects of
Phase | programs. Over the last four years, that staff has worked closely with CSPs, trade allies,
customers, and stakeholders to seek their input on programs and measures. The success of Phase | and
design of the Phase Il Plan is a result of drawing on their expertise.

* Excludes Statewide Evaluator costs that are not subject to the cost cap. These costs are estimated to be $3
million for PPL Electric.
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Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

An in-house Steering Committee made up of executives and managers with direct and indirect
involvement in Act 129 guided the overall Plan development process. The Act 129 requirements and
Commission’s Implementation Order, as well as experience from Phase | and stakeholder input, formed
the primary basis for the development of the Plan.

Figure 1. Process for Developing the Plan

TRM, Market
Potential Study and
Best Practice

PPL Hectric's Stakeholder input & Stakeholder input & Stakeholder input &
Approved Energy EDC Collaborstion EDC Collaboration EDC Colisboration
Baselines

The Phase I targets set parameters for constructing a portfolio of measures and programs for different
customer classes. For each sector, a set of program concepts was developed based on Phase |
experiences, the Market Potential Study, best practices, and lessons learned in utility-sponsored or
publically funded energy-efficiency programs. The programs were designed to satisfy the requirements
of Act 129 and ensure a range of program options were available to all customer classes and market
segments while meeting the reduction targets for governmental/non-profit and low-income sectors. The
process for developing the Plan consisted of establishing a set of guiding principles including: 1) using a
top-down approach to establish possible targets based on Phase | achieved performance by sector; 2)
evaluating energy-efficiency measures by potential, cost, and TRC, using the SWE Market Potential Study
and PPL Electric’s market research and experience from Phase [; 3) developing and balancing the
portfolio to meet all of the Act 129 requirements; 4) providing opportunities for stakeholders to
participate and contribute to Plan development; and 5) making adjustments based on what is
affordable, customer feedback, and the requirements set forth in the Act (i.e., GNI savings target).

1.2.2. Principles Guiding Development of the Plan

PPL Electric has a long-standing commitment to energy-efficiency and helping customers use electricity
wisely, as well as helping customers save on their electricity bills. The following guiding principles served
as a backdrop to development of the measures, programs, and implementation strategies in PPL
Electric’s portfolio:

e Customer focus: PPL Electric has a long history of educating consumers and acting as a
trusted energy advisor to its customers. Its Plan was developed to empower customers to
take energy-efficiency actions that save money in a way that is simple to understand and
cost-effectively optimizes customer benefits to the greatest extent possible.

e Compliance with Act 129: PPL Electric takes seriously its regulatory obligations to offer
energy-efficiency and conservation programs to its customers. Consistent with the
requirements of Act 129, PPL Electric has sought significant stakeholder input, and has
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Section 1: Overview of PPL Electric’s Act 129 Phase |l Plan
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developed a portfolio of cost-effective programs to generate the energy savings needed to
meet the goals outlined by the Pennsylvania Legislature and the Commission.

Leadership in efficiency and conservation: PPL Electric’s Plan builds upon the success of its
Act 129 Phase | Plan and its consumer education programs. PPL Electric’s efforts to engage
customers in energy-efficiency have included offering an online home energy use analysis
tool; providing customers with hourly and daily electricity use information via the Internet;
offering financial incentives and rebates for all customer segments; promoting education
and community outreach to encourage energy-efficiency; and providing easy access to Act
129 program materials on PPL Electric’s company website. Finally, PPL Electric was a leader
in installing smart meter technology at every customer site in its service territory.

Proven solutions and sustainable savings: PPL Electric’s programs focus on proven, cost-
effective, energy-efficiency technologies that can be installed alone or as part of an
integrated strategy to long-term, sustainable energy-efficiency. Despite the challenges
presented by the need to balance savings targets and available funding with decreasing TRM
values (lower savings), lower avoided costs (lower benefits for energy savings), and inflation
(higher implementation costs for PPL Electric and for customers’ energy-efficiency projects),
PPL Electric in designing its Act 129 Phase Il Plan sought to optimize energy savings for each
participating customer location through extensive efficiency strategies, and will encourage
participation in its multiple programs and incentives wherever such participation makes
sense for customers. Programs that might have provided “deep” savings may need to be
adjusted mid-course because savings may no longer make a program or measure cost-
effective.

Flexibility and options: PPL Electric’s Plan is designed to be flexible enough to address
changing market conditions. The Plan provides multiple program options, education,
information, financial incentives, and services to support customers’ energy-efficiency
needs. Some programs provide customers with audit information that allows them to make
informed decisions based on personal and organizational priorities, while allowing energy-
efficiency improvements to be made in phases.

Market transformation: PPL Electric’s Plan is designed to stimulate broader market
acceptance and installation of energy-efficient technologies. PPL Electric will take steps to
assist its customers with the installation of low-cost, high-savings, energy-efficiency
measures that provide sustainable savings over time. The Plan supports customers’ efforts
to install innovative technologies, particularly through its proposed Commercial and
Industrial (C&!) Custom Incentive Program, and includes provisions for training and
education, outreach to trade allies and stakeholders, and an active overarching customer
awareness campaign to ensure customers are kept abreast of ever-changing advances in
technology. PPL Electric will monitor performance of its programs and adjust programs as
required if there is sufficient market transformation or high free-ridership.

Commitment to low-income customers: Act 129 continues PPL Electric’s strong
commitment to helping low-income customers reduce their electricity consumption and
save money. In addition to continuing PPL Electric’s successful LIURP (Low-Income Usage
Reduction Program) known as the Winter Relief Assistance Program (WRAP), Phase I will
offer the E-Power Wise program and the low-income Energy-Efficiency Behavior &
Education Program. Further, although the Master Metered Low-Income Multifamily Housing
Program is designed as a GNI program, it is expected that there will be energy-efficiency
educational materials provided to the tenants.
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1.2.3. Assessment of Resource Potentials

In January 2012, PPL Electric started evaluating Act 129 Phase | Programs and measures to determine
what programs and measures should be considered for Act 129 Phase Il. Using the Company’s market
research and studies, the Commission’s market potential study, information garnered from discussions
with other utilities, ENERGY STAR®, and Consortium of Energy Efficiency (CEE), PPL Electric’s Program
staff systematically studied the energy-savings potential available in each market sector and used that in
presenting programs and measures to be considered in the design of Act 129 Phase II.

1.2.4. Developing the Portfolio

The energy-saving targets, the expenditure cap, cost-effectiveness of the portfolio, the GNI and low-
income set-asides, and the customer equity guidelines established by Act 129 defined the major
parameters and constraints for developing the portfolio. Development of the portfolio and subsequent
revisions began with a “top-down” process that involved evaluating each sector based on what was
being achieved in Act 129 Phase I. At the same time, PPL Electric Program Staff evaluated program and
measure levels from the “bottom up” and identified possible programs for consideration in Phase II:
those that were innovative, those that were successfully being offered by other utilities and those
programs requested by customers, trade allies, CSPs, or stakeholders.

Step 1: PPL Electric reviewed required targets, targeted funding, the market potential study, and
performance from Phase I. Then, PPL Electric drafted a list of potential Phase Il measures,
grouped those measures by programs and sectors, and put those into its Portfolio Model.

Step 2: For each measure, data on technical specifications and potential end-use energy and
costs were compiled primarily from the TRM and from PPL Electric’s experience in delivering
energy-efficiency programs. Other technical resources, including the Database for Energy-
Efficiency Resources (DEER), CEE, and ENERGY STAR® were also consulted. PPL Electric
contacted energy-efficiency professionals from around the country regarding program design,
costs, savings, and customer response.

Step 3: PPL Electric determined the life-cycle costs, savings, and avoided cost benefits for each
measure to compute the measure’s cost-effectiveness from a TRC perspective.* Application of
the TRC identified some measures that did not meet the cost-effectiveness threshold. However,
to ensure a well-balanced, comprehensive and complementary mix, some measures with high-
saving potentials such as insulation, heat pump water heater (HPWH), and packaged air
conditioning units were retained in the portfolio. To ensure consistency with Phase | methods
and EM&YV procedures, TRC calculations were performed by The Cadmus Group, Inc., PPL
Electric’'s EM&V CSP. Key assumptions used to determine cost-effectiveness are listed in

Table 7- 7E, Section 8.

Step 4: For each program in the portfolio, savings were calculated, using the draft 2013 TRM and
the results from the SWE’s 2012 Electric Energy Efficiency Potential in Pennsylvania to compile
information on measure savings and costs. The available potential for each program was guided
largely by the results of the potential study, PPL Electric’s customer surveys, and program
experience from the Act 129 Phase | programs.

* Calculation methods and assumptions used for estimating all program costs are provided in Appendix D.
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Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

Step 5: The aggregate, plan-level savings for programs were spread over the three-year plan
cycle to establish annual saving targets. Expected ramp-up of annual savings varied across
programs. In the case of new programs where no prior local implementation experience or
infrastructure exists, savings are expected to accrue at lower levels initially and accelerate
gradually over the course of the Plan.

Step 6: Finally, the expected number of participants and customer incentive levels in each
program were adjusted iteratively to balance the portfolio. The objective of this balancing
exercise was to provide a reasonable mix of programs that meets all of the Act 129
requirements, such as GNI and low-income set-asides, the overall cost cap, equity across various
customer segments, and cost-effectiveness at the portfolio level.

1.2.5. Managing Uncertainty

The proposed EE&C program portfolio was developed within the confines established by Act 129 and
the Commission’s Implementation Order. The proposed portfolio took into consideration requirements
including energy savings, and cost-effectiveness of the portfolio, expenditure limits, customer equity,
and set-aside provisions for low-income and governmental/non-profit customer segments, and other
requirements of the Act and the Commission’s Implementation Order.

As was the case during Phase |, the consumption reduction targets set by the Commission for Phase Il
are cumulative in nature. That is, to achieve the target set by the Commission in its Implementation
Order, PPL Electric is required to achieve three-year cumulative reduction of 2.1% MWh/yr. Although
PPL Electric has developed a plan to achieve its three-year cumulative target, the Company has
identified a few areas of uncertainty that could impact the success of the Phase Il EE&C Plan.

First, the state of the economy is constraining customers’ willingness to make investments in energy-
efficiency, especially Small C&I and institutional customers (schools, non-profits, and governments). In
addition, at present, electric rates are relatively low. The combination of current state of the economy,
coupled with low energy prices may reduce the likelihood that customers will participate in energy-
efficiency programs.

To address this concern for Small C&I customers, PPL Electric’s successful Direct Discount Program,
enhanced during the middle of Act 129 Phase |, will be continued in Act 129 Phase Il and is key to the
Prescriptive Incentive Program. Further, PPL Electric has designed its incentives to cover a sufficient
portion of the incremental cost of each measure. These incentives, coupled with effective marketing and
customer segmentation, will enable the messages to be tailored to customers “on the fence.” PPL
Electric’s Phase || EE&C Plan is offering School Benchmarking at “no cost.” This program will enable
Electric to reach school administrators and teachers, as well as schoolchildren and parents, to educate
them on energy-efficiency. These are just some of the ways the Plan has been designed to ensure
customers are aware and take advantage of the programs being offered.

Second, the likelihood of future changes to the TRM has the potential to result in further downward
adjustments to savings in future versions of the TRM (2013 — 2015) and could reduce the savings
attributable to energy-efficiency measures. In an attempt to address this uncertainty, PPL Electric
designed its Plan to use the savings assumptions from the Commission’s proposed 2013 TRM. Those
savings are generally lower than the 2012 TRM and the savings used in the SWE’s Market Potential
Study. If there are further reduction in savings in 2013, 2014, or 2015 TRMs, PPL Electric would likely
have to adjust its mix of measures, programs, and sectors to attempt to accommodate the lower savings
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Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

and reach the compliance target. Further, PPL Electric has designed its Phase Il Plan to exceed the
compliance target by 2.5%. In addition, PPL Electric estimates a carryover of 110,000 MWh/yr. from
Phase I. The over-compliance and carryover provides the flexibility to accommodate lower per-measure
savings or to provide additional savings to customers.

Third, there is limited time available between the approval of the Phase Il programs (expected in March
2013) and the earliest allowable launch date, June 1, 2013. That limited time may delay the launch of
some programs, may limit the time available to achieve the savings, and could prevent PPL Electric from
achieving 25% of the EE&C Plan’s savings in the first program year. PPL Electric has addressed this “ramp
rate” uncertainty by carefully planning and initial marketing efforts to stimulate early interest and by
assuming lower savings in the first program year compared to the second and third years. This ramp-up
rate also addresses the issue where large commercial and industrial projects typically require a longer
lead time than the residential sector to identify, budget, and implement energy-efficiency measures,
especially for customers with budget cycles and lengthy funding or procurement processes. Phase ||
projects must be implemented no earlier than June 1, 2013 (i.e. no retroactivity like Phase t). Therefore,
these large projects may not come on line early in the first Phase Il program year (“Program Year 5”).

In addition, reaching key energy decision makers in both the small and large C&I customer sectors can
present a special challenge to PPL Electric and its CSPs, especially if the building owner (landlord,
property manager, etc.) is not the customer and does not pay the electric bill (paid by the tenant).

To address the uncertainty relating to reaching key energy decision makers, as well as the related time
lag, PPL Electric worked with its CSPs and trade allies to develop strategies that mitigate the time
required to deliver programs. PPL Electric worked with trade allies to assess and expedite, where
necessary, the availability of trained and qualified personnel to deliver services, especially in the early
stages of the Plan.

The next uncertainty is how to adjust the EE&C Plan if actual performance differs from estimates in the
EE&C Plan. The flexibility to quickly adjust programs is critical to achieving the savings compliance
target, equitable distribution of savings and costs among customer sectors, and other requirements of
Act 129. This includes adjusting incentive levels and participation estimates if customer preferences and
program performance are different than estimated in the Phase Il EE&C Plan. Program delivery is not an
exact science, and it is difficult to predict the exact number of customers willing to participate in the
programs offered. The Commission recognizes this and allows EDCs to establish ranges in their EE&C
Plan for incentive levels and customer participation. This flexibility allows PPL Electric to quickly adapt to
changes in market conditions by adjusting incentive levels, such as “limited time offers,” and adjusting
participation estimates.

1.2.6. Stakeholder Involvement

Throughout the development of this Plan, PPL Electric pursued opportunities to inform stakeholders of
the Company’s progress and to solicit input. Both formal and informal communication was maintained
with many parties, including other Pennsylvania electric distribution companies; consumer and
environmental advocates; chambers of commerce; state, local, and private economic development
organizations; community-based organizations; trade associations; governmental agencies; trade allies;
market partners; and CSPs.

Based upon the input of participating stakeholders, PPL Electric added new programs/measures and
refined others, resulting in a more creative and robust portfolio than would have been possible
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Section 1: Overview of PPL Electric’s Act 129 Phase |l Plan

otherwise.® This collaborative process increased the likelihood of success in implementing the portfolio.
PPL Electric intends to meet with stakeholders as needed, but not less than twice annually until May 31,
2016.

Key information about stakeholder participation including meeting dates and topics discussed with the
participants is summarized in Table A. PPL Electric also meets regularly with its CSPs, trade allies,
equipment installers, engineers, consultants, equipment dealers, retailers, etc., who provide products
and services to customers, and potential CSPs (companies who would like to contract with PPL Electric
to provide EE&C products and services) to review the Plan progress, consider new products and services,
and/or identify opportunities to improve EE&C programs.

Table A: Stakeholder Coordination Activities and Participation

Meeting Invitees or Attendees Topics Discussed

2/9/2012 Low-income advocates, Presented information about Act 129 Phase |
contractors, CBOs, PUC low-income programs and sought input for Act
Staff, and other 129 Phase Il program design. At the time of this
interested parties. meeting, the Secretarial Letter had not been

released. Inciuded group discussions on: 1)
possible ways to reduce low-income program
costs, 2) ways to improve the low-income
initiatives in Act 129 Phase Il, 3) program models
from other areas outside of PPL Electric’s
territory that may hold merit for PPL Electric in
designing Phase Il low-income programs, 4)
barriers to program participation. Notes from
this meeting were distributed.

Reviewed Act 129 timeline for Plan development.
Described PPL Electric’s process for developing
the Plan. Identified possible issues and concerns.
Established best process for obtaining future
stakeholder input. Presented proposed funding
targets, challenges faced with reductions in
savings, mandatory savings targets and funding,
and obtained broad stakeholder input. From this

6/5/2012 Full stakeholder group®

® PPL Electric’s stakeholder group includes but is not limited to representatives from: registered and other
potential CSPs, environmental advocacy groups, chambers of commerce, public and private economic
development organizations, community-based organizations, trade allies, including contractors, trade associations,
energy services companies, and vendors, market partners that deliver or promote energy-efficiency programs,
including Keystone HELP, PHFA, SEDA-COG, Community Action Committee of the Lehigh Valley, Schuylkill
Community Action, Community Action Program of Lancaster, other Community Action Groups, property/facilities
management companies; Pennsylvania Public Utility Law Project, the Sustainable Energy Fund, statutory
advocates, the PA Department of Environmental Protection, municipal and local government groups, county
commissioners, township commissioners, the EFMR Monitoring Group, the Pennsylvania Department of
Community & Economic Development (DCED) Energy-efficiency engineers and consultants, Penn Future, PPLICA
and Commission staff.
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Meeting

Invitees or Attendees

Topics Discussed

meeting, it was decided to hold two small focus
group meetings: combined heat and power, and
lighting.

7/11/2012

Low-income

Reviewed possible savings requirements.
Presented comments following up on
suggestions made in February meeting.

7/12/2012

Combined Heat and
Power (CHP) meeting

Meeting led by a facilitator with discussion about
the role of CHP projects in Phase Il. Suggestions
included offering fewer projects with a higher
kWh incentive while others recommended a
lower kWh incentive and more projects.

7/26/ 2012

Lighting Meeting

Meeting led by a facilitator with discussion
centering on the role of lighting in Act 129
Phase Il. Recommendations included offering
Direct Discount to Large C&! customers and
schools.

8/7/2012

Full stakeholder group®

Updated stakeholders on progress of Plan
development. Presented “top-down” savings and
possible costs by sector. Reviewed, by sector,
programs under consideration. Highlighted the
Master Metered Low-Income Multifamily
Housing Program and asked for stakeholder
comments. Provided responses to the majority of
questions, comments, or issues raised in the
6/5/2012 Stakeholder meeting.

8/3/2012

PPL Electric’s residential
survey panel

Survey focused on several residential measures
and programs being considered for Phase II.

9/26/2012

Full stakeholder group®

Reviewed the timeline and focused on discussing
challenges posed by the TRC comparing Act 129
Phase | TRC’s with initial Phase Il TRC results.
Presented possible distribution of costs and
savings by sector and programs under
consideration. Addressed outstanding questions
from the 7/11/2012 Stakeholder meeting.

From February 2012-
September 2012

Meetings with many of
the stakeholders
individually.

Discussed issues specific to that stakeholder or
issues a stakeholder did not want to discuss in
large group meetings for competitive or other
reasons.

1.3.1. Summary tables of portfolio savings goals, budget and cost-effectiveness.
The following tables provide summaries of estimated savings, budget and cost-effectiveness for PPL

Electric’s entire portfolio.
These include:

e Table 1: Portfolio Summary of Lifetime Costs and Benefits for PPL Electric’s entire portfolio
e Table 2: Shows an estimated portfolio of energy and demand savings.

e Table 3: Shows the overall estimated portfolio budget, broken out by sector and program year.
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Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

Table 1: Portfolio Summary of Lifetime Costs and Benefits

Total Total
Total 3 Discounted .
. . Discounted i Benefit-
. Discount Discounted e Net .
Portfolio e as Lifetime e ie Cost Ratio
Rate Lifetime Costs Lifetime
Benefits . (TRC)
($000) ($000) Benefits
($000)
Residential
(exclusive of Low- 8.14% $80,621 $204,119 $123,498 2.53
Income)
Res":::;'r:'em‘"' 8.14% $17,020 $12,160 ($4,860) 0.71
In?u"s't':::;;':é . 8.14% $67,274 $128,670 $61,395 1.91
In?;::::{‘;_':r'é . 8.14% $90,082 $113,559 $23,476 198
Governmental/
Educational/ 8.14% $44,885 $58,876 $13,991 1.31
Non-Profit
Total 8.14% $299,882 $517,383 $217,502 1.73

L mNet" refers to the arithmetic difference between the previous two columns. It does not refer to net verified savings.

e Includes savings from measures installed and operable between June 1, 2013 and May 31, 2016. Excludes carryover of Phase | savings.
e Total Discounted Lifetime Costs are inclusive of common, portfolio-level expenditures.
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Section 1: Overview of PPL Electric’s Act 129 Phase [l Plan

Table 2: Summary of Portfolio Energy and Demand Savings

! As defined in the August 3, 2012 Implementation Order, Docket No. M-2012-2289411.
2 Adjusted for weather and extraordinary load as applicable.

3 Includes only the savings for low-income programs. An additional 49,192 MWH/yr. is from Low-income participation in non-low income programs.

4. Includes low-income saving in general resldential programs.
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PY5 PY6 PY7 Total
MWh/yr. kW Saved MWh/yr. kW Saved MWh/yr. kW Saved MWh/yr. kW Saved
MWh/yr. and kW Saved for Consumption Reductions Saved Saved Saved Saved
Baseline’ 38,214,368 38,214,368 38,214,368 38,214,368
Residential Sector (exclusive of Low- Income} -
Cumulative Projected Portfolio Savings®>™*
109,510 17,496 258,522.64 41,111 377,671 59,291 377,671 59,291
Residential Low-Income Sector - Cumulative Projected
Portfolio Savings? and 5 4,906 477 12,481 1,283 22,091 2,340 22,091 2,340
Commercial/Industrial Small Sector - Cumulative
Projected Portfolio Savings’ 51,949 9,060 105,336.24 18,336 157,774 27,476 157,774 27,476
Commercial/Industrial Large Sector - Cumulative Net
Weather Adjusted Savings® 49,794 8,349 132,611.09 22,398 191,583 32,450 191,583 32,450
Governmental/ Educational/Non-Profit Sector -
Cumulative Projected Portfolio Savings 30,009 4,947 65,037.96 10,593 92,835 15,205 92,835 15,205
EE&( Pian Tokal= Gumulative: Frojected Savings 246,169 40,329 573,989 93,721 841,953 136,762 841,953 136,762
EE&C Plan Total - Percentage of Target to be Met'
30% 70% 103% 103%
Estimated Phase | Carryover Savings 110,000 110,000 110,000 110,000
Total Cumulative Projected Savings Phase Il and Phase
| Carryover 356,169 683,989 951,953 951,953
Percent Reduction From Baseline 0.93% 1.79% 2.49% 2.49%
Commission Identified Goal 821,072
Percent Savings Due to Portfolio Above or Below
Commission Goal 86% 116% 116%




Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

Note: Program Year is June 1-May 31.

Table 3: Summary of Portfolio Costs

Estimated Direct Costs

Estimated Common Total Portfolio
PY5 PY6 PY7 Total Direct Costs
' Costs, All Years Budget
Portfolio Budget Portfolio Budget Portfolio Budget Portfolio Budget
$ % of $ % of $ % of . % of $ % of s % of
budget budget budget budget budget budget

residential )
B:sd'::t"t'a Portfolio Annual | .. .0 cao | 20.63% | $17,760,665 | 31.05% | $16,919,886 | 32.97% | $47,959,139 | 31.28% | $10,165,629 | 30.44% | $58,124768 | 31.13%
idential -
Residenfialllow: Incsme $4,677,317 | 10.44% | $5214,817 | 9.12% | $5303,717 | 10.33% | $15195,850 | 9.91% | $3,220979 | 9.64% | $18416,829 | 9.86%
Portfolio Annual Budget
Commercial/Industrial
small Portfolio Annual $11,629,808 | 25.95% | $12,024,559 | 21.02% | $11,774,116 | 22.94% | $35,428,483 | 23.11% | $7,863,183 | 23.54% | $43,291,666 | 23.18%
Budget
Commercial/Industrial
Large Portfolio Annual $7,723,976 | 17.24% | $13,601,583 | 23.78% | $9,923,140 | 19.34% | $31,248,699 | 20.38% | $6,935,499 | 20.76% | $38,184,198 | 20.45%
Budget
Governmental/Educational/
Non-Profit Portfolio Annual | $7,498,486 | 16.73% | $8,597,273 | 15.03% | $7,399,727 | 14.42% | $23,495,486 | 15.32% | $5,214,711 | 15.61% | $28,710,196 | 15.38%
Budget
;z;‘:;‘mfdm Annual $44,808,175 | 100% | $57,198,806 | 100% | $51,320,586 | 100% | $153,327,658 | 100% | $33,400,000 | 100% | $186,727,658 | 100%
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Section 1: Overview of PPL Electric’s Act 129 Phase il Plan
1.4. Summary Description of Implementation Schedule

Figure 2: Summary of Program Implementation Schedule over Three-Year Plan Period

PYS PY6 PY7 Post Phase Il
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Section 1: Overview of PPL Electric’s Act 129 Phase Il Plan

15 Summary Description of Strategy to Achieve 25% Reduction in each Program Year
Consistent with the Commission’s Implementation Order, PPL Electric developed a strategy to
ensure at least 25% of the total consumption reduction target is achieved each program year.
Implementation Order at 28. However, as EDCs may not start implementing Phase Il programs
until June 1, 2013 and retroactive transactions are not permitted (the measure must be installed
and operable no earlier than June 1, 2013), the first year of Phase |l poses ramp-up challenges.
It is very difficult for PPL Electric to directly control actual participation rates (market forces)
with tight precision. PPL Electric has addressed these challenges through the following activities
and its Phase Il Plan has approximately 30% of its savings in PY5, 40% in PY6, and 30% in PY7.

In an attempt to ensure that the 25% reduction target is met in PY5, PPL Electric identified and
evaluated programs that were successful in Act 129 Phase |, and is negotiating contracts with
CSPs, as well as making arrangements to continue those programs on June 1, 2013. Those
programs should have a seamless and quick transition from Phase | to Phase Il.

PPL Electric will monitor actual performance in near “real time” and will adjust marketing,
advertising, and incentives to attempt to increase or decrease participation levels as necessary
to ensure at least 25% of the savings in each year.

1.6. Summary Description of Implementation Strategy to Engage Customers and Trade
Allies

PPL Electric’s implementation strategy relies on a broad range of contractors, partners, trade
allies, community agencies, and other entities engaged in energy-efficiency to promote, deliver,
and support the effective deployment of programs.

PPL Electric uses CSPs to deliver services in support of its programs, with many CSPs operating as
turnkey program delivery contractors and others providing specific functions across multiple
programs. CSPs, in some instances, engage subcontractors as well as trade allies to provide
comprehensive customer service.

PPL Electric’s implementation strategy is based on an assessment of features needed to
encourage customer energy-efficiency actions and generate a high level of energy savings. The
approach includes:

e Ongoing targeted market research to ensure programs are meeting customer needs.

e A wide range of voluntary customer programs that provide tangible benefits.

e Flexibility to allow eligible customers to use their own resources and combine incentives
from multiple programs or from other sources to form the best solution for any facility
or system.

e Ongoing evaluation of customer feedback.

e Targeted marketing that blends PPL Electric’s in-house resources with external expertise
from CSPs and trade allies to match specific program outreach to the customers most
likely to participate.

s Coordination with trade allies, community-based organizations, and other local market
participants through outreach, training, and potential co-marketing to ensure that these
critical partners are well aware of PPL Electric’s programs, are able to effectively
articulate program features and benefits to potential customers, and can support
customers in their decision to take energy-efficiency and demand reduction actions.
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PPL Electric’s programs depend on trade allies and other market partners to engage customers,
promote programs, evaluate projects, and install energy-efficient equipment. The Company’s
objective is to strike a reasonable balance of costs, ratepayer value, customer choice, quality
service, and energy and capacity savings.

1.7.1. Summary of Data Management, Quality Assurance and Evaluation Processes

PPL Electric’s Energy Efficiency Management Information System (“EEMIS”) allows program
activities to be tracked in near real-time. This system generates reports and queries to allow
ongoing monitoring, management, analysis, and reporting of activities. A detailed description of
PPL Electric’s EEMIS is provided in Section 5.2.

1.7.2. Quality Assurance
Quality assurance and quality control (QA/QC) is integral to implementation plans for each
program. QA/QC procedures have been deployed at various levels of program development and
implementation, including CSP recruitment and training, program operations, and
implementation. PPL Electric’s internal QA/QC staff meet with PPL Electric Customer Program
Specialists responsible for the managing each Program. PPL Electric’s internal QA/QC procedures
for Act 129 include:
e Focus on anticipating, detecting, and preventing problems or errors rather than reacting
to them.
e Strive to ensure work is done correctly the first time.
e Ensure CSPs utilize qualified individuals to perform all work functions through:
o Athorough, competitive hiring process for each CSP that mandates the use of
appropriately skilled personnel;
o Proper training of personnel to maintain current knowledge and skills needed
for their position;
o Adequate planning, coordination, supervision, and technical direction; and
o Proper definition and a clear understanding of job requirements and
procedures.

A detailed description of PPL Electric’s Quality Assurance/Quality Control process and standards
is provided in Section 6.1.1.

1.7.3. Evaluation Process

PPL Electric will prepare an Evaluation Plan for each program and submit it to the SWE for
approval. Each program will have an impact evaluation, a process evaluation, a net-to-gross
evaluation and a cost-effectiveness evaluation. All of these evaluations will be conducted by PPL
Electric’s independent evaluator (EM&V CSP).

The impact evaluation will be conducted yearly and will focus on developing accurate estimates
of the program’s actual savings, based on protocols developed by the SWE and the Commission.
The process evaluation will focus on qualitative assessments of the program’s design, operation,
and implementation. The process evaluation also will include an assessment to ensure all data
required for the impact evaluation are collected. The cost-effectiveness evaluation will be
conducted yearly to determine the cost-effectiveness of the programs and portfolio using the
Total Resource Cost Test method specified by the Commission. The net-to-gross evaluation will
be conducted yearly to determine the net verified savings of each program. Net savings includes
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the effects of free-ridership and spillover. PPL Electric develops an Evaluation Plan that
describes the EM&V requirements for each program.

1.7.4. Updating the Plan

Over the life of the Phase Il Plan, PPL Electric expects that a number of assumptions will have to
be revisited and revised to reflect updated market conditions. The Company anticipates the
need to continually refine its proposed programs. Required revisions will be submitted to the
Commission for its review in accordance with the Commission’s requirements for revising EE&C
Plans.

1.8. Summary of cost recovery mechanism

Section 2806.1(g) of Act 129 requires that the total cost of any EE&C Plan cannot exceed 2% of
the EDC's total annual revenues as of December 31, 2006. PPL Electric's total annual revenues
for calendar year 2006 were approximately $3 billion. Accordingly, the 2% cost cap established
by Act 129 is approximately $61.5 million. in the Implementation Order entered on August 3,
2012, at Docket No., M-2012-2289411; M-2008-2069887 the Commission concluded that this
limitation on the "total cost of any plan" should be interpreted as an annual amount, rather than
an amount for the full term of the Plan. Implementation Plan at 103.

The total spending cap for three years is $184.5 million plus an additional $3 million of
estimated costs for the Statewide Evaluator that are not subject to the $184.5 million cost cap.
PPL Electric projects spending most of the $184.5 million to implement its EE&C Plan, including
administrative costs with some funds directed at the costs incurred to develop its EE&C Plan.

Section 2806.1(a)(11) of Act 129 requires that EE&C measures must be paid for by the same
customer class that receives the energy and conservation benefits of those measures. PPL
Electric will follow this direct assignment approach wherever possible. However, some costs will
relate to EE&C measures that are applicable to more than one customer class or that provide
system-wide benefits. In Act 129, Phase |, the Commission directed EDCs to allocate those costs,
and general administrative costs, using reasonable and generally acceptable cost of service
principles as are commonly utilized in base rate proceedings. As in Phase |, PPL Electric proposes
to allocate such costs using an allocation factor equal to the percentage of the EE&C costs
directly assigned to each customer class to the total of the EE&C costs directly assigned to all
customer classes.

Section 2806.1(k)(1) of Act 129 authorizes EDCs to recover the costs of their EE&C Plan through
a reconcilable adjustment clause under Section 1307 of the Public Utility Code. The Commission
reiterated this requirement in its August 3, 2012 Implementation Order. Implementation Order
at 118.

In its EE&C Plan filing, PPL Electric has included pro forma tariff pages to implement such a cost
recovery mechanism. The Implementation Order also directs that such cost recovery
mechanisms must be non-bypassable, and not affect the EDC's price-to-compare, if the EE&C
Plan benefits both shopping and non-shopping customers. Because all of the programs included
in PPL Electric's proposed EE&C Plan will benefit both shopping and non-shopping customers,
the Company has designed its cost recovery mechanism to be non-bypassable. For residential
customers, the cost recovery mechanism will be applied as a levelized cents/kWh component
included in the distribution charge. For Small C&I customers, the cost recovery mechanism will
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be applied as a levelized cents/kWh charge that will be a separate line item on the customer’s
bill. For Large C&I customers, the cost recovery mechanism will be applied as a $/kW charge, as
a separate line item on the customer’s bill, where the demand (kW) is the customer’s PJM
Interconnection, LLC Peak Load Contribution (PLC) which may change yearly.

The Company proposes to calculate separately the applicable Plan costs for each of the three
major customer classes on its system: (1) residential, (2) small commercial and industrial, and (3)
large commercial and industrial. These costs will vary in each program year of the Plan.
However, over the three program years, the total costs of the Plan for all customer classes will
not exceed $184.5 million.

Although costs will vary year-to-year, PPL Electric proposes to recover those costs on a levelized
basis as the preference of stakeholders. Annual budget amounts for each customer class will be
developed on a levelized basis for the three years of the Company's proposed EE&C Plan. The
budget amounts will be adjusted by $1 million to include the annual costs that PPL Electric will
incur to pay for the SWE. Section 2806.1(h) of Act 129 provides that the Commission can recover
such program implementation costs from EDCs, and logically it follows that EDCs can recover
those costs from customers. The costs for the SWE and for the Company’s net-to-gross
evaluations are not included under the Company’s 2% cost cap. In establishing that cost cap,
Section 2806.1(g) specifically characterizes the cap as a limitation on the “total costs of any plan
required under this section.” Because the costs of the SWE are not the costs of PPL Electric’s
EE&C Plan, they are not subject to the limitation set forth in Section 2806.1(g). The Commission
has determined that costs for annual net-to-gross evaluations are not subject to the cost cap.

For each customer class, PPL Electric proposes to separately reconcile the revenues collected
under the cost recovery mechanism with the adjusted budget amounts for that year. This
reconciliation, which will be performed on an annual basis, primarily will reflect variations in
actual sales from forecasted sales. The Company does not propose to reconcile the revenues
collected under the cost recovery mechanism to its actual spending levels in each year. As
discussed above, those spending levels can vary from year-to-year. Although allowed in the
Implementation Order, PPL Electric does not propose to collect or pay interest on under- or
over-collections of Act 129 costs.

In addition to the annual reconciliation, PPL Electric proposes to make "mid-course” corrections
in the cost recovery mechanism to reflect major changes to any of its EE&C programs. Mid-
course corrections will be submitted to the Commission for approval. Finally, at the end of the
three-year EE&C Plan, the Company will reconcile total revenue collected to its total budget for
the three-year EE&C Plan. It is understood that the annual reconciliation, any “mid-course”
corrections, and the end of Plan reconciliation all will be subject to Commission review and
approval before PPL Electric adjusts customers’ rates.

Finally, PPL Electric is not proposing an expiration date for the cost recovery mechanism. The
mechanism will be needed to refund any over collection or recover any under collection existing
at the end of the three-year EE&C Plan and for the purpose of any ongoing program cost
recovery.

PPL Electric is not including any capital costs as part of the Act 129 Phase |l cost recovery rider
nor will any capital costs be placed into rate base outside of a base rate proceeding.
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2. Energy-Efficiency Portfolio/Program Summary Tables and Charts
2.1. Residential, Commercial/Industrial Small, Commercial/Industrial Large and Governmental/Non-profit Portfolio Summaries.

Savings.

Table 4: Program Summaries
e  Provides a summary of estimated net lifetime energy savings for each program in PPL Electric’s portfolio, by customer segment.
e Includes only savings from measures installed and operable between June 1, 2013 and May 31, 2016, and excludes carry over from Phase |

Program Program Lifetime Lifetime * Percentage of Portfolio and
Program Name Magl':(et Program Summary Years MwWh KW Savin Total Lifetime MWh savings
Operated Savings Bs %1%
Free pick up, environmentally PYS, PY6
Appliance Recycling All customers | responsible recycling and disposal of P’Y7 ’ 221,047 30,808 3.63% / 2.65%
appliances and participant rebate.
Residential Retail aeastemers | ‘or-and Ightingbuydownandeficent || - PS. PYe, 2,101,547 344,050 33.83% / 25.19%
equipment rebates. PY7
EXIS:ZEVand New home construction rebates, audits PYS. PY6
Residential Home Comfort P and weatherization and rebates for P’Y7 ’ 191,884 20,613 1.82%/2.30%
efficient equipment
homes
Residential Portfolio Hi i
; ; ; P gh-use customers receive report
Programs (exclusive of Res:Bde’:thI E’;Z%y Eﬁc:ency All customers | cards comparing them to similar PY6, PY7 32,193 3,969 3.82%/0.39%
Low Income} eagvior ueation customers. Energy tips and suggestions.
Prescriptive E'qument Residential Audits and rebates for farms. P R G 15,967 2,710 0.15% /0.19%
Incentive Farms PY7
In-school sessions with children
Stidents teaching energy-efficiency. Workshops
Student .and Parent E.nergy- S—— _for teachers. Parent workshops in low- PYS5, PYS, 104,683 12.906 1.60% / 1.25%
Efficiency Education income neighborhoods held at local PY?
teachers - .
schools. All participants receive energy
take-home kit.
Totals for Residential Sector : 2,667,321 415,057 44.86% / 31.97%
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Table 4: Program Summaries {cont.)

Program Program Lifetime Lifetime * Percentage of Portfolio
Program Name Program Summary Years MWh : and Total Lifetime MWh
Market kW Savings <
Operated Savings savings %/%
Income .
Low-Income WRAP qualified | Baseline WRAP and HPWH for low- F¥5: PirG, 142,185 11,776 1.13% / 1.70%
customers income customers. PY7
. " ~ ~ . : Income Low-income customers receive report
Rles'de"t'gl L:’w LOWBI";""fe Eget_'gy EJZ_TC’e"Cy qualified | cards comparing them to similar PY6, PY7 8,335 1,028 0.99% / 0.10%
nc:me ector enavior ucation customers customers. Energy tips and suggestions.
rograms
Income :
E-Power Wise Program qualified fnrlirx"c'zif‘;‘r:::'“h"ps for jow: PYSP’Y';YG' 26,957 3,323 0.50% / 0.32%
customers :
Totals for Low-Income Sector | = 177,477 16,127 2.62% /2.13%
Prograim Program Lifetime Lifetime * Percentage of Portfolio
Program Name Program Summary Years MWh : and Total Lifetime MWh
Market 3 kW Savings p
Operated Savings savings %/%
Prescriptive list of rebates for
Prescriptive Equipment i i -effici
D q 4] All Srtnall C&l lnst.allatlon of‘energY efficient PY5, PY6, 1,867,651 328,070 18.17% / 22.38%
Commercial/ Incentive customers equipment. Direct Discount PY7
component.
Industrial Small P
Portfolio Programs . All Small C&l | Incentives for custom energy- PY5, PY6,
Custom Incentive customers efficiency projects. PY7 71,250 10,400 0.56% / 0.85%
Totals for C/I Small Sector 3t 1,938,901 338,470 18.74% [ 23.24%
=
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Table 4: Program Summaries {(cont.)

Program Lifetime chi Percentage of Portfolio
Program Lifetime ok
Program Name Program Summary Years MWh 3 and Total Lifetime MWh
Market - kW Savings -
Operated Savings savings %/%
Prescriptive list of rebates for
Fresrpthe Eupment | ALIGRCAI | imitonoferetoent | PRIG oo | e | ssavesssom
Commercial/ ncentive quipment.
X component.
Industrial Large
Portfolio Programs . All Large C&I | Incentives for custom energy- PYS5, PY6,
Castom {ncentive customers efficiency projects. PY7 CE s 134,505 TAER/TL285%
Totals for C/I Large Sector 2,530,434 422,983 22.75% [ 30.33%
Prokrsi Program Lifetime Lifetime *kW Percentage of Portfolio
Program Name g Program Summary Years MWh , and Total Lifetime MWh
Market . Savings A
Operated Savings savings %/%
Prescriptive list of rebates for
Prescriptive Equipment GNI existing | installation of energy-efficient PY5, PY6,
Incentive facilities equipment. Direct Discount PY7 833,47 437,782 BISRE000%
component.
GNI New -
Custom Incentive and Existing L"f:i:::’es f:’;.g‘;:?m EnEIeY PY?,'Y';YG' 136,800 19,580 1.08% / 1.64%
Facilities Iclency projects.
Master
Governmental/ Master Metered Low-Income Metered Low- | Audits, c.ilrect installation and rebates PYS, PY6,
P - . i Income for low-income master metered 49,485 8,277 0.78% / 0.59%
Educational/Non-Profit |  Muitifamily Housing Program o s PY7
X Multifamily buildings.
Portfolio Programs buildings
Schools selected to develop a
Continuous Energy School Sustainable Energy Management
Improvement buildings Plan. Series of workshops and PaG, Pre 10,500 1.503 G:AZ% F0A3%
training.
. School Benchmarking service available to up PYS5, PY6,
School Benchmarking buildings to 25 schools per program year. PY7 ) 0.00% /0.00%
Totals for Gov’t/NP Programs ' 1,029,932 167,142 11.03% / 12.34%
Total for Plan 8,344,065 1,359,778 100.00% / 100.00%
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2.3 Budget and Parity Analysis

Table 5: Budget and Parity Analysis Summary

% of Total

% of % of
Budget
Total . Total ,
Customer Class Budget Excluding % Difference
EDC Customer
Budget Bther Revenue
g Expenditures
Residential $58,420 31% 31% N/A N/A
Residential Low Income $18,510 10% 10% N/A N/A
Residential Subtotal $76,930 41% 41% 45% (4%) ‘
|

Small C&l * $43,156 23% 23% 32% (9%)

2 2
Large C& 1 $38,065 0% 0% 23% (3%)

C&l Subtotal 581,221 44% 44% 55% (11%)
Governmental/Educational/Non- $28,377 15% 15% 15%
Profit
Governmental/Educational/Non- $28,377 15% 15% 0% 15%
Profit Subtotal
Residential/C&I/Governmental/ 5 G
Educational/Non-Profit Subtotal 5186,528 100% 100% 100%
Other Expenditures N/A
Other Expenditures Subtotal S0
EDC TOTAL $ 186,528

% of Total Customer Revenue

B Residential
m C&I Small
B C&I Large

° 2008 revenue was used as it was the last year without significant shopping. Subsequent years have had significant

shopping and much of the EGS revenue from C&I customers is billed directly by EGSs and is not known by PPL Electric.

® Includes common costs allocated to sectors.
1. Excludes GNI customers who are in the Small C&I and Large C&I rate schedules.
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Table 5a. Program Summary by Sector ($1000)

Total Benefit-
Program Residential InI;‘c))vr:\e Sg;" L(a:;gle Go:: é ﬁ:n- .L‘:::tl MWh/.yr. $/kwh RTe odtjlcm) \::l* to-C(.)st

Reduction* Ratio
Appliance Recycling $5,763 $0 $0 S0 $0 $5,763 30,551 $0.19 4.66 3.20
Residential Retail $25,755 S0 S0 $0 ] $25,755 284,815 $0.09 47.09 4,57
Residential Home Comfort $8,052 S0 $0 $0 i) $8,052 15,359 $0.52 1.70 0.57
Residential Energy-Efficiency Behavior & Education $2,439 S0 S0 S0 S0 $2,439 32,193 $0.08 3.97 1.69
Low-Income WRAP B SQ $13,277 1] S0 S0 $13,277 9,544 $1.39 1.26 0.74
Low-Income Energy-Efficiency Behavior & Education SO $1,184 $0 S0 $0 61,184 8,335 $0.14 0.04 0.92
E-Power Wise Program S0 $735 S0 50 S0 $735 4,212 $0.17 0.61 3.09
Prescriptive Equipment Incentive $208 S0 $34,418 | $22,705 | $18,805 $76,136 357,073 $0.21 63.06 1.69
Custom Incentive SO S0 $1,010 | $8,544 $1,541 $11,095 76,361 $0.15 10.77 1.52
Student and Parent Energy-Efficiency Education $5,743 S0 S0 S0 S0 $5,743 13,453 $0.43 1.66 1.49
Master Metered Low-Income Multifamily Housing Program S0 S0 $0 $0 $2,265 $2,265 6,562 $0.35 111 1.12
Continuous Energy Improvement S0 S0 S0 SO $585 $585 3,500 $0.17 0.50 1.24
School Benchmarking $0 $0 S0 S0 $300 $300 - - -
Total - Direct Program Cost $47,959 $15,196 | $35,428 | $31,249 | $23,495 | $153,328 50.18
Common Cost Allocation * $10,166 $3,221 $7,863 $6,935 85,215 $33,400 $0.04
TOTAL ESTIMATED COST $58,125 $18,417 | $43,292 | $38,184 $28,710 $186,728 $0.22 173
Total Estimated MWh/yr. Reduction * 377,675 22,091** | 157,774 | 191,583 92,835 841,957
MWh/yr. Reduction Target - - - - - 821,072
$/kWh (direct & common) > $0.15 $0.83 $0.27 $0.20 $0.31
Total Estimated MW Reduction 60 2 28 32 15 137

1. Includes cost for SWE and the Net-to-gross valuation that are not subject to the cost cap.
2. Savings are for measures installed and operable 6/1/13-5/31/16 and exclude Phase | carryover .

3. Program acquisition cost equals program costs divided by first year's savings.

*MWh/yr. and MW are on a verified gross basis = MW have been grossed-up to reflect T&D losses (compliance is at the “Generation” level). MW are cumulative at 5/31/2016. MW

are a 1-year peak, not cumulative for 3 program years.

** | ow-income programs only. There is a total of 71,283 MWh/yr. including low-income customer participation in non-low-income programs.
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3. Program Descriptions
3.1. Process Used for Selection of Programs.

3.1.1. Portfolio objectives and metrics that define success.

PPL Electric’s primary objective is to deliver a portfolio of programs that will meet customers’
needs, fulfill the Company’s Plan objectives as defined in Section 1.1.2., and achieve the results
required by Act 129 Phase Il. PPL Electric is well positioned to deliver customized energy-
efficiency and conservation programs to meet the needs of its customers. The Company has
ongoing relationships, regular communications with its customers using a variety of methods,
and understands the unique characteristics and needs of various customer segments.

To achieve these goals, PPL Electric has designed a portfolio that:

e |s based on a strategic targeted approach that is flexible enough to adjust and expand as
warranted by changing market conditions and progress toward Plan goals.

e Focuses on depth and sustainability of savings by offering customers a logical continuum
of actions coupled with increasingly valuable incentives for cost-effective efficiency
strategies.

e Builds customer, trade ally, and stakeholder relationships through ongoing training,
education, upgrades, marketing strategies, and customer support.

e Supports the local economy by reducing customer utility costs, utilizing local labor to
deliver elements of the programs where appropriate, helping owners to increase the
value and marketability of their buildings, and promoting the adoption of high quality
energy-efficient equipment and services.

e Utilizes precision targeted marketing techniques that capitalize on PPL Electric’s market
research and customer feedback to match program marketing with likely participants
and to promote depth of savings in every customer facility.

PPL Electric’s programs are designed to provide a cohesive structure intended to support
residential, low-income, Small and Large C&I, and GNI sector customers through a logical
continuum of energy-efficiency actions, starting with facility review, analysis and
implementation, change when necessary and ending with verification, and evaluation.
Marketing and education functions, customer care and quality assurance, program tracking, and
evaluation, monitoring, and verification are all common features of the programs. The entire
continuum is supported by financial incentives and a delivery approach focused on providing
customers with the support they need to achieve their efficiency objectives. Implementation
activities range from simple, common energy-efficiency measures that can be installed with
minimal oversight or administrative burdens to more complex measures that are vetted and
may (but are not required to) be part of a facility-wide energy management strategy. The Plan
identifies opportunities for all customers to participate in one or more programs. From simply
installing an energy-saving CFL to participating in an energy audit and installing qualifying
energy-efficient equipment on a farm, there are program opportunities available to all PPL
Electric customers. This approach is depicted in Figure 3.
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Figure 3. PPL Portfolio Continuum

Residential Home Comfort

fential Home Comfort

Facility Review and Analysis s ‘ )
sidential Retail Low Income WRAP

Custom Incentive

Prescriptive Efficient Equipment Incenlive
Energy Equipment Installation Continuous Energy Improvement

School Benchmarking

The ultimate objective of the proposed Plan is to meet the requirements of Act 129 and
encourage more efficient use of electric power by PPL Electric’s customers without diminishing
the quality of electrical services they receive. In the case of measures and program options
where the nature of electrical service may be affected, participants will be compensated
through financial incentives. PPL Electric intends to accomplish this objective by offering its
customers an extensive mix of technically sound and economical EE&C products and services.
PPL Electric will monitor its progress in meeting these objectives by tracking specific indicators
of success and identify corrective action when necessary. At least five key indicators will be
tracked, including market response, impacts, customer satisfaction, operating efficiency and
cost-effectiveness, using the criteria and metrics, shown in Table B.
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Table B: Key Indicators and Metrics for Monitoring Portfolio Success

Key Indicator Metrics

¢ Number of participants
Market Response .
e Number of measures installed

Impacts o kWh/yr. savings

Customer Satisfaction e Responses to periodic surveys administered as part of quality

assurance
e Application processing time
Operating Efficienc
4 5 Y e Incentive processing time
e Expenditures in each category

Cost-Effectiveness o TRC benefit-to-cost ratio

3.1.2. How programs were constructed.

PPL Electric’s program structure was designed after carefully considering the requirements of
Act 129, market characteristics of its service territory, best practices of programs and incentives
offered by other utilities and organizations around the country and barriers associated with
deploying energy-efficiency solutions to PPL Electric’s customers. At various points in the
program development process, the Company met with stakeholders individually and in large
groups to seek input, discuss progress, convey certain program constraints, and generate new
ideas and perspectives. PPL Electric used these resources and information to compile a mix of
proven energy-efficiency strategies to enable PPL Electric to reach its program goals, within the
parameters set forth in Act 129.

Once a robust set of customer programs were identified, PPL Electric completed an extensive
technical and economic program screening analysis (see Section 8), and examined a number of
other factors to determine how best to structure the portfolio and implement individual
programs. PPL Electric also determined how to facilitate a program launch and delivery schedule
that would capitalize on existing activities, account for the seasonal nature of some programs,
address CSP functions, and allow PPL Electric to achieve its Act 129 goals.

In compliance with the Secretarial Letter, PPL Electric has differentiated its programs according
to the five customer classes defined in the EE&C Plan Template. PPL defines large commercial
and industrial customers as those customers served at primary and transmission voltage levels
(rate schedules (LP4, LP5, LP6, IST, LPEP, ISA, PR1, and PR2). Small commercial and industrial
customers include all nonresidential accounts served at secondary voltage levels (i.e., any rate
schedule that is not “Large C&I” and not “residential”). However, PPL Electric’s programs are
defined according to delivery strategies, the nature of customers’ businesses, types of facilities,
and types of energy-using equipment rather than on the PPL Electric rate class for that
customer. In other words, where programs offer customer benefits across multiple classes, and
where similar implementation, marketing, and administrative strategies may be utilized to
capture functional efficiencies, those programs will be offered to all appropriate customer
segments. However, PPL Electric will document, track and report on its program results and
progress toward goals by the customer classes identified in this Plan.
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The distribution of program eligibility and energy savings are listed in Table C.

Table C: Customer Eligibility by Program

sl E|- |-
HHEEE
AR
£|8|8§|=[G|E
Appliance Recycling 3.20
Residential Retail 4.57
Residential Home Comfort 0.57
Residential Energy-Efficiency Behavior & Education 1.69
Student and Parent Energy Efficiency Education 1.49
Prescriptive Equipment - Residential 1.99
Low-Income WRAP 0.74
Low-Income Energy-Efficiency Behavior & Education 0.92
E-Power Wise Program 3.09
Prescriptive Equipment - Small C&l 2.18
Prescriptive Equipment - Large C&l 1.27
Prescriptive Equipment - GNI 1.54
Custom Incentive - Small C&I 1.50
Custom Incentive - Large C&I 1.54
Custom Incentive - GNI 1.39
Master Metered Low-Income Multifamily Housing Program 1.12
Continuous Energy Improvement 1.24
School Benchmarking 0.00

Primary Customer Target

Eligible Customers B—;gg{

Residential customers are, in addition to being eligible for programs designed for residential
customers, are eligible for the agricultural component of the Prescriptive Equipment Program
(Small C&l) with savings and associated costs directed toward Residential Savings. Initial PPL

Electric Market research suggests that at least 50% of the farms in the PPL Electric territory have
a residential rate class. Although available to residential customers, participation in the Custom
Incentive Program is expected to be minimal. Recycling, again in Act 129 Phase Il is available to
any customer with a residential grade refrigerator or freezer disregarding rate class.

For programs that are being introduced in Phase Il, ramp rates were assigned to each programs’
participation estimates that account for a gradual build-up of customer outreach and
acceptance, leading to market adoption rates that would be realistic but sufficiently aggressive
to support the Company’s goals. For example, the newly offered Residential Home Comfort

Program will require outreach and development of the delivery infrastructure to ensure
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customers are aware of the program and program benefits. The same is true for the Continuous
Energy Improvement Program requiring outreach to school districts to ensure a solid “take
rate.” For new programs, estimated participation will start at a low level, will steadily increase in
PY6, and level off to full participation rates that represent expected total saturation by the end
of PY7. Other programs, those that were offered in Phase | and are being carried forward in
Phase 1l will require less time to ramp-up. These assumptions, both for new program offerings
and ongoing programs, were guided by the SWE Market Potential Study and the market
characteristics in PPL Electric’s territory, and research by Program Staff that reflected in the
experience of other utilities operating similar, successful programs.

Savings estimates for most measures in the Plan are drawn from the Commission’s proposed
2013 TRM or calculations by Cadmus for measures that weren’t available in the TRM.
Incremental measure and labor costs were determined through the Market Potential Study,
online research and discussions with installation contractors, with cost-of-living adjustments for
PPL Electric’s service territory. It is understood that technical interactions may slightly alter
savings if multiple measures are installed together. In the instance of the Residential Home
Comfort Program, the New Homes component takes this into account. In other instances, PPL
Electric’s analysis treats individual measure savings as independent.

3.1.3. PPL Electric chose not to include solar photovoltaic systems in this Plan. it was
determined that these systems have a benefit cost ratio below 1 and such large participant costs
would adversely impact the TRC of a program, as experienced in Phase .

3.1.4. Comprehensive measures to be offered to the Residential and Small C&I rate classes.
Residential: Comprehensive measures being offered to the residential sector include
measures within the Residential Home Comfort Program and Residential Retail program.
The first, Residential Home Comfort offers two comprehensive opportunities. This includes:
¢ A new homes component providing incentives to builders installing a mix of energy-
efficient measures

e An audit and weatherization component providing several options for home audits with
a direct install component, with individualized audit results that lead to customers
making the choice to install measures that will assist in making their homes energy-
efficient.

e An audit and installation program for farmers. Some PPL Electric farms are classified as
Residential and some are classified as Small C&I. Further description follows in next
paragraph.

Small C&|: Comprehensive measures being offered to the Small C&l rate class include:

e An audit program specifically designed to address energy-efficiency needs of farmers.
The farming industry is a significant part of the regional economy in PPL Electric’s
territory. This program will help farmers address increasing costs to managing their
farms by assisting in reducing their energy consumption. As noted above, some farms in
PPL Electric’s territory are classified as Residential and some are classified as Small C&l.
Savings and costs for this comprehensive program will be allocated based on customer
rate class.

e A custom incentive program. The custom incentive program will provide Small C&I
customers with the opportunity to identify comprehensive measures needed to make
their businesses energy-efficient.
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Program Descriptions

Following are descriptions of each program. Estimated program participation levels, savings,
costs, and specific incentives and incentive ranges are approximate and subject to change.
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Residential Programs
Section 3.2

Appliance Recycling Program 2013-2016
(Residential Sector)

Summary

Appliance recycling provides customers with a rebate for recycling inefficient refrigerators,
freezers and room air conditioners. The program is available to all PPL Electric customers with a
residential size refrigerator, freezer or room air conditioner. JACO Environmental Inc. (JACO) was
the Phase | turnkey CSP for this program and will continue to provide this service in Phase II.

Objectives

The objectives of the Appliance Recycling Program are to:

¢ Encourage customers to dispose of their existing, inefficient refrigerators, freezers, and
air-conditioning units.

e Reduce the use of secondary, inefficient refrigerators, freezers, and air-conditioning
units.

e Ensure appliances are disposed of in an environmentally responsible manner.

e Enhance relationships with box stores and independent retailers to encourage
participation in the “Buy new and recycle”® component.

e Decommission appliances on-site to ensure they are not able to be resold in a secondary
market.

e Promote other PPL Electric energy-efficiency programs.

e Collect and recycle approximately 49,500 appliances, with a total reduction of
approximately 30,000 MWh/yr.

Target Market

The Appliance Recycling Program primarily targets residential customers, but it is available to all
PPL Electric customers with working, residential grade refrigerators, freezers, or room air-
conditioning units. In addition, PPL Electric may encourage retailers, landlords, or building
managers in its service territory to recycle their refrigerators and freezers. Refrigerators must be
between 10 and 30 cubic feet. Actual units, savings and costs are allocated to the appropriate
customer sector.” The majority of units are expected to come from the residential sector with a
few units from other customer sectors. Table D1 identifies eligibility parameters.

¢ “Buy New and Recycle,” managed by the CSP, provides customers with the advantage of being able to
coordinate the delivery of a new unit with the removal and recycling of their old unit.

7 Allocation to the low-income sector will be determined as part of the annual impact evaluation of low-
income participation in general residential programs.
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Table D1: Appliance Recycling Customer Eligibility Parameters

Customer Sector(s) All
Rate Class All
Building Type All
Building Vintage All
Building Ownership Owner or tenant

Program Description

The Appliance Recycling Program offers free pick-up and recycling of inefficient refrigerators,
freezers, and room air conditioners. An incentive is paid to a customer for each eligible
appliance. Room air conditioners are picked up with a refrigerator/freezer but are not picked up
as a stand-alone service. Eligible appliances must be plugged in and functioning when picked up.

All units are decommissioned on site and disposed of in an environmentally responsible manner.
This involves removing hazardous materials such as chlorinated fluorocarbons from the
refrigerant and foam insulation, preparing refrigerant for reclamation, and recycling other
materials including metal and plastic.

Implementation Strategy

The turnkey CSP from Phase I, JACO, will be engaged to manage the program. PPL Electric staff
will provide overall strategic direction and program management. The program design and
delivery will basically remain the same with the transition appearing seamless to customers
from Phase | to Phase L.

Program Issues, Risks and Risk Management Strategy
Table D2 presents key market risks to an effective Appliance Recycling Program, as well as the

strategies the program will use to mitigate each risk.

Table D2: Appliance Recycling Program Issues, Risks and Risk Management Strategy

Program Issues Risks Management Strategy
e Customer may have the e CSP responsible to work with
Convenient time interest to recycle but not customer to ensure the pick-up is
required for customer have the available time to as convenient as possible. On a
to be available for do so. case-by-case basis, special pick-up
pick-up. times may be arranged to meet
customer needs.
e Customer participation e Robust marketing strategy,
Lack of program might be low. including distributing materials at
awareness among community events, to CBOs, a
customers. media campaign and PPL Electric
bill inserts.
Customer may not see | ¢ Customer disposes of e  CSP will work with retailers, where
the benefit of units through channels new units are sold, to display
recycling qualified other than this program. information about the benefits of
appliance(s). recycling.
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e Customize educational material to
highlight the high cost of operating
an inefficient unit and the benefits
of eIiminating inefficient units.

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers in this program.

Ramp-Up Strategy

The Appliance Recycling Program will be managed by JACO Environmental Inc., the CSP that
provided this service in Phase I. The program will continue to operate in the same manner in
Phase ll as in Phase | with the transition being seamless to customers.

Marketing Strategy
Marketing for this program will be the responsibility of the Appliance Recycling CSP. The
marketing strategy may include:

e Promoting the program in “Connect" and bill inserts.

e Providing online access to the Program via the Company’s website.

e Advertising through newspapers, radio, television, and other media.

e Designing program brochures for customers.

e Promoting “Buy new and recycle” with participating retailers.

Eligible Measures and Incentive Strategy
Qualified customers receive a rebate for recycling working refrigerators, freezers, and room air
conditioners.?

There is an annual limit of two incentives for a refrigerator/freezer per customer address and up
to four room air conditioners. Allowances are made for customer classes other than residential.
For example, a commercial customer may be replacing multiple refrigerators in its break rooms
and have more than two qualifying units. In that instance, JACO, with approval from PPL Electric
staff, will pick up and recycle those units. Savings will be reported to the correct customer class.

The measures, eligibility requirements, number of participants, and incentives are approximate
and may change to reflect market and other conditions. Eligible measures and rebates are
shown in Table D3.

¥ Room air conditioners may be picked up along with a qualified refrigerator or freezer, but will not be
picked up as a stand-alone item.
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Table D3: Appliance Recycling Eligible Measures

Measure Eligibility Rating Incentive Range
. Working unit; > 10 CU FT.
Refrigerator and < 30 CU ET. Between $25 and $50
Working unit; > 10 CU FT.
Freezer and < 30 CU FT. Between $25 and $50
Room air conditioner Working unit Between $10 and $25

Program Start Date with Key Schedule Milestones
Strategic planning, execution, and schedule for the Appliance Recycling Program are listed in
Table D4. PPL Electric staff will lead the process with input from PPL Electric’'s EM&YV staff.

Table D4: Appliance Recycling Program Schedule and Milestones
Schedule Milestones

Revise detailed work scopes, terms and conditions, quality assurance, and
budget for CSP.
Execute program implementation contract with CSP (Contract submitted

10/1/12

10/51/12 with PPL Electric Act 129 Phase Il Plan.)
TBD Receive PUC response for approval/denial of contract.
3/1/13 Begin program development.

6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control
(QA/QC). Evaluations and QA/QC will be in accordance with the SWE's Audit Plan and will be
submitted to the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar to the Phase | Evaluation Plan for
the Appliance Recycling Program. Reported and verified savings will be determined using the
method specified in the TRM (fully stipulated savings for each measure type) to calculate the
savings of each measure, and then sum the savings of all measures in this program. The EM&V
CSP will confirm the quantity of each measure and will confirm savings were determined in
accordance with the TRM.

Administrative Requirements

PPL Electric will oversee the operations and administration of the Appliance Recycling Program.
The major anticipated roles for the program are listed in Table D5.
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Table D5: Appliance Recycling Stakeholder Roles

e Marketing and advertising.

¢ Providing call center services, including customer

intake and scheduling.

Verifying customer and appliance eligibility.

Processing applications and rebates.

Utilizing a “Buy New and Recycle” component.

Scheduling and executing appliance collection.

On-site decommissioning.

Primary Picking up and transporting appliances to recycling

Conservation facility.

Service e Recycling applicable components and appropriately

Provider disposing of remaining components.

(CsP) e Tracking customer data, appliances, and outcomes
throughout the process.

e Submitting customer transaction information to PPL
Electric’s EEMIS tracking system.

e Processing and sending rebates to customers.

e  Submitting required monthly information to PPL
Electric.

¢ Maintaining systems to ensure customer data is

protected.

Guiding program strategy.

Confirming CSP uploads to EEMIS.

Reviewing, verifying and approving CSP invoices.

Overseeing CSP activities to ensure compliance with

PPL Electric’s EE&C Plan and Pennsylvania Public

Utility Commission protocols.

PPL Electric

s Conducting evaluation, measurement and verification
EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

e Promoting the “Buy New and Recycle” component.
Retailers e Educating customers on energy-efficient appliances.

e Being available at designated pick-up time so their
units may be decommissioned and removed for
recycling.

Customer

Estimated Participation
Estimated participation levels are shown for general guidance only. These numbers may
increase or decrease based on the rebate levels. Table D6 identifies projected participation.
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Table D6: Appliance Recycling Projected Participation

PY5 PY6 PY7 Total
Refrigerators and Freezers 14,500 14,500 14,500 43,500
Room Air Conditioners 2,000 2,000 2,000 6,000
Total 16,500 16,500 16,500 49,500

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness
The Appliance Recycling program is expected to achieve electricity consumption savings of

approximately 30,000 MWh/yr. during the Plan. The budget allocation MWh/yr. savings through

2016 and overall program cost-effectiveness for the residential customer sector are shown in

Table D7.
Table D7: Appliance Recycling Summary of Projected Benefits, Costs, and Cost-effectiveness
Plan Year e
Benefit/Cost Component Total
PY5 PY6 PY7 e,
Savings (MWh) 10,184 10,184 10,184 30,551
Capacity Savings (MW) 1.55 1.55 1.55 4.66
Total Resource Cost $1,921,070 | $1,921,070 | $1,921,070 | $5,763,210
Direct Participant Costs S0 S0 S0 S0
Direct Utility Costs $1,921,070 | $1,921,070 | $1,921,070 | $5,763,210
Customer Incentives $557,500 | $557,500 $557,500 | $1,672,500
EDC Labor, Materials & Supplies $105,000 $105,000 $105,000 $315,000
CSP Variable Costs S0 S0 S0 S0
CSP Labor, Supplies & Marketing | $1,258,570 | $1,258,570 | $1,258,570 | $3,775,710
TRC Test
NPV Benefits $17,064,949
NPV Costs $5,340,282
Net Benefits (NPV) $11,724,667
Benefit-Cost Ratio 3.20
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Residential Retail Program 2013-2016
(Residential Sector)

Summary

The Residential Retail Program provides a comprehensive program grouping together energy-
efficiency products used by residential customers and found in retail stores. A turnkey CSP will
manage this program. Participating customers will be able to purchase a variety of energy-
efficient light bulbs at a discount and in some instances, receive free CFLs. Customers will also
be able to receive rebates for energy-efficient equipment. Finally, there will be a component to
distribute smart strips. The CSP will provide a call and rebate processing center. The CSP will also
present the program to retailers as one program and not two distinct programs (lighting and
residential efficient equipment) as in the past. Offering this as one comprehensive retail
program will create operational and economic synergy.

Objectives
The objectives of the Residential Retail Program are to:

e Provide a mechanism for customers to easily obtain discounted ENERGY STAR® qualified
energy-efficient light bulbs and efficient-equipment sold in retail stores.

e Achieve widespread visibility through independent and regional retailers that carry the
eligible ENERGY STAR® products.

e Develop and execute strategies aimed at transforming the market for ENERGY STAR®
qualified bulbs and equipment.

e Encourage customers to install CFLs obtained from a give-away program.

e Provide customers with the opportunity to recycle CFLs and provide customer education
on proper recycling.

e Educate customers on new technologies for light bulbs and the impact that the Energy
Independence and Security Act (EISA) will have on energy-efficient light bulbs.

e Engage retailers by educating and training retail sales associates about the energy-
efficient equipment.

e Develop a strategy with industry partners to install smart strips in residential homes to
reduce energy consumption of home electronics.

e Provide a one-stop call and rebate processing center.

® Promote other PPL Electric energy-efficiency programs.

e Obtain approximately 269,000 MWh/yr. of savings from the lighting component of the
program and 15,800 MWh/yr. from the energy-efficiency component.

Target Market

The Residential Retail Program will be available for all PPL Electric customers and, for the
purposes of this Plan, allocates all savings and costs to the residential customer sector. Table E1
identifies eligibility parameters.
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Table E1: Residential Retail Customer Eligibility Parameters

Customer Sector(s) All
Rate Class All
Building Type All
Building Vintage All
Building Ownership Owner, Tenant

Program Description

The Residential Retail Program brings together energy-efficiency products found in retail stores.
It also provides opportunity to offer smart strips through a direct install program. A CSP will
manage this turnkey program including working directly with manufacturers and retail stores
and providing a call and rebate processing center.

e Residential Lighting - The lighting component of the program includes offering
discounted CFLs in PY5, and phase in discounted LEDs and discounted specialty CFLs
in PY6 and PY7. The lighting component includes a give-away program.

A lighting brochure will be developed and distributed at community events. The
brochure will provide customers with information needed to make educated
decisions when buying lighting.

CFL recycling buckets and recycling educational materials will be made available
throughout the PPL Electric territory. For bucket placement, the program CSP will
target retail locations where CFLs are discounted. CFL recycling locations will be
posted on PPL Electric’s website.

« Efficient Equipment — The efficient equipment portion of the program will provide
customers with rebates for specific residential retail efficient equipment.

Smart Strips will play a role in this program. The CSP will collaborate with cable
providers and retailers to develop and support energy-efficient smart strip
installations.

The CSP wili establish and manage a call and rebate processing center, accepting customer
calls, supporting customer participation, cross-marketing, processing rebates, and providing
basic customer care and quality assurance for the Residential Retail Program. The center is
expected to provide information to customers on the application process, rebate application
status, and basic on energy-efficiency. The center will also need to efficiently direct
customers to other CSPs for programs that are self-contained, such as the Appliance
Recycling Program.

Implementation Strategy

PPL Electric will identify and select, through a CSP bid process, a turnkey CSP to manage the
Residential Retail Program, which will include residential lighting, efficient equipment, smart
strip installation, and a call and rebate processing center. PPL Electric staff will provide overall
strategic direction and program management for the Residential Retail Program.
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The CSP will establish a call and rebate processing center to handle all calls for the Residential
Retail Program and all of its components. This center will be a critical entry point for many
customers to participate in the Program and will be fully operational by July 2013.

Program Issues, Risks, and Risk Management Strategy
Table E2 presents key market risks to an effective Residential Retail Program, as well as the
strategies the program will use to mitigate each risk.

Table E2: Residential Retail Program Issues, Risks, and Risk Management Strategy

Program Issues Risks Risk Management Strategy
Cost of energy-efficient bulbs e Low sales translating to low e Provide upstream incentive
may be higher than the savings. providing affordable bulbs at

customer is willing to pay. The
cost is increasing because of
the cost of materials used in
the bulbs and manufacturing.

e Customers may not be willing
to purchase new, more-
efficient light bulbs if their
light bulbs are currently
functioning.

e Economic conditions may limit
customer’s ability to purchase
bulbs.

retail locations and free bulbs at
customer give-away events.
Educate customers on the long-
term energy cost-saving benefits
of higher efficiency equipment.

Lack of customer awareness
about traditional energy bulb
usage.

e Customers do not see a need
to use more efficient bulbs.

Deliver a robust marketing
strategy, including point-of-sale
promotions and discounts.

Reduction in savings due to the
new EISA standards.

e Higher cost for each kWh
saved.

Determine the proper product
mix to offset the saving changes
for specific bulbs and optimize
energy savings, given budget
constraints.

Improper disposal of CFLs, and
negative media attention
associated with CFL mercury
content and CFL disposal.

e Customers may not purchase
CFLs if they do not think there
is a way to safely recycle used
bulbs.

e Customers may not purchase
CFLs if they perceive the
amount of mercury is harmful.

Provide locations for customers
to dispose of CFLs.

Provide customer education and
outreach on the proper handling
and disposal of CFLs and mercury
content.

Energy-efficient bulb

e Customers may not purchase

Ongoing retailer communications,

performance. energy-efficient bulbs as they training, outreach, and education.
may perceive that these bulbs
do not perform well.

Changing technology may e Customer decision-making e Add new programs or measures

affect lifecycle cost.

process may change as new
technology becomes available
in the market.

and/or increase eligible
equipment efficiency levels as
efficiency improves.
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Customers needing emergency
replacement may not know
about the program.

Distress purchases frequently
don’t involve product
research before decision-
making.

Provide retail store and trade ally
training explaining the benefits of
selling higher-efficiency
equipment.

Develop in-store brochures and
collateral.

Promote general energy-
efficiency awareness to
customers and trade allies.

Identifying participating
customers at time of purchase.

Retailers are not able to
identify customers as PPL
Electric participants at time of
purchase.

Ensure retailers are trained to
identify participating customers.

Customer perceives a delay in
electronic response time when
installing a smart strip.

Customer unplugs smart
strips.

Educate customers on the savings
and tools to best utilize the smart
strip with home electronics.

Inventory management of
installed smart strips.

Smart strips are deployed to
providers, but inventory is
difficult to control.

Ensure all units are accounted for
by providing a tracking/
reconciliation process.

When contacting the Call
Center, Customers perceive
they are talking to another

entity and not PPL Electric.

Reps may not provide level of
customer service acceptable
to PPL Electric.

Monitor customer satisfaction
and performance to avoid
customer dissatisfaction.

Anticipated Costs to Participating Customers
The average customer cost of a discounted CFL under the Residential Retail Program is expected
to be approximately $2 or less. The average cost of discounted LEDs and specialty bulbs will
vary. The average direct mail-in rebate and upstream incentive amount and final prices paid by
customers vary by energy-efficient product. The Residential Retail Program CSP will propose
recommendations to adjust the upstream incentives to ensure that they are appropriate and
sales levels are controlled. Limited-time offers may be included, increasing incentives that

coordinate with a manufacturer incentive to increase take rates.

Ramp-up Strategy

PPL Electric will utilize a turnkey CSP to deliver the Residential Retail Program. PPL Electric will
work with the selected CSP to take advantage of the changes in EISA standards, strongly

promoting CFLs in PY5 while savings are greater than in future years, and encourage customers
to purchase specialty and LED bulbs in PY5, PY6 and PY7. The CSP will be expected to develop a
marketing strategy and delivery plan to achieve program goals. The selected CSP will need to
develop a robust marketing strategy to engage both manufacturers and consumers to influence
customers to make energy-efficient equipment choices. The CSP will begin operations with a
ramp-up strategy that focuses heavily on marketing, recruiting, and engaging retail stores and
manufacturers. The first half of PY5 will focus on relationship-building. It is expected that there
will be a steady increase throughout the end of PY5 and then approximately equal program
participation in PY6 and PY7.
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The selected CSP will need to develop a robust marketing strategy to reach local and regional
cable providers and retailers. Customers will need to be educated on the value of installing
energy-efficient smart strips for use with their home electronics. The CSP will design, produce,
distribute, and display creative retail point-of-purchase (POP) materials. These materials could
include items such as brochures, fact sheets, and user guides. These materials should augment
and complement the POP that partners are providing in conjunction with their smart strip
installations.

Additionally, the selected CSP will need to staff a center and train call center representatives on
the specifics of the PPL Electric Plan. The CSP will design a user friendly tracking system for
internal and customer use. This tracking system will allow customers to check, in real time, their
rebate status and provide complete transparency to the PPL Electric program manager. The
CSP’s tracking system will be used to capture rebate application data and will interface with the
PPL Electric Energy Efficiency Management Information System (EEMIS). The CSP will need to be
able to efficiently verify applicant and measure eligibility. The CSP will all need to develop and
implement a process to pay rebate requests in a timely manner.

Marketing Strategy
Marketing for this program will be led by the Residential Retail CSP with support from PPL
Electric staff. The marketing strategy may include:

e Providing point-of-purchase advertising and marketing materials in retail stores and

educating retail store personnel about the Residential Retail Program.

e Promoting the Program and identified energy-efficiency equipment in “Connect”.
Communicating and providing access to program information, and participating
retailers, on the Company’s website.

Advertising using newspaper, radio, and other mass media and in-store advertising.
Branding marketing material with the ENERGY STAR® and PPL Electric logos.
Presenting program information at community events and home shows.
Coordinating co-branding advertising opportunities with trade allies (i.e., equipment
dealers, distributors, and manufacturers), retailers, and cable providers

Developing, publishing and distributing a program brochure and a lighting brochure.
Developing relationships with manufacturers for the upstream component.
Developing relationships with cable providers to promote smart strip component.
Promoting the smart strip component by advertising in cable bill inserts.
Cross-promoting through other PPL Electric efficiency programs.

Eligible Measures and Incentive Strategy

The CSP will manage the delivery of upstream incentives to participating energy-efficient light
bulb manufacturers. In general, the incentives provided at the retail level are designed to cover
between 25% to 50% of the retail cost of CFLs, LEDs, and other energy-efficient bulbs and 100%
of the cost of giveaway bulbs.

The program also provides a financial incentive in the form of a rebate to customers installing

qualifying equipment and technologies and an incentive to participating for qualified equipment
and technologies.
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The program may also provide smart strips to customers who purchase TVs that are rebated
through PPL Electric and also customers who sign up for a new cable contract or need service on
an existing cable account.

Table E3A and Table E3B identifies PPL Electric’s proposed list of eligible equipment, incentive
levels and efficiency qualifications.

Table E3A: Residential Retail Program Eligible Direct Mail-In Rebate Eligible Measures

Measure Eligibility Rating Incentive Range
Refrigerator ENERGY STAR ® $10-$25
TVs ENERGY STAR® Most Efficient >=40" $10- $25
Heat Pump Hot Water ENERGY STAR ®, EF>=2.3 $200- $300
Hgater

Switch from electric to non-electric.
Excluding new construction and
non-electric to non-electric $200-$300
replacement. Tankless nat. gas —EF
.82 and storage natural gas — EF.67

Efficient non-electric hot
water (oil, gas, propane) —
Max. 100 units for all
Programs.

Table E3B: Residential Retail Program Smart Strip Eligible Measure

Measure Eligibility Rating Give-away program

Smart Power Strip ENERGY STAR® $34
PPL Electric will perform periodic reviews of the Residential Retail Program at least annually, and
may adjust measures, rebate levels, performance criteria, and/or eligibility ratings in the future
as conditions change.

Program Start Date with Key Schedule Milestones
Strategic planning, execution, and schedule for the Residential Retail Program are listed in Table
E4. Some tasks will be led by PPL Electric; others will be led by various CSPs with oversight from
PPL Electric.
Table E4: Residential Retail Prol_;ram Schedule and Milestones
Schedule Milestones
10/26/12 Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
10/26/12 | Issue RFP for CSP.
2/22/13 Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement, and Verification (EM&V)
PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control
(QA/QC). Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be
submitted to the SWE for review/approval.
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For the lighting portion of this program, the Evaluation Plan is expected to be similar to the
Phase | Evaluation Plan. Reported and verified savings will be determined using the method
specified in the TRM (algorithm with open variables) to calculate the savings of each bulb, and
then sum the savings of all bulbs. The EM&YV CSP will confirm the quantity of each bulb and will
confirm savings were determined in accordance with the TRM.

For the efficient equipment portion of this program, the Evaluation Plan is expected to be
similar to the Phase | Evaluation Plan for the Efficient Equipment Program. Reported and verified
savings will be determined using the method specified in the TRM (algorithms with open
variables for some measures; fully stipulated savings for some measures) to calculate the
savings of each measure, and then sum the savings of all measures in this program. The EM&V
CSP will confirm the quantity of each measure and will confirm savings were determined in
accordance with the TRM.

For the smart strip portion of this program, the reported and verified savings will be based on
the deemed values specified in the TRM. The EM&YV CSP will confirm the quantity of smart strips
installed and will confirm savings were determined in accordance with the TRM.

Administrative Requirements
PPL Electric staff will oversee the operations and administration of the Residential Retail
Program. Table E5 lists the major anticipated participant roles.

Table E5: Residential Retail Program Stakeholder Roles

¢ Marketing and advertising.

e Educating and recruiting potential manufacturers and
retailers.

e Recruiting retailers to promote the direct mail-in
rebate on efficient equipment.

¢ Providing educational materials to retailers about
energy-efficiency.

e Encourage cable providers to promote smart strip

program.
¢ Verifying measure eligibility and that the incentives
Primary are for PPL Electric customers only.
Conservation ¢ Monitoring measure quantities and trends and
Service recommending possible changes to PPL Electric.

Provider (CSP) | « Reviewing, verifying, and processing payments to
retailers, manufacturers, and customers.

¢ Collaborating with community groups to distribute
CFLs at community events.

¢ Monitoring the industry and developing a lighting
product mix that will enable PPL Electric to meet its
goals.

e Educating customers on the proper disposal of CFLs,
and identifying and placing CFL recycling buckets in
key locations throughout the territory.

e Providing a call center, fielding customer calls and
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inquiries and tracking call center statistics.

¢ Negotiating bulk purchases of smart strips.

e Working with local and regional cable companies to
develop a delivery strategy for smart strips.

e Tracking sales and saving results and reporting
monthly to PPL Electric.

e Maintaining systems to ensure customer data is
protected.

e Guiding program strategy.

¢ Providing administrative support.

e Reviewing, verifying and processing CSP invoices and
matching payment requests to
kWh/savings/customers.

e Overseeing CSP activities to ensure compliance with
EE&C, PPL Electric and Pennsylvania Public Utility
Commission protocols.

e Ensure all reporting and documentation is submitted
in a timely manner and accurate.

e Conducting evaluation, measurement, and verification

EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

e Providing sales data to the CSP on a monthly basis.

e Educating customers on energy-efficient bulbs, based
on training from the CSP.

¢ Following the required Memorandum of
Understanding (MOU) provided by the CSP.

e Working with CSP, if feasible, to develop a recycling
plan. B

e Providing monthly installation data to CSP.

e Educating customers on the value of using smart strips

Cable Providers with home electronics.

e Working in conjunction with CSP to monitor smart
strip inventory.

PPL Electric

Manufacturers/
Retailers

e Purchasing energy-efficient equipment and lighting to
replace outdated non-efficient equipment and
lighting.

e Installing a smart strip with the purchase of a rebated
TV or with new or existing cable contract.

e Recycling CFLs.

Customer

Estimated Participation

Program participation rates were developed by analyzing the SWE Market Penetration Study
and from the Annual PPL Electric residential lighting survey. Approximately 7.3 million energy-
efficient bulbs will be distributed over the course of Phase Ii. Approximately 15,000 smart power
strips and 3,600 energy-efficient heat pump water heaters (EF 2.3 or better) refrigerators, and
televisions will be eligible for customer rebates.
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets, and Cost-Effectiveness
The lighting portion of the Residential Retail Program is expected to achieve approximately
269,000 MWh/yr. savings in electricity consumption over the three-year program with the
efficient equipment components achieving 15,800 MWh/yr. Overall cost-effectiveness and
projected savings levels are summarized in the Table E6.

Table E6: Residential Retail Summary of Projected Benefits, Costs, and Cost-effectiveness

Benefit/Cost Component Plan Year = Total =
PY5 PY6 PY7 Eo iy s R
Savings (MWh) 89,213 117,413 78,185 284,811
Capacity Savings (MW) 14.75 19.47 12.87 47.09
Total Resource Cost $9,115,190 | $13,060,444 | $16,503,317 | $38,678,951
Direct Participant Costs $2,264,530 | $3,006,664 | $7,653,242 | $12,924,436
Direct Utility Costs $6,850,660 | $10,053,780 | $8,850,075 | $25,754,515
Customer Incentives $3,887,750 | $6,335,260 | $6,205,085 | $16,428,095
EDC Labor, Materials & Supplies $225,000 $225,000 $225,000 $675,000
CSP Variable Costs S0 $0 S0 S0
CSP Labor, Supplies & Marketing $2,737,910 | $3,493,520 | $2,419,990 $8,651,420
TRC Test
NPV Benefits $161,402,455
NPV Costs $35,304,861
Net Benefits (NPV) $126,097,594
Benefit-Cost Ratio 4.57
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Residential Home Comfort Program 2013-2016
(Residential Sector)

Summary

The Residential Home Comfort Program provides a comprehensive energy-efficiency program
for new home construction and for existing homes. A turnkey CSP will be engaged to manage
this program. There are three components to the program: incentives for home builders; audits,
surveys and insulation rebates for existing home customers; and customer rebates for ENERGY
STAR ® rated equipment. The program will provide builders and customers with one central
“point of entry.” This CSP will be required to maintain a call and rebate processing center,
recruit and train contractors, and to market the program to ensure solid program participation.

Objectives

The objectives of the Residential Home Comfort Program are to:

e Encourage customers to view energy-efficiency in a holistic manner.

e Promote construction of energy-efficient new homes.

e Educate construction industry professionals about the benefits of energy-efficient new
homes.

e Provide customers with audits, surveys, and energy-saving solutions.

e Provide immediate energy savings to customers by providing rebates for direct install
measures.

e Obtain participation by approximately 16,000 customers through 2016, with a total
reduction of approximately 15,350 MWh/yr.

Target Market

The Residential Home Comfort Program targets residential customers. Table F1 identifies
customer eligibility parameters.

Table F1: Residential Home Comfort Program Customer Eligibility Parameters

Customer Sector(s) Residential

Rate Class RS,RTS,RTD
Building Type Residential
Building Vintage New and Existing Construction

Building Ownership | Owner

Program Description
The Residential Home Comfort Program is designed to offer energy-saving measures and
rebates for new construction as well as existing homes. The program offers a wide range of
energy-efficient measures, rebates, education, and services that provide customers options to
customize solutions to meet their home’s energy-efficiency. The program includes:
¢ New home component that encourages construction of energy-efficient new homes by
offering a rebate to builders for installing a specific package of measures.
o Audit and weatherization component that provides customer rebates for professional
home energy audits. Based on recommendations from an audit, rebates will be offered
for insulation and duct sealing.
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¢ Energy-efficiency equipment component that provides rebates for high-performance
heat pumps and pool pumps.

Implementation Strategy
PPL Electric will engage a turnkey CSP to implement all aspects of the Residential Home Comfort
Program. With direction from PPL Electric, the CSP will be responsible for the following:

e New homes: Identifying, recruiting and training potential builders; assisting new
home builders with completion of paperwork; and, answering program-specific
questions.

¢ Audit and weatherization: Identifying, recruiting and training HVAC contractors;
maintaining a trade ally network; and, answering program-specific questions.

¢ Energy-efficient equipment: Working with retailers and manufacturers to
advertise the program’s energy-efficiency rebates.

The CSP will develop and implement a marketing strategy for all three components of the
program. The CSP will provide a call center and rebate processing service. The call center and
rebate processing service will be in place by early fall 2013.

Program Issues, Risks and Risk Management Strategy
Table F2 presents key market risks to an effective Residential Home Comfort Program, as well as

the strategies the Program will use to mitigate each risk.

Table F2: Residential Home Comfort Program Issues, Risks, and Risk Management Strategy

Program Issues Risks Management Strategy
Efficiency is not a e Builders are not able to e Educate builders on the value and
common priority for take advantage of benefits associated with energy-
builders and rebates. efficiency.
customers.
Builders may not e Builders may choose e Educate builders that all required
install all of the cheaper, less-efficient measures must be installed in order
measures required for equipment. to participate in the program.
the rebate.
. e High-efficiency e Robust marketing of program and
Economic ; e .
. . equipment is viewed as general energy-efficiency
environment may limit . ) .
custorner’s ability to too expensive. information to customers.
e There s little incentive to | ¢ Offer rebates that help reduce

purchase energy- . .

o s < upgrade equipment that incremental costs.
efficient equipment i .

) is still operational, or to e Educate customers on the long-term
and appliances . . )
. weatherize a home. energy cost-saving benefits of
because of the higher ] . o ;
e Builders or customers higher-efficiency equipment and
up-front costs. i
may choose cheaper, home weatherization.

less-efficient equipment.
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Anticipated Costs to Participating Customers

e New homes component: Builders will receive a rebate of approximately $2,000 for installing
all program required measures. This incentive is approximately 50% of the incremental cost
of the required measures.

¢ Audit and weatherization component: The customer cost for a walk-through audit is $50.
The cost of a comprehensive audit may vary depending on the auditor chosen by the
customer. PPL Electric estimates a comprehensive audit will cost around $500, and
customers will receive a rebate of varying amounts, depending on the type of heating and
cooling equipment in the customer’s home. PPL Electric will provide a rebate of $250 to an
audit customer with central air conditioning and all-electric heat, and $125 for a home with
either central air conditioning or electric heat. Customers will be provided with a report of
recommendations about available energy-efficiency rebates. Unlike the Program in Phase |,
in order to receive a rebate for home insulation and duct sealing, customers must first have
an audit. This was changed so customers would have the opportunity to understand all
possible energy-efficiency choices and their payback, prior to making a choice.

¢ Energy-efficient equipment component: Customers will receive rebates for installing
energy-efficient HVAC equipment and pool pumps.

Ramp-Up Strategy

The ramp-up strategy will vary for different aspects of the program. The CSP will be expected to
develop a plan with a detailed timeline and implementation strategy for each component of the
Program. Because the new homes component is new in Phase li, it is expected that the program
will require extensive work with new home builders in PY5 to make them aware of the benefits
of participating in the program. Although audit and weatherization is not a new component in
Phase ll, the program has been changed as a result of an extensive program review, and it is
expected that it will require significant time to ramp-up.

Marketing Strategy

The CSP will be responsible for marketing all three components to ensure full program
participation. The CSP will identify builders through collaboration with state and regional
builders’ associations and present them with details about the program. Trade advertising will
serve as an outreach to attract and inform builders and contractors about the program. The CSP
will ensure there are a sufficient number of qualified contractors trained and available to
perform surveys and audits. Finally, the CSP will work with heat pump and pool pump retailers
to provide them with rebate information.

Eligible Measures and Incentive Strategy

The following tables outline the different measures that will be offered in the Residential Home
Comfort Program. Some measures will be directly installed as part of the audit service. Eligible
measures and rebates are shown in Table F3.
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Table F3: Residential Home Comfort Program Eligible Measures

Range of Incentives

Unit

Measure Package Requirements and Rebates and aye
Definition
customer costs
Audit Package:
Direct installation of six Electric main source heat and $250 Rebate
CFLs, two faucet central air conditioning
aerators, one smart .
. . . Per audit
strip, water heater set- Electric main source heat or $125 Rebate
back, 10-ft. hot water central air conditioning
pipe insulation Audit costs range .
Per audit
from $300 to $600
depending on the
home.
Survey Package:
Direct installation of six Electric main source heat or
CFLs, two faucet central air conditioning
aerators, one smart .
. Customer cost is
strip, water heater set- $50 Per survey
back, 10-ft. hot water
pipe insulation
Weatherization
Measures: Audit or survey dependent.
o . . Up to $750 .
Ceiling Insulation Minimum of R11 above Code Up to $650 Per audit or
Wall Insulation installed. Up to $100 survey
Duct sealing p
Builder Package:
Air Source Heat Pump SEER 16
Heat Pump Water Heat Pump Water Heater
Heater EF22.3
2,
ENERGY STAR® ENERGY STAR® : 52/000
. . paid to contractor | Per new home
refrigerators and refrigerator and
dishwasher dishwasher
Wall Insulation R249
Ceiling insulation R249
Efficient Equipment:
Air-Source Heat Pump SEER 15 $50 to $150
Air-Source Heat Pump SEER 16 to Per unit
- $100 to $250 .
Pool Pumps. | Multi-speed $50 to $150 Per unit
Non-electric high efficienc Natural Gas or propane — AFUE 90 . Per unit
BTl SINEIENEY Oil Furnace ~ AFUE 85 3100- 5250 per unit Per unit

central heat (gas, oil,
propane.) Max. of 100 units
for all programs

Fossil Fuel Boilers — AFU 85

Program Start Date with Key Schedule Milestones
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Strategic planning, execution, and schedule for the Residential Home Comfort Program are
listed in Table F4. Some tasks will be led by PPL Electric; others will be led by various CSPs with
oversight by PPL Electric.

Table F4: Residential Home Comfort Program Start Date with Key Schedule Milestones
Schedule Milestones
11/19/12 Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/21/12 | Issue RFP for CSP.
3/20/13 Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement, and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be submitted to
the SWE for review/approval.

Reported and verified savings will be determined using the method specified in the TRM
(algorithms with open variables for some measures; fully stipulated savings for some measures)
to calculate the savings of each measure, and then sum the savings of all measures in this
program. The EM&V CSP will confirm the quantity of each measure and will confirm savings
were determined in accordance with the TRM.

Administrative Requirements
PPL Electric staff will oversee the operations and administration of the Residential Home

Comfort Program. Table F5 lists the major anticipated participant roles for the program.

Table F5: Residential Home Comfort Program Stakeholder Roles

e Marketing and advertising to promote the Residential
Home Comfort Program.

e Recruiting potential builders, retailers, contractors,
and manufacturers.

e Collaborating with builders’ associations, contractors,

Primary manufacturers, and other interested parties to

Conservation promote the program.

Service e Verifying eligibility of the builders and participating

Provider {CSP) homes. Verify that incentives paid are to PPL Electric
customers.

e Assisting with the completion of rebate applications.
e Processing rebate payments.

e Managing and reporting participant data.

e Customer service.
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PPL Electric

Guiding program strategy.

Overseeing CSP activities to ensure compliance with
PPL Electric’s EE&C Plan and Pennsylvania Utility
Commission protocols.

Reviewing, verifying and processing CSP invoices and
matching payment requests to kWh/customers.
Ensuring all reporting and documentation is submitted
in a timely manner and is accurate.

EM&V CSP

Conducting evaluation, measurement, and verification
of energy savings.
Coordinating protocols with the SWE.

Customer

Participating in the audit and weatherization
component.

Following up on audit recommendations.
Purchasing energy-efficient equipment to replace
outdated equipment.

Estimated Participation

¢ New home component: It is estimated contractors will participate in the program
generating 750 new homes receiving incentives.

e Audit and Weatherization component: It is estimated that approximately 4,500 customers
will have an audit or survey. Of those customers, it is estimated that 1,800 will weatherize
their homes with ceiling and wall insulation and duct sealing.

o Efficient Equipment component: It is estimated that approximately 11,000 customer
rebates will be approved for quality air-source heat pumps and pool pumps.

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets, and Cost-Effectiveness

Over the duration of the Plan, the Residential Home Comfort Program is expected to achieve
savings in electricity consumption savings of approximately 15,350 MWh/yr. The annual budget
allocation, cumulative MWh/yr. and overall program cost-effectiveness for the residential
customer sector are shown in the Table F6.
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Table F6: Residential Home Comfort Program Summary of Project Benefits, Costs, and Cost-
Effectiveness

Plan Year

Benefit/Cost Component Total
PY5 PY6 PY7 o

Savings (MWh) 5,069 5,170 5,121 15,359
Capacity Savings (MW) 0.56 0.57 0.56 1.70
Total Resource Cost $7,937,115 | $8,209,490 | $8,177,039 | $24,323,644
Direct Participant Costs $5,357,165 | $5,472,790 | $5,442,089 | $16,272,044
Direct Utility Costs $2,579,950 | $2,736,700 | $2,734,950 | $8,051,600
Customer Incentives $1,422,500 | $1,564,375 | $1,544,750 | $4,531,625
EE;DLI?ET" Materials & $150,000 | $150,000 | $150,000 |  $450,000
CSP Variable Costs $384,250 $396,125 $392,000 | $1,172,375
&S:rtizﬁ; Supplies $623,200 | $626,200 | $648,200 | $1,897,600

TRC Test
NPV Benefits $12,947,627
NPV Costs ) $22,521,006
Net Benefits (NPV) $(9,573,379)
Benefit-Cost Ratio 0.57
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Residential Energy-Efficiency Behavior & Education Program 2013-2016
(Residential Sector)

Summary

The Residential Energy-Efficiency Behavior & Education Program provides high-usage residential
customers with a series of “report cards” comparing their usage to comparable customers.
These reports will also include energy savings recommendations. Savings for this program are
not cumulative; therefore, the program will begin in PY6 with savings recorded in PY7. The
program was offered in Phase | and will be offered in Phase .

Objectives

The objectives of the Energy-Efficiency Behavior & Education Program are to:

e Provide customers with a report card that encourages them to adopt energy-efficient
behaviors, to install energy-efficiency measures, and to become more aware of how
their behavior and practices affect their energy usage.

e Educate customers about free or low-cost measures and behavior changes that may
reduce energy consumption.

e Educate customers about PPL Electric’s online resources.

e Promote other PPL Electric energy-efficiency programs.

e Obtain participation by approximately 110,000 customers through 2016, with a total
reduction of approximately 32,000 MWh/yr.

Target Market
The Residential Energy-Efficiency Behavior & Education Program targets high-use residential
customers. Table G1 identifies customer eligibility parameters.

Table G1: Residential Energy-Efficiency Behavior & Education Program Customer Eligibility
Parameters

Customer Sector(s) Residential

Rate Class RS,RTS,RTD
Building Type Residential
Building Vintage All

Building ownership Owner or tenant

Program Description
The Residential Energy-Efficiency Behavior & Education Program focuses on ways customers
may implement free or low-cost measures and behaviors that reduce energy consumption or
demand. The program’s education and awareness is separate from the advertising and
promotion of PPL Electric’s specific energy-efficiency programs. The Residential Energy-
Efficiency Behavior & Education Program includes:
e Periodic reports to customers comparing their usage with other, comparable customers
in the same geographical area.
e Energy-efficiency tips such as turning down the thermostat, turning off the lights, taking
shorter showers, etc.
e Low-cost energy-efficiency tips such as replacing incandescent light bulbs with CFLs,
installing weather stripping, and using power strips.
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Implementation Strategy
PPL Electric will engage a turnkey CSP to provide a home energy reporting system. That system
will use behavioral science and data analytics to drive reductions in residential energy
consumption. Customers will receive approximately 10 reports during the Plan. The reports will
encourage customers to take action and make behavioral changes. Residential customers who
use more electricity than average will be targeted for the program since their potential to save is

greater.

The CSP, with support from PPL Electric, will identify approximately 110,000 customers to
receive energy report cards. Approximately 25,000 additional customers will be identified to

serve in a control group.

Program Issues, Risks and Risk Management Strategy

Table G2 presents key market risks to an effective Residential Energy-Efficiency Behavior &
Education Program as well as the strategies the program will use to mitigate each risk.

Table G2: Residential Energy-Efficiency Behavior & Education Program Issues, Risks and Risk
Management Strategy

Program Issues

Risks

Management Strategy

A large number of
customers may opt-
out of the program.

e Fewer customers
participating in the
program would
negatively affect energy
savings.

e  Monitor opt-outs on a monthly basis
to ensure the number of customers
remains at an acceptable level.

e Ensure there is a pool of customers
available who meet the selection
criteria to receive home energy
reports to maintain program
participation.

Customers do not
change behavior
based on
recommended tips.

e Tips are not resonating

with customers;
therefore they will not
change their behavior.

e Monitor savings on a monthly basis.
Adjust and change report card
messaging should monthly savings
targets not meet goals.

Customers become
confused with
information on the
energy report card
because it may be
different than what is
found on their PPL
Electric account Home
Energy Analyzer.

e Customers who receive
report cards and are
signed up for PPL

Electric’s Energy Analyzer

may receive
contradictory
information regarding
their efficiency (i.e., one
will state the customer is
more efficient than
similar homes and the
other will state they are
less efficient).

e Monitor customer inquiries.

e Provide customers with information
about the difference between a
baseline home for the energy report
cards and Energy Analyzer to ensure
customers understand why the
information could be dissimilar.
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Customers think e Customers believe the ¢ Periodically and at least once per

neighbor comparisons information in the program year review the accuracy of

are not accurate. reports is incorrect and the data that is used to make up the
don’t change their neighbor comparisons to determine
behavior. if there is additional public

information available, and/or if
there are other ways to increase the
accuracy of other customer data
(such as the heating source).

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers for this program.

Ramp-Up Strategy
The CSP, working with PPL Electric staff, will identify qualified customers to participate in this
program. The CSP will prepare energy report cards for review and approval by PPL Electric staff.

Marketing Strategy
The program does not require marketing.

Eligible Measures and Incentive Strategy

No specific incentives will be provided through this program. Rather, by virtue of providing
energy conservation education, information, and strategies, customers will make behavioral
changes and gain energy savings.

Program Start Date with Key Schedule Milestones

Strategic planning, execution and schedule for the Residential Energy-Efficiency Behavior &
Education Program are listed in Table G3. Some tasks will be led by PPL Electric; others will be
led by various CSPs with oversight by PPL Electric.

Table G3: Residential Energy-Efficiency Behavior & Education Program Start Date with Key
Schedule Milestones

Schedule Milestones
Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
10/26/12 | Renegotiate contract with CSP.
3/1/13 Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/14 Launch program.

10/24/12

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be submitted to
the SWE for review/approval.
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The Evaluation Plan for this program is expected to be similar to the Phase | Evaluation Plan for
the Residential Behavior and Education Program. Reported and verified savings will be
determined using a billing regression analysis. The regression analysis compares the difference
in usage (actual billing data) of the participant group (treatment group) with a comparable non-
participant group (control group).

Administrative Requirements
PPL Electric staff will oversee the operations and administration of the Residential Energy-
Efficiency Behavior & Education Program. Table G4 lists the major anticipated participant roles
for the program.

Table G4: Residential Energy-Efficiency Behavior & Education Program Stakeholder Roles

e Generating customized energy report cards that
incorporate electricity usage comparisons and
recommendations.

e Incorporating documented behavior change research
findings into reports.

e Receiving and processing data (e.g., billing, rate,
program, real property, demographic and consumer
data) from multiple sources to generate reports in
paper and electronic forms.

e Acquiring and incorporating data from other sources,
such as GIS, weather, demographic, and assessor’s
data, into the reports to improve accuracy and
customization.

e Printing, inserting and mailing or emailing reports.

e Developing and hosting a web application for PPL
Electric staff to view electronic reports and change
report preferences.

¢ Following established procedures that maintain
confidential customer data usage.

e Guiding program strategy.

e Overseeing CSP activities to ensure compliance with
PPL Electric’s EE&C Plan and Pennsylvania Public
Utility Commission protocols.

e Reviewing, verifying and processing CSP invoices and
matching payment requests to
kWh/savings/customers.

e Providing CSP with usage data for all homes in the
service territory on a weekly basis.

e Providing responses to customer inquiries.

e Conducting evaluation, measurement and verification

EM&YV CSP of energy savings.

e Coordinating protocols with the SWE.

e Reading reports about their home’s energy use and
taking action.

Primary
Conservation
Service
Provider (CSP)

PPL Electric

Customer

Participation
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Approximately 110,000 customers will receive home energy reports starting halfway through
PY6, and continuing throughout all of PY7. Note: Projected participation is not cumulative and
the total number of customers receiving reports is 110,000. Table G5 outlines projected
participation.

Table G5: Residential Energy-Efficiency Behavior & Education Program Projected Participation

PY5 PY6 PY7 Total

Participants 0 110,000 110,000 110,000

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program, Savings Targets
and Cost-Effectiveness

The Energy-Efficiency Behavior & Education program is expected to achieve savings in electricity
consumption that amount to approximately 32,000 MWh/yr. The expected measure life is one year.
Savings, therefore, are not cumulative over multiple program years. Overall cost-effectiveness and
projected savings levels are summarized in Table G6.

TRC Test
NPV Benefits $3,650,788
NPV Costs $2,158,107
Net Benefits (NPV) $1,492,681

Table G6: Residential Plan Year

Energy-Efficiency

Behavior & Education

Program Summary of At
Projected Benefits, Total
Costs, and Cost- PY5 PY6 PY7 i
Effectiveness.

Benefit/Cost

Component SIS
Savings (MWh) - 11,445 32,193 32,193
Capacity Savings (MW) - 1.41 3.97 3.97
Total Resource Cost S0 $1,047,250 | $1,391,250 | $2,438,500
Direct Participant Costs $0 S0 S0 S0
Direct Utility Costs S0 $1,047,250 $1,391,250 | $2,438,500
Customer Incentives SO S0 S0 S0
EDC Labor, Materials & $0 $56,250 $56,250 | $112,500
Supplies

CSP Variable Costs 4] S0 S0 SO
CSP Labor, Supplies &

Marketing SO $991,000 $1,335,000 | $2,326,000

Benefit-Cost Ratio 1.69
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Student and Parent Energy-Efficiency Education Program 2013-2016
(Residential Sector)

Summary
The Student and Parent Energy-Efficiency Education Program is a new program being added to
Phase Il. For several years, PPL Electric has offered this successful program outside of Act 129.

There are five components to the program. Participants in all components will receive an
energy-efficiency kit and educational materials. Three of the components provide school-based
workshops for children of varying ages. The fourth component provides teachers with training
and classroom materials. The remaining component targets schools in low-income communities
and provides incentives to Parent Teacher Organizations for inviting parents to participate in an
interactive energy-efficiency workshop in their community. Parents attend these sessions at
schools in their community.

Objectives

The objectives of the Student and Parent Energy-Efficiency Education Program are to:

¢ Expand and promote energy-efficiency literacy through education outreach programs.

e Provide energy-efficiency education to students offered through school assemblies and
classroom curriculum and presentations to parent groups.

e Ensure energy-efficiency education correlates to Pennsylvania Education Academic
Standards.

e Build awareness of energy-efficiency in targeted lower-income neighborhoods.

e Provide students, parents and teachers with a take-home kit of energy-efficiency
measures that can be installed at home.

e Provide teachers with energy-efficiency information, lesson plans, activities, training,
materials and support for classroom use.

e Obtain participation by approximately 79,000 students, parents, and teachers through
2016, with a total reduction of approximately 13,500 MWh/yr.

Target Market

The Student and Parent Energy-Efficiency Education Program targets residential customers.
Table H1 identifies customer eligibility parameters.
Table H1: Student and Parent Energy-Efficiency Education Program Customer Eligibility
Parameters

Customer Sector(s) Residential

Rate Class RS,RTS,RTD
Building Type Residential
Building Vintage Existing buildings

Building Ownership | Owner or tenant

Program Description
The Student and Parent Energy-Efficiency Education Program will consist of five separate
components:
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Primary Grade Energy-Efficiency Education

o

(o]

(e]

Interactive classroom presentation consisting of general energy and energy-
efficiency information, as well as hands-on activities.

Curriculum correlated to PA Education Academic Standards for the
appropriate grade level(s) and endorsed by the Pennsylvania Department of
Education.

Take-home energy-efficiency kit.

Intermediate Grade Energy-Efficiency Education

o

(¢]

Interactive classroom presentation consisting of general energy and energy-
efficiency information, as well as hands-on activities.

Curriculum correlated to PA Education Academic Standards for the
appropriate grade level(s) and endorsed by the Pennsylvania Department of
Education.

Take-home energy-efficiency kit.

Secondary Grade Energy-Efficiency Education

o Interactive classroom presentation consisting of general energy and energy-
efficiency information, as well as hands-on activities.

o Curriculum correlated to PA Education Academic Standards for the
appropriate grade level(s) and endorsed by the Pennsylvania Department of
Education.

o Take-home energy-efficiency kit.

Teacher Workshops

o Series of regional teacher training workshops focused on energy-efficiency.

o Workshops are designed to address the sustainability standard of the
Pennsylvania academic standards and endorsed by the Pennsylvania
Department of Education.

o Teachers receive seven hours of credit applicable to Act 48 requirements.

o Take-home energy-efficiency kit.

Parent Teacher Organization Fundraiser/Parent Workshops

o

[e]
(e]

Fundraising opportunity for the school or Parent Teacher Organization by
securing parents to attend a customer energy-efficiency workshop held at
their school.

Presentation given to attendees consisting of general energy and energy-
efficiency information.

Take-home energy-efficiency kit.

Targets lower-income communities.

Implementation Strategy

PPL Electric will identify and select, through a competitive bid process, a CSP that will manage
the Student and Parent Energy-Efficiency Education Program. The CSP will undertake a broad
spectrum of responsibilities, including marketing to and recruiting potential schools, teachers,
and Parent Teacher Organizations; creating curriculum correlated to PA Education Academic
Standards; securing endorsement of the program(s) by the Pennsylvania Department of
Education; conducting the various energy-efficiency presentations; and assembling and shipping
the take-home energy-efficiency kits. PPL Electric will collaborate with the CSP on the Program'’s
strategic direction while maintaining overarching Act 129 administrative, program support,
evaluation and data management systems.
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Program Issues, Risks and Risk Management Strategy

Table H2 presents key market risks to an effective Student and Parent Energy-Efficiency
Education Program as well as the strategies the program will use to mitigate each risk.

Table H2: Student and Parent Energy-Efficiency Education Program Issues, Risks and Risk

Management Strategy

Program Issues

Risks

Management Strategy

L]
Teachers may not
have the time in their
schedules to
incorporate the
presentations.

Lesson plans are often
created far in advance
and teachers may not see
value in the presentation,
and therefore may not
sign up.

Ensure that the curriculum is
correlated to the PA Education
Academic Standards and fits into
planned lessons.

Customers do not
install the energy-
efficiency measures
and complete the
survey included in
their take-home kits.

Although the education
component of the
program would be
completed, the
measurable energy
savings would not be
achieved.

Provide instructions on how to
install the devices in the kits, and
additionally offer a customer service
number for participants to call if
they have any questions.

The take-home kits
include CFLs, and
customers may be
concerned about
mercury in the bulbs.

Teachers and parents
may not want to
participate and/or install
the CFLs if they are
concerned about
mercury.

Provide information on the proper
handling of CFLs.

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers for this program.

Ramp-Up Strategy

The CSP will begin operations with a ramp-up strategy that focuses heavily on marketing and
recruiting eligible schools and teachers, beginning in the summer of 2013, if not before,
followed by the execution of the presentations starting in the fall of 2013. It is critical that the
CSP build credibility with the schools within the service territory as more than one of the
program components could be run with the individual school or district (for example, the same
district could participate in the Primary, Intermediate, and Secondary Energy-Efficiency
Education programs). The CSP will ensure that in PY6 and PY7, at least 40% of participating
schools are new to the program.

Marketing Strategy

The Student and Parent Energy-Efficiency Education Program will rely on recruitment of
teachers, schools, and parents to participate in the Program. The CSP will be required to secure
a qualified list of schools within the PPL Electric service territory for recruiting purposes. The list
must have the names of educators and the grades they teach, as well as the principal name.
Promotions for the program will be sent via U.S. mail as well as email.
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Eligible Measures and Incentive Strategy
Participants of all five components receive a take-home energy-efficiency kit.

Program Start Date with Key Schedule Milestones

Strategic planning, execution and schedule for the Student and Parent Energy-Efficiency
Education Program are listed in Table H3. Some tasks will be led by PPL Electric; others will be
led by various CSPs with oversight by PPL Electric.

Table H3: Student and Parent Energy-Efficiency Education Program Schedule and Milestones
Schedule Milestones
Develop detailed work scopes, selection criteria, terms and
11/7/12 . .
conditions, and quality assurance protocols for CSP.
11/9/12 Issue RFP for CSP.
3/1/13 Execute program implementation contract with selected CSP.
18D Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control
(QA/QC). Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be
submitted to the SWE for review/approval.

Reported and verified savings are expected primarily from the energy-efficiency kits and will be
determined using the method specified in the TRM (algorithms with open variables for some
measures; fully stipulated savings for some measures) to calculate the savings of each measure,
and then sum the savings of all measures in this program. The EM&V CSP will confirm the
quantity of each measure and will confirm savings were determined in accordance with the
TRM.

Administrative Requirements

PPL Electric staff will oversee the operations and administration of the Student and Parent
Energy-Efficiency Education Program. Table H4 lists the major anticipated participant roles for
the program.

Table H4: Student and Parent Energy-Efficiency Education Program Stakeholder Roles

e Marketing to and recruiting potential schools,
teachers, and parent teacher organizations.

Primary e Creating curriculum correlated to PA Education
Conservation Academic Standards.

Service e Securing endorsement of the program(s) by the
Provider (CSP) Pennsylvania Department of Education

¢ Conducting the various energy-efficiency
presentations.
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e Assembling and shipping the take-home energy-
efficiency kits.

e Obtaining background checks on classroom
presenters.

e Providing responses to customer inquiries.

e Reporting and uploading data to PPL Electric’s EEMIS.

e Guiding program strategy.

e Overseeing CSP activities to ensure compliance with
PPL Electric’s EE&C Plan and Pennsylvania Public

PPL Electric Utility Commission protocols.

e Reviewing, verifying and processing CSP invoices and
matching payment requests to
kWh/savings/customers.

e Conducting evaluation, measurement and verification

EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

e For the in-school components, kits will be taken home
by children so that parents and children can install the
measures together.

e For the Teacher Workshops and Parent Workshop
component, measures in kits will be installed by
customers who attend sessions.

Customer

Estimated Participation
A combination of approximately 79,000 students, parents, and teachers will participate in the
Student and Parent Energy-Efficiency Education Program.

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness

The Student and Parent Energy-Efficiency Education Program is expected to achieve savings in
electricity consumption that amount to approximately 13,500 MWh/yr. Overall cost-
effectiveness and projected savings levels are summarized in Table H5.
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Table H5: Student and Parent Energy-Efficiency Education Program Summary of Projected

Benefits, Costs, and Cost-Effectiveness

Benefit/Cost Component Plan Year
PY5 PY6 PY7 S0
Savings (MWh) 4,921 4,266 4,266 13,453
Capacity Savings (MW) 0.61 0.53 0.53 1.66
Total Resource Cost $1,914,497 | $1,914,497 | $1,914,497 | $5,743,491
Direct Participant Costs S0 S0 S0 S0
Direct Utility Costs $1,914,497 | $1,914,497 | $1,914,497 | $5,743,491
Customer Incentives $823,618 $823,618 $823,618 | $2,470,854
EDC Labor, Materials & Supplies $60,000 $60,000 $60,000 [ $180,000
CSP Variable Costs $0 S0 S0 S0
CSP Labor, Supplies & Marketing | $1,030,879 | $1,030,879 | $1,030,879 | $3,092,637
TRC Test
NPV Benefits $7,947,974
NPV Costs $5,322,010
Net Benefits (NPV) $2,625,964
Benefit-Cost Ratio 1.49
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Prescriptive Equipment - Residential 2013-2016
(Residential Sector)

Summary

Within the Small C&I Prescriptive Equipment Program there are measures and services available
to farmers. Some farms in the PPL Electric territory have a Residential rate class; although the
Prescriptive Equipment Program will manage this component of Small C&l, savings and costs
from residential agriculture customers who participate will be credited to the Residential Sector.

For further details on this component including measures, see Prescriptive Equipment Program
(Small C&l).

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness

Table I1: Prescriptive Equipment Program (Residential) Summary of Project Benefits,
Costs and Cost-Effectiveness

Benefit/Cost Component L e fotal
PY5 PY6 PY?7
Savings (MWh) 124 536 644 1,304
Capacity Savings (MW) 0.02 0.09 0.11 0.22
Total Resource Cost $64,318 | $248,693 | $304,537 $617,548
Direct Participant Costs $51,906 | $161,325 | $196,493 $409,725
Direct Utility Costs $12,412 | $87,368 | $108,044 $207,823
Customer Incentives $6,558 | $62,058 | $77,610 $146,226
EDC Labor, Materials & Supplies SO $0 $0 S0
CSP Variable Costs $5,854 | $25,310 | $30,434 $61,597
CSP Labor, Supplies & Marketing $0 SO $0 S0
TRC Test
NPV Benefits $1,105,075
NPV Costs $554,707
Net Benefits (NPV) $550,368
Benefit-Cost Ratio 1.99
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Low-Income
Section 3.2.1

PPL Electric is offering the following programs designed for Low-Income customers. in addition
to its low income programs, all low-income customers are eligible to participate in all general
residential programs. PPL Electric estimates it will achieve 49,000 MWh/yr. from low-income
participation in general residential programs. The actual savings from low-income participation
in general residential programs will be determined by PPL Electric’s independent evaluator
during the yearly impact evaluation in accordance with the method approved by the SWE. The
estimate included in the EE&C Plan is based on actual data from Phase I.
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Low-Income WRAP 2013-2016
(Low-Income Sector)

Summary

Low-Income WRAP offers qualified low-income customers with what is known as “baseload”
WRAP and/or the installation of an energy-efficient heat pump water heater (HPWH), if needed.
There is no cost to the customer for participation. This program is managed by PPL Electric in
conjunction with the Company’s LIURP. CBOs and contractors provide services for this program.

Low-Income WRAP was offered in Phase I. Changes were made for Phase Il that includes
offering only “baseload” WRAP in Phase Il and not, as in Phase |, all three types of WRAP work
(baseload, low-cost and full-cost).

Objectives:
The objectives of the Low-Income Winter Relief Assistance Program (WRAP) are to:
e Provide low-income customers with education and measures to help reduce their
energy costs and increase their energy-efficiency.
e Maintain partnerships with local CBOs and contractors to ensure customers receive
maximum and timely customer assistance.
e Promote other PPL Electric energy-efficiency programs.
e Install WRAP measures in approximately 9,600 low-income® customer’s homes
through 2016 with a total approximate reduction in energy use of 9,500 MWh/yr.

Target Market

Low-Income WRAP targets customers at or below 150% of the Federal Poverty Income
Guideline. The program, operated in conjunction with PPL Electric’s Low Income Usage
Reduction Program (LIURP), aims at providing service to customers who have not received
WRAP in the past as well as customers who have received WRAP and may need further service.
Table J1 identifies eligibility parameters.

Table J1: Low- Income WRAP Program Customer Eligibility Parameters

Customer Sectors Low-income qualified residential

Rate Class RS, RTS, RTD

Building Type Residential

Building Vintage Existing buildings

Building Ownership Owner or tenant with owner’s approval

Program Description

WRAP is PPL Electric’s Low-Income Usage Reduction Program (LIURP) with three types of
service, a/k/a “jobs” (baseload, low-cost and full-cost), designed to meet the needs of low-
income customers. The programs offered by PPL Electric for Phase Il include: 1) baseload jobs
and 2) a heat pump water heater {HPWH) replacement component.

® Low-income is defined at 150% of FPIG or below.
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Implementation Strategy

PPL Electric funds, administers, monitors, and recruits customers to participate in WRAP. The
program is delivered by CBOs and private contractors, who conduct energy audits, provide
energy conservation education, and install measures. PPL Electric provides payments directly to
contractors. PPL Electric also uses contractors to conduct third-party inspections.

PPL Electric may design and implement a “neighborhood blitz” program identifying low-income
neighborhoods that may benefit from WRAP services. Qualified customers would receive any of
the three types of WRAP jobs offered by PPL Electric. Baseload jobs, for customers at or below
150% of FPIG, would be credited to Phase Il with customers receiving low-cost and full-cost jobs
credited to PPL Electric WRAP.

CBOs that currently deliver PPL Electric’s WRAP program will continue to provide services. Key
steps in program participation include:
e PPL Electric staff, in conjunction with CBOs, marketing to and recruiting customers.
e CBOs and private contractors completing on-site energy audits, providing energy
education, and directly installing energy-efficiency measures.
e (CBOs and private contractors coordinating, where appropriate, with equipment
installation contractors for measure installation.
e (CBOs and private contractors documenting and reporting all audit results and measure
installations to PPL Electric.

Program Issues, Risks and Risk Management Strategy
Table J2 presents key market risks to an effective Low-Income WRAP, as well as the strategies

the Program will use to mitigate each risk.

Table J2: Low-Income WRAP Program Issues, Risks and Risk Management Strategy

Program Issues Market Risks Management Strategies

Customers reluctanttoask | ¢ Low program ¢ Provide audits and measures

for help. participation. free for income-qualified
customers.

e  Market to customers through
traditional (CBO) and non-
traditional organizations
(hospital waiting room) where
customers may have developed
a level of trust.

e Provide discreet qualification
process with attention to
customer confidentiality.

Homeowner and landlord e Low program e Market to customers through

lack of program awareness. participation. CBOs and other community
organizations.

e  Market program directly to
landlords.
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Customer not willing to
participate because of the
perception there is a fee
for the service.

Customers will
continue to pay
higher energy bills
because of
participation
concerns.

Provide marketing materials
stating the service and
measures are free for income-
qualified customers.

Need to verify customer
eligibility. Customers
reluctant to share income
information.

Customers not willing
to share income
information.

Work with CBOs to verify
customer eligibility. Deliver
program through CBOs to
retain customer confidentiality.

Possible saturation of
WRAP participants or
customers who receive
energy-efficiency measures
from other programs.

Low program
participation.

Offer a “neighborhood blitz” to
neighborhoods where there
has not been a large number of
customers participating in
WRAP.

High mobility in the low-
income sector.

Higher drop-out rate.
Customers may move
before work is
completed, leading
to higher program
costs.

Work with CBOs to identify
length of time a customer has
been at a residence and
frequency of moving.

Anticipated Costs to Participating Customers

There are no costs incurred by customers in this program.

Ramp-Up Strategy

Low-Income WRAP is an existing WRAP program and therefore will continue into Act 129 Phase
Il. PPL Electric staff meets with CBOs and contractors on an ongoing basis to discuss program
elements. Participating CBOs and contractors will be fully informed about applicable low-income
WRAP policies and procedures by the summer of 2013.

Providing HPWHs for low-income customers is a new component to the program. PPL Electric
program staff will review records of customers who have received WRAP in the past and at the
time did not need a new water heater. Staff will then contact those customers to discuss a
HPWH replacement. PPL Electric staff will also identify and qualify potential new customers that
would benefit from a HPWH replacement. PPL Electric staff will work with manufacturers of

HPWHs and negotiate costs and a process for installation.

Marketing Strategy

PPL Electric will conduct marketing through its existing WRAP infrastructure, but it plans to
ramp-up marketing efforts to increase the program’s reach to new customers. Continued and
new marketing activities may include:

Conducting outreach efforts with existing CBO agencies.

Promoting the program via the E-power team at community presentations.
Marketing activities to low-income neighborhoods including promoting neighborhood

WRAP.
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¢ Promoting the program in PPL Electric’s customer bill newsletter, “Connect," including
promoting the availability of heat pump water heaters to qualified low-income
customers.

e Designing and implementing a “neighborhood blitz” program.

o Targeting marketing to customers participating in PPL Electric “OnTrack”, LIHEAP, and
other energy-efficiency and weatherization programs.

Eligible Measures and Incentive Strategy
All services and measures are provided to income-qualified customers at no cost. PPL Electric
will continue to encourage CBOs and WRAP contractors to combine Act 129 funding with
federal, state, or other human services funding to provide a whole-house energy-efficiency
solution. Baseload is offered to customers who have the potential to receive and benefit from
energy-saving measures. Measures include:

e Energy education
Installation of Compact Fluorescent Lights (CFLs)
Refrigerator replacement
Air conditioner replacement
Dehumidifier replacement
Changing or cleaning of heating/cooling filters
Dryer venting (electric dryer)
Power Strips/Smart Plugs

In addition, PPL Electric will offer a HPWH replacement component to qualified low-income
customers with electric water heating at no cost.

PPL Electric will perform periodic reviews of its programs at least annually and may adjust
measures, rebate levels, performance criteria and/or eligibility ratings in the future as market
conditions change.

Program Start Date with Key Schedule Milestones

Planning and implementation tasks and schedule for Low-Income WRAP are listed in Table J3.
Some tasks will be led by PPL Electric; other tasks will be led by CBOs and private contractors
with oversight from PPL Electric.

Table J3 Low-Income WRAP Program Schedule and Milestones
Schedule Milestones
Develop participation standards and delivery guidelines for Act
129-funded WRAP program (where they differ from existing
| programs) with state low-income departments and community-
based organizations.
ongoing Coordinate with other utilities and stakeholders.
Confirm CBOs have ramped-up staffing and capabilities to meet
the program requirements.
5/1/13 Develop marketing plan and materials.
6/1/13 Launch program.

1/2/12

2/1/12
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Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control
(QA/QC). Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be
submitted to the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar to the Phase | Evaluation Plan for
the WRAP Program. Reported and verified savings will be determined using a billing analysis that
compares usage pre- and post-installation of the measures. Since the Baseload WRAP measures
are expected to mirror those installed in Phase | Act 129 WRAP and LIURP WRAP, PPL Electric
will use the LIURP billing analysis (submitted to the PaPUC for USP) for participants during
program year 2011 {(measures installed June 1, 2011 — May 31, 2012) to allow one year for post-
installation billing data.’® The savings determined from the LIURP billing analysis will become the
fully stipulated deemed savings for all WRAP Baseload projects in Program Year 5 (measures
installed June 1, 2013 — May 31, 2014). If there are no longer any Baseload WRAP projects in
LIURP, then PPL Electric or its EM&V CSP will perform a separate billing analysis on Phase2 Act
129 WRAP participants.

Administrative Requirements
PPL Electric staff will oversee the operations and administration of Low-Income WRAP. Listed
below are the major anticipated participant roles for Low-Income WRAP.

Summary of administrative requirements:
e PPL Electric’'s WRAP Program staff manages all aspects of this program, including
reporting activities and results directly associated with Act 129 funding.
e (CBOs and private contractors will track program activities and report to PPL Electric.
e The EM&YV CSP conducts evaluation, measurement, and verification activities and
coordinates with the statewide EE&C Plan evaluator.

Table J4 lists the major anticipated participant roles for Low-Income WRAP.

Table J4: Low-Income WRAP Program Stakeholder Roles
¢ Verifying customer eligibility for the program.
e Providing education session to customer during

WRAP . N
installation of measures.
contractors/ o . ) . .
CBOs e Providing audits and installing measures in the homes

of qualified customers.
e Managing and reporting customer data.

19 This date range may have to be adjusted (earlier) to permit enough time to perform the billing analysis
and apply that deemed savings values prospectively to measures installed starting June 1, 2013.
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Marketing and advertising.

Guiding program strategy.

Directing program outreach and intake.

Fielding customer calls and inquiries.

Directing program administration.

Providing administrative support.

Overseeing contractor activities to ensure compliance

with PPL Electric’s Plan and Pennsylvania Public Utility

Commission protocols.

e Reviewing, verifying and processing invoices matching
payment requests to kWh/savings/customers.

e Reporting and uploading data to PPL Electric’s EEMIS.

e Ensure all reporting and documentation is submitted
in an accurate and timely manner.

e Conducting evaluation, measurement, and verification

EM&YV CSP of energy savings.

e Coordinating protocols with the Statewide Evaluator.

¢ Allowing contractors to complete work within their

PPL Electric

Low-income home.
customer e Participating in education session provided by
contractor.

Estimated Participation
Estimated participation levels are shown for general guidance only. Table J5 outlines projected
participation.

Table J5: Low-Income WRAP Program Projected Participation

PY5 PY6 PY7 Total
Base Load WRAP 3,000 3,000 3,000 9,000
Heat Pump Water Heater
replacement (EF of 2.3 or
greater) 200 200 200 600

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness

Low-Income WRAP is expected to achieve electricity consumption savings of approximately
9,500 MWh/yr. during the Plan. The budget allocation MWh/yr. savings through 2016, and
overall program cost-effectiveness are shown in Table J6.
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Table J6: Low-Income WRAP Program Summary of Project Benefits, Costs and Cost-

Effectiveness
Plan Year s e

Benefit/Cost Component ~ Total

PY5 PY6 PY7 S S
Savings (MWh) 3,181 3,181 3,181 9,544
Capacity Savings (MW) 0.26 0.26 0.26 0.79
Total Resource Cost $4,425,667 | $4,425,667 | $4,425,667 | $13,277,000
Direct Participant Costs SO $0 S0 S0
Direct Utility Costs $4,425,667 | $4,425,667 | $4,425,667 | $13,277,000
Customer Incentives S0 S0 $0 S0
EDC Labor, Materials & Supplies $676,667 $676,667 $676,667 | $2,030,000
CSP Variable Costs $0 S0 $0 S0
CSP Labor, Supplies & Marketing | $3,749,000 | $3,749,000 $3,74§,000 $11,247,000

TRC Test
NPV Benefits $9,089,721
NPV Costs $12,302,679
Net Benefits (NPV) $(3,212,958)
Benefit-Cost Ratio 0.74
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E-Power Wise Program 2013-2016
(Low-Income)

Summary

The E-Power Wise program provides low-income customers with energy-efficiency kits and
education materials. The kits are distributed by CBOs at workshops and by direct mail. A turnkey
CSP will be engaged to manage the program. This program was offered in Phase | and will be
offered in Phase Il

Objectives
The objectives for the E-Power Wise program are to:
e Provide energy-efficiency and conservation education to low-income customers so
they can make informed choices about their energy use.
e Provide information about low-cost/no-cost energy-efficiency strategies low-
income'! customers can use in their homes.
e Provide low-income customers with energy-efficiency measures in a free, take-
home energy-efficiency kit.
e Promote other PPL Electric energy-efficiency programs.
e Obtain participation of approximately 7,900 customers through 2016 with a total
reduction of approximately 4,200 MWh/yr.

Target Market
The program targets PPL Electric customers at or below 150% of the Federal Poverty Income
Guideline. Customer eligibility parameters for the E-Power Wise Program are outlined in Table
K1.

Table K1: E-Power Wise Fﬁgram Customer EI_i§ibiIity Parameters

Customer Sector(s) | Low-income qualified residential

Rate Class RS, RTS, RTD

Building Type Residential

Building Vintage Existing buildings

Building Ownership | Owner or tenant

Program Description
The E-Power Wise program delivers kits to customers by two methods: direct mail and Customer
Based Organization (CBO). The Program has the following components:

e Train-the-trainer sessions for CBO staff. These in-person sessions provide CBO staff
with tools needed to introduce energy education and low-cost/no-cost energy-efficiency
measures to their low-income clients.

e Energy Education workshop or one-to-one sessions with CBO staff. CBOs will assist in
recruiting qualified customers through their day-to-day interactions with their clients.
Participants may attend a one-hour energy-education workshop to be held days,
evenings, and weekends.

1| ow-income defined at 150% of FPIG or less.
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Energy Savings Kits. During the workshops and one-to-one sessions, customers will be
introduced to the energy savings measures and educational materials in the kits. The
kits may include CFLs, faucet aerators and high-efficiency shower heads as well as
installation instructions.

Direct mail to qualified customers. Customers will be able to receive a kit via direct
mail. In order to receive a kit, qualified customers will receive a card, with a reply card,
in the mail outlining the program. Customers who return the reply card will receive, via
mail, an energy-savings kit. Note: PPL Electric generates a list of qualified customers by
reviewing customers that have received LIHEAP or had qualified for PPL Electric’s “On-
track” program. That list is then reviewed removing customers who had participated in
E-Power Wise in the past. The remaining customers are sent a prepaid post card inviting
them to participate in the program.

Implementation Strategy
PPL Electric staff provides overall strategic direction and program management. PPL Electric will
engage a turnkey CSP to provide the following:

Building relationships with CBOs.

Hiring qualified trainers and implementing a train-the-trainer program.

Updating and implementing the program curriculum and ensuring materials are in
English and Spanish.

Producing, delivering, distributing and maintaining an inventory of kits.

Tracking monthly savings, providing reports, and uploading data to PPL Electric’s EEMIS.
Mailing kits to income qualified customers.

PPL Electric’s staff will provide overall strategic direction and program management, and with
support from other CSPs, marketing, evaluation, and other administrative functions.

Program Issues, Risks and Risk Management Strategy
Table K2 presents key market risks to an effective E-Power Wise Program, as well as the
strategies the program will use to mitigate each risk.

Table K2: E-Power Wise Program Issues, Risks and Risk Management Strategy

Program Issues Risks Management Strategy
CBO unaware of e Customersin a CBO area e QOutreach and marketing directed at
program. are unaware of energy- CBOs.
efficiency kit program.
CBOs not interested or | ¢  Customers visitinganon- | e Use direct mail method to reach
able to participate. participating CBO would customers in areas without CBO
not be aware of the participation.
program.

76 |[Page




Section 3: Program Descriptions

CBOs need to verify e Unqualified customers e Use approved list of government-
customer eligibility; receive kits. funded programs as qualifiers for
customer reluctant to program.

share information. e Use PPL Electric low-income

qualified customer list.

e Forthose not receiving a
government program, provide
income application verification
process.

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers for this program.

Ramp-Up Strategy

PPL Electric will engage a CSP to deliver this turnkey program. The CSP will be expected to
develop a program plan that includes outreach to hard-to-reach low-income seniors.
Additionally the CSP will be expected to engage PPL Electric customers who qualified for WRAP
but were not able to participate because they were not able to obtain landlord approval.

CBOs will be recruited and trained by the summer of 2013, and CBOs will begin implementing
the program in early fall 2013 (PY5).

Marketing Strategy
The E-Power Wise CSP, with assistance from PPL Electric, will lead the marketing efforts for this
program through its existing CBO infrastructure. Additional marketing efforts will focus on
senior housing as well as low-income housing. Marketing will be directed to:

e CBO agencies. ‘

e Community groups and human services organizations that interact with low-income

customers.™
e Grassroots marketing in low-income neighborhoods.
e Cross-promoting through other PPL Electric efficiency programs.

Eligible Measures and Incentive Strategy
Services and measures provided through the E-Power Wise program include:
e Train-the-trainer opportunity and incentives for CBOs.
e Energy-efficiency educational workshops.
e Energy Savings Kit with educational materials for participating customers.

Eligible measures and rebates are shown in Table K3.

Table K3: E-Power Wise Program Eligible Measures

Measure Eligibility Rating Incentive
Energy Savings Kit Low-income residential at or No direct cost to
below 150% of FPIG customer

12 Community groups may include Visiting Nurse Associations, Head Start, AARP, churches, senior low-
income housing, etc.
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PPL Electric will perform periodic reviews of the E-Power Wise Program at least annually and
may adjust measures, performance standards and participation criteria as market and other
conditions change. PPL Electric will track customer installations and include such data with its
annual report on the program.

Program Start Date with Key Schedule Milestones

Strategic planning, execution and schedule for the E-Power Wise Program are listed in Table K4.
Some tasks will be led by PPL Electric; others will be led by various CSPs with oversight from PPL
Electric.

Table K4: E-Power Wise Program Schedule and Milestones
Schedule Milestones
11/14/12 Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/30/12 | Renegotiate contract with CSP.
1/31/13 Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be submitted to
the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar to the Phase | Evaluation Plan for
the E-Power Wise Program. Reported and verified savings will be determined for the kits using
the method specified in the TRM (algorithm with open variables for some measures; fully
stipulated savings for some measures) to calculate the savings of each measure and then sum
the savings of all measures in this program. The EM&V CSP will confirm the quantity of the
measure and the installation rate, and will confirm savings were determined in accordance with
the TRM.

Administrative Requirements

PPL Electric staff will oversee the operations and administration of the E-Power Wise Program.
External staffing needs will be a function of the CSP. Table K5 lists the major anticipated
participant roles for the E-Power Wise Program.

Table K5: E-Power Wise Program Stakeholder Roles

Pri . Ma}'keting and advertising of program.
C::;:zation e Recruiting potential CBOs.
Sarvice e Confirming with CBO that customer is eligible for the
. program.
Provider
(C:I"’; e Distributing energy-efficiency kits.
e Managing inventory to prevent shrinkage.
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Educating participating CBOs about the program.
Implementing train-the-trainer training.

Evaluating and updating kits and instruction.
Providing multilingual materials on energy-efficiency.
Managing and reporting customer data.

Reporting and uploading data to PPL Electric’s EEMIS.
Fielding customer calls and inquiries.

Operating with sensitivity to unique customer group.
Implementing direct mailing of kits to targeted low-
income customers.

Following established procedures that maintain
confidential customer data usage.

Guiding program strategy.

Providing administrative support.

Reviewing, verifying and processing CSP invoices and
matching payment requests to
kWh/savings/customers.

PPL Electric . L . .
e Overseeing CSP activities to ensure compliance with
PPL Electric’s Plan and Pennsylvania Public Utility
Commission protocols.
e Ensuring all reporting and documentation is submitted
in a timely manner and is accurate.
¢ Conducting evaluation, measurement and verification
EM&V CSP of energy savings.
s Coordinating protocols with the Statewide Evaluator.
¢ Confirming customer eligibility.
CBO e Scheduling energy education classes.
e Educating customers on energy-efficiency, kit
measures, and installation of measures.
¢ Installing the measures from the energy-efficiency kit.
CUStONRF e Completing form requesting kit to be mailed.

Completing and mailing survey form documenting
completed measures.

Estimated Participation

Estimated participation levels in Table K6 are shown for general guidance only.

Table K6: E-Power Wise Program Projected Participation

Measure

PY5 PY6 PY7 Total

Customer participation/kits 2,700 2,600 2,600 7,900

delivered
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness

The Program is expected to achieve approximately 4,200 MWh/yr. This number includes a
reduction of 774 MWh/yr. in education energy savings that will expire in PY6 and PY7. The
annual budget allocation savings through 2016 and overall program cost-effectiveness for the
residential customer sector are summarized in Table K7.

Table K7: E-Power Wise Program Summary of Project Benefits, Costs and Cost-Effectiveness

Benefit/Cost Component i Tear Total
PY5 PY6 PY7 Eee
Savings (MWh) 1,725 1,236 1,251 4,212
Capacity Savings (MW) 0.21 0.15 0.15 0.52
Total Resource Cost $251,650 | $241,800 | $241,800 $735,250
Direct Participant Costs S0 S0 S0 S0
Direct Utility Costs $251,650 | $241,800 | $241,800 $735,250
Customer Incentives $116,100 | $111,800 | $111,800 $339,700
EDC Labor, Materials & Supplies $30,000 | $30,000 | $30,000 $90,000
CSP Variable Costs S0 S0 $0 S0
CSP Labor, Supplies & Marketing | $105,550 | $100,000 | $100,000 $305,550

TRC Test
NPV Benefits $2,107,684
NPV Costs $682,017
Net Benefits (NPV) $1,425,667
Benefit-Cost Ratio 3.09
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Low-Income Energy-Efficiency Behavior & Education Program 2013-2016
(Low-Income Sector)

Summary

The Low-Income Energy-Efficiency Behavior & Education Program provides qualified low-income
customers with a series of “report cards” comparing their usage to comparable customers.
These reports will also include energy savings recommendations specifically designed to help
low-income customers. The program was offered to high-use residential customers in Phase |
and is being adapted for low-income customers for Phase Il. Savings for this program are not
cumulative; therefore, the program will begin in PY6 with savings recorded in PY7.

Objectives
The Objectives of the Low-Income Energy-Efficiency Behavior & Education Program are to:

e Educate targeted low-income customers (at or below 150% of Federal Poverty Income
Guideline) about free (no-cost) or low-cost measures and behavior changes that may
reduce energy consumption or demand.

e Educate customers about PPL Electric’s online resources.

e Encourage low-income customers to adopt more energy-efficient behaviors and to
install energy-efficiency measures in their homes by becoming more aware of how their
behavior and practices impact their energy usage.

e Promote other PPL Electric energy-efficiency programs and programs for low-income
customers.

e  Obtain participation of approximately 50,000 customers through 2016, with a total
reduction of approximately 8,300 MWh/yr.

Target Market

The Low-Income Energy-Efficiency Behavior & Education Program targets low-income residential
customers. Customer eligibility parameters for the residential sector are outlined in Table L1.

Table L1: Low-Income Energy-Efficiency Behavior & Education Program Customer Eligibility
Parameters

Customer Sector(s) Low-income qualified residential

Rate Class RS, RTS, RTD
Building Type Residential
Building Vintage Existing buildings

Building Ownership | Owner and tenants

Program Description

Low-income customers have the greatest economic need for energy-efficiency savings but are
often hard to reach and have limited resources to make changes. The Low-Income Energy-
Efficiency Behavior & Education Program is designed to provide low-income customers with
information on free or low-cost measures and behaviors that may reduce energy consumption.
While low-income weatherization programs may provide substantial savings, due to funding
constraints, not all customers are able to participate in these programs. The Low-Income
Energy-Efficiency Behavior & Education Program will provide no-cost and low-cost energy
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savings education to a large number of low-income customers. Armed with information, this
customer group will be able to take advantage of ways to lower their energy consumption
without a large investment.

Awareness and education will be tailored for the PPL Electric’s low-income customers and may
include:
e Periodic reports to low-income customers comparing their usage with other,
comparable low-income customers.
e General conservation tips such as turning down the thermostat, turning off the lights,
taking shorter showers, etc.
e Low-cost energy-efficiency tips, such as replacing incandescent light bulbs with CFLs,
installing weather stripping, and using power strips.

Customized home energy reports will be delivered to low-income households through the mail.
The reports will provide customers with no-cost/low-cost behavioral tips that will help their
households manage their energy and save money. The reports will also be used to market other
low-income and residential programs using targeted program promotion modules.

Since energy costs for average and low-income households are similar, but are a higher burden
for low-income consumers, the Home Energy Reports can be particularly beneficial. Low-income
households benefit from energy savings by more than twice that of the average customer.™
Improved efficiency may also lead to better and health and comfort, including more retained
heat in winter.

This program will be delivered by a CSP.
Additional Program Description Details

The primary way the Low-Income Behavior and Education Program is tailored to low-income
customers (compared to the general Residential Behavior and Education Program) is the
messaging. Messages for the low-income program will focus on no- cost ways for customers to
reduce electricity use and reduce their electric bill, including the Low-income WRAP Program
which is free to customers. The messaging will also inform customers about other low-income
services such as On Track. No other residential rebate programs will be promoted to the low
income customers.

Another way the program is tailored to low-income customers is in the selection of the
treatment group (the customers who get the Report Cards) and the control group (the
customers who do not get the Report Cards). In the Low-Income Program, both the participant
group and the control group will consist of low-income customers who have comparable usage
and comparable homes. In the general residential program, the participant group and the
control group are not selected based on income criteria.

The general residential and the low-income Education and Behavior Programs both address the
distinction between homes with electric heating and homes without electric heating. In order to

1 Assumes median “average” income of $50,000, median “low-income” of $20,000, and $1,800/year in
energy costs.
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ensure customers are compared to neighbors that the same fuel type and have other similar
characteristics Opower uses a number of data sources. For example, it acquires “Parcel Data”
that includes information about how customers heat their home. When providing “neighbor
comparisons” to customers, Opower uses this data to find the correct set of similar homes
nearby to compare any given customer to. To generate neighbor comparisons, Opower uses a
progressive search routine that identifies similar homes based on characteristics including:

e Heating fuel: Customers with electric heat are compared to the same, and those
with gas heat are compared with the same.

¢ Building type: Single family homes are compared to other single family homes,
and apartments and condominiums are compared to other apartments and
condominiums.

e Proximity: Customers are compared to other households within the same
geographic area. In most cases this is typically less than one mile and often
much closer, with the same zoning and climate zone.

e Dwelling size (in square feet) and age: Customers are compared to others with
homes that are similar in size.

e Meter read cycle: Customers are compared to other customers with similar
meter read cycles to prevent different cycles from impacting comparisons.

Opower incorporates third-party data including:

e Parcel Data (square footage, age of home, presence of pool or hot tub, heating
type, assessed value, number of stories, number of rooms, presence of garage,
presence of basement or attic, presence of fireplace etc.) is acquired from
Corelogic or the respective County Assessor’s office, which supplies up to 70
unique data points per household.

e Demographic Data (owner/renter, age, income, etc.) is acquired from Datalogix,
which offers dozens of unique data points per household.

* GIS Data is acquired from Google, and allows Opower to precisely plot the
location of each customer’s home, facilitating identification all homes that could
be used to develop each set of neighbors.

e Weather Data is provided by AnythingWeather.com, which utilizes a network of
more than 17,000 government, personal, and proprietary weather stations
around the country. Opower receives daily feeds of hourly weather data for
every ZIP code in the country. This ensures that we use actual local weather for
the billing period.

PPL Electric Utilities will work with OPower to identify low-income program participants. A
major source of potential participants will be PPL Electric Utilities’ residential customer
segmentation data base that includes purchased, public information about household income
and household size for specific customers. This method will help to get Home Energy Reports
(and thus energy efficiency information) into the hands of low-income customers who were
previously unaware of PPL EU’s low-income programs.

The Home Energy Reports are intended as a first step to engage low income customers in
becoming more energy efficient, providing them with guidance and motivation to incorporate
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more energy efficient behaviors, and to provide them with information about other programs
for low income customers that may be able to assist them at no cost.

An estimated 40,000 to 50,000 low-income households in the treatment group will each receive
4 reports in PY6 and 6 reports in PY7.

The Behavior and Education program, unlike the other energy efficiency programs, does not
provide incentives to homeowners to install measures nor does it provide other financial
incentives. Other programs, in contrast to the behavior program, do not provide repeated and
personalized information about energy use in the customer’s home over one or more years, nor
do they compare usage to neighbors (to induce behavioral change). The personalized home
energy reports increase customer awareness and knowledge of energy efficiency, which is a
necessary first step in reducing energy use. The behavior programs also induce behavioral
changes that lead to reduced energy usage. Knowledgeable customers may then make more
informed decisions about the costs and benefits of availing themselves of other program
resources. Further, the knowledge is “transferable” if a customer moves. The Low-Income
Behavior and Education program has the potential to reach thousands of low-income customers
who would otherwise be unaware of the potential for energy savings.

Implementation Strategy

The Home Energy Reports will be tailored for the low-income consumers and targeted
specifically for them. It will include promotion of other low-income programs (e.g., E-power
Wise, Low-Income WRAP), education on local support resources, and focus on efficiency tips for
low-cost high-impact improvements (less than a two-year payback).

Program Issues, Risks and Risk Management Strategy

Table L2 presents key market risks to an effective the Low-Income Energy-Efficiency Behavior &
Education Program, as well as the strategies the program will use to mitigate each risk.
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Table L2: Low-Income Energy-Efficiency Behavior & Education Program Issues, Risks and Risk
Management Strategy

Program Issues

Risks

Management Strategy

A large number of
customers opt-out of
the program.

Fewer customers
participating in the
program would
negatively affect energy
savings.

e Monitor opt-outs on a monthly basis
to ensure the number of customers
remains at an acceptable level.

e Ensure there is a pool of customers
available who meet the selection
criteria to receive home energy
reports who can be added to the
program should opt-outs become
too hig'h.

Customers do not
change behavior
based on
recommended tips.

Tips are not resonating
with customers;

therefore, they will not
change their behavior.

e Monitor savings on a monthly basis.

e Ensure message is meaningful to
low-income customers.

e Adjust and change messaging should
monthly savings targets not meet
goals.

Customers become
confused with
information on the
energy report card
that may be different
than what is found on
their PPL Electric
account Home Energy
Analyzer.

Customers who receive
Home Energy Reports
and are signed up for PPL
Electric’s Energy Analyzer
may receive
contradictory
information regarding
their efficiency (i.e., one
will state the customer is
more efficient than
similar homes and the
other will state they are
less efficient).

e Monitor customer inquiries.

e Provide customers with information
about the difference between a
baseline home for the energy report
cards and Energy Analyzer to ensure
customers understand why the
information could be dissimilar.

Customers think the
neighbor comparisons
are not accurate.

Customers do not change
their behavior, and
therefore savings are
negatively impacted.

e Periodically, and at least once per
program year, review the accuracy
of the data that is used to make up
the neighbor comparisons to
determine if there is additional
public information available, and/or
if there are other ways to increase
the accuracy of other customer data
such as the heating source.
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e Low-income customers e Ensure there is a pool of customers
are more transient and available that meet the selection
therefore there could be criteria to receive home energy

Customers move a large number of reports who can be added to the
frequently. participating customers program should closed account
who could close their drops become too high.
account when they
move.

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers for this program.

Ramp-Up Strategy

The Low-Income Energy-Efficiency Behavior & Education Program CSP will develop home energy
reports tailored for low-income customers and will include promoting other low-income
programs including E-Power Wise, Low-Income WRAP, information on local and state resources,
and energy-efficiency tips for low-cost, high-impact improvements.

Marketing Strategy

The program does not require specific marketing. Participants will be selected from customers
that have participated in other low-income programs offered by PPL Electric.

Eligible Measures and Incentive Strategy

No specific incentives will be provided through this program. Rather, by virtue of providing
simple energy conservation education, information, and strategies, customers will gain energy
cost savings on their monthly utility bills.

Program Start Date with Key Schedule Milestones
Strategic planning, execution, and schedule for the Program are listed in Table L3. PPL Electric
will led and provide oversight of the program.

Table L3: Low-Income Energy-Efficiency Behavior & Education Program Schedule and
Milestones

Schedule Milestones
10/24/12 Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
10/26/12 | Negotiate contract with CSP.
3/1/13 Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/14 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be submitted to
the SWE for review/approval.
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The Evaluation Plan for this program is expected to be similar to the Phase | Evaluation Plan for
the Residential Behavior and Education Program. Reported and verified savings will be
determined using a billing regression analysis. The regression analysis compares the difference
in usage (actual billing data) of the low-income participant group (treatment group) with a
comparable low-income non-participant group (control group).

Administrative Requirements

PPL Electric staff will oversee the operations and administration of the Low-Income Energy-
Efficiency Behavior & Education Program. Table L4 lists the major anticipated participant roles
for the program.

Table L4: Low-Income Energy-Efficiency Behavior & Education Program Stakeholder Roles

e Generating customized energy report cards that
incorporate electricity usage comparisons and
recommendations.

¢ Incorporating documented behavior change research
findings into reports.

e Receiving and processing data (e.g., billing, rate,
program, real property, demographic and consumer
data) from multiple sources to generate reports in

Primary paper and electronic forms.

Conservation | ¢ Reporting and uploading data to PPL Electric’s EEMIS.
Service e Acquiring and incorporating data from other sources,
Provider (CSP) such as GIS, weather, demographic, and assessor’s

data, into the reports to improve accuracy and
customization.

e Printing, inserting and mailing or emailing reports.

e Developing and hosting a web application for PPL
Electric staff to view electronic reports and change
report preferences.

o Following established procedures that maintain
confidential customer data usage.

e Guiding program strategy.

e Overseeing CSP activities to ensure compliance with PPL
Electric’s EE&C Plan and Pennsylvania Public Utility
Commission protocols.

PPL Electric e Reviewing, verifying and processing CSP invoices and
matching payment requests to kWh/savings/customers.

e Providing CSP with usage data for all homes in the
service territory on a weekly basis.

» Providing responses to individual customer inquiries.

e Conducting evaluation, measurement and verification of

EM&V CSP energy savings.
e Coordinating protocols with the Statewide Evaluator.
Customer e Reading reports about their energy use.
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Participation

The approximately 50,000 low-income customers will receive a home energy report card mid-
PY6 and will continue to receive report cards throughout PY7. Please note that the projected
participation is not cumulative and the total number of customers receiving reports is 50,000.
Table L5 outlines projected participation.

Table L5: Low-Income Energy-Efficiency Behavior & Education Program Projected Participation

PY5 PY6 PY7 Total

Participants 0 50,000 50,000 50,000

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness

The Low-Income Energy-Efficiency Behavior & Education Program is expected to achieve savings
in electricity consumption of approximately 8,300 MWh/yr. The expected measure life is one
year; therefore, savings are not cumulative over multiple program years. Overall cost-
effectiveness and projected savings levels are summarized in Table L6.

Table L6: Low-Income Energy-Efficiency Behavior & Education Program Summary of Projected
Benefits, Costs, and Cost-Effectiveness

Plan Year Sl
Benefit/Cost Component HilETotal 7=
PY5 PY6 PY7 e U
Savings (MWh) - 3,158 8,335 8,335
Capacity Savings (MW) - 0.39 1.03 1.03
Total Resource Cost $0 | $547,350 | $636,250 | $1,183,600
Direct Participant Costs S0 S0 S0 S0
Direct Utility Costs S0 | $547,350 | $636,250 | $1,183,600
Customer Incentives S0 S0 S0 S0
EDC Labor, Materials & Supplies S0 | $56,250 | $56,250 | $112,500
CSP Variable Costs S0 $0 S0 S0
CSP Labor, Supplies & Marketing S0 | $491,100 | $580,000 | $1,071,100
TRC Test

NPV Benefits $962,152

NPV Costs $1,050,220

Net Benefits (NPV) $(88,068)

Benefit-Cost Ratio 0.92
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Small C&I
Section 3.3

Prescriptive Equipment Program (Small C&l) 2013-2016
(Small C&I Sector)

Summary

The Prescriptive Equipment Program (Smali C&1) provides rebates and incentives from a list of
specific energy-efficiency measures and services. The program also offers a Direct Discount
component. Direct Discount is designed to make it easier and more economical for small
businesses and institutions to install energy-efficient lighting and commercial refrigeration
upgrades. Customers may choose to have a contractor evaluate and install energy-efficient
lighting and refrigeration. The contractor completes and submits required paperwork providing
ease of use.

Recognizing the needs of farmers in PPL Electric’s territory, audits and measures specific to
farms are included in the Prescriptive Equipment Program (Small C&l). This component will be
managed by the CSP. Some farms in PPL Electric’s territory have a residential rate class. In those
instances, savings and costs will be allocated to the residential sector.

One CSP will be engaged to manage and coordinate the Prescriptive Equipment Incentive
Program and the Custom Incentive Program. The CSP will be responsible to provide a call center
and rebate processing services. One CSP serving all non-residential sectors provides synergy
saving and a “one-stop” service for customers.

Objectives
The objectives of the Prescriptive Equipment Program (Small C&l) are to:

e Provide energy-saving opportunities to qualified customers.

* Increase the market penetration of high-efficiency technologies and building
systems for customers by incentivizing high-efficiency and ENERGY STAR®-rated
appliances, lighting equipment, HVAC systems, and motors.

e Approve and train contractors to conduct on-site facility assessments and pass
through financial incentives for energy-efficient refrigeration measures, lighting
upgrades, and lighting control upgrades through a direct discount delivery
mechanism.

Engage trade allies to provide high-efficiency technology options to customers.
Promote other PPL Electric energy-efficiency programs.

Collect energy and operating data from customers, as required.

Obtain participation of approximately 10,000 customers through 2016, with a total
reduction of approximately 153,000 MWh/yr.

Target Market

The Prescriptive Equipment Program (Small C&I) will be available to PPL Electric non-residential
customers. This program targets customers who would benefit from replacing older, inefficient
equipment. The program also provides education to customers on cost-effective ways to reduce
energy consumption. Table M1 outlines the eligibility requirements for this program.
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Table M1: Prescriptive Equipment Program (Small C&I) Customer Eligibility Parameters

Customer Segment Small C&I

Rate Class GS1, GS3, GH1, GH2, IS1, SLAL, (RS, RTS,
RTD —Agricultural only)

Building Type Small commercial, small industrial, barn,
residential farms

Building Vintage Existing and new construction

Building Ownership Owner, tenant with owner approval

Program Description

The Prescriptive Equipment Program (Small C&I) promotes the purchase and installation of a
wide range of high-efficiency equipment, including technologies appropriate to specific building
types for Small C&I customers and including customer owned LED street and LED area lighting.
The program provides these customers with financial incentives to offset the higher purchase
costs of energy-efficient equipment and offers information on the features and benefits of
energy-efficient equipment.

Within the Prescriptive Equipment Program (Small C&!) there are measures and services
available to the farmers. Some farms in the PPL Electric territory have a Residential rate class;
although the Prescriptive Equipment Program (Small C&I) will manage this component of Small
C&I, savings and costs from residential agriculture customers who participate will be credited to
the Residential Sector.

Implementation Strategy

PPL Electric staff will manage the Program CSP. The CSP will undertake a broad spectrum of
responsibilities. The CSP will perform customer, trade ally, and manufacturer outreach and
training along with program marketing. The Prescriptive Equipment (Small C&I) CSP will develop,
update, and process rebate applications and payments.

Key steps in this program are:

e Directing customers to the program through PPL Electric’s marketing activities, the
Company website, equipment dealers, and equipment installation contractors/trade
allies.

o  Working with equipment/appliance distributers and installation contractors to fill out
program applications to help ensure customers have required documentation to submit
for processing.

e Reviewing documentation to verify the applicant is a PPL Electric customer and the
installed equipment meets eligibility criteria.

e Recruiting and developing a robust network of trade allies and holding Direct Discount
contractors accountable for completing work and adhering to the Program
requirements.

e Processing rebate checks for qualified equipment.

o Verifying equipment/appliance installation for a sample of participants, which will be a
part of measurement and verification.

e Conducting farm assessments and educating agricultural customers on energy-efficient
equipment.
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Program Issues, Risks and Risk Management Strategy
Table M2 presents key market risks to an effective Prescriptive Equipment Program (Small C&I)
as well as the strategies the program will use to mitigate each risk.

Table M2: Prescriptive Equipment Program (Small C&I) Issues, Risk Management Strategy

Program Issues

Risks

Management Strategy

Higher up-front costs
for high-efficiency
equipment.

Decision-makers choose
cheaper, less efficient
equipment.

Payback or IRR for
projects is too long for
customers.

Restricted amount of
capital available, energy
using equipment not a
priority for business.

Make customer operations more
attractive with higher-efficiency
equipment installed.

Offer incentives and programs to
reduce payback and IRR for
business owners.

Educate customers on long-term
benefits of energy-efficiency,
available incentives and other
programs that may help.

Equipment is typically
replaced only upon
failure.

Customers see no need to
replace functioning
equipment.

Customers not informed
about the most efficient
equipment available when
the need to replace it is
immediate. Some
efficient-equipment may
have longer delivery time
that would affect
customer operations.

Educate and encourage trade allies
and owners to replace equipment
in order to obtain rebates and start
realizing energy savings sooner.
Educate trade allies and customers
on energy-efficient choices
available before equipment fails
and encourage equipment
replacement planning for their
business.

Energy-efficiency is
not commonly
prioritized by the o
customer or building
owner.

High-efficiency equipment
is viewed as being too
expensive and/or too
complicated.

Owners not informed on
how their facility uses
energy.

Servicing existing debt
may limit funds to
purchase new efficient
equipment.

Customers place priority
on fluctuating commodity
prices.

Provide information to customers
on value of energy-efficiency.
Offer planning assistance and
incentives to enhance energy
savings.

91|Page




Section 3: Program Descriptions

Anticipated Costs to Participating Customers

Incremental costs incurred by Small C&I customers participating in the Prescriptive Equipment
Program (Small C&l) will be subject to their level of participation and the specific type of
efficient equipment installed in the program.

No-cost audits will be offered to a limited number of farms interested in becoming more energy-
efficient.

Ramp-Up Strategy

During Phase I, PY5, the Prescriptive Equipment Program {(Small C&I) CSP will develop marketing
material, including initial program offering information and case studies, to distribute to
customers through both trade allies and various groups.

Marketing Strategy
The Prescriptive Equipment Program relies on projects initiated by the customer, trade allies,
and the CSP.

The CSP will promote the various energy-efficiency options available to this varied customer
segment through a host of different media. The CSP will leverage trade ally and manufacturer
relationships to co-market energy-efficient equipment. In addition, the CSP may hold webinars,
seminars, and participate in trade shows and individual outreach to trade ally and
manufacturers to reinforce current program offerings. Marketing materials with case studies will
be used to market the program.

Strategies for marketing incentives may include:
e Offering no-cost audits to farms to generate interest in energy-efficiency.
Advertising in local newspaper and other mass media.
Cross-promoting through other PPL Electric efficiency programs.
Developing relationships with farm associations.
Use limited time offers, special promotions, and no-customer-cost measures to promote
energy-efficiency.

Eligible Measures and Incentive Strategy

Rebates and incentives will be paid to qualified customers that submit completed applications
and documentation of the efficiency measures installed. Customers will have the option to
assign rebate payments to a third party. Customers may work with a program-approved Direct
Discount contractor and the contractor will conduct a free energy assessment to identify
potential energy-saving equipment options and determine the amount of potential incentives
paid by the Direct Discount service. Direct Discount rebates will be dependent on calculated
energy savings due to installation of the energy-efficiency measures and hours of use. Direct
Discount rebates will be paid directly to the contractor after review of required paper work and
documentation of installed measures.

A limited number of agricultural customers will have the option to receive a farm energy
assessment with no direct customer cost. During the assessment, educational material
highlighting Program rebates will be distributed to the customer. Prescriptive rebates and
performance eligibilities will be fixed for each measure. Other measures and their rebates will
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be dependent on calculated energy savings upon installation through the Custom Incentive

Program.

PPL Electric will perform periodic, at least annually, reviews of the Prescriptive Equipment
Program (Small C&l) and may adjust incentive levels, performance standards and participation
criteria as market conditions change in the future. PPL Electric will track customer installations
and include such data within its annual report on the program.

Table M3 lists the proposed measures and incentive levels for the Prescriptive Equipment
Program (Small C&I) offered to PPL Electric to eligible customers. The listing includes those
measures deemed to be appropriate for the Prescriptive Equipment Program participants and
may be changed with measures added or deleted based on customer need and technology

improvements.

Table M3: Eligible Prescriptive Equipment Program (Small C&I) Measures

Approximate

Measure Eligibility Rating ficstitiva

ASHP SEER 15,16 $50 to $200/unit
ASHP (>5.4 tons) Qualifying EER or COP $15to $25/ton
Evaporator fans betermined bypre and past $10 to $120/fan

customer choice of fan motor type

Steam Cookers ENERGY STAR® $50 to 100/pan
Commercial refrigerators ENERGY STAR® $70/unit
Ice makers ENERGY STAR® or CEE tier 2 $115
Beverage/ snack machine Added to non- E!\lERGY STAR® $10t0 $25
control machine )
LED exit signs LED replacing incandescent $25/sign
Occupancy sensors Wall, ceiling or fixture mounted Up to $45/sensor
T5, T8 New T5,T8 lamps and ballasts >1 'to >4/lamp
installed
T5,T8 high performance Retrofit fixture with new high $2 to 56/lamp
fixtures performance T8 lamp and ballast installed

High performance T5,T8

Retrofit T8 with qualified high

$1/lamp installed

lamps performance (ceel.org list)
High bay T5, T8 New T5, T8 fixture (>100watts) wEte #16/lamp
installed
. Re.place ex_lstmg fixture with T5,T8 $5 to $30 depending
De-lamp and install fixture with one or more lamps
; ; on number and type
reflectors removed, must include electronic of lamps
ballast and reflector P
CFL, LED (bulk purchase REplEca Sxisting Incandessent Up to 50% cost of
outside of other CFL . B bulb, up to $1.50/
programs) lamps with ENERGY STAR® CFL, LED CFL, $5/LED
=32
Metal halide pulse start HEplaces probesHt (== Alnuats, o $25, $50/fixture

320 watts)

LED street lights/ area
lights

ENERGY STAR®, Design Lights
Consortium Listed or LM 79/LM 80
tested

$0.10 per kWh
calculated saved per
PA lighting form
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Efficient non-electric hot
water (oil, gas, propane) -
Max. 100 units for all
Programs.

Natural Gas or propane — AFUE 90
Oil Furnace — AFUE 85
Fossil Fuel Boilers — AFU 85

$100-5250

LED interior lighting

ENERGY STAR®, Design Lights
Consortium Listed, or LM 79/LM 80
tested

$0.10 per kWh
calculated saved per
PA lighting form

Induction lighting

New fixtures or retrofit kits

$0.10 per kWh
calculated saved per
PA lighting form

VSD air compressor

Single VSD unit less than 100 hp

$0.10 per kWh
calculated saved
compared to existing

system
Eligible Direct Discount Measures (Small C&l)
Sogiians : Approximate

Measure Eligibility Rating Incentive
Screw-in CFL (compact ENERGY STAR® rated or meet
fluorescent lamp) ENERGY STAR® criteria 30.05/kWh saved

ENERGY STAR®, Design Lights
LED lamps Consortium or must be LM-79 and $0.05/kWh saved

LM-80 tested

Other lighting fixtures

ENERGY STAR® fixtures/LED Exit

$0.17/kWh saved

signs
Lighting occupancy Wall, Fixture or Ceiling Mounted $0.17/kWh saved
SEensors
ENERGY STAR®, Design Lights
LED Interior Lighting Consortium or must be LM-79 and $0.17/kWh saved
LM-80 tested
Induction lighting New fixtures or retrofit kits $0.17 /kWh saved

LED Street/Area Lighting

ENERGY STAR®, Design Lights
Consortium or must be LM-79 and
LM-80 tested

$0.17/kWh saved

Refrigeration measures

Includes measures such as anti-
sweat heater controls, evaporator
fans (ECM or PSC motor), strip
curtains, etc.

$0.17/kWh saved
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Eligible Agricultural Customer Measures

Measure Eiiéibility Rating Incentive

Free to customer
Farm Energy Assessments Residential and Small C&I Farms (Approximately $1,000

value)
Programmable Units controlling ceptral AC, electric $25/unit
Thermostat heat or resistance.
Air Source Heat Pump SEER>15,>16 $50 to $200/unit
LED Wall packs ENERGY STAR® or Equivalent Up to $40/fixture
Occupancy Sensors Wall, Ceiling or Fixture Mounted Up to $45/sensor
T5, T8 Lamps New T5, T8 lamps and ballasts »1 -to Shlamp
installed

T5,T8 high-performance Retrofit fixture with new high- $2 to $6/lamp
fixtures performance T8 lamp and ballast installed

High performance T5,T8
lamps

Retrofit T8 with qualified high
performance (ceel.org list)

$1/lamp installed

High bay T5,T8

New TS, T8 fixture (>100 watts)

$6 to $16/lamp
installed

De-lamp and install

Replace existing fixture with T5,T8
fixture with one or more lamps

$5-$30 depending on
number and type of

reflectors removed, must include electronic .
ballast and reflector P
ENERGY STAR®, Design Lights $0.10 per kWh

LED street lights/area
lights

Consortium Listed or LM 79/LM 80
Tested

calculated saved per
PA Lighting Form

LED interior lighting

ENERGY STAR®, Design Lights
Consortium Listed or LM 79/LM 80
Tested

$0.10 per kWh
calculated saved per
PA Lighting Form

Induction lighting

New fixtures or retrofit kits

$0.10 per kWh
calculated saved per
PA Lighting Form

LED Exit Signs Replace Incandescent $25/sign
Evaporatarians for SP to ECM and PSC to ECM motors $10 to $120/fan
Refrigeration

$0.10 per kWh

calculated saved

VSD Air Compressor Single VSD unit less than 100 hp .
compared to existing
system
VSD Controller for Dairy UL. Listed, mects In_s t'tUte.Of
Vacuum Pumbs Electrical and Electronics Engineers $5/per cow
P (IEEE) standards

. . Must be tested by Air Movement &
Circulating Fans Control Association (AMCA) 275 fan

. Must be tested by Air Movement &
ra'ﬁ: Molume; Law Sgieed Control Association (AMCA) >16 $750/fan

feet in diameter
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Variable-speed-drive controllers for
Dairy Scroll Compressor dairy vacuum pumps, UL listed $250/unit
Controller meeting IEEE harmonic control
standards
. Replacement systems operating on
Low-Pressure Irrigation 50% or less than existing system $20/acre
Systems
pressure
Thermatically controlled with 2
Livestock Waterers inches or more or factory-installed $40/unit
insulation
Century-Therm, Therma-Store, Heat
Heat Reclaimers Bank, Sunset, Fre-Heater or S5/cow
Superheater Brands
Automatic Milker Take- Energy-efficient auto_matic.m.ilk
offs take-offs that det'ermlne milking $5/cow
end time
Non-electric high efficiency See Table M3 for details
central heat (gas, oll,
propane. Max. of 100 units
for all programs

Program Start Date with Key Scheduled Milestones

Strategic planning and execution action items are listed for the Prescriptive Equipment (Small
C&l) in Table M4. Some tasks will be performed by PPL Electric; others will be led by various
CSPs with administrative support from PPL Electric.

Table M4: Prescriptive Equipment Program (Small C&lI) Schedule and Milestones

Schedule Milestones
Develop detailed work scopes, selection criteria, terms and
10/31/12 v 4

conditions, and quality assurance protocols for CSP.
11/30/12 | Renegotiate contract with CSP.
12/24/12 | Execute program implementation contract with CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be submitted to
the SWE for review/approval.

Reported and verified savings will be determined using the method specified in the TRM
(algorithms with open variables for some measures; fully stipulated savings for some measures)
to calculate the savings of each measure, and then sum the savings of all measures in this
program. The EM&V CSP will confirm the quantity of each measure and will confirm savings
were determined in accordance with the TRM.
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Administrative Requirements

PPL Electric staff will oversee the operations and administration of the Prescriptive Equipment
(Small C&l) Program. Table M5 lists the major anticipated participant roles for the program.
Table M5: Prescriptive Equipment Program (Small C&I) Stakeholder Roles

e Outreach to customers, trade allies and
manufacturers.

e Assistance to customers in completing applications.

e Operating with sensitivity to unique customer needs;
being available to meet customers, often at off hours
at their convenience.

e Marketing to and recruiting potential agricultural
customers who own farm buildings.

e Developing and distributing targeted energy-efficiency
educational materials to agricultural customers.

e Collaboration with farming associations, trade allies
and farm equipment dealers.

e Recruit, manage and ensure Direct Discount

Primary contractors perform in compliance with program
Conservation rules.

Service e Verifying contractor eligibility for Direct Discount
Provider participation.

(CSP) e Educating Direct Discount approved contractors about

energy-efficiency measures and offers.

e Conducting QA/QC on pre and post project installation
as determined by PPL Electric staff.

e Processing rebate payments to customers and
contractors.

e Managing and reporting savings data.

e Fielding customer calls and inquiries.

e Verifying Direct Discount installation conditions (pre
and post), disburse incentives and provide program
oversight.

¢ Reporting and uploading data to PPL Electric’s EEMIS.

e Performing audits and generating savings reports for
farmers.

¢ Provide management oversight to CSP, direction for
initiatives and comments on proposed changes as
market changes.

Guiding program strategy.

Providing administrative support.

Reviewing, verifying and processing CSP invoices and
matching payment requests to kWh/savings/
customers.

e Ensure all reporting and documentation is submitted
in a timely manner and accurate.

PPL Electric
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Conducting evaluation, measurement and verification

EM&VCSP | of energy savings.
e Coordinating protocols with the Statewide Evaluator.
e Gaining knowledge of products and services best
suited for increased energy-efficiency.
e Allowing for pre and post audits.
Building o ISc;\edu.lmgt II:a.rn]: Ene.rgy As.s<:]st:mentfs';h -
Owniér e Informing their farming neighbors of the rebate
program,
e Purchasing energy efficient equipment to replace
outdated or non-efficient equipment and completing
PPL Electric Rebate Applications.
. ¢ Conducting free energy assessments and install
Direct .
\ energy efficient measures.
Discount . . s . .
Program e Providing customers with energy-efficiency options.
A groved * Operating in full compliance with the Direct Discount
PR program requirements.
Contractors

Attending required training for program participation.

Estimated Participation

It is estimated that 7,600 customers will participate in the Prescriptive Equipment Program
(Small C&I). It is difficult to calculate an exact number by measures because of uncertainty in the
marketplace, changes in the TRM that may require reducing or increasing a rebate, and
customers not having available resources to participate.

It is estimated that approximately 2,100 Small C&I customers will participate in the Direct
Discount component in Phase Il. The average Direct Discount project is expected to be 30,000

kWh.

It is estimated that 60 customers will take advantage of free farm audits during Phase Il. It is
further estimated that 120 measures, specifically chosen for farms, will be rebated during Phase
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness

Table M6: Prescriptive Equipment Program {Small C&l) Summary of Project Benefits, Costs and

Cost-Effectiveness

Benefit/Cost Component Plon Year Total
PY5 PY6 PY7 il :
Savings (MWh) 50,049 51,962 51,013 153,024
Capacity Savings (MW) 8.78 9.07 8.93 26.78
Total Resource Cost $20,162,776 | 520,842,421 | $20,590,323 | $61,595,520
Qil'ect Participant Costs 58,912,967 $9,132,862 $9,131,207 | $27,177,037
Direct Utility Costs $11,249,808 | $11,709,559 | $11,459,116 | $34,418,483
Customer Incentives $8,823,454 | $9,196,424 | $8,987,984 | $27,007,862
Efgpﬁ?ezm' Blaerigls $112,500 | $112,500 | $112,500 |  $337,500
CSP Variable Costs $2,313,854 | $2,400,635 | $2,358,632 | $7,073,121
CSP Labor, Supplies &
Marketing PP 50 20 20 20
TRC Test

NPV Benefits $124,258,917

NPV Costs $57,043,535

Net Benefits (NPV) $67,215,382

Benefit-Cost Ratio 2.18
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Custom Incentive Program (Small C&l) 2013-2016
(Small C&lI Sector)

Summary

The Custom Incentive Program (Small C&I) offers customers flexibility in their choice of energy-
efficiency projects. The Custom Incentive Program (Small C&l) is intended for energy-efficient
measures not covered by other Phase Il Programs. An incentive is based on kWh reduced or
project cost. Projects vary in size and scope. Customers must agree to pre- and post-testing to
verify savings. The same CSP responsible for implementing the Prescriptive Equipment Program
will also implement the Custom Incentive Program. This will make communications with
customers and trade allies more effective, convenient and efficient.

Objectives
The objectives of the Custom Incentive Program (Small C&lI) are to:

e Encourage PPL Electric Small C&I customers to install high-efficiency equipment not
included in PPL Electric’s Prescriptive Equipment Program.

e Encourage qualifying equipment repairs and optimization and operational or
process changes that reduce electricity consumption.

e Encourage a “whole facility” approach to energy-efficiency.

e Increase customer awareness of the features and benefits of electric energy-
efficient equipment.

e Increase the market penetration of high-efficiency equipment.

e Support emerging technologies and non-typical efficiency solutions in cost-effective
applications.

e Encourage advanced energy-efficiency strategies required for certification by
national market transformation programs such as Leadership in Energy and
Environmental Design (LEED), Architecture 2030, ENERGY STAR® Buildings, or Energy
Policy Act of 2005 (EPAct) tax credits.

e Promote other PPL Electric energy-efficiency programs.

s Achieve approximately 65 completed projects through 2016, with a total reduction
of approximately 4,750 MWh/yr.

Target Market

PPL Electric’s Custom Incentive Program targets new and existing commercial and industrial
facilities. The Plan divides the program into Small C&I, Large C&I and GNI market sectors, with
target customers, and approximate participation, budgets, savings and impacts broken out for
each sector. PPL Electric expects to use a consistent implementation strategy, incentive
mechanism, and administrative process to deliver the program across all of these customer
sectors. Table N1 identifies eligibility parameters.

Table N1: Custom Incentive Program (Small C&I) Customer Eligibility Parameters

Customer Sector(s) Small C&I

Rate Class GS1, GS3, IS1, SLAL, G1D, GH2
Building Type Small commercial, small industrial
Building Vintage Existing and new construction
Building Ownership Owner or tenant with owner approval
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Program Description

The Custom Incentive Program (Small C&l) provides financial incentives to customers installing
individual equipment measures or systems not covered by the Prescriptive Equipment Program,
extensive energy-efficiency projects, retro-commissioning, repairs, equipment optimization, and
operational and process improvements that result in cost-effective energy-efficiency savings. To
qualify for financial incentives, eligible customers are required to provide documentation that
their proposed efficiency upgrades pass the Program’s cost-effectiveness threshold and
technical criteria.

PPL Electric provides reimbursement following successful implementation of a cost-effective
project. Reimbursements may be reduced based on type or size. The program offers
performance-based incentives based on avoided or reduced kilowatt hours (kWh) resulting from
the project. Incentives are subject to an annual cap for each project and for each participating
customer. Incentives cannot exceed 50% of total project cost.

Implementation Strategy

This program relies on both CSPs and trade allies for implementation. PPL Electric or the Custom
Program CSP will handle customer intake, routing and processing of applications. The CSP works
directly with trade allies and customers to: help identify and develop customer project ideas;
and implement on behalf of the customer. The Custom CSP will perform scope analysis, cost,
and potential energy savings of proposed projects; conduct field verification of completed
projects; and help to determine the reported energy savings from installed projects. The EM&V
CSP will conduct independent evaluations to determine verified savings, tracking those savings
monthly, and provide reports to PPL Electric.

Program Issues, Risks and Risk Management Strategy
Table N2 presents key market risks to an effective Custom Incentive Program as well as the

strategies the program will use to mitigate each risk.

Table N2: Custom Incentive Program (Small C&I) Issues, Risks and Risk Management Strategy

Market Risks Implications Management Strategy

Higher first cost of ¢ Implementing a project e Offer customized incentives on
energy-efficient can be expensive upfront. equipment to offset higher cost.
equipment.

Not a high priority;
limited access to
discretionary
cash/credit.

e This diverse market can e Market directly to customers,

run into situations in decision makers, facility operators,
Lack of program . . ) L

which a piece of equipment dealers, distributors and
awareness and . .
" equipment must be trade allies/contractors.

emergency
o . replaced or added

replacement” scenario . 4

immediately. If they are
among target

unaware of the program,
customers.

they may implement
ineligible measures.
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e Decision makers are e Develop specific outreach activities
unaware. and educational/promotional
i messages to target decision makers
Tenant/landlord B o 'allules?/con'fractors g. . B -
; : have significant influence and facility operators to facilitate
issues; reaching the . . .
e on what the customer is understanding of capital budget
decision maker or . - . .
buying and installing. and operating concerns.
trade ally/contractor. .
e Engage trade allies/contractors to
promote the program to their
customers.

Anticipated Costs to Participating Customers

The measure rebates are designed to cover no more than 50% of the customer incremental cost
of the project, up to a cap of $250,000 per customer site per year, or $1 million per parent
company per year for customers with multiple facilities, not to exceed 50% of project cost.
These values were chosen to increase participation and provide equity within each sector.

Ramp-Up Strategy

The Custom Incentive Program CSP will develop marketing material, including initial program
offering information and case studies, to distribute to customers through both trade allies and
various groups.

Marketing Strategy
The program relies on customer marketing and trade ally promotion. PPL Electric, the
Advertising CSP, and the Custom C&I CSP will develop a marketing strategy, which may include:

o Communicating and providing access to program information on the Company’s web
site.

e Promoting the program in PPL Electric’s C&I customer web newsletter.

e Advertising using newspaper, radio, direct mail, bill inserts, cross-program
advertisements, commercial ads, and other mass media.

e Coordinating advertising opportunities with trade allies.

Developing, publishing and distributing program brochure and case studies.

e One-on-one marketing to Small C&I customers through Trade Allies, Business Accounts
Specialists, and outreach.

e Targeting marketing to facility managers and building or process engineers, building
owners and managers associations, HVAC contractors, energy services firms, architects
and engineers, real estate developers, economic development organizations, customer
advocacy groups, trade associations, and other trade allies to encourage installation of
new energy-efficient technologies and adoption of best operating practices.

e Specific outreach to individual tenants as well as building owners and property
managers in leased commercial buildings to encourage participation in the program.

e Targeted marketing to specific sectors identified as having a high level of unrealized
energy-efficiency potential.

e Provide limited time offer initiatives.
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Eligible Measures and Incentive Strategy

The per-customer-site cap is defined as one building with one or more meters. Multiple sites
and parent company cap will apply to a campus setting or multiple buildings (on the same
property or in different locations) with a common owner.

The measures, eligibility requirements, number of participants, and incentives are approximate
and may change to reflect progress, changes in TRM, changes in market conditions, and other
factors. For clarity, the measure description, eligibility rating, and incentive description may not
include all details. Examples of custom projects include chiller replacements, air compressor
improvements, equipment control projects, and experimental technologies.

Energy-efficiency projects must meet a TRC of greater than 1 to be eligible for incentives.

During meetings with stakeholders, questions were raised about including Combined Heat and
Power as part of the Custom Incentive Program. CHP projects will be accepted with the caveat
that they meet a TRC of 1.25 or greater. Experience in Phase | with CHP projects provided
valuable insights about the high degree of uncertainties CHP projects that go into calculating
savings. (e.g. hours of operation, energy costs, savings over the lifetime.)

Table N3 lists eligible measures and incentives.
Table N3: Custom Incentive Program (Small C&I) Eligible Measures

Measure Incentive
Equipment, project or $0.08/kWh Up to $250,000 per customer site per
process improvement saved based on year or $1 million per parent company
incentive verified savings. per year for customers with multiple
$0.05/kWh sites. Caps are per program year.
CHP projects saved based on Incentive cannot exceed 50% of the
verified savings. incremental cost.

Program Start Date with Key Scheduled Milestones

Strategic planning and execution action items for the Custom Incentive Program are listed in
Table N4. Some tasks will be performed by PPL Electric; others will be led by various CSPs with
administrative support from PPL Electric.

Table N4: Custom Incentive Proggm (Small C&l) Schedule and Milestones
Schedule Milestones
Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/30/12 | Renegotiate contract with CSP,
12/24/12 | Execute program implementation contract with CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

10/31/12
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Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be submitted to
the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar to the Phase | Evaluation Plan for
the Custom Program. Reported and verified savings will be determined using the method
specified in the TRM (algorithm with open variables) to calculate the savings for measures that
are in the TRM (but are defined as “custom” because PPL Electric does not have a prescriptive
rebate.) For measures (custom projects) that are not in the TRM, the CSP will develop a site-
specific M&V plan (SSMVP) that will be available to the SWE. The Evaluation Plan will define
when SSMVPs are required (such as for large projects that meet a defined savings size) and
when they are optional. The EM&V CSP will review the SSMVP, confirm the quantity of
measures, and will confirm savings were determined in accordance with the TRM or the SSMVP.

Administrative Requirements

Strategic planning and execution action items are listed for the Custom Incentive Program (Small
C&l) in Table N5. Some tasks will be performed by PPL Electric; others will be led by various CSPs
with administrative support from PPL Electric.

Table N5: Custom Incentive Program (Small C&I) Stakeholder Roles

e Recruiting potential customers.

e Fielding customer calls and inquiries.

e Reviewing applications submitted and verify eligibility
for participation.

e (Calculating individual project TRC.

e Providing application approval letter to customer.

Communicating effectively with customer, contractor

and key account manager.

Zz::;zxation e Conducting pre and post visit.
Sevice e Writing SSMVPs.
Provider e Providing reservation letter to customer.
(CSP) e Assisting customers in the completion of all required
documents.
e Analyzing data and calculate reported savings.
e Providing all required documents to PPL Electric.
e Recording all updates to each project.
e Preparing bi-weekly update on all projects and

expected completion dates.
e Producing and sending incentive checks and letters to
customers.
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e Monitoring EEMIS to ensure accurate information.

e Overseeing CSP activities to ensure compliance with
the PPL EE&C, Pennsylvania Public Utility Commission
protocols and PPL Electric.

PPL Electric e Reviewing, verifying and processing CSP invoices and
matching payment requests to
kWh/savings/customers.

e Providing updates and communicating effectively with
key account managers.

e Conducting evaluation, measurement and verification
of energy savings.

EM&V CSP

e Coordinating protocols with the Statewide Evaluator.

. e Recruiting potential customers.
Business . ;
ACCHUnt e Explaining program requirements to customers.
Managers e Communicating effectively with CSP, PPL Electric and
customer.

e Completing required PPL Electric forms prior to

Customer starting a project.

e Agreeing and allowing for pre- and post-testing.

Estimated Participation
It is estimated that there will be up to 65 Small C&I custom incentive projects completed in
Phase Il.
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Cost-Effectiveness

Table N6: Custom Incentive Program (Small C&I) Summary of Project Benefits, Costs and Cost-
Effectiveness

Plan Year o
Benefit/Cost Component Total
PY5 PY6 PY7
Savings (MWh) 1,900 1,425 1,425 4,750
Capacity Savings (MW) 0.28 0.21 0.21 0.69
Total Resource Cost $1,238,290 | $958,718 | $958,718 | $3,155,726
Direct Participant Costs $858,290 | $643,718 | $643,718 | $2,145,726
Direct Utility Costs $380,000 | $315,000 | $315,000 | $1,010,000
Customer Incentives $160,000 | $120,000 | $120,000 $400,000
EB‘SPLI;?" Materials & $120,000 | $120,000 | $120,000 |  $360,000
CSP Variable Costs $100,000 | $75,000 | $75,000 $250,000
e ) ) )
TRC Test
NPV Benefits $4,410,770
NPV Costs $2,944,662
Net Benefits (NPV) $1,466,107
Benefit-Cost Ratio 1.50
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Large C&I
Section 3.4

Prescriptive Equipment Program (Large C&lI) 2013-2016
(Large C&l Sector)

Summary

Prescriptive Equipment Program (Large C&l) provides rebates and incentives from a list of
energy-efficiency measures and services. The program also offers a Direct Discount component.
Direct Discount is designed to makes it easier and more economical for businesses to install
energy-efficient lighting and commercial refrigeration upgrades. Customers may choose to have
a contractor evaluate and install energy-efficient lighting and refrigeration. The contractor
completes and submits required paperwork providing ease of use.

One CSP will be engaged to manage and coordinate the Prescriptive Equipment and Custom
Incentive Program. The CSP will be responsible to provide a call center and rebate processing
services. One CSP serving all non-residential sectors provides synergy saving and a “one stop”
service for customers.

Objectives
The objectives of the Prescriptive Equipment Program (Large C&aI) are to:
¢ Provide energy saving opportunities to qualified customers.

¢ Increase the market penetration of high-efficiency technologies and building
systems for customers by incentivizing high-efficiency and ENERGY STAR®-rated
appliances, lighting equipment, HVAC systems, and motors.

e Approve and train contractors to conduct on-site facility assessments and pass
through financial incentives for energy efficient refrigeration measures, lighting
upgrades, and lighting control upgrades through a direct discount delivery
mechanism.

o Engage trade allies to provide high-efficiency technology options to customers.

e Promote other PPL Electric energy-efficiency programs.

e Obtain participation of approximately 1,000 customers through 2016, with a total
reduction of approximately 129,000 MWh/yr.

Target Market

This program will be available to all Large C&I PPL Electric customers. The program will target
customers in these sectors to replace older, inefficient equipment and to educate this customer
segment on cost effective ways to reduce energy consumption. Table O1 outlines the eligibility
requirements for this program.

Table O1: Prescriptive Equipment Program (Large C&I) Customer Eligibility Parameters

Customer Segment Large C&lI

Rate Class LP4,LPS, LP6, LPEP, IST, ISP, ISA, PR1, PR2
Building Type Large commercial, large industrial
Building Vintage Existing and new construction

Building Ownership Owner, tenant with owner approval

107 |Page



Section 3: Program Descriptions

Program Description

The program promotes the purchase and installation of a wide range of high-efficiency
equipment, including technologies such as customer owned LED street and LED area lighting
appropriate to specific building types for Large C&I customers and provides these customers
with financial incentives to offset the higher purchase costs of energy-efficient equipment and
offers information on the features and benefits of energy-efficient equipment.

Implementation Strategy
The Prescriptive Equipment Program (Large C&aI) relies on projects initiated by the customer,
trade allies and the CSP.

The CSP will promote the various energy-efficiency options available to this varied customer
segment through a host of different media. The CSP will leverage trade ally and manufacturer
relationships to co-market energy efficient equipment. In addition, the CSP may hold webinars,
seminars, participate in trade shows and individual outreach to trade ally and manufacturers to
reinforce current program offerings. Marketing materials with case studies will be used to
market the program.
Strategies for marketing incentives may include:

e Advertising in local newspaper and other mass media.

e Cross-promoting through other PPL Electric efficiency programs.

e Using limited time offers, special promotions and no customer cost measures to

promote energy-efficiency.

Key steps in this program are:

e Directing customers to the program through PPL Electric’s marketing activities, the
Company website, equipment dealers and equipment installation contractors/trade
allies.

*  Working with equipment/appliance retailers and installation contractors to fill out
program applications ensuring customers have required documentation to submit for
processing.

e Reviewing documentation to verify the applicant is a PPL Electric customer and the
installed equipment meets eligibility criteria.

e Recruiting and developing a robust network of trade allies and responsibility to hold
Direct Discount contractors accountable for completing work and adhering to the CSP
requirements.

e Processing rebate checks for qualified equipment.

Verifying equipment/appliance installation for a sample of participants, which will be a
part of measurement and verification.
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Program Issues, Risks and Risk Management Strategy
Table 02 presents key market risks to an effective Prescriptive Equipment Program (Large C&l)
well as the strategies the program will use to mitigate each risk.

Table O2: Prescriptive Equipment Program (Large C&sI) Issues, Risks and Risk Management

Strategy

Program Issues

Risks

Management Strategy

Higher up-front costs
for high-efficiency
equipment.

Decision makers chose
cheaper, less efficient
equipment.

Payback or IRR for
projects is too long for
customers.

Restricted amount of
capital available, energy
using equipment not a
priority for business.

e Make customer operations more
attractive with higher efficiency
equipment installed.

e Offerincentives and programs to
reduce payback and IRR for
business owners.

e Educate customers on long term
benefits of energy-efficiency,
available incentives and other
programs that may help.

Equipment is typically
replaced only upon
failure.

Customers see no need to
replace functioning
equipment.

Customers not informed
on most efficient-
equipment available when
the need to replace it is
immediate, and some
more efficient-equipment
may have longer delivery
time that would affect
customer operations.

¢ Educate and encourage trade allies
and owners to replace equipment
in order to obtain rebates and start
realizing energy savings sooner.

e Educate trade allies and customers
on energy efficient choices
available before equipment fails
and encourage equipment
replacement planning for their
business.

Energy-efficiency is
not commonly
prioritized by the
customer or building
owner.

High-efficiency equipment
is viewed as being too
expensive and/or too
complicated.

Owners not informed on
how their facility uses
energy.

Existing debt.

Need to attend to
fluctuating commodity
price. Servicing existing
debt may limit funds to
purchase new efficient
equipment.

e Provide information to customers
on value of energy-efficiency.

e Offer planning assistance and
incentives to enhance energy
savings.
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Anticipated Costs to Participating Customers

Incremental costs incurred by Large C&I customers participating in the Prescriptive Equipment
Program (Large C&I) will be subject to their level of participation and the specific type of
efficient equipment installed in the program.

Ramp-Up Strategy

During PYS, the Prescriptive Equipment Program (Large C&l) CSP will develop marketing
material, including initial program offering information and case studies, to distribute to
customers through both trade allies and various groups.

The Prescriptive Equipment Program (Large C&I) is being continued from Phase | to Phase II.
During PY5, the Prescriptive Equipment Program (Large C&l) CSP will develop marketing
material, including initial program offering information and case studies, to distribute to
customers through both trade allies and various groups.

At the start of Phase i, the Large C&l sector may have “gone dark” due to funds from Phase |
being fully allocated. If that is the case, communications will be sent to trade allies, Large C&l
customers and interested parties by June 2013 indicating the program is again available and
indicating changes from the program offered in Phase I.

Marketing Strategy
Prescriptive Equipment Program (Large C&l) relies on projects initiated by the customer, trade
allies and the CSP.

The CSP will promote the various energy-efficiency options available to this varied customer
segment through a variety of different media. Strategies for marketing may include:
e Leveraging trade ally and manufacturer relationships to co-market energy-efficient
equipment.
Hosting webinars.
Participating in trade shows and other outreach.
Publishing charts, brochures and case studies.
Providing newsletters and coordinating with key market partners include trade
associations and agencies.
Advertising in local newspaper and other mass media.
e Using limited time offers, special promotions and no customer cost measures to
promote energy-efficiency.
e Cross-promoting through other PPL Electric efficiency programs.

Eligible Measures and Incentive Strategy

Rebates and incentives will be paid to qualified customers who submit completed applications
and documentation of the efficiency measures installed. Customers will have the option to
assign rebate payments to a third party. Customers can work with a program-approved Direct
Discount contractor and the contractor will conduct a free energy assessment to identify
potential energy-saving equipment options and determine the amount of potential incentives
paid by the Direct Discount service. Direct Discount rebates will be dependent on calculated
energy savings upon installation. Direct Discount rebates will be paid directly to the contractor
after review of required paper work and documentation of installed measures.
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PPL Electric will perform periodic, at least annually, reviews of the Prescriptive Equipment
Program (Large C&l) and may adjust incentive levels, performance standards and participation
criteria as market conditions change in the future. PPL Electric will track customer installations
and include such data within its annual report on the program.

Table O3 lists the proposed measures and incentive levels for the Prescriptive Equipment
Program (Large C&l) to be offered by PPL Electric to eligible customers. The listing includes
those measures deemed to be appropriate for Prescriptive Equipment Program (Large
C&l)participants and may be changed with measures added or deleted based on customer need
and technology improvements.

Table 03: Prescriptive Equipment Program (Large C&al) Eligible Measures

Measure Eligibility Rating Incentive

ASHP SEER 15,16 $50-5200/unit
ASHP (>5.4 tons) Qualifying EER or COP $15-$25/ton

Evaporator fans Dietenmings) sy pre ane posk $10-$120/fan

customer choice of fan motor type

Steam Cookers ENERGY STAR® $50-$100/pan
Commercial refrigerators ENERGY STAR® $70/unit
Ice makers ENERGY STAR® or CEE tier 2 $115
Beverage/ snack machine Added to non- ENERGY STAR®

. $10-$25
control machine
LED exit signs LED replacing incandescent $25/sign
Occupancy sensors Wall, ceiling or fixture mounted Up to $45/sensor
T5, T8 New T5,T8 lamps and ballasts 7l .to 24/lanTp

installed

T5,T8 high performance Retrofit fixture with new high $2 to $6/lamp
fixtures performance T8 lamp and ballast installed

High performance T5,T8
lamps

Retrofit T8 with qualified high
_performance (ceel.org list)

$1/lamp installed

High bay T5, T8

New T5, T8 fixture (>100watts)

$6-$16/lamp
installed

De-lamp and install
reflectors

Replace existing fixture with T5,T8
fixture with one or more lamps
removed, must include electronic

$5-$30 depending on
number and type of

ballast and reflector lamps

CFL, LED (bulk purchase Replace existing ineandescent Up to 50% cost of
outside of other CFL . o bulb, up to $1.50/
— lamps with ENERGY STAR® CFL, LED CFL, $5/LED

: Replace probe start (<= 320watts, > ;

|
Metal halide pulse start 320 watts) $25, $50/fixture
ENERGY STAR®, Design Lights $0.10 per kWh

LED street lights/ area
lights

Consortium Listed or LM 79/LM 80
tested

calculated saved per
PA lighting form
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LED interior lighting

ENERGY STAR®, Design Lights
Consortium Listed, or LM 79/LM 80
tested

$0.10 per kWh
calculated saved per
PA lighting form

Induction lighting

New fixtures or retrofit kits

$0.10 per kWh
calculated saved per
PA lighting form

VSD air compressor

Single VSD unit less than 100 hp

$0.10 per kWh
calculated saved
compared to existing

system
Non-electric high efficiency See Table M3 for details
central heat (gas, oil,
propane. Max. of 100 units
for all programs
Eligible Direct Discount Measures (Large C&lI)
Measure Eligibility Rating Incentive
Screw-in CFL (compact ENERGY STAR® rated or meet
.05/k
fluorescent lamp) ENERGY STAR® criteria 50.05/kWh saved
ENERGY STAR®, Design Lights
LED lamps Consortium or must be LM-79 and $0.05/kWh saved

LM-80 tested

Other lighting fixtures ENERGY STAR® $0.17/kWh saved
Lighting:occupanicy Wall, Fixture or Ceiling Mounted $0.17/kWh saved
sensors
ENERGY STAR®, Design Lights
LED Interior Lighting Consortium or must be LM-79 and $0.17/kWh saved
LM-80 tested
Induction lighting New fixtures or retrofit kits $0.17/kWh saved

LED Street/Area Lighting

ENERGY STAR®, Design Lights
Consortium or must be LM-79 and
LM-80 tested

$0.17/kWh saved

Refrigeration measures

Includes measures such as anti-
sweat heater controls, evaporator
fans (ECM or PSC motor), strip
curtains, etc.)

$0.17/kWh saved

Program Start Date with Key Scheduled Milestones

Strategic planning and execution action items are listed for the Prescriptive Equipment Program

(Large C&l) in Table O4. Some tasks will be performed by PPL Electric; others will be led by
various CSPs with administrative support from PPL Electric.
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Table 04: Prescriptive Equipment (Large C&l) Program Schedule and Milestones
Schedule Milestones

Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/30/12 | Renegotiate contract with CSP.
12/24/12 | Execute program implementation contract with CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

10/31/12

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost-
effectiveness evaluation, the net-to-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC will be in accordance with the SWE’s Audit Plan and will be submitted to
the SWE for review/approval.

Reported and verified savings will be determined using the method specified in the TRM
(algorithms with open variables for some measures; fully stipulated savings for some measures)
to calculate the savings of each measure, and then sum the savings of all measures in this
program. The EM&V CSP will confirm the quantity of each measure and will confirm savings
were determined in accordance with the TRM.

Administrative Requirements
PPL Electric staff will oversee the operations and administration of the Prescriptive Equipment

(Large C&I) Program. Table OS5 lists the major anticipated participant roles for the program.
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