DETAILED DESCRIPTION FORM E.1.

1.  FORM E.1.
2. Name of Energy Service:   Good Cents New Home Program.
3. Description: 

The Good Cents New Home Program is a structural efficiency and HVAC equipment efficiency program targeted to builders in the new single-family residential construction market.  Each builder must incorporate certain energy efficiency features in the new home.  Specifically, the Good Cents New Home Program requires high levels of wall and ceiling insulation, infiltration barriers, tinted or double pane windows and high-efficiency heating and cooling equipment combined with a properly sealed air distribution system.

4. Objective:   To improve overall energy efficiency standards in residential new home construction market in the HL&P service area and reduce system peak demand.
5. Customer Classes affected:   Residential.
6. Customer group(s) targeted; eligibility restrictions:  Builders of new single-family dwellings.
7. Program evaluation method; measurement and verification protocols:

Participation and program costs are monitored on a monthly basis and are maintained in the Marketing Administration and Reporting System (MARS), an electronic database.  Engineering estimates are developed to represent the impacts of conservation and efficiency improvement technologies required under this program and these impacts are applied to actual and projected participation.  Various other data evaluations are conducted on an as-needed basis, e.g. analysis of electricity usage per square foot over the years.

8. Communications method:   Print ad, radio, printed material, bill insert, internet, trade organizations, company representatives.
9. Marketing plan; customer incentives:  This program has moved to an informational activity with the elimination of incentives beginning in the 1998 program year.  Broad-based advertising, utilizing print, radio and billboard advertising is used to educate the public regarding the benefits of energy efficient new home construction.  Direct selling is used to gain builder participation.  

10. Annual cost for 1997:  $3,165,292
1998:   $2,334,049
11. Annual revenues for 1997: none

1998:   none
12. Contact name:
Ted Shannon
AFFIDAVIT FORM E.1.

I, (printed name) Ted L Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group:  Residential &Small Business Services
Telephone number:  (713) 207-3546
Signature:  ______________________________________

Date:  ______________________________________

DETAILED DESCRIPTION FORM E.2.
1. FORM E.2.
2. Name of Energy Service:  Good Cents Apartment Program.
3. Description:

The Good Cents Apartment Program is a combination of a structural efficiency and equipment efficiency improvement program targeted to developers of new multi-family residential projects.  Developers are provided incentives for upgraded insulation, window treatment, weatherization improvements, and installation of high efficiency air conditioners or heat pumps.

4. Objective:  To improve the overall energy efficiency standards of new, multi-family dwellings constructed within the HL&P service area and reduce system peak demand.
5. Customer Classes affected:  Residential.
6. Customer group(s) targeted; eligibility restrictions:  Developers of new multi-family residential dwellings.  Only multi-family facilities greater than a four-plex are eligible to participate.
7. Program evaluation method; measurement and verification protocols:

Participation and program costs are monitored on a monthly basis and are maintained in the Marketing Administration and Reporting System (MARS), an electronic database.   Engineering estimates are developed to represent the impacts of conservation and efficiency improvement technologies required under this program and these impacts are applied to actual and projected participation.

8. Communications method:  Printed material, internet, trade organization, company representatives.
9. Marketing plan; customer incentives:  Direct marketing of the program is made with the individual apartment developers in order to secure their participation in the program, by designing the energy efficiency measures into their plans.  Incentives ($135/rentable unit) are utilized to assist the developer in offsetting the increased costs associated with the energy efficiency requirements.  The leasing agents of participating projects are provided with program brochures to provide potential renters.  These materials discuss the energy efficiency features of the Good Cents Apartment Program. 
10. Annual cost for 1997:  $603,098

1998:   $895,271
11. Annual revenues for 1997:  none

1998:   none
12. Contact name:
Ted Shannon
AFFIDAVIT FORM E.2.

I, (printed name) Ted L Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group:  Residential & Small Business Services
Telephone number:  (713) 207-3546
Signature:  ______________________________________

Date:  ______________________________________

DETAILED DESCRIPTION FORM E.3.

1. FORM E.3.
2. Name of Energy Service:  Energy Efficient Affordable Home Program.
3. Description:

The Energy Efficient Affordable Home Program is a combination of structural efficiency and HVAC equipment efficiency program targeted to builders within the low income, new single-family residential construction market.  Each builder must incorporate certain energy efficiency features in the new homes.  Specifically, the Energy Efficient Affordable Home requires high levels of wall and ceiling insulation, infiltration barriers, tinted or double pane windows and high-efficiency heating and cooling equipment combined with a properly sealed air distribution system.

4. Objective:  To improve overall energy efficiency in residential low income, new single-family housing constructed within the HL&P service area and reduce system peak demand.
5. Customer Classes affected:  Residential.
6. Customer group(s) targeted; eligibility restrictions:  Builders of new residential construction for low-income housing.
7. Program evaluation method; measurement and verification protocols:

Participation and program costs are monitored on a monthly basis and are maintained in the Marketing Administration and Reporting System (MARS), an electronic database.  Engineering estimates are developed to represent the impacts of conservation and efficiency improvement technologies required under this program and these impacts are applied to actual and projected participation.

8. Communications method:  Internet, company representatives.
9. Marketing plan; customer incentives:

Employ personal contact with existing Good Cents homebuilders that build a product targeting the affordable home market and with the Houston Habitat for Humanity.  

10. Annual cost for 1997:  $14,733

1998:  $22,413
11. Annual revenues for 1997:   none

1998:  none
12. Contact name:
Ted Shannon
AFFIDAVIT FORM E.3.

I, (printed name) Ted L  Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group:  Residential & Small Business Services
Telephone number:  (713)207-3546
Signature:  ______________________________________

Date:  ______________________________________
. 

DETAILED DESCRIPTION FORM E.4.
1. FORM E.4.
2. Name of Energy Service:  Energy Check-Up Program.
3. Description:

The Energy Check-Up Program is a residential audit program that identifies conservation measures and practices that residential customers can implement to reduce their energy usage.   The program offers two audit options: an On-Site audit and QUEST, a mail-in energy survey.  All audits are provided free of charge.  Customers who participate in the On-Site audit are offered an additional infiltration measure (blower door test) for a nominal fee.

4. Objective:  To provide assistance to residential customers in identifying energy conservation measures which will help reduce energy waste and lower costs.
5. Customer Classes affected:  Residential.
6. Customer group(s) targeted; eligibility restrictions:  Residential.  Residential service addresses that have had an Energy Check-Up audit within the last three years are not eligible.
7. Program evaluation method; measurement and verification protocols:

Participation and costs associated with this program are monitored on a monthly basis.  The program database includes the ability to profile customer follow-up activities as a result of audit recommendations.

8. Communications method:  Targeted direct mail, printed material, internet, company representatives.
9. Marketing plan; customer incentives:

This program is promoted through the Energy Experts™.  Direct mail, brochures, speaker’s bureau, trade shows and customer interaction activities all serve as an opportunity to offer an energy audit to interested customers.

10. Annual cost for 1997:   $425,886

1998:  $429,878
11. Annual revenues for 1997:  none

1998:   none
12. Contact name:
Ted Shannon
AFFIDAVIT FORM E.4.

I, (printed name) Ted L Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group:  Residential & Small Business Services
Telephone number:  (713)207-3546
Signature:  ______________________________________

Date:  ______________________________________

DETAILED DESRRIPTION FORM E.5.

1. FORM E.5.
2. Name of Energy Service:   Energy Partners Program.
3. Description:

The Energy Partners Program is a residential air conditioning load management program designed to reduce system peak demand.  The program employs a one-way communication system to remotely control residential customers’ air conditioners and heat pumps.  Upon receiving a signal from HL&P’s Energy Control Center, the control equipment, located on the customer’s air conditioner, will limit the available run-time of the A/C system’s condensing unit during the cycling period.

4. Objective:  To provide a dispatchable means of reducing system demand by limiting the operation of central air conditioners or heat pumps in single family homes.
5. Customer Classes affected:  Residential.
6. Customer group(s) targeted; eligibility restrictions:  Single-family residences with a central air conditioner or heat pump in satisfactory operational condition, which runs between noon and 8:00 p.m. on summer weekdays during the months of June through September.
7. Program evaluation method; measurement and verification protocols:

Data is collected annually, which includes:  participant data, program administration information and program cost information. Engineering estimates are applied to actual and projected participation/number of switches. 

8. Communications method:  Targeted direct mail, print materials, internet, company representatives.
9. Marketing plan; customer incentives: Due to the success of past activities, this program is in a maintenance mode.  In an effort to maintain participation levels, direct mail, referrals, and trade shows are used to generate additional participation.  Participants' summer bills are credited $8/month from June through September.  

10. Annual cost for 1997:  $2,585,783
1998:   $2,674,265
11. Annual revenues for 1997:  none

1998:  none
12. Contact name:
Ted Shannon
AFFIDAVIT FORM E.5.

I, (printed name) Ted L Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group: Residential & Small Business Services
Telephone number:  (713)207-3546
Signature:  ______________________________________

Date:  ______________________________________

DETAILED DESCRIPTION FORM E.6.
1. FORM E.6.
2. Name of Energy Service:  Pool Pump Program.
3. Description:

The Pool Pump Program is a residential swimming pool load management program.  The program seeks to gain the voluntary participation of swimming pool owners to shift their pool’s filtration system operation to hours other than the 2 p.m. to 7 p.m. time frame during the months of June through September.
4. Objective:  To reduce system peak demand.
5. Customer Classes affected:  Residential.
6. Customer group(s) targeted; eligibility restrictions:  Residential single-family homes having an in-ground or above-ground swimming pool with an electric filter pump motor.
7. Program evaluation method; measurement and verification protocols:

An annual survey is conducted to determine an hourly loadshape of pools operating throughout the day.  This loadshape illustrates the percentage of pools operating at any given hour of the day.  Given the average specifications of pools (size, horsepower and auxiliary pump use and size) gained through the survey, an engineering estimate is developed to reflect the current view of MW demand resulting from pools throughout the day.  Comparing this current view to the baseline view taken through a survey prior to the initiation of the program, an accurate impact estimate of the program is produced.

8. Communications method:  Targeted direct mail, bill inserts, internet, print materials, company representatives.
9. Marketing plan; customer incentives: This program requires a very targeted marketing approach to communicate the benefits of participation to its specific audience.  To satisfy these criteria, a combination of bill inserts and direct mail is utilized to create general program awareness.

10. Annual cost for 1997:   $52,380

1998:  $86,000
11. Annual revenues for 1997:  none

1998:   none
12. Contact name:  
Ted Shannon


AFFIDAVIT FORM E.6.

I, (printed name) Ted L Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group: Residential & Small Business Services
Telephone number:  (713)207-3546
Signature:  ______________________________________

Date:  ______________________________________

.

DETAILED DESCRIPTION FORM E.7.
1. FORM E.7.
2.   Name of Energy Service:  Commercial Audit Program.
3. Description:

The Commercial Audit Program is designed to inform business customers of conservation practices and measures that could be undertaken to reduce their energy bills.  An on-site walk-through energy audit is provided, upon request, at no cost to the customer.  Recommendations for improving or reducing energy consumption range from HVAC and lighting, to weatherization and operational measures.

4. Objective:   To meet customer needs for an energy audit service in the commercial sector.
5. Customer Classes affected:  Commercial.
6. Customer group(s) targeted; eligibility restrictions:  Commercial customers served under the MGS and LGS rate schedules.
7. Program evaluation method; measurement and verification protocols:

Participation and costs associated with this program are monitored on a monthly basis.

8. Communications method:  Printed materials, internet, company representatives.
9. Marketing plan; customer incentives:

Perform a minimum of 250 audits during 1999.  No customer incentives are involved with this program.

10. Annual cost for 1997:  $247,305

1998:  $260,547
11. Annual revenues for 1997:   none

1998:  none
12. Contact name:
Alan Ahrens
AFFIDAVIT FORM E.7.

I, (printed name) Ted L Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group: Residential & Small Business Services
Telephone number:  ____________________________________

Signature:  ______________________________________

Date:  ______________________________________

DETAILED DESCRIPTION FORM E.8.

1. FORM E.8.
2. Name of Energy Service:  Commercial Cool Storage.
3. Description:

The Commercial Cool Storage Program is a load management program which promotes the installation of cool storage systems within HL&P’s service area.  Cool storage systems allow “cooling” energy to be generated and stored during off-peak hours, thereby reducing the on-peak electrical load of the cooling equipment.  The program promotes the installation and operation of cool storage systems by providing qualified participants with a cash incentive and a rate supplement, Supplemental Agreement for Cool Storage Billing Demand (CSB), which modifies the MGS and LGS tariffs.

4. Objective:  To reduce on-peak demand by shifting commercial and industrial customers’ electric cooling system load from on-peak to off-peak periods.
5. Customer Classes affected:  Commercial and industrial.
6. Customer group(s) targeted; eligibility restrictions:  New and existing MGS and LGS rate class facilities, which have operating characteristics conducive to the successful application of cool storage technology.
7. Program evaluation method; measurement and verification protocols:

Costs associated with the program are continuously tracked, and data on program prospects and participants is maintained in the Commercial Cool Storage Program database.  Engineering estimates of demand and energy impacts are calculated for each participant.  Engineering estimates are verified after each project is operational, using metered data.  Process and impact evaluation studies are conducted by outside consultants.

8. Communications method:  Printed materials, internet, trade organization, company representatives.
9. Marketing plan; customer incentives:

Seek projects to achieve the MW goal for 1999 as stated in HL&P's IRP filing. When all requirements of the program are met and verified for each project, an incentive of $300/KW is paid to the customer.

10. Annual cost for 1997:  $1,843,877
1998:  $1,839,985
11. Annual revenues for 1997:  none

1998:   none
12. Contact name:
Alan Ahrens
AFFIDAVIT FORM E.8.

I, (printed name) Ted L Shannon, do solemnly swear or affirm that the reporting schedule bearing my name, as well as its accompanying documentation, are true and accurate to the best of my knowledge.

Title:  Manager
Operating division or group:  Residential & Small Business Services
Telephone number:  (713)207-3546
Signature:  ______________________________________

Date:  ______________________________________

