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FOREWORD

In October, 2000 Gazifère filed a Demand Side Management (DSM) Business and Implementation Plan with the Régie de l’énergie du Québec (Régie), outlining proposed programs for their 2001 fiscal year. At subsequent hearings held at the end of October, 2000, the Plan was verbally well received by the Régie and the intervenors. However, the intervenors had additional questions regarding the Plan that could not be addressed during the alloted time of the hearings, and it was agreed to by Gazifère and the Régie that an informal, consultative meeting between Gazifère, the intervenors, and Régie staff would be held to further explain elements of the Plan.

A one-day informal meeting was held in Montréal on November 03, 2000, at which time all outstanding issues were addressed. While the Plan was verbally accepted in its entirety, Gazifère agreed to investigate three additional issues during the upcoming year; namely, participant contribution to DSM programs, verification of residential space and water heating loads, and whether Enbridge Consumers Gas (ECG) has conducted any research on interactive effects. On February 19,2001, the Régie issued its decision #D-2001-55 that Gazifère’s 2001 DSM Plan was accepted.

As the informal consultative process had worked well, the intervenors were invited to a second meeting held in Hull, Québec at Gazifère’s offices on June 28, 2001 to provide an update on the current year’s programs, and to ascertain whether proposed programs for 2002 were deemed feasible by the intervenors, prior to Gazifère filing its formal Plan with the Régie.

During the meeting, Gazifère outlined the progress to-date of the 2001 Plan, indicating which programs would continue into next year, and described seven possible new initiatives for 2002 (note: Gazifère has since selected 4 of the possible 7). The intervenors were in verbal agreement with the direction proposed by Gazifère, and thus this report following provides a more detailed summary of what was discussed at the meeting, and forms Gazifère’s 2002 DSM Plan submitted to the Régie.

1.0
Overview of 2001 DSM Programs

1.1 Residential Water Heater Procurement Policy

For its residential water heater rental customers, Gazifère purchased water heater tanks with a minimum energy efficiency of 0.65 EF (energy factor), which is three percentage points higher than the government standard stipulated in the federal Energy Efficiency Act, adopted by Québec. This translates into savings of 49 m³ per water heater.

The Residential Water Heater Procurement Policy began on October 1, 2000, at the start of Gazifère’s fiscal year. The number of gas water heaters purchased for residential customers was estimated to be 2,000 annually.

As at the end of June 2001, the actual number of tanks purchased was 1,406, and it is estimated that approximately 400 additional tanks will be purchased in the final quarter of the year, to bring the total number of tanks purchased to 1,800.

The target of 2,000 tanks was based on the historical number of tanks purchase annually, which included tanks for new rental customers, and tank replacements. The Residential Water Heater Procurement Policy is anticipated to fall short of its target for two reasons.

Firstly, the number of new rental customers declined somewhat this year due to higher gas prices. Secondly, policy changes at Gazifère have reduced the number of tanks replaced annually. Previously, insufficient hot water calls or leaking tanks would be replaced by a new water heater. The policy adopted by Gazifère this year for its residential water heater customers, is to first complete a diagnostic, and to then replace the tank if necessary.

The Residential Water Heater Procurement Policy will be continued in 2002. However, the total number of program participants will be downsized slightly from the previous year’s target to account for fewer tank replacements.

1.2 Residential Gas and Water Savings Program

The Residential Gas and Water Savings Program began on January 1, 2001. It is an energy efficiency program featuring low flow showerheads, faucet aerators, foam pipe insulation, and water heater tank turn down.

These four measures were offered free of charge to all existing and new residential customers, with the exception of new construction, which received only the pipe insulation and tank turn down. It was assumed that all new homes would already have low flow showerheads and aerators, based on the stock available in the marketplace.

The Program delivered the measures through Gazifère’s own in-house technicians and an external contractor during their service calls, and via the front counter at Gazifère’s offices where customers were able to pick up the measures themselves.

A detailed communication kit was prepared for the external contractor and their technicians, and for Gazifère’s own in-house technicians, outlining installation guidelines for each of the four measures, along with the customer benefits of the Program. This was explained in detail and distributed at a presentation to all technicians in December 2000.

A bilingual card to be left with the customer was also prepared, indicating what work had been performed, and under each of the four measures listed, a brief description of the benefits.

The Program was promoted using customer bill inserts, Gazifère’s Web site, via a customer newsletter that is published quarterly, at the annual Home Show, and via an energy efficiency display set up in Gazifère’s lobby that customers can view when they come in to pay their bills.

As the Program began on January 1st, the annual participation targets were pro-rated to reflect nine months of participation instead of twelve, for an estimated 1,868 participants for showerhead and aerator measures, and 2,250 participants for pipe insulation and tank turn down (fewer showerhead and aerator participants to account for new construction).

The total estimated participation rates were calculated based on a mix of targets for the external contractor, in-house technicians, front counter walk-ins, and new customers from fuel conversions and new construction.

As at the end of June 2001, only six months into the Program, total customer participation had already surpassed this year’s targets by 26%. Please refer to Figure 1 for a summary of the results.

Although the total number of participants has exceeded the annual target, the mix of participation that was anticipated has differed greatly. Participation rates for the external contractor were on target as at the end of June. Participation rates for Gazifère’s in-house technicians were below target—they predominantly do quality control service calls, and the majority of customers they visited had already had measures installed by the external contractor. New construction/conversion participants were also below target, predominantly due to the fact that higher gas prices have reduced the number of new customers compared with previous years.

Conversely, due to higher gas prices, the number of front counter walk-ins had greatly exceeded the target of 66 participants, and as at the end of June, the number of front counter participants was already at 939. During the coldest winter months, Gazifère experienced line-ups out the front door with customers who wanted to pick up a package of measures to help them reduce their energy bills.

Figure 1 – Residential Gas and Water Savings Program, results to June 30, 2001
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Showerheads
1868
2300
156,310
192,510
70,592
86,940
 294
   362
$36,005
$30,974

Faucet Aerators
1868
2648
  28,573
  40,514
  6,723
  9,533
  54
    76
4,612
6,541

Foam Pipe Wrap
2250
2948
  38,250
  50,116
N/A
N/A
  72
    94
11,250
10,980

Tank Turn Down
2250
2836
225,000
283,600
N/A
N/A
423
   533
4,500
4,272













Sub-total


448,133
566,740
77,315
96,473
843
1,065
$56,367
$52,767

Refund from Contractor









($7,682)

CUO Contribution









($10,000)

TOTAL


448,133
566,740
77,315
96,473
843
1,065
$56,367
$35,085

% difference



126%

125%

  126%

62%

Note: appropriate free ridership rates have been applied to gas, water, and CO² savings, for both targeted and actual numbers.

The increase in front counter participation has had a positive impact on the Program budget. While the total number of participants exceeded the annual target, the budget for the Gas and Water Savings Program did not increase proportionately by 26%. It actually decreased since there was no labour incentive that had to be paid for the counter customers, compared with a $20.00 labour incentive paid to the external contractor for each of the customers they visited who took all four measures.

Additional Program budget savings were realized due to a $10,000 contribution from the Communauté urbaine de l’Outaouais (CUO) Water Authority, proportionate with the reduction of water use attributed to the Program, and from a $7,682 refund from the external contractor. The refund from the contractor came about as compensation for a rate of non-installation of some showerheads.

There were several reasons why technicians were unable to install showerheads at some addresses, including: the customer preferred to do the work themselves (not wanting the tech to potentially damage their shower); the customer was too busy to let the tech stay an extra half hour to install showerheads; depending on what type of service call initiated the tech being at an address, the customer considered the tech too dirty to allow into their bathrooms; the customer thought their bathroom was too dirty to allow the tech in to do work, etc.

In those cases where the contractor was unable to install showerheads, the contractor would obviously not be eligible to receive a $14 showerhead installation labour incentive paid by Gazifère. However, since the contractor did spend time educating the customer about the benefits of the Program, and did leave the showerheads with the customer, Gazifère agreed to pay them a reduced incentive of $5 for these customers.

This has also had an impact on the number of old showerheads returned. In general, the technicians have found the majority of customers are insistent on keeping their previous showerheads, despite the condition of the old showerhead, and despite the tech explaining that they can dispose of the showerhead free of charge as hazardous waste (old showerheads may be chrome plated, and need special disposal).

In the case of one customer who agreed to the return her showerhead, she called back several days later and said her husband insisted on having the old showerhead back. Staff at Gazifère had to sort through the returned stock of showerheads in an attempt to identify the one removed from her home.

In some cases where the old showerhead removed was in relatively good condition, albeit not low flow, the customer indicated they wished to install it at their vacation home. To-date, the total number of old showerheads reclaimed by the technicians totals 115. Upon inspection of the returned showerheads, none of them were low flow.

Despite the fact that technicians were unable to install some showerheads, random follow-up telephone surveys undertaken by Gazifère showed that customers at those addresses had nevertheless installed the showerheads themselves at their convenience.

The Residential Gas and Water Savings Program is considered to be operating successfully based on the results to-date, and will be continued in 2002.

1.3 Residential Gas Furnace Program

The Residential Gas Furnace Program was slated to begin on January 1, 2001. It is an energy efficiency program featuring a high efficiency condensing gas furnace rated at a minimum of 90% AFUE, and a programmable thermostat.

High efficiency gas furnaces are offered, for purchase, to all existing residential customers who do not already have a high efficiency furnace, and to all new customers converting from other fuels. It is assumed that new construction customers may already have a high efficiency furnace installed. In conjunction with a customer purchasing a high efficiency furnace, they receive a programmable thermostat free of charge, with free installation.

The Program is intended to utilize channel marketing by delivering the measures through dealers and contractors, who would offer the measures during their regular installation work and service calls. The dealers and heating contractors would receive an incentive of $100 for each high efficiency furnace sold, and a labour incentive of $30 for each programmable thermostat installed.

A Program information kit including furnace and programmable thermostat installation guidelines was prepared, and heating contractors and dealers operating within Gazifère’s service territory were invited to a presentation held in January 2001.

While a number of heating contractors attended the presentation and expressed interest in participating, the Program did not get off to a timely start. Gazifère was launching a new method of distributing customer leads to contractors for all types of business in general, and were planning to tie the Residential Gas Furnace Program to their new leads initiative.

It was taking longer than anticipated to implement the new leads program, and thus Gazifère decided in March to separate the Gas Furnace Program back to a stand alone initiative. Unfortunately, by the time heating contractors were on board to promote the Program, the heating season for this fiscal year was over, and there has been next to no activity yet in terms of customer participation.

As at the end of June 2001, there were only 4 high efficiency furnaces sold, with corresponding programmable thermostats. Please refer to figure 2 for a summary of the results. Based on the low participation, Gazifère contacted dealers/contractors to ask them whether the Residential Gas Furnace Program should be continued in 2002. The contractors indicated they felt the Program could be highly successful, and the low participation this year was a reflection of the late timing.

Figure 2 – Residential Gas Furnace Program, results to June 30, 2001
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HE Furnaces
423
  4
201,052
1,901
N/A
N/A
378
4
$42,300
$   400

Prog. Thermostats
423
33
  73,412
5,727
N/A
N/A
138
11
40,185
1,619




 








Sub-total


274,464
7,628
N/A
N/A
516
15
$82,485
$2,019













Less customer payment

for thermostats









($1,349)

TOTAL


274,464
7,628
N/A
N/A
516
15
$82,485
$670

% difference



3%



3%

0.8%

Note: appropriate free ridership rates have been applied to gas, water, and CO² savings, for both targeted and actual numbers.

In fact, a heating contractor operating within Gazifère’s territory, who represents the highest volume of work in the Outaouais region, plans to pass their $100 incentive from Gazifère on to the customer. The contractor has also made arrangements with York furnace manufacturer to contribute another $100 for each furnace sold, so that the customer would receive a $200 discount on a high efficiency furnace, along with a free thermostat. In addition to this one contractor, three others have signed on to promote the Program once the heating season begins again.

In the interim, customers who have come to Gazifère’s offices to pay their bills or to pick up a showerhead kit, have viewed an energy efficiency display in Gazifère’s lobby. One of the featured products in the display is the programmable thermostat that customers would receive under the Residential Gas Furnace Program.

Some customers have asked to obtain a thermostat along with their showerhead kit. As a customer service measure, Gazifère agreed to sell the thermostats for $49.95. As at the end of June, there were 27 programmable thermostats sold over the counter. Please refer to figure 2 for a summary of the results.

The Residential Gas Furnace Program will be continued in 2002, despite the lack of results this year, and based on the support of heating contractors. It is too soon to tell whether the Program would need modification, so the program design will be identical for 2002.

1.4 Commercial Water Heater Procurement Policy

The Commercial Water Heater Procurement Policy began on October 1, 2000, at the start of Gazifère’s fiscal year. Some of Gazifère’s commercial clients use a residential sized tank in a commercial application, while others use the larger commercial sized tanks.

The residential tanks that were purchased were a minimum of 0.65 EF, three percentage points higher than the federal government standard, and the larger commercial tanks were ones that comply with ASHRAE 90.1B.

The number of residential tanks purchased for commercial application was targeted at 100 tanks for the year. As at the end of June 2001, the actual number of tanks purchased was 27 tanks, and it is expected that the total number of tanks purchased by the end of the year will meet only one-third of the annual target. Please see figure 3 for a summary of the results.

Falling short of the target is predominantly due to a new policy adopted by Gazifère this year for its residential water heater tanks. In the past, insufficient hot water calls or leaking tanks would be replaced by a new water heater. Gazifère now completes a diagnostic first, and then replaces the tank if necessary.

Figure 3 – Commercial Water Heater Procurement Policy, results to June 30, 2001
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Residential Tanks
100
27
  4,900
  1,323
N/A
N/A
  9
    2.5
-
-

Commercial Tanks
  20
32
14,000
22,400
N/A
N/A
26
42
-
-













TOTAL


18,900
23,723
N/A
N/A
35
44.5
-
-

% difference



126%



  127%
-
-

Note: appropriate free ridership rates have been applied to gas, water, and CO² savings, for both targeted and actual numbers.

The number of commercial sized tanks was estimated to be 20 tanks for the year. The actual number of commercial water heaters purchased was 32 tanks as at the end of June. The greater number of tanks purchased this year compared with other years appears to be an anomaly, in that there is no one reason to account for the increase.

The total m³ savings for the Commercial Water Heater Procurement Policy will be greater than targeted for the year, as seen in figure 3. Although the residential sized tanks will fall short of the target, the saving associated with this tank is 49 m³ compared with a saving of 700 m³ for the commercial sized tanks, which have already exceeded the annual target.

The Commercial Water Heater Procurement Policy will be continued in 2002. However, the number of residential sized tanks will be downsized from this year’s target to account for fewer tank replacements, and the commercial sized tanks target will be slightly increased.

1.5 Commercial Higher Efficiency Boiler Program

Two years ago when Gazifère filed their first DSM initiative with the Régie, Gazifère expressed their intent to offer a higher efficiency boiler program targeting the commercial market. The Program proposed to provide an incentive of $0.05/m³ saved up to a maximum of $2,000, if a customer replaced a conventional boiler with a mid- to high efficiency one.

In 2001, Gazifère had planned to ready the marketplace for this initiative by setting up the appropriate infrastructure and creating a registry of products and dealers. There were no savings associated with this Program for 2001, as the infrastructure would need at least a year to get established.

During the course of the year, Finet Saksniit became aware of more in-depth research commissioned by ECG, regarding the cost/benefit of boilers based on their efficiencies and energy savings. The findings indicated that the incremental costs and paybacks for mid- to high efficiency boilers were not cost effective for boilers with an input greater than 300,000 Btu/hr.

In addition to the cost/benefit issue, it became apparent that little demand side market information currently exists for Gazifère’s clients, so there was no historical data on which to base a target participation, nor the amount of DSM budget that would be needed to deliver the Program.

Instead, Finet Saksniit spent the greater part of the year trying to identify the potential market for a boiler initiative, by manually reviewing Gazifère’s commercial customer accounts, and by gathering additional equipment and boiler market data from ECG and Union Gas.

The results of the research conducted this year has led to the creation of a high efficiency boiler program for 2002, targeting small boilers only. The proposed 2002 Program is outlined in Section 4.9.

1.6 Industrial Custom Energy Management Program

Along with the Commercial Higher Efficiency Boiler Program (see above), two years ago, Gazifère proposed to launch a Custom Energy Management Program for its large volume industrial customers. While Gazifère only has a handful of large volume industrial customers, it was thought that some larger commercial customers might also benefit from this Program.

The Program was intended to promote energy audits to be conducted by third party consulting engineers or energy service companies, toward which Gazifère would provide an incentive of one-third of the audit cost up to a maximum of $5,000.

The audits were to identify energy efficient opportunities without promoting a specific measure or technology, and based on whichever measure(s) the client wished to implement, all volumes would subsequently be claimed toward the DSM Program.

No savings were estimated up-front, as initially, the Program would require infrastructure support, and the full impact of energy efficiency upgrades are often not realized until two to three years later in this market sector.

Upon investigating in 2001 the potential participation for this Program, it became apparent that the majority of the targeted customers had already undertaken energy efficiency audits and in some cases, energy upgrades, in the recent few years on their own accord. This meant there was no longer an opportunity for Gazifère to launch a program offering an incentive toward an energy audit.

Gazifère, being a relatively small gas utility, is also not financially able to offer an incentive program to offset the cost of energy upgrades that may have been identified by the customer commissioned audits. Even if an incentive of $50,000 were offered, which Gazifère cannot afford, it would still be an insignificant amount from the customer’s perspective, when compared to their operational budgets.

In place of the Custom Energy Management Program, Gazifère is proposing to offer the Commercial/Industrial High Efficiency Boiler Program in 2002. Please refer to Section 4.9 for a description of the Program.

1.7 AEE-ACEF Low Income Housing Program

The Agence de l’efficacité énergétique (AEE) of the Québec government, in collaboration with the Association coopérative d’économie familiale – Outaouais (ACEF-Outaouais) launched a community-based energy efficiency program for low-income families in the Outaouais region on October 16, 2000.

The Program consists of visiting low-income families in the region. During these visits, a team of two persons (one advisor and one installer), provide advice, install several measures and perform some work aimed at increasing the energy efficiency of the dwelling. The number of families to be visited in Year One of the Program is 350. During Year Two and Year Three, 300 visits are expected to be conducted each year.

Representatives from the AEE, the ACEF-Outaouais, Gazifère, and Finet Saksniit met on October 5, 2000 to discuss Gazifère’s potential participation in the Program. As a result, Gazifère agreed to contribute to the community-based initiative by providing free of charge, low flow showerheads, faucet aerators, and foam pipe wrap to any Gazifère water heating customer visited by ACEF. Gazifère also agreed to inform its customers who may have difficulty paying their bill, that they may contact the ACEF to take advantage of the Program.

Gazifère provided the ACEF with 50 kits of the gas and water saving measures in December 2000. As at the end of June 2001, the ACEF visited a total of 211 homes, 32 of which were gas water heated and thus had the showerhead measures installed.

For 2002, Gazifère will continue its collaboration with the ACEF, and is targeting an additional 50 customers.

1.8 AEE Novoclimat

AEE’s Novoclimat is a residential new construction program based on the 1997 Model National Energy Code for Houses (MNECH). It encourages builders to improve the energy efficiency of new houses over and above the existing building regulations in Québec.

Since 1990, Gazifère has dominated the residential construction market in the Outaouais region, making Gazifère a potentially influential partner in increasing the energy efficiency of this sector. During 2001, Gazifère had intended to study with the AEE how both organizations could collaborate to meet their mutual energy efficiency objectives.

Early in 2001, Gazifère attempted on several occasions to initiate discussions with the local Forum Énergie, the committee of the Chambre de commerce de l’Outaouais which received funding from the AEE to promote the agency’s programs in the region. These attempts produced few results as Novoclimat does not seem to represent a priority for the Forum Énergie.

Gazifère also initiated discussions directly with AEE staff about how to promote Novoclimat in the region. Despite the positive attitude of the AEE in wishing to stimulate the new construction market in the Outaouais, no specific initiative has been undertaken. It also appears that the fuel-neutrality policy of the agency would somehow limit one-on-one collaborations with a single utility.

Furthermore, recent increases in gas prices have endangered Gazifère’s market domination of the new residential construction market in the Outaouais region. Gazifère is now cautious of promoting any initiative that would add significantly to construction costs, thus jeopardizing even more its market share in this sector.

1.9 Federal Energy Star Program

Natural Resources Canada’s (NRCan) Office of Energy Efficiency (OEE) had indicated to Gazifère last year that it planned to launch by March 31, 2001, a new energy efficiency program in Canada called Energy Star, modeled after the Energy Star energy efficiency product endorsement and labeling program in the United States.

The OEE had identified 25 initial products that would comprise Energy Star in Canada, including residential gas furnaces, boilers, and programmable thermostats. Gazifère’s Residential Gas Furnace Program specifies furnaces and programmable thermostats that would meet the Canadian Energy Star criteria, and thus Gazifère was to explore the potential to maximize its Program marketing to piggyback on any marketing/promotional efforts of the OEE, and vice versa.

NRCan did not sign an agreement with the Americans to adopt Energy Star until late in July 2001, and thus no marketing or promotional activities have taken place. Gazifère will re-evaluate the opportunity to partner with the OEE for 2002, regarding the promotion of the Residential Gas Furnace Program in cooperation with Energy Star.

1.10 Federal Industrial Boiler Program

Gazifère explored the viability of piggybacking on the Federal Industrial Boiler Program to offer boiler audits to Gazifère’s commercial/industrial customers, to identify energy efficiency potential and savings.

To-date, the Federal Industrial Boiler Program is available only for government owned buildings. While the Program manager would consider opening it up to private clients, it would be on a fee for service basis only—in other words, no different than hiring a private engineering firm at full cost.

Upon examination of the value and cost of undertaking such an initiative without any government contribution, Gazifère was unable to pursue commercial/industrial boiler audits at this time.

2.0
Evaluation of 2001 DSM Program Impacts

2.1 Tracking/Measurement of Results

Gazifère’s evaluation focus in 2001 was primarily on establishing a method to accurately track program participants, free riders, equipment purchases and installations, cost assumptions, and gas, CO², and water savings.

Each of the DSM programs had their own monthly tracking and measurement of results reports designed, albeit with a consistency in reporting format, to allow results tracked for all individual DSM programs to be input to an overall corporate DSM evaluation report. Access database software was used, and the tracking was established to be maintained in-house.

Tracking sheets for each of the DSM programs have been completed, and are attached in Appendix A. The corporate summary report of all programs has not yet been completed, but will be by the end of the fiscal year.

2.2 Program Audits

Using information from the monthly tracking and measurement reports for each of the DSM Programs, it was intended that an annual audit would be conducted which would include a comprehensive look at actual installation numbers compared with stock acquired, stock that was provided to installers compared with remaining stock in inventory and what was installed, invoices compared with expenditures, etc.

This process is now in place, but instead of verifying inventories and installations on an annual basis as had been originally planned, Gazifère has been verifying its inventories on a monthly basis between the technicians, what has been installed, and what is available in the stockroom. Showerheads returned from customers’ homes have been checked to ensure they were not already low flow.

An additional audit component for the DSM Programs was to conduct random telephone surveys of a sample of customers who have participated in one or more of the Programs. This was intended to ensure that work was completed, appropriate information was left with the customer, the customer was educated on the use of their equipment, the installer conducted himself professionally, and that the customer was generally satisfied.

Two surveys were designed in 2001 to follow up on the Residential Gas and Water Savings Program, one for customers who were visited by technicians from the external contractor or Gazifère’s in-house technicians, and one for customers who picked up a package of measures from the front counter at Gazifère’s offices. The surveys are attached in Appendix B and Appendix C respectively.

Finet Saksniit conducted the phone surveys for each set of participants, randomly selecting customers from the lists provided by the external contractor, or from the front counter. The surveys indicated that the Program assumptions compared favourably with the results—for example, average number of showerheads per front counter participant was 1.6 and 1.5 for technician participants.

For the tank turn down measure, none of the customers surveyed had raised the temperature back up to 140ºF since it had been lowered. However, survey results did show that only 70% of front counter participants had initially turned down their tank temperature, and thus the savings calculated for 2001 have been reduced to reflect a 70% front counter tank turn down participation rate.

2.3 Market Impacts

A summary of Gazifère DSM Program impacts is shown in Figure 4. It provides an overview of total participation, savings, and costs up to June 30, 2001, the last complete month for which data was available. Keeping in mind that there is still the final quarter of the year to go, program savings should be running at about 75%.

However, total m³ and CO² saved by DSM programs was ahead of target for this time period at 80%, and water savings had surpassed the annual target at 125%. While some DSM programs were over or under initial estimates, the total DSM impact is well on target to achieve the corporate results estimated at the beginning of the year.

The DSM programs that were over or under target, have been over or under in a beneficial way with regard to the impact on Gazifère’s corporate DSM budget. The actual cost of the measures versus what was budgeted annually, was running at only 26% as at the end of June.

This was predominantly due to the fact that the Residential Gas Furnace Program did not get underway, and the increase in front counter participants in the Gas and Water Savings Program negated a large labour incentive to the external contractor.

In terms of the fixed costs (e.g. program audits, implementation, Web-site update, computer programming, etc.) that were identified in the 2001 DSM Plan, a summary of actual dollars spent versus budget has not yet been completed, as some of the activities are still to be undertaken in the final quarter of the year. It is expected, however, that the total fixed costs will also be under spent for the year.

Figure 4 – Gazifère DSM Program Savings, results to June 30, 2001
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Res WH Procurement
2000
1406
  98,000
  68,894
-
-
 184
 130
-
-

Res Gas & Wtr Savings:











   Showerheads
1868
2300
156,310
192,510
70,592
86,940
 294
   362
$36,005
$30,974

   Faucet Aerators
1868
2648
  28,573
  40,514
  6,723
  9,533
  54
    76
4,612
6,541

   Pipe Wrap
2250
2948
  38,250
  50,116
N/A
N/A
  72
    94
11,250
10,980

   Tank Turn Down
2250
2836
225,000
283,600
N/A
N/A
423
   533
4,500
4,272

Res. Gas Furnace Pgm:











   HE Furnaces
  423
      4
201,052
     1,901
-
-
378
     4
42,300
400

   Prog. Thermostats
  423
     33
  73,412
     5,727
-
-
138
    11
40,185
1,619

Comm WH Procurement











   Residential Tanks
  100
     27
    4,900
     1,323
-
-
    9
     2.5
-
-

   Commercial Tanks
    20
     32
  14,000
  22,400
-
-
  26
42
-
-













Sub-total


839,497
666,985
77,315
96,473
1578
1255
$138,852
$54,786

Refund from Contractor









($7,682)

CUO Contribution









($10,000)

Customer payment for

Thermostats









($1,349)













TOTAL


839,497
666,985
77,315
96,473
1,578
1,255
$138,852
$35,755

% difference



80%

125%

80%

26%

Note: appropriate free ridership rates have been applied to gas, water, and CO² savings, for both targeted and actual numbers.

The 2001 DSM Plan had made provisions for an annual customer survey to capture market information for all programs combined, appropriate to each sector. This was intended to avoid surveying the same customer more than once, in the case where a customer may have participated in more than one program, and to avoid a duplication of costs associated with conducting surveys for each program individually.

This was not done in 2001, since it was only the Residential Gas and Water Savings Program for which such a survey would have applied. Instead, issues such as what percentage of participants have left the measures in place and are fully utilizing the equipment as intended, for example, were addressed in the telephone surveys conducted under Program Audits, outlined in Section 2.2 above.

2.4 Load Impacts

Gazifère did not identify any budget in 2001 to conduct end use metering of customers to validate load impacts. Instead, Gazifère stated it would rely on extensive research already completed by other gas utilities to establish load impacts for its DSM Programs.

The question arose at last year’s hearings whether the average residential space and water heating loads Gazifère proposed to use for its DSM programs (the same ones as those used by ECG to calculate energy savings), were valid for Gazifère’s market. The question was raised because the average residential loads Gazifère had reported in its rate case, were less than the loads used for DSM. At the request of the Régie, Gazifère agreed to validate its loads during 2001.

Finet Saksniit spent several months manually sorting through computer printouts which listed consumption for each individual residential account. Gazifère’s customers are classified in any one of 77 different revenue classes, 19 of which apply to residential customers.

To determine average space heating load, two specific revenue classes were looked at, one which represents space heating only, and the other which represents central heating with other general uses (e.g. stove, dryer, barbecue). The number of records reviewed totaled 795 accounts and 7,575 accounts respectively.

What became apparent during the manual review, was that a significant number of accounts could not be included in a calculation of average use, as they did not constitute "typical” residential energy users.

Gazifère’s method of calculating the number of customers is based on the number of active accounts, in other words, one active account equals one customer. While perfectly logical from a billing perspective, it poses a problem for DSM purposes. The savings of any DSM program is attributed to the house, and would instead consider each one address as one customer.

Based on the method of assigning accounts, any one house may have had multiple owners or tenants during the year. What was happening, is that the total consumption for any given house was being divided by the number of owners during the year, which was bringing down the “average” consumption.

Using one case as an example, one street address appeared four times, listed under four different account names. The house had originally belonged to one owner, then was listed as being owned by TD Bank, then by Banque Desjardins, and finally by Canada Mortgage and Housing Corp. (CMHC). 

Adding up the consumption attributed to each account totaled less than 500m³ for the year, the bulk of which was the amount of energy used by the original owner at some point in the year before bank foreclosure. During ownership by the banks, with no one living in the house, the house was consuming only the amount of energy attributed to a pilot light. However, the 500m³ was being divided four times to give an average consumption per customer of around 100m³, which is not an accurate measure of average use.

Records that were discarded for calculation of average residential space heating load included addresses where there were multiple owners during the year, addresses which had no meter numbers, addresses which were owned by banks, and addresses which were owned by builders where the house had not yet been sold and therefore not yet occupied.

Once these records were removed, the average or “typical” space-heating load for Gazifère’s residential clients was in the same range as those used by ECG, NRCan, and the AEE. Average load for the residential space heating revenue class was calculated as 3,134m³ per customer, and 3,120m³ for the residential central heating with other general uses revenue class. Gazifère’s Residential Gas Furnace Program has been using ECG’s average load of 3,086m³ on which to base its DSM savings calculations.

An attempt to calculate average residential water heating load was not as easily achieved as for space heating, because there is no revenue class that identifies only water heating as a stand alone classification. The closest revenue class with which to work was defined as residential water heating, with or without other general uses. There was no method by which to break out how many accounts were “with” or “without” other general uses.

Also, it could be inferred for this revenue class that the customers would tend to be more transient, because it is not typical in a single family dwelling, for example, to have just gas water heating without some form of gas space heating.

This means that the accounts listed under this revenue class may be a majority of duplexes or triplexes, which in turn may indicate rental properties (it is more common with rental properties to provide gas water heating from one central tank, with electric baseboards in each unit for space heating). Thus, there could be periods of time during the year where the address would in fact be vacant, and would bring down the “average” annual use.

Approximately 60 accounts were randomly selected from this revenue class and compared to records going back to 1997, to see whether any of the customer names were the same in order to provide some historical pattern of consumption and continuity of consumption. Upon review of the 60 accounts, 30 remained representing customers who had been at the same address, and within the same revenue class, since 1997.

Results showed that average water heating use “with or without” other general uses was 960m³ last year, and average use prorated for 2001 is 1169m³. The average water-heating load Gazifère is using for its Residential Gas and Water Savings Program is 800m³.

This exercise has shown that both the average space heating and water heating loads for Gazifère’s residential customers compares favourably with those used by ECG, and thus their client profiles do not differ greatly.

Gazifère therefore feels confidant in using ECG’s load impacts and the results of its load research “as is” for future DSM program planning, without incurring the prohibitive costs associated with end-use metering.

3.0
Ancillary Support for DSM Programs

3.1 Web Site

A new Web site design was undertaken in 2001, providing information on Gazifère’s DSM programs and customer benefits associated with each. As an additional customer service measure, Gazifère’s Web site provides links to the Web sites of NRCan and the AEE, to direct customers to additional information on energy efficiency, and energy efficiency programs (some with incentives) for which they may be eligible.

3.2 Internal Communications

Gazifère’s DSM initiatives have an impact on every department internally, from front counter staff, to sales and marketing staff, to accounting staff, etc. It was considered important that employees be educated about the DSM programs, and have the opportunity to use some of the equipment themselves. In this way, all staff having dealings with customers would be able to provide the same information, and would be able to answer customer questions if required.

All staff attended half-day presentations on the DSM programs in January 2001. They were given the opportunity to ask questions and review promotional materials prepared for customers, not only to inform them, but to also use them as a “sounding board” to ascertain whether the information was logically presented from a “customer” perspective. In addition to the presentations, staff have been given a kit of measures from the Residential Gas and Water Savings Program, to have first hand experience on how the equipment works.

3.3 Human Resources

Gazifère hired a DSM administrative staff person at the end of February 2001. It was intended that this staff person work half time on DSM administration, and half time on other tasks. From the DSM perspective, the position is responsible for the coordination of DSM program elements, such as inputting data to the monthly tracking reports and identifying any inconsistencies, ensuring equipment is ordered and distributed as needed to installers, maintaining adequate levels of stock, processing invoices, etc.

The learning curve associated with the new corporate undertaking of DSM, and to initially establish procedures for tracking programs, has necessitated the staff person working full time on only DSM. Therefore, the position has been re-evaluated as a DSM full time equivalent, and appears as such in the DSM budget for 2002.

4.0
DSM Programs for 2002

DSM programs for the residential market that were launched last year will continue in 2002, albeit with some minor adjustments in targeted participation rates where appropriate, based on the projected final results for 2001.

Program design for 2002 was focused solely on expanding DSM efforts to encompass the commercial and industrial markets. What became quickly apparent during the year while investigating potential programs, was that little demand side market information currently exists for Gazifère’s clients.

Prior to Gazifère launching its corporate DSM initiative, all client information was based on supply side requirements. For example, when a new building would be coming on line as a new gas customer, a sales agent for Gazifère would visit the site and determine the amount of gas supply required based on the building size.

While some consideration may have been given to the building function as the agent was on site (e.g. a hotel) if it was considered to have an impact on the amount of estimated gas supply, little information has been permanently recorded to provide market research or historical data.

To some degree, while Gazifère’s clients have been classified in broad revenue classes indicating consumption of a certain amount of gas so they can be assigned an appropriate rate category, it has been considered irrelevant as to the market segment the client represents (e.g. office buildings, restaurants, etc.) and the majority of clients have merely been coded as “commercial” or “industrial”.

In instances where a client may have been recorded as an apartment building, for example, no information exists as to whether the building may be a high rise or a low rise, nor how many units the building represents. Depending on the size of building, the construction styles may be significantly different, such as poured concrete for a high rise, versus frame or residential style construction for a 4 unit walk-up.

There has also been no information systematically gathered regarding what technology is being used to supply heating, cooling, or hot water—for example, whether rooftop units, or boilers and what types of boilers or how many, what types of furnaces, what efficiencies of equipment, the age of equipment, etc.

The lack of available market research has posed a significant barrier to designing DSM programs for 2002. Particularly in commercial and industrial applications, where energy efficiency is predominantly achieved by replacing a conventional technology with a more innovative one, not knowing what technologies are currently being used by Gazifère’s customers inhibits the design of programs promoting energy efficient technologies suitable for its clients’ applications. Nor is it clear how many customers may be eligible for a particular program in order to set participation rates with a corresponding DSM budget.

What little information is available has been provided on an ad hoc basis, based on the perception of Gazifère’s service technicians if they have had the occasion to visit a client. However, few of Gazifère’s commercial clients are serviced by Gazifère’s own technicians, as almost all of the clients’ equipment is self-owned and therefore privately maintained.

To compound the lack of systematic gathering of market research and historical data, Gazifère’s largest commercial customers, approximately 100 clients, are billed and tracked manually and are separate from the main computerized customer system.

Gazifère will need to begin gathering information regarding energy use and what technologies are being utilized in conjunction with the amount of energy supplied, to be able to provide ongoing DSM program design for its commercial and industrial clients, and to target appropriate markets. Considerable effort will be spent in 2002 to begin collecting market data, and to put in place procedures to build a market information system.

With regard to its industrial large volume users, Gazifère has only twelve accounts, serviced on a more personal, one-on-one basis, by a Gazifère industrial representative. Based on the knowledge of the industrial representative, Gazifère’s large industrial customers have already undertaken energy efficiency measures on their own over the recent few years, either to reduce energy bills, or because equipment was at the end of its useful life and needed replacing.

Two years ago when Gazifère was first considering launching a DSM effort, it was thought that Gazifère could provide a financial contribution toward an energy audit that industrial customers could refer to when making future energy efficiency decisions. Since these customers have already undertaken energy efficiency audits of their own accord, there is no industrial audit program designed for 2002.

4.1 Residential Water Heater Procurement Policy

Gazifère will continue to procure residential water heater tanks for its water heater rental customers, that have a minimum energy factor (EF) rating that is three percentage points higher than the government standard of 0.62 EF, which represents gas volume savings of 49m³ per unit.

The minimum EF applies to gas water heaters with a capacity of not less than 76 litres, and not more than 380 litres, and that have an input rating not more than 21.97 kW (75,000 Btu/h) when tested in accordance with CAN 1-4.1-M85.

While building regulations in Québec do not require minimum water heater efficiencies, Québec is one of five provinces in Canada (along with British Columbia, New Brunswick, Nova Scotia, and Ontario), that regulates the energy efficiency performance of certain energy using products, in accordance with the federal Equipment Energy Efficiency Regulations. Under the Energy Efficiency Act, the minimum 0.62 EF for gas water heaters stipulated in the Energy Efficiency Regulations has been adopted by Québec.

Gazifère will purchase gas water heaters manufactured by both GSW and Bradford White, via Convex, a local distributor. The estimated number of gas water heaters that will be purchased in 2002 is 1,800 tanks.

4.2 Residential Gas and Water Savings Program

The Residential Gas and Water Savings Program will continue in 2002. It is an energy efficiency program featuring the following components: Water heater tank temperature setback to 130ºF from 140ºF; low-flow showerheads; kitchen and bathroom faucet aerators; and, foam pipe insulation.

These four measures will be offered free to all new and existing residential customers. However, new construction customers will be excluded from the low-flow showerhead and faucet aerator measures, since it is assumed that all new homes would already have this equipment installed based on the stock available within the marketplace.

The Program will deliver the energy efficiency measures through Gazifère’s own in-house service technicians and an external contractor, who will offer the measures during their regular service calls or installation work. All items will also be installed free of charge, with the exception of faucet aerators, which will be left with the customer to install themselves. The external contractor will be paid a labour incentive of up to $20 per customer, if the customer takes all four measures.

Wherever possible, old showerheads removed from customers’ homes will be reclaimed and returned to Gazifère. The advantages to this are threefold: To ensure environmental contaminants are properly disposed of (old showerheads may be chrome plated); to reduce the possibility of customers “un-installing” the energy efficiency measure at a later date; and to verify that the old showerhead removed was not already a low-flow model.

A package of measures will also be available at Gazifère’s Head Office, for pick-up by existing customers who may wish to install the measures themselves. Since not all customers receive annual service calls, this would provide customers who are not scheduled for immediate calls, the opportunity to reduce their fuel consumption and energy costs in a more timely manner.

Last year, the Communauté urbaine de l’Outaouais (CUO) Water Authority, agreed to partner with Gazifère and lend their name to promoting the Program. The CUO also provided a $10,000 contribution to the Program, proportionate with their avoided costs due to the water savings attributed to the Program. They have indicated they will contribute an additional $10,000 in 2002 toward the continuance of the Program.

The Residential Gas and Water Savings Program will be promoted using customer bill inserts, Gazifère’s Web-site, via a customer newsletter that Gazifère publishes on a quarterly basis, at the annual Home Show, and through any appropriate CUO marketing channel.

The number of Program participants targeted for 2002 will remain at 3,000 customers for the pipe wrap measure, 2850 customers for the tank turn down measure (slightly lower target to account for front counter participation), and the target for showerheads and aerators will be increased to 2730 from 2490 last year.

The showerhead and aerator targets are increased from last year to reflect a greater number of customers picking up kits at the front counter. In addition to the above targets, 50 participants are expected from the Association coopérative d’économie familiale (ACEF) Low Income Housing Program in the Outaouais region (please refer to section 4.5).

Figure 5 - Residential Gas and Water Savings Program - Participants and Costs


MEASURES



Low Flow

Showerheads
Faucet

Aerators
Foam Pipe

Wrap
Tank Turn

Down
Total

Front Counter
500
500
500
350*


Contractor service calls –

Existing clients
2000
2000
2000
2000


In-house Technicians –

Existing clients
30
30
30
30


Contractor service calls –

Conversions
200
200
200
200


Contractor service calls –

New construction
n/a
n/a
270
270


AEE-ACEF - Outaouais
50
50
50
50


Total participants
2780
2780
3050
2900


Equipment costs¹
$14,678
$6,867
$3,050
n/a
$24,595

Contractor labour incentive²
$30,800
n/a
$9,880
$4,940
$45,620

Communications




$10,000

Less CUO contribution




($10,000)

Total costs




$70,215

* Based on results from 2001, 70% of front counter participants lowered their tank temperature, thus the 500 counter participants have been downsized by 70%.

¹ Based on participant costs of $5.28 for showerheads; $1.98 for kitchen aerator; $0.49 for bathroom aerator; and $1.00 for foam pipe wrap.

² Based on participant costs of $14.00 for showerheads; $4.00 for foam pipe wrap; and $2.00 for tank turn down.

Gas savings per participant are estimated to be: 100m³ for water heater tank turndown; 93m³ for low-flow showerheads; and 17m³ for each of the pipe insulation and aerator measures. This reduction in gas use is based on numbers used by ECG in a similar program, and is calculated on an average residential water-heating load of 800m³.

For the Residential Gas and Water Savings Program, equipment will be purchased via ECG. Low-flow showerheads are manufactured by Niagara Conservation, and have a flow rate of 9.5 l/m. Faucet aerators are also from Niagara Conservation. Foam pipe insulation to fit ½” and ¾” pipe is from Dundas Jaffin.

ECG had indicated last year that they planned to conduct research into potential interactive effects, and Gazifère had planned to closely monitor their results for possible applicability to Gazifère’s customers. This research was not undertaken by ECG due to staff reorganizations and pregnancy leaves. However, Gazifère will continue to keep informed of any research that may be undertaken in the upcoming year.

4.3 Residential Gas Furnace Program

The Residential Gas Furnace Program will be continued in 2002. It is an energy efficiency program featuring the following components: a high efficiency condensing gas furnace rated at a minimum of 90% AFUE when tested in accordance with CAN/CGA-2.3-M93, and a programmable thermostat.

High efficiency gas furnaces will be offered (for purchase) to all existing customers who do not already have a high efficiency furnace, and to all new customers converting from other fuels. It is assumed that new construction customers may already have a high efficiency furnace installed. Programmable thermostats will be offered free to all existing and new conversion customers to replace a standard thermostat, or an existing programmable thermostat if it is not in good working condition, with the purchase of a high efficiency gas furnace.

The Program will utilize channel marketing by delivering the measures through dealers and contractors, who will offer the measures during any of their regular installation work and service calls.

Dealers and contractors will be offered an incentive of $100 for each high efficiency condensing gas furnace that is purchased by a customer. Gazifère will also supply free programmable thermostat stock to dealers and contractors, and will pay dealers/contractors an installation allowance of $30 for every thermostat installed. The cost of the programmable thermostat is $44.10, bringing the programmable thermostat incentive to $74.10 per participant.

The Program will be promoted using customer bill inserts, Gazifère’s Web-site, a customer newsletter that Gazifère publishes on a quarterly basis, the annual Home Show, and directly through dealers and contractors to their customers.

Participating dealers and contractors will be asked to provide Gazifère with information on the types and efficiencies of furnaces they carry, to validate that they are eligible to offer high efficiency gas furnaces. Based on information obtained from Natural Resources Canada, there are currently 2,401 gas furnace models available that have an AFUE of 90% or higher.

Programmable thermostats purchased by Gazifère for this Program are Honeywell model T8000C. These thermostats are capable of handling 4 setback periods per day, along with one set of programming options for the 5-day week, and another set for the 2-day weekend.

Dealers and contractors expressing interest in participating in the Program will be provided with installation guidelines for high efficiency condensing gas furnaces and programmable thermostats, based on the recently published (August 18, 2000) Specification of Energy-Efficient Installation and Maintenance Practices for Residential HVAC Systems by the Consortium for Energy Efficiency. The guidelines will address the proper sizing of condensing gas furnaces, installation techniques for furnaces and programmable thermostats, benefits of proper installation and maintenance, and so forth.

The number of Program participants that were targeted for 2001 was 560 participants, based on historical data of annual furnace replacements and conversions from other fuels. Since this Program did not begin on time in 2001, there are no results yet on which to evaluate whether a target of 560 participants is valid. However, Gazifère had fewer customers from fuel conversions in 2001, due to higher gas prices, and so the target number of participants for 2002 has been lowered to 500 customers.

In addition to the programmable thermostats that will be provided free of charge to customers by dealers and contractors, approximately 50 thermostats may possibly be sold over the counter at Gazifère’s offices in 2002.

During 2001, some customers who came in person to pay their gas bill or to pick up a showerhead kit, inquired whether they could also obtain the programmable thermostat that is part of an energy efficiency display in Gazifère’s lobby. As a customer service measure, Gazifère has sold 27 thermostats over the counter, for $49.95.

Figure 6 - Residential Gas Furnace Program – Participants and Costs


MEASURES



HE Furnaces
Prog. Thermostats
Total






Dealer/Contractor participants – furnace replacements
360
360


Dealer/Contractor participants – 

fuel conversions
140
140


Front counter participants
n/a
50


Total participants
500
550


Equipment costs¹
n/a
$24,255
$24,255

Contractor labour incentive²
$50,000
$16,500
$66,500

Communications


$17,000

Total costs


$107,755

¹ Based on a participant cost of $44.10 for  programmable thermostats.

² Based on a participant cost of $100 for the contractor HE furnace incentive, and $30 for the programmable thermostat contractor labour incentive.

Gas savings per participant are estimated to be: 679m³ for a high efficiency condensing gas furnace, and 195m³ for a programmable thermostat. This reduction in gas use is based on an average residential space heating load of 3,086 m³ used by ECG in their programs.

ECG had planned to conduct further research into programmable thermostat impacts based on furnace efficiencies in their 2001 fiscal year. This research was not undertaken by ECG due to staff reorganizations and pregnancy leaves. Gazifère will continue to closely monitor whether such research will be conducted during the upcoming year, and will review the applicability of ECG’s findings to Gazifère’s market.

4.4 Commercial Water Heater Procurement Policy

Gazifère will continue to purchase higher efficiency water heater tanks for use in commercial applications, for its commercial water heater rental customers, in 2002.

Many of the tanks purchased annually are in fact residential sized tanks used in commercial applications, for example when a commercial establishment is operating from a converted house, etc. Any residential tanks used in commercial applications will have a minimum energy factor (EF) rating that is three percentage points higher than the government standard of 0.62 EF, which represents gas volume savings of 49m³ per unit.

The minimum EF applies to gas water heaters with a capacity of not less than 76 litres, and not more than 380 litres, and that have an input rating not more than 21.97 kW (75,000 Btu/h) when tested in accordance with CAN 1-4.1-M85.

While building regulations in Québec do not require minimum water heater efficiencies, Québec is one of five provinces in Canada (along with British Columbia, New Brunswick, Nova Scotia, and Ontario), that regulates the energy efficiency performance of certain energy using products, in accordance with the federal Equipment Energy Efficiency Regulations. Under the Energy Efficiency Act, the minimum 0.62 EF for gas water heaters stipulated in the Energy Efficiency Regulations has been adopted by Québec.

Gazifère will purchase gas water heaters manufactured by both GSW and Bradford White, via Convex, a local distributor. The estimated number of residential gas water heaters purchased for commercial applications is 35 tanks in 2002.

This procurement policy also includes an accommodation for the rental of larger commercial water heater tanks. These commercial tanks will comply with ASHRAE 90.1B, which have a higher energy rating than the standard commercial tank.

Gazifère will purchase its larger commercial tanks from EMCO. The total number of these commercial water heater tanks procured for 2002 is estimated at 35 tanks. The tanks represent gas savings of 700m³ per unit.

4.5 ACEF Low Income Housing Program

Gazifère will continue to work in collaboration with the Association coopérative d’économie familiale – Outaouais (ACEF-Outaouais) in the community-based energy efficiency program for low-income families in the Outaouais region.

The Program consists of a visit to low-income families by a team of two persons (one advisor and one installer), who provide advice, install several measures and perform some work aimed at increasing the energy efficiency of the dwelling. The Program, launched on October 16, 2000, targeted 350 participants for its first year of operation, and will target an additional 300 participants in each of Year Two and Year Three.

Gazifère will continue to provide free of charge, low-flow showerheads, foam pipe insulation, and faucet aerators to any Gazifère water heating customer who may be visited by ACEF-Outaouais, and will inform Gazifère customers who may have difficulty paying their bill that they may contact the ACEF to take advantage of the Program.

In exchange for Gazifère’s contribution to the Program, the ACEF - Outaouais will return information on the number of installations completed for each of the measures, and the installation addresses, provided the participant has signed a waiver allowing the ACEF to disclose their address.

As at the end of June 2001, the ACEF had installed 32 showerhead kits at customer homes with gas water heating. The number of gas water heating customers for 2002 is estimated at 50 homes.

4.6 Federal Energy Star Program

Gazifère and NRCan’s Office of Energy Efficiency agreed in principle in 2001, to collaborate on the launch of an Energy Star Program for Canada. Energy Star was first introduced in the U.S. in partnership between the U.S. Department of Energy, the Environmental Protection Agency, and energy consuming product manufacturers. The objective of the Program is to help consumers easily identify energy efficient products, reduce energy costs, and reduce carbon emissions (mitigate global warming).

The Energy Star program specifies minimum energy performance requirements for certain products. If a product meets the performance criteria, then it is deemed an Energy Star product and is appropriate for sale as such.

NRCan has identified 25 initial products that would comprise Energy Star in Canada. They range from appliances, home electronic equipment, and office equipment, to heating/ventilation/air conditioning (HVAC) equipment. Of the HVAC equipment, 3 product categories apply to gas heated homes. They are: residential gas furnaces, with a minimum performance requirement of 90% AFUE; residential boilers with a minimum of 85% AFUE; and programmable thermostats, with minimum requirement specified by how flexible the thermostat’s programming features are.

Energy Star’s minimum performance levels have been set at a higher efficiency than the minimums required by the federal government’s Energy Efficiency Regulations, and thus Energy Star products would be promoted as high efficiency products.

Gazifère’s Residential Gas Furnace Program, which features high efficiency condensing gas furnaces and programmable thermostats, specifies products that would meet the Canadian Energy Star criteria, and thus could maximize the marketing of its Program to piggyback on any marketing and promotional efforts the OEE may offer customers, and vice-versa.

The full potential of partnering with the OEE for the Residential Gas Furnace Program has not been possible in Gazifère’s fiscal 2001. While the Residential Gas Furnace Program did not start in a timely manner, an agreement between Canada and the U.S. for the adoption of Energy Star did not get signed until late July, 2001, which has left virtually no time for promotion.

The full potential of a partnership will be explored in more length in 2002, once the OEE has begun to fully launch its initiative, and Gazifère’s Residential Gas Furnace Program enters the upcoming heating season.

4.7 Multi-Residential Gas and Water Savings Program

Based on the success of the Residential Gas and Water Savings Program, Gazifère plans to expand the Program in 2002 to encompass the commercial multi-residential market as defined by the building code. The multi-residential Program will be available to all existing multi-residential customers. It is assumed that any new multi-residential construction would already have low flow showerheads and faucet aerators installed, based on the available supply of product within the marketplace.

The concept for multi-residential differs somewhat from the residential Program, in that only low flow showerheads, and kitchen and bathroom aerators will be offered free of charge for every unit in a building that utilizes gas water heating (foam pipe wrap and tank turn down are not appropriate measures for multi-residential units).

To address the Régie’s request last year that participants contribute to DSM program costs where possible, Gazifère plans to negotiate with building owners that they absorb the cost of installing the measures while Gazifère provides the equipment free of charge. Low flow showerheads and faucet aerators could be systematically installed by the property managers on site or building maintenance staff, or possibly during regular maintenance of their buildings’ units.

A drawback in estimating the participation and savings impacts for this Program has been the lack of demand side market information, as was stated in the preamble to 2002 DSM programs in Section 4.0. To try to determine participation, Finet Saksniit manually reviewed thousands of commercial customers’ accounts to attempt to isolate the number of multi-residential clients.

A further hindrance to estimating participation was that no classification currently exists to indicate which of the potential multi-residential buildings provide gas water heating to its tenants. All assigned classifications are worded as “with or without” water heating, so it is unclear how many of the potential buildings may qualify for showerheads and aerators.

Based on the manual review of data, it was estimated that there are 88 multi-residential buildings “with or without” water heating, in Gazifère’s service territory. However, no information exists to indicate how many units those 88 buildings represent. To overcome this hurdle, Finet Saksniit used a reverse telephone directory, in which a building address may be looked up which then lists the telephone numbers that correspond with an apartment unit number at that address.

From the results of the reverse directory, it was estimated that the 88 buildings represent approximately 5,000 units. This does not take into consideration those tenants who may have unlisted telephone numbers, nor is there any way to identify what vacancy rate may exist for any one building (a vacant apartment has no telephone number).

Despite the ambiguity of the market information, Gazifère is targeting 1,000 units of the potential 5,000 as the number of participants in 2002. It is estimated that 1,000 units may represent approximately 15 buildings.

The Multi-residential Gas and Water Savings Program estimates gas savings of 58 m³ per participant for low flow showerheads, instead of the 93 m³ used in the residential Program. For residential customers, it is assumed that an average of 1.6 showerheads are installed per participant. Based on the perception of Gazifère’s in-house technicians, there are few apartment buildings in the territory with units that have two bathrooms, and therefore the Program estimates one showerhead per unit.

During the course of program delivery, the actual number of showerheads installed will be counted, and each will be calculated as saving 58 m³. Gas savings of 17 m³ for faucet aerators, one for the kitchen and one for the bathroom, remain the same for both programs. A free ridership of 10% will be applied to the participation rates, which is the percentage used by ECG for their multi-residential customer initiatives.

Cost of the equipment will be $3.30 per showerhead, $1.98 per kitchen faucet aerator, and $0.49 per bathroom faucet aerator. Equipment supplied will be from the same manufacturers as those used for the residential Program.

The Program will be target marketed directly to the 88 building owners via an introductory letter, followed up by a telephone call and/or on-site visit. The purpose of target marketing it twofold—to solicit personal buy-in to the Program, but also to begin gathering demand side market information.

Building owners or property managers will be asked to provide information about their building; for example, what type of equipment they use for space heating, water heating, the age of equipment, how many pieces of equipment, whether the building supplies mechanical ventilation or relies on operable windows, etc.

Gazifère will also attempt to determine whether units are individually metered. This will have an impact on who benefits from the Program savings, and may affect how the Program is marketed. It is the perception of Gazifère’s technicians that a number of buildings may have individual unit water heating, which may or may not be individually metered, with space heating supplied by a central boiler or by electric baseboards.

Data that is gathered from the Multi-residential Gas and Water Savings Program in 2002 may impact on how the Program is offered in subsequent years, if it is continued, and will provide insight to future DSM initiatives for this market segment.

4.8 Commercial Design Assistance Program

Gazifère will offer a Commercial Design Assistance Program similar to the ones offered by ECG and Union Gas in Ontario, in tandem with NRCan’s Commercial Building Incentive Program (CBIP). The Program will promote energy efficiency at the design stage of new commercial buildings.

Building design decisions are typically made at the project outset, and can have a significant impact on the building’s energy needs for heating, cooling, ventilation, and lighting. In order to determine which energy efficient options may be applicable to any one building, computer modeling that simulates energy use will need to be conducted.

Modeling is done by an engineering firm, and usually takes about 3-4 weeks, at a cost of between $4,000 to $7,000 depending on the complexity of the building design. Gazifère will offer an incentive of $3,500 as a contribution toward the cost of the modeling. NRCan has established additional incentives to promote the energy efficient design of new commercial buildings via their CBIP program, that are also available to Gazifère’s clients.

NRCan will provide a list of engineering firms they have vetted as being qualified to conduct computer simulation, two of whom work in the Outaouais region, and several more in Montreal (new commercial buildings erected in the Outaouais region are often designed and commissioned by companies in Montreal).

NRCan’s technology division, CANMET, will also provide free design advice to the engineering firms or the client, to suggest design features and equipment that would make a more energy efficient building while still meeting the desired cost/benefit ratio.

If the building is designed to be at least 25% more energy efficient than the requirements of the Model National Energy Code for Buildings, 1997, NRCan will provide an incentive of up to $60,000 based on the estimated energy use of the building. The CBIP incentive was originally up to $80,000, but has recently been downsized to $60k.

The customer must file an Expression of Interest with NRCan to apply for CBIP. The building’s computer simulation must be provided to NRCan, and CANMET verifies that the application is valid and the design meets the CBIP criteria, in order for an incentive to be paid.

For the purpose of Gazifère’s Program, the customer must provide a commitment that they have applied for CBIP. The building does not necessarily have to qualify to meet CBIP levels, but an indication that the building has applied for CBIP means that computer modeling has been done and that energy efficiency was considered. The engineering firm or the client must send a copy of the modeling and building results to Gazifère before the incentive of $3,500 for the simulation is paid.

Since 1998, new commercial customers in Gazifère’s service territory who could have conceivably participated in CBIP has ranged between 5 to 7 customers per year. As at the end of May for this year, 3 new large commercial buildings have become customers. For 2002, Gazifère will set a target of 2 customers for the Commercial Design Assistance Program.

No gas savings have been estimated for 2002, as they are totally dependent upon building function and size. Based on the buildings’ simulated results, appropriate m³ savings will be recorded and added to Gazifère’s total corporate m³ savings for the year.

The Program will produce an information brochure that will be marketed to the local chapters of the architects’ and engineers’ associations, both in the Outaouais region and in Montreal, and via personal networking of Gazifère’s sales staff.

4.9 Commercial/Industrial HE Boiler Program

The Commercial/Industrial High Efficiency Boiler Program is an energy efficiency program targeting boilers that produce heated water for space heating through combustion, which have an input less than 300,000 Btu/h (88kW), and which are shipped complete with burner, mechanical draft equipment, automatic controls, and accessories.

Using atmospheric boilers as the base case, which operate at less than 84% combustion efficiency, the Program will promote high efficiency condensing boilers with combustion efficiency levels equal to or greater than 90%.

Commercial, multi-residential, and industrial buildings will be eligible to participate, and the energy upgrade decision may be made at the time of equipment replacement (existing market), or initial installation (new customer market).

The Program restricts participation to smaller boiler sizes for two key reasons. Gazifère’s in-house technicians have indicated they have seen a trend over the recent years toward the installation of several smaller boilers in place of one large boiler of the equivalent total capacity.

Also, research commissioned by ECG in 2000 identified that paybacks for boilers with inputs greater than 300,000 Btu/hr, when comparing atmospheric to condensing boilers, ranged from 9 to 16 years. It would not be cost effective for Gazifère to buy down these payback periods, or to offset their associated incremental costs (e.g. for boilers greater than 2 MM btu/hr, incremental cost for high efficiency averages $38,000).

Condensing boilers with inputs less than 300,000 Btu/hr were found to have a simple payback of 5 years. This is based on an incremental cost of $1,300 for the condensing boiler over the cost of an atmospheric boiler of the same size. Gas consumption for an atmospheric boiler in this size range is around 5,600 m³ annually, compared to 4,500 m³ annually for a condensing boiler, thus providing annual gas savings of 1,100 m³. Based on a gas price of $0.22/m³, annual dollar savings are $242—hence the 5 year payback. Estimated equipment life is 25 years.

The costs and savings calculated for ECG used the mid-points of the ranges for comparative purposes. This approach was intended to simplify a potential boiler program’s application, much like how average energy consumption is used to determine the amount of a residential DSM program incentive or cost. It does recognize that for boiler sizes close to the threshold, any incentive that may be given, may slightly over or under compensate the savings.

Gazifère will offer an incentive of $250 per year per boiler, for each of two years, to customers who install a high efficiency condensing boiler in place of an atmospheric boiler (not to replace a mid-efficiency power combustion boiler) to bring the payback period to 3 years.

The incentive will be offered to the first 100 boilers only, to keep the Program total incentive cost at $25,000 per year for two years. This is a cautionary measure, because as was outlined above, little demand side information exists for Gazifère’s commercial/industrial clients. There is no data available that would indicate how many customers have boilers, nor what types and sizes, to estimate Program participation.

Free ridership is set at 0% for this Program, based on market information provided from boiler manufacturers to Union Gas, indicating that atmospheric boilers currently comprise approximately 60% of the market based on sales, compared to less than 5% for high efficiency condensing boilers.

The Program will utilize channel marketing by providing dealers and contractors with information packages to inform them and their customers that the incentive exists to allow an energy efficient boiler option to be considered at the time of purchase.

To apply for the incentive, the dealer or contractor will be required to fill out a form (provided by Gazifère), indicating the customer’s name, address, business market segment, type of boiler purchased and for what application, boiler manufacturer, boiler efficiency, installation date of the HE boiler, and the type and age of boiler being replaced. Gazifère will reimburse the incentive amount to the customer by cheque, once it has been verified that the boiler purchased complies with the Program criteria. The incentive amount for Year Two will automatically be made on the anniversary of the purchase.

The dealers and contractors will not receive a direct incentive themselves for promoting the Program. It is assumed that Gazifère’s incentive to customers will increase the sale of HE condensing boilers, and that the natural profit margins built into the incremental cost will be enough to offset the minimal paperwork required.

4.10 Commercial/Industrial Market Research

As was outlined in the preamble to DSM Programs for 2002 in Section 4.0, almost no demand side market information currently exists for Gazifère’s clients. No systematic information is available to indicate how many buildings comprise various market segments, nor is there information on building occupancy, the types of technologies being used, the age of the building and its equipment, etc.

This lack of information posed serious difficulty in designing DSM programs for 2002, and Gazifère will need to begin collecting such data by customer, to be able to conduct ongoing DSM program design for its commercial and industrial customers in future years.

Gazifère will put considerable effort in 2002 toward beginning to collect demand side market information by conducting mail and telephone surveys, and to put in place procedures to gather building characteristics and occupancies wherever possible, when a technician may be called on site. The data that is collected will be used to build a market information system, which will in turn provide better insight for future DSM planning.

5.0
Summary of 2002 DSM Programs Estimated Impact & Budget

Gazifère is a small gas utility compared with ECG or Gaz Métropolitain, and is much more limited in the amount of DSM budget that can be set aside to promote energy efficiency. Gazifère’s total annual DSM budget can be the equivalent of just one ECG program offering in some cases.

Considerable effort has therefore been made to keep the total DSM budget for 2002 within the same range as last year, in order not to pass an undue burden onto Gazifère’s ratepayers, while still adding programs for the commercial and industrial markets.

In 2001, Gazifère’s DSM Plan targeted predominantly residential customer energy efficiency, for a total annual gas savings of 1,077,766 m³ at a cost of $441,457, or $0.41 per m³ saved. 

Gazifère’s 2002 DSM Plan has continued the programs launched last year, with the adjustment of some participation rates, and has added three new programs for its commercial/industrial customers, as well as an initiative to begin gathering demand side market information. Total annual gas savings are estimated at 1,242,087 m³, at a cost of $460,440, or $0.37 per m³ saved.

Figure 7 – Summary of 2002 DSM Programs Estimated Impact & Budget
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Res Gas &Wtr Savings Pgm


   Low-flow Showerheads
2780
10%
  93
232,686
   437
105,084
11
$45,478

   Faucet Aerators
2780
10%
  17
  42,534
    80
  10,008
11
6,867

   Pipe Wrap
3050
  0%
  17
  51,850
    97
-
20
12,930

   Tank Turn Down
2900
  0%
 100
290,000
   545
-
20
4,940

   Pgm Communications







10,000

   CUO Contribution







(10,000)

Sub-total



617,070
1,159
115,092

$70,215

Res Water Htr Procurement 
1800
0%
  49
  88,200
   166
-

n/a

Residential Gas Furnace Pgm


   High Efficiency Furnaces
  500
30%
679
237,650
   447
-
20
$50,000

   Programmable Thermostats
  550
11%
195
  95,452
   179
-
20
40,755

   Pgm Communications







17,000

Sub-total



333,102
   626
-

$107,755

Comm Wtr Htr Procurement


   Residential Tanks
    35
  0%
  49
    1,715
      3
-
20
n/a

   Commercial Tanks
    35
  0%
700
  24,500
    46
-
20
n/a

Sub-total



  26,215
    49
-

n/a

Multi-Res Gas & Water Savings Pgm


   Low-flow Showerheads
1000
10%
58
  52,200
    98
  23,625
11
$3,300

   Faucet Aerators
1000
10%
17
  15,300
    29
    3,600
11
2,470

   Pgm Communications







10,000

Sub-total



  67,500
   127
  27,225

$15,770

Comm/Ind HE Boiler Pgm
  100
  0%
1,100
110,000
   207
-
25
$25,000

   Pgm Communications







5,000

Sub-total



110,000
   207
-

$30,000

Comm Design Assistance Pgm
     2
10%
n/a
n/a
n/a
-
-
$7,000

   Pgm Communications







3,000

Sub-total







$10,000

Comm/Ind Market Research







$25,000

Program Audits







$20,000

Market Impacts







$25,000

Load Impacts







$10,000

DSM Admin. Staff – FTE







$44,200

Internal Communications







$1,000

Broadscale Communications







$7,500

Web-site Update







$4,000

Computer Programming







$10,000

DSM Program Implementation







$25,000

Contingency







$10,000

Overheads







$20,000

Future DSM Pgm Planning







$25,000

TOTAL (All Measures)



1,242,087
2,334
142,317

$460,440

Appendix A

DSM Program Tracking Sheets – 2001

Appendix B

Follow-up Customer Survey for Residential Gas and Water Savings Program Contractor/Technician Installed Measures – 2001

SHOWERHEAD PROGRAM CUSTOMER FOLLOW-UP SURVEY

Customer Name: ___________________________________  Phone: ___________________

Address:  ___________________________________________________________________

Good evening. My name is ___________________________. I’m calling on behalf of Gazifère. According to our records, you were recently visited by a representative of Gazifère, and given an energy conservation kit including an energy efficient showerhead. We are phoning customers at random, to follow-up on how satisfied you were with the service. I have a few short questions about the in-house visit you received.

ASK:

Do you have about 2 minutes to answer the questions now, or would you prefer I call back a little later?

· Yes
(Continue and go to Q1)

· Later




(If later, ask):  When would be a good time? ___________________________



(Thank and terminate).

Note:   If person says they never received a visit, or don’t know what you’re talking about, 


ASK:



Is it possible someone else was home when the visit took place?

· Yes
(Continue)

· No
(Thank and terminate)



Could I speak with that person now, or would you prefer I call back a little later?




Yes
(Re-read intro, and go to Q1)




Later



(If later, ask):  When would be a good time? ___________________________



(Thank and terminate).

1. As part of the in-home service, was the temperature dial on your water heater turned down to 55°C/130°F?

· Yes

· No

· Don’t Recall

2a.
Did you receive pipe wrap to insulate the pipes entering and leaving your water tank?

· Yes

· No (Go to Q3a)

· Don’t Recall (Go to Q3a)

2b.
Did the Gazifère representative install it for you or did someone else do it? (DO NOT READ)
· Gazifère

· Someone Else

· Installed Themselves

· It didn’t fit

· Not installed

· Don’t recall

3a.
How may showers are there in your household? ________________

3b.
Did the Gazifère representative offer you a new energy efficient showerhead for each of your showers?

· Yes

· No (go to Q4a.)

· Don’t Recall (go to Q4a.)

3c.
How many new showerheads did you receive in total? _____________

3d.
Did the Gazifère representative install it for you or did someone else do it? (DO NOT READ)
· Gazifère

· Someone Else

· Installed Themselves

· It didn’t fit

· Not installed

· Don’t recall

Note: If the Gazifère representative did not install the showerhead, ask if the representative offered to do so.

3e.
Did the Gazifère representative take your old showerhead(s) to be properly disposed of according 

to environmental considerations (old showerheads may be chrome plated and require special 

disposal procedures)? (DO NOT READ)

· Yes

· No

· Wanted to keep old showerhead(s)

   -Why?___________________________________________________________

4a.
Did you receive new faucet aerators for your kitchen and bathroom tap?

· Yes

· No (go to Q5.)

· Don’t recall (go to Q5.)

4b.
Did you install them yourself, or did someone else do it? (DO NOT READ)

· Installed themselves

· Gazifère representative

· Someone else

· They didn’t fit

· Not installed

· Don’t recall

5. What benefits have you detected as a result of the visit? (DO NOT READ)

· Don’t run out of hot water/More hot water when needed

· Other________________________________________________

· None

6. Have you adjusted or changed any of the energy efficient measures since your in-home visit?

· No

· Yes

- Why? _______________________________________________________

7. Please answer yes or no to the following. Was the Gazifère representative who visited you:

YES

NO

Professional


____

____

Knowledgeable


____

____

Friendly


____

____

8. Did the Gazifère representative leave a card with you, explaining the benefits and savings of the 

energy efficient measures that you received?

· Yes

· No

· Don’t recall

9. Overall, how satisfied were you with the service? Were you (READ)

· Very satisfied

· Satisfied

· Dissatisfied

· Very dissatisfied

10. Would you recommend this service to others?

· Yes

· No

11.
Finally, do you have any questions or comments about the service?

These are all the questions I have. Thank you for your help and have a good evening.

NOTE: If the customer asks why Gazifère would want to help their customers use less energy,

Say:  “Gazifère’s goal is to become the leading energy services company in the Outaouais region.

As part of this, we are committed to helping customers save energy, money, and the environment.”

Appendix C

Follow-up Customer Survey for Residential Gas and Water Savings Program, Counter Pick-up - 2001

SHOWERHEAD PROGRAM CUSTOMER FOLLOW-UP SURVEY (COUNTER)

Customer Name: ___________________________________  Phone: ___________________

Address:  ___________________________________________________________________

Good evening. My name is ___________________________. I’m calling on behalf of Gazifère. According to our records, you recently picked up an energy efficiency kit at Gazifère on Jean-Proulx street in Hull. We are phoning customers at random, to follow-up on how satisfied you were with the service. I have a few short questions to ask you.

ASK:

Do you have about 2 minutes to answer the questions now, or would you prefer I call back a little later?

· Yes
(Continue and go to Q1)

· Later




(If later, ask):  When would be a good time? ___________________________



(Thank and terminate).

Note:   If person says they never picked up a kit, or don’t know what you’re talking about, 


ASK:



Is it possible someone else picked up the kit?

· Yes
(Continue)

· No
(Thank and terminate)



Could I speak with that person now, or would you prefer I call back a little later?




Yes
(Re-read intro, and go to Q1)




Later



(If later, ask):  When would be a good time? ___________________________



(Thank and terminate).

1. Could you tell me if the energy efficiency kit you have been given contained the following items:

· Pipe wrap insulation

· One or two low-flow showerheads SPECIFY (_______)
· New faucet aerators for your kitchen and bathroom tap

· A sheet describing the basic installation tips on how to implement the measures

· A card explaining the benefits and savings of the energy efficient measures that you received?
2. Since you received this energy efficiency kit, did you proceed with the installation of the pipe wrap?

· Installed Themselves

· Gazifère’s technician

· Someone else

· It didn’t fit

· Not installed

· Don’t recall
3.
Did you proceed with the installation of the low-flow showerhead(s)?

· Installed Themselves

· Gazifère’s technician

· Someone else

· It didn’t fit

· Not installed

· Don’t recall

Note: if not installed, go to question 4.

3a. 
How did you dispose of the old showerhead(s)? (DO NOT READ)
· Throw it away in the garbage

· Keep it in case the new showerhead(s) is/are not comfortable

· Left it with Gazifère’s technician

· Other___________________________

4. 
Did you proceed with the installation of the faucet aerators?

· Installed Themselves

· Gazifère’s technician

· Someone else

· It didn’t fit

· Not installed

· Don’t recall

5. 
Did you turn the temperature dial on your water heater down to 55°C/130°F?

· Turned down themselves

· Gazifère’s technician

· Someone else

· Did not need to

· Did not want to

· Not installed

· Don’t recall
6. 
What benefits have you detected as a result of the measures? (DO NOT READ)

· Don’t run out of hot water/More hot water when needed

· Other________________________________________________

· None

7. 
Have you adjusted or changed any of the energy efficient measures since you implemented them?

· No

· Yes

- What and why? _______________________________________________________

8. 
Overall, how satisfied were you with the service? Were you (READ)

· Very satisfied

· Satisfied

· Dissatisfied

· Very dissatisfied

9. 
Would you recommend this service to others?

· Yes

· No

10.
Finally, do you have any questions or comments about the service?

These are all the questions I have. Thank you for your help and have a good evening.

NOTE: If the customer asks why Gazifère would want to help their customers use less energy,

Say:  “Gazifère’s goal is to become the leading energy services company in the Outaouais region.

As part of this, we are committed to helping customers save energy, money, and the environment.”

Original : 2001-08-10
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