To:
Cal Berge, Pennsylvania PUC

From:
Eric Woychik, Consultant to Comverge, Inc.

RE:
Descriptions of Residential Demand Response Programs

Here are brief summaries of four of Comverge residential demand response programs
:

Utah Power (Rocky Mountain Power)
Comverge signed a 10-year, 90 MW “Pay-for Performance” agreement with PacifiCorp’s Utah Power subsidiary in June 2003.  The first fully outsourced load control program of its kind, the Cool Keeper program targets residential and small commercial customers in the Salt Lake City area.  The program has been extremely successful, meeting non-spinning reserve qualifications and growing by 20% each year. After just 15 months the program had in excess of 30,000 participants. The downsides are (1) market penetration becomes more difficult to achieve after there is some saturation through advertising (2) customer participation is limited to electrion into the program, (3) customer churn (exits and customer moving) must be fully managed, and (4) Comverge absorbs all performance and financial risks for the life of the program.  An upside for evaluation is that full measurement and verification is provided, including M&V to enable the utility to know how much demand response is available when the “button” is pushed.   Comverge is paid on M&V performance.
San Diego Gas & Electric

Comverge signed a 12-year, 70 MW PCR agreement with San Diego Gas & Electric.  This program was awarded as part of a competitive solicitation. Originally intended solely for small commercial implementation, the program was recently expanded to include 30 MW of residential load reduction. This change came at the request of a consumers’ advocacy group who argued that consumers should have the option to cut costs and usage as well.  The down-sides are the same as for the Utah power program.   The same upsides for M&V as those for Utah Power apply to the SDG&E program.  Comverge is paid on M&V performance.
New England ISO

Comverge signed a 48 MW PCR agreement with New England ISO in April of 2004.  The contract was rewarded via a competitive all resources solicitation in New England.  The program is targeted at both residential and small C&I customers in the southwest Connecticut area, and includes a target area which covers service territories of two Investor Owned Utilities – United Illuminating and Connecticut Light & Power.  Program implementation is ongoing.  In addition, as a result of another company’s inability to perform on their contract, Comverge acquired a second PCR contract at the request of New England ISO.  This 12 MW contract will target residential and small C&I customers in the same target area as our other New England ISO contract.  Again, the down-sides are the same as for the Utah power program.  The M&V related upsides with Utah Power also apply to this program. Comverge is paid on M&V performance.
Gulf Power
Comverge provides Gulf Power with 25 MW of residential customer-based real-time pricing, using predetermined rates and customer education to achieve summer and winter price-based demand response.  The Good-Cents Select program is paid for in part by customers through a participation charge, is enabled through customer programming of end-use appliances, and is triggered by the utility during critical peak periods.  Customer response is voluntary, but when used results in substantial reductions in electricity bills.  
� The SDG&E and NEISO programs also serve a limited number of commercial customers.





