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SHOWROOM/DISTRIBUTOR FIXTURE PROGRAM
PROGRAM DESCRIPTION

Seattle City Light’s goal in this program is to acquire cost-effective energy conservation savings by increasing sales of ENERGY STAR qualified fixtures to single family homes through Puget Sound area lighting showrooms. APT will facilitate the coordination of program implementation and marketing for Seattle City Light, Tacoma Power, and Snohomish County PUD (the Sponsors) and work closely with the Sponsors to ensure that promotions, incentives and program messaging across participating showrooms are as consistent as possible.

Applied Proactive Technologies (APT) will deliver this program. APT currently provides program management and field implementation services for Seattle City Light’s Retail ENERGY STAR Lighting Program that is outside of the scope of this program. The goal of the Showroom program is to encourage Seattle City Light customers (builders, architects, specifiers and residential customers) to purchase ENERGY STAR qualified light fixtures at Puget Sound area lighting showrooms. The total combined volume of product currently anticipated by the three utilities is approximately 13,500 fixtures for the period January 2009 through December 2009.  The total volume of product currently anticipated by Seattle City Light is based on a minimum of 3,000 fixture units up to a maximum of 4,000 fixture units for 2009.  
The program costs are shared with Tacoma Power and Snohomish PUD (under separate contracts) and are apportioned based on the minimum fixture sales estimate for each Sponsor.  Under this formula, Seattle City Light is responsible for approximately 24.46% of the total program costs (not including incentives). Goals and allocations for 2010 will be determined by sales data results and implementation experience in 2009.  
APT will review program activity quarterly and if necessary recommend any adjustment to the shared budget. If sales for Seattle City Light, Tacoma Power, or Snohomish PUD significantly exceed original estimates, adjustments will be made to the shared formula to align percentage shared billing with actual program activity. APT will facilitate any proposed changes to the shared formula should this become necessary. However all parties understand and agree that final decisions for adjustments must be made and mutually agreed to by the Sponsors. 

To encourage the purchase of the qualified fixtures, Seattle City Light will offer incentives up to $20 per qualified fixture along with a $3 SPIF through APT to participating showrooms to mark down the price of qualified product at the point of sale.  
All markdown promotions will require participating showrooms to sign a Retailer Participation Agreement. The Retailer Participation Agreement will lay out all promotional elements including participating retail locations, program criteria, quantity limits as well as responsibilities of all parties. This Agreement will be negotiated with individual showrooms by APT on behalf of Seattle City Light. APT and Seattle City Light will work collaboratively on final promotional parameters prior to any final negotiations with participating showrooms. 
Once promotions are in implementation phase, APT will reimburse the showroom for verified sales up to limit set forth in the promotional MOU. APT will submit all agreed upon sales data to 
a designated Seattle City Light staff person for review prior to payment.  After Seattle City Light approves, APT will then make payment to showrooms/distributors on Seattle City Light’s behalf. Seattle City Light will reimburse APT for all approved payments made to showrooms. 

To enhance customer satisfaction and program visibility, markdown promotion implementation structure should be for prolonged periods while ensuring program funds and promotional allocations are not exceeded.

Point-of-Purchase (POP) materials and pricing signage will be displayed at all participating locations that have a retail showroom format, as appropriate, to call attention to the program offering.  As much as possible, APT should ensure that showrooms make the rebates visible to customers, both to give credit to the utility and ensure customers do not receive rebates from more than one utility program (see Overall Coordination With Other NW Programs, below). 
SCOPE OF WORK

1. 
Retailer Recruitment and Retail Agreements

APT will work closely with Seattle City Light to plan the program design.  APT will recruit and enroll all appropriate retail partners (showrooms/distributors) serving customers in Seattle City Light’s territory (see service territory zip code list below).  This is anticipated to be approximately four showroom/distributor partners in Seattle City Light’s service area plus other partners who sell within the Seattle City Light service territory (ex: Seattle Lighting, etc.).  APT will recruit as many showroom/distributor partners as possible for participation in Seattle City Light’s program.  APT, with oversight from Seattle City Light, will negotiate the specific procedures showroom/distributor partners must follow for offering the program incentives. Once details are approved by Seattle City Light, APT shall secure each showroom/distributor partner’s signature on a Retailer Participation Agreement.
2.
Training

· Showrooms/Distributors - APT shall train management, inside sales and builder rep staff in each participating showroom/distributor location to: 1) promote the incentive, 2) process the discounts, 3) identify qualifying products, and make them aware of new product availability, 4) receive and understand reimbursement reports, and 5) answer customer questions regarding the program. APT shall be available in person or via phone/email to handle any showroom/distributor concerns.
· Program trainings will include ENERGY STAR compact fluorescent lighting technology, and how to sell ENERGY STAR hardwired fixtures using the promotional incentive. Trainings will focus on sales associates, builder reps and store management but, as appropriate, may include builders, specifiers, architects, realtors, utility personnel and other market actors.

· Engage manufacturers – APT will work with manufacturers of ENERGY STAR fixtures to leverage resources wherever possible. Manufacturers can assist with training coordination, presentations, product demonstrations, retail showroom ENERGY STAR dedicated displays and cooperative marketing. Every opportunity for coordinating with manufacturers to achieve mutually beneficial goals and increase the sale of qualified fixtures through the Showroom Program will be explored. 
· Capitalize on lessons learned from the NEEA Fixture Pilot report. Highlight the benefits of using energy efficient lighting.

3.
Retailer Field Services

APT shall work with individual showrooms/distributors to establish display space that maximizes ENERGY STAR and Seattle City Light visibility.  APT will closely coordinate with showrooms/distributors to stay abreast of product availability and sales, and assist in facilitating re-orders as necessary. APT will alert Seattle City Light of any payment or reporting delays or program issues and discuss how issues will be resolved.
APT shall make regular visits to each participating location to: 1) Ensure showroom/distributor staff is using proper mark-down data submission procedures and re-train if necessary; 2) Conduct trainings; and 3) Verify that in-store promotional materials are properly and visibly displayed and easily seen by customers, and 4) incentivized ENERGY STAR products are identified on the displays and are readily available to customers. Maintenance of promotional materials and displays applies as appropriate to dealers with a retail Showroom display format. APT will follow up with Program advocates identified in the Fixture Pilot and continue to identify advocates at every opportunity to leverage showroom staff that champions the Fixture Program. 

Upon request, APT field staff will accompany Seattle City Light staff on field visits to builder sites or when meeting with builders, developers and/or property managers to encourage application of energy efficient fixtures, provide product updates, resolve issues or address concerns. Based on existing knowledge and ongoing implementation experience APT will, depending on program priorities, categorize and tier dealers according to implementation requirements. Engaged dealers and those requiring more training or attention will be visited on a more frequent basis. APT will share visit frequency information including the time spent during each visit with Seattle City Light and seek Seattle City Light’s input and recommendations for prioritizing dealer visits. APT shall make every effort to correct any deficiencies or issues that arise in the above areas and will alert Seattle City Light of any issues or deficiencies and discuss how issues will be resolved.
4.
Marketing – Mark-downs and Point of Purchase Materials (POP)

· Coordinate with Seattle City Light on marketing ideas and materials.
· APT will work with Seattle City Light to investigate the potential of adopting a model home program as described in the Fixture Pilot final report.
· Identify other joint promotional marketing opportunities with interested market actors including manufacturers.
· APT will work with Seattle City Light’s marketing team(s) to design and develop POP materials.
5.
General Program Reporting
By the 15th of each month, for the prior month’s work, APT will provide Seattle City Light with a report detailing all field activity. The report is to include number of site visits, length of time of each visit, in-store promotions, comments/issues from showrooms/distributors and all other relevant program activity.  APT will work with Seattle City Light to define monthly reports that include total lighting units where incentives have been paid, total pending units not yet paid, customer name and installation addresses for both paid and pending items, and associated incentive dollars for both paid and pending items. 
A summary report for program activities to date will be provided by October 31, 2009, to assess progress and make projections through the end of the year. By January 31, 2010, APT will provide a brief report of all 2009 program activities detailing sales achieved, lessons learned, and plans to reach goals for 2010. 
6.
Tracking – Markdowns
Using software compatible with Seattle City Light’s systems, APT will design databases to accurately collect, track and report critical program markdown information.  In order to process incentives and monitor promotional status, participating showrooms/distributors will be required to use a Program approved form and cover sheet to submit Point of Sales (POS) data for all products sold utilizing a Seattle City Light’s markdown incentive. All submissions for reimbursement must include date of sale, product model number, purchaser [or builder/contractor/company] name, sales person’s name, installation address including zip code, incentive amount and the regular retail price of product before markdown.

Participating showrooms/distributors will be required to provide this data when submitting an invoice for payment.  This data needs to be checked for accuracy by APT before being approved for payment.  Once data is approved for payment, all markdown data will be available for reporting to Seattle City Light. As there is always a time lag between sales periods and actual approved sales that have been paid to showrooms/distributors, APT will monitor all markdown promotions on a continual basis to track progress toward goals and ensure that allocation limits are not exceeded. APT will maintain regular contact with participating showrooms/distributors in order to get updates on promotional sales status and ensure that showrooms/distributors have adequate stock of products in each retail location. APT will provide Seattle City Light with updates as they are available and will alert Seattle City Light on any issues that may be affecting a promotion’s performance. APT shall work closely with Sponsors to analyze sales data and advise Sponsors in making adjustments to incentive amounts and/or sales goals in order to maximize program effectiveness.

7.
Mark-down Data Processing and Payment to Showrooms/Distributors

APT will handle all incentive processing responsibilities for Seattle City Light’s Program. APT typically cuts checks to showrooms/distributors on a monthly cycle. Once data from showrooms/distributors is submitted to APT and approved for payment, APT will submit payment to showrooms/distributors within two weeks of data being approved by Seattle City Light. 
8.
Monthly Invoicing to Sponsors

Invoicing Seattle City Light for implementation services and product incentives will initially be handled in a two stage process whereby Program Administration will be billed as one monthly invoice and incentive payments to industry will be invoiced to Seattle City Light in a separate monthly invoice. APT will make every effort to work towards a parallel structure for implementation and incentive processing invoicing such that both are submitted and reflect the same time period each month.
Program Administration (Labor and Expenses) Invoicing
For program administrative services, APT shall send a detailed invoice no later than the 15th of each month for all activities and expenses incurred for the previous month. This invoice will include costs for all program activities including all labor and expenses with the exception of incentives and associated incentive processing charges. Under the shared formula, Seattle City Light will initially be billed for 24.46% of administrative, implementation and data processing billing. Snohomish PUD will be invoiced for 34.60% and Tacoma Power’s share is 40.94%.  These allocations will be subject to review and adjustment as described in the Program Description above.
Incentive, SPIF and Processing Invoicing
APT shall each month send Seattle City Light an invoice(s) for the monies reimbursed to each showroom/distributor.  APT will be processing incentives and paying showrooms/distributors on a monthly cycle. Payments for SPIFs to salespersons will also be processed and paid on a monthly cycle. For invoicing, APT will bill incentives separately from associated processing and implementation labor.  It is anticipated that incentive and associated processing invoices will be billed monthly although invoices may be submitted more frequently to ensure payment to showrooms on a timely basis. Payment from Seattle City Light shall be made through the agreed upon payment process, and shall be considered timely if made within 30 days of receipt of a properly completed invoice.  APT will provide updates of all invoices submitted to and paid by Seattle City Light to ensure that all invoices are accounted for and all payments have been made and received on a timely basis.

APT will work with Seattle City Light to determine how invoicing shall be structured for fiscal year/reporting or other requirements.
9.
Overall Coordination with Other NW Programs 

APT shall coordinate this program so that it complements other regional ENERGY STAR programs and works as seamlessly as possible with the PSE Showroom Program and NEEA ENERGY STAR Homes program as the showroom program relates to the lighting requirement.
Seattle City Light’s service territory, the Program will only be offered to single family residences, defined to include duplexes, triplexes and four-plexes.  Multifamily buildings (5 or more units) are not eligible for the Program, and should be referred to Seattle City Light for service through internal City Light programs.  These include the “Built Smart Program”, providing incentives to multifamily new construction projects, and the “Common Area Lighting Program”, providing incentives to existing multifamily buildings.  APT shall work to ensure that the Program does not serve buildings that would be eligible for Seattle City Light’s multifamily programs.  
On occasion, Built Smart serves new construction developments that include single family residences.  For example, a group of four duplexes (8 units total) might come through the Built Smart Program for insulation, windows, and lighting upgrades as a package.  Seattle City Light will notify APT when such a project arises.  Upon notification that Built Smart is working with such a project, APT will in turn notify all affected showrooms that the development is going through Built Smart, and is therefore not eligible for the Program rebate.  Seattle City Light will not reimburse showrooms for Program rebates offered to projects after this notification has taken place.
APT will be responsible for coordinating and leading quarterly meetings with sponsoring utilities to provide program updates, address any program issues throughout the region and to re-evaluate the cost sharing budget. The Utilities will also have the opportunity to review APT’s performance as it relates to field service, invoice processing, and goal achievement.

PRICING
1. Incentive Pricing 
$20 incentive to purchaser per qualifying fixture sold
$3 SPIF to salesperson per qualifying fixture sold.
2.  Field Implementation Pricing
	Overall Program Mgmt & Admin
	Hourly Rate
	TOTAL COST

	Sr Program Supervision – Sr APT Personnel
	$ 82.40
	

	Program Lead/Field Delivery
	$ 72.10
	

	
	
	

	Showroom Incentive Processing
	
	

	Incentive Processing Coordinator
	$  56.65
	

	Database Setup & Refinement
	$113.30
	

	
	
	

	                                  Total Direct Labor


	
	

	Expected Annual Program Expenses
	
	

	Mileage, Tolls, Parking
	.585/mi.
	

	Rep Travel
	
	$    489

	APT Direct Office Expenses 
	
	$    734

	APT Additional Travel Expenses
	
	$ 1,835

	
	
	

	Marketing Material Production – Budget TBD
	
	$ 1,468

	
	
	

	One Time Startup Expenses
	
	

	Startup, Inc. hiring, training, and equipment.
	
	$ 2,446

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	

	
	





CONTACT INFORMATION:
	Andrew Gibb, Energy Planning Supervisor
Phone:  206-684-3466
Fax:      206-287-5034
Email:   andrew.gibb@seattle.gov

	Mailing Address:
Andrew Gibb
700 5th Avenue – Suite 3446
PO Box 34023

Seattle, WA  98124-4023



Payment Terms:   Net 30 days
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Allocation Scenarios

		Allocation Scenarios

						Res. Customer Base				Number of Showrooms				Total Incentive Budget Scenario - Need Final Numbers from TAC, SNOPUD, SCL										OPTION 1 Scenario 5 - LEVEL OF ACTIVITY

		UTILITY_NAME		State		Res Custs		% of Total		Showrooms		% of Total		Fixture Goal		Fixt Incent		SPIFF Incentive		Total Incentives		% of Total		Number of Showrooms				Shwrm Activity Score				Fixture Goal				Blended

																								Showrooms		% of Total		Score		% of Total		Goal		% of Total		Percentage

		Tacoma City of		WA		144,515		18.9%		7		38.9%		20,000		$20		$3		$460,000		58.8%		7		38.9%		15		39.5%		6,000		44.4%		40.94%

		Snohomish County PUD		WA		281,749		36.8%		7		38.9%		10,000		$20		$3		$230,000		29.4%		7		38.9%		12		31.6%		4,500		33.3%		34.60%

		Seattle City of		WA		339,641		44.3%		4		22.2%		4,000		$20		$3		$92,000		11.8%		4		22.2%		11		28.9%		3,000		22.2%		24.46%

		Total				765,905		100.0%		18		77.8%		34,000						$782,000		100.0%		18		100.0%		38		100.0%		13,500		100.0%		100.00%





Total Program

		Tacoma, SNOPUD, SCL - Showroom Fixture Program

		2009 Full Year Budget - Estimate

		Scenario 1 - Costs Shared Based on % of Total Residential Customer Base

		Cost Elements		2009		2009		2009

				Product		Incentive		Total

				Quantity		Per Product		Costs

		Product Incentives

		Total Fixtures		13,500		$23.00		$310,500

		Total Fixtures		13,500		$23.00		$310,500

		Total Product Incentives		13,500				$310,500

		APT Program Field Implemenation Budget		2009		2009		2009

				Annual		Hourly		Total

				Hours		Rate		Costs

		Overall Program Management and Administration

		Senior Program Supervison - Snr. APT Personnel		230		$82.40		$18,952

		Program Lead / Field Delivery		1,920		$72.10		$138,432

		Showroom Incentive Processing:

		Incentive Processing Coordinator -		1,000		$56.65		$56,650

		Database Setup and Refinement -		100		$113.30		$11,330

		Total Direct Labor		3,250				$225,364

		Program Expenses		Miles

		Mileage, Tolls, Parking Expenses (Includes Reps and Internal Program Staff)		25,000		$0.585		$14,625

		Rep Travel - (Not Including Start-up and Training) - Includes In-state overnight travel costs						$2,000

		APT Direct Office Expenses (phones, copies, supplies, postage, etc.)						$3,000

		APT Corporate Travel Expenses (includes airfare, hotels, meals)						$7,500

		Startup (includes Hiring and Training and equipment)						$10,000

		Marketing Material Production - Budget TBD						$6,000

		Showroom Processing Expenses:

		Bank Fees

		Database Development Starup Fee- Will Vary Base on Allocation Scenario - High Scenario Presented

		Startup Training and Equipment

		Total General Program Expenses:						$43,125

		Total APT Program/Field Implementation Costs						$268,489





Scenario 1

		Tacoma, SNOPUD, SCL - Showroom Fixture Program

		2009 Full Year Budget - Estimate

		Scenario 1 - Costs Shared Based on % of Total Residential Customer Base

								HOURS						COSTS

		APT Program Field Implemenation Budget		2009		2009		TAC		SNOPUD		SCL		TAC		SNOPUD		SCL				2009

				Total		Hourly		Annual		Annual		Annual		Total		Total		Total				Total

				Hours		Rate		Hours		Hours		Hours		Dollars		Dollars		Dollars				Costs

		Overall Program Management and Administration

		Senior Program Supervison - Snr. APT Personnel		230		$82.40		43		85		102		$3,543		$7,004		$8,405				$18,952

		Program Lead / Field Delivery		1,920		$72.10		362		706		851		$26,100		$50,903		$61,357				$138,432

		Showroom Incentive Processing:

		Incentive Processing Coordinator -		1,000		$56.65		189		368		443		$10,707		$20,847		$25,096				$56,650

		Database Setup and Refinement -		100		$113.30		19		37		44		$2,153		$4,192		$4,985				$11,330

		Total Direct Labor		3,250										$42,503		$82,946		$99,843				$225,364

		Program Expenses		Miles		Rate		Miles		Miles		Miles		Expenses		Expenses		Expenses

		Mileage, Tolls, Parking Expenses (Includes Reps and Internal Program Staff)		25,000		$0.585		4,717		9,197		11,086		$2,759		$5,380		$6,485				$14,625

		Rep Travel - (Not Including Start-up and Training) - Includes In-state overnight travel costs												$377		$736		$887				$2,000

		APT Direct Office Expenses (phones, copies, supplies, postage, etc.)												$566		$1,104		$1,330				$3,000

		APT Corporate Travel Expenses (includes airfare, hotels, meals)												$1,415		$2,759		$3,326				$7,500

		Startup (includes Hiring and Training and equipment)												$1,887		$3,679		$4,435				$10,000

		Marketing Material Production - Budget TBD												$1,132		$2,207		$2,661				$6,000

		Showroom Processing Expenses:

		Bank Fees																				$0

		Database Developmen Startup Fee

		Startup Training and Equipment																				$0

		Total General Program Expenses:												$8,137		$15,864		$19,124				$43,125

		Total APT Program/Field Implementation Costs												$50,640		$98,810		$118,967				$268,489





Scenario 2

		Tacoma, SNOPUD, SCL - Showroom Fixture Program

		2009 Full Year Budget - Estimate

		Scenario 2 - Costs Shared Based on Number of Showrooms in Territory

								HOURS						COSTS

		APT Program Field Implemenation Budget		2009		2009		TAC		SNOPUD		SCL		TAC		SNOPUD		SCL				2009

				Total		Hourly		Annual		Annual		Annual		Total		Total		Total				Total

				Hours		Rate		Hours		Hours		Hours		Dollars		Dollars		Dollars				Costs

		Overall Program Management and Administration

		Senior Program Supervison - Snr. APT Personnel		230		$82.40		89		89		51		$7,334		$7,334		$4,202				$18,870

		Program Lead / Field Delivery		1,920		$72.10		747		747		427		$53,859		$53,859		$30,787				$138,432

		Showroom Incentive Processing:

		Incentive Processing Coordinator -		1,000		$56.65		389		389		222		$22,037		$22,037		$12,576				$56,650

		Database Setup and Refinement -		100		$113.30		39		39		22		$4,419		$4,419		$2,493				$11,330

		Total Direct Labor		3,250										$87,648		$87,648		$50,058				$225,282

		Program Expenses		Miles		Rate		Miles		Miles		Miles		Expenses		Expenses		Expenses

		Mileage, Tolls, Parking Expenses (Includes Reps and Internal Program Staff)		25,000		$0.585		9,722		9,722		5,556		$5,687		$5,687		$3,250				$14,625

		Rep Travel - (Not Including Start-up and Training) - Includes In-state overnight travel costs												$778		$778		$444				$2,000

		APT Direct Office Expenses (phones, copies, supplies, postage, etc.)												$1,167		$1,167		$667				$3,000

		APT Corporate Travel Expenses (includes airfare, hotels, meals)												$2,917		$2,917		$1,667				$7,500

		Startup (includes Hiring and Training and equipment)												$3,889		$3,889		$2,222				$10,000

		Marketing Material Production - Budget TBD												$2,333		$2,333		$1,333				$6,000

		Showroom Processing Expenses:

		Bank Fees

		Database Developmen Startup Fee

		Startup Training and Equipment

		Total General Program Expenses:												$16,771		$16,771		$9,584				$43,125

		Total APT Program/Field Implementation Costs												$104,419		$104,419		$59,642				$268,407





Scenario 3

		Tacoma, SNOPUD, SCL - Showroom Fixture Program

		2009 Full Year Budget - Estimate

		Scenario 3 - Costs Shared Based on Total Fixture Goals

								HOURS						COSTS

		APT Program Field Implemenation Budget		2009		2009		TAC		SNOPUD		SCL		TAC		SNOPUD		SCL				2009

				Total		Hourly		Annual		Annual		Annual		Total		Total		Total				Total

				Hours		Rate		Hours		Hours		Hours		Dollars		Dollars		Dollars				Costs

		Overall Program Management and Administration

		Senior Program Supervison - Snr. APT Personnel		230		$82.40		135		68		27		$11,148		$5,574		$2,230				$18,952

		Program Lead / Field Delivery		1,920		$72.10		1,129		565		0		$81,431		$40,715		$0				$138,432

		Showroom Incentive Processing:

		Incentive Processing Coordinator -		1,000		$56.65		588		294		118		$33,324		$16,662		$6,665				$56,650

		Database Setup and Refinement -		100		$113.30		59		29		12		$6,665		$3,332		$1,333				$11,330

		Total Direct Labor		3,250										$132,567		$66,284		$10,227				$225,364

		Program Expenses		Miles		Rate		Miles		Miles		Miles		Expenses		Expenses		Expenses

		Mileage, Tolls, Parking Expenses (Includes Reps and Internal Program Staff)		25,000		$0.585		14,706		7,353		2,941		$8,603		$4,301		$1,721				$14,625

		Rep Travel - (Not Including Start-up and Training) - Includes In-state overnight travel costs												$1,176		$588		$235				$2,000

		APT Direct Office Expenses (phones, copies, supplies, postage, etc.)												$1,765		$882		$353				$3,000

		APT Corporate Travel Expenses (includes airfare, hotels, meals)												$4,412		$2,206		$882				$7,500

		Startup (includes Hiring and Training and equipment)												$5,882		$2,941		$1,176				$10,000

		Marketing Material Production - Budget TBD												$3,529		$1,765		$706				$6,000

		Showroom Processing Expenses:

		Bank Fees

		Database Developmen Startup Fee

		Startup Training and Equipment

		Total General Program Expenses:												$25,368		$12,684		$5,074				$43,125

		Total APT Program/Field Implementation Costs												$157,935		$78,967		$15,301				$268,489





Scenario 5

		Tacoma, SNOPUD, SCL - Showroom Fixture Program

		2009 Full Year Budget - Estimate

		Scenario 5 - Costs Shared Based on blended percentage taking into account goals showrooms & activity level

								HOURS						COSTS

		APT Program Field Implemenation Budget		2009		2009		TAC		SNOPUD		SCL		TAC		SNOPUD		SCL				2009

				Total		Hourly		Annual		Annual		Annual		Total		Total		Total				Total

				Hours		Rate		Hours		Hours		Hours		Dollars		Dollars		Dollars				Costs

								40.94%		34.60%		24.46%

		Overall Program Management and Administration

		Senior Program Supervison - Snr. APT Personnel		230		$82.40		94		80		56		$7,759		$6,557		$4,636				$18,952

		Program Lead / Field Delivery		1,920		$72.10		786		664		470		$56,674		$47,897		$33,860				$138,432

		Showroom Incentive Processing:

		Incentive Processing Coordinator -		1,000		$56.65		409		346		245		$23,193		$19,601		$13,857				$56,650

		Database Setup and Refinement -		100		$113.30		41		35		24		$4,639		$3,920		$2,771				$11,330

		Total Direct Labor		3,250										$92,264		$77,976		$55,124				$225,364

		Program Expenses		Miles		Rate		Miles		Miles		Miles		Expenses		Expenses		Expenses

		Mileage, Tolls, Parking Expenses (Includes Reps and Internal Program Staff)		25,000		$0.585		10,235		8,650		6,115		$5,987		$5,060		$3,577				$14,625

		Rep Travel - (Not Including Start-up and Training) - Includes In-state overnight travel costs												$819		$692		$489				$2,000		$   2,000

		APT Direct Office Expenses (phones, copies, supplies, postage, etc.)												$1,228		$1,038		$734				$3,000		$   3,000

		APT Corporate Travel Expenses (includes airfare, hotels, meals)												$3,071		$2,595		$1,835				$7,500		$   7,500

		Startup (includes Hiring and Training and equipment)												$4,094		$3,460		$2,446				$10,000		$   10,000

		Marketing Material Production - Budget TBD												$2,456		$2,076		$1,468				$6,000		$   6,000

		Showroom Processing Expenses:

		Bank Fees

		Database Developmen Startup Fee

		Startup Training and Equipment

		Total General Program Expenses:												$17,655		$14,921		$10,548				$43,125

		Total APT Program/Field Implementation Costs												$109,919		$92,897		$65,672				$268,489

								Percent of total cost						41%		35%		24%

								Unit goal as a percent of total						44%		33%		22%

								Cost per unit 34000														$7.90

								Cost per unit 13500														$19.89

								Cost per unit 11000														$24.41

								Cost to SCL @ 3000										$21.89

								Cost to Snopud at 4,500										$20.64

								Cost to Tacoma at 6,000										$18.32





Cost Effectiveness

		

		Heat Pump Levelized Cost Example

		City Light Perspective

				2005		2006		2007		2008		2009		2010		2011		2012		2013		2014		2015		2016		2017		2018		2019		TOTAL

		Costs @3000

		Incentive		$69,000																														$69,000

		Program		$65,672																														$65,672

		TOTAL																																$134,672

		Energy Savings		274710		266709		258941		251399		244076		236967		230065		223364		216859		210542		204410		198456		192676		187064		181616		3,377,854

																																$/kWh =		$0.040

																																mills/kWh =		39.9






