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Key Program Contacts

Energy Solutions Contacts

Julie Birchfield A#52  Tim Burrows
Program Director < |  Cascade Lead

jbirchfield@energy-solution.com . a / tim.burrows@cascadeenergy.com
510-482-4420 x324 925-391-3374

Gabe Duarte

Program Lead
gduarte@energy-solution.com
510-482-4420 x621

Natalie Venhuda

Program Specialist
natalie.venhuda@cascadeenergy.com
971-279-7464

Nick Berg

Program Lead Support
nberg@energy-solution.com
714-787-1070 x369
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Program Overview

Industrial Incentive Solutiens (IIS)is an innovative and comprehensive
approach to serve large and medium industrial customers with electricity
consumption greater tham200kW.in Southern California Edison’s
territory. The program offers ingentives to incorporate energy efficient
equipment and technology at theirfacilities. Incentives are offered
through midstream deemed measures, custom measures, downstream
fuel substitution measures, qualified downstream deemed measures, and

normalized metered energy consumption (NMEC) savings methodologies.



Program Attributes

Program Name:
Industrial Incentive
Solutions

Portfolio Segment:
Resource Acquisition

Delivery Type(s):
Midstream-
Distributor, Custom,
NMEC and

Downstream

Program
Administrator:
Southern California
Edison

Program Duration

10/01/25 -
12/31/2029

Intervention
Strategies: Incentive,
Technical Assistance,

Marketing and
Outreach
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Program
Implementer:

Energy Solutions

Market Sector: Large
and medium industrial
customers > 200 kW

M&YV Methods:
Deemed, Custom,
NMEC- site



Program Objective

« Maximize participation from industrial customers through multiple
program delivery and savings pathways (custom, NMEC, deemed
midstream, deemed fuel sub)

» Leverage market to increase participation in deemed industrial
measures through increased stocking and upselling

» Target energy intensive industries with a custom program

» Implement Site-Level NMEC for eligible customers

* |dentify new deemed measures that will resonate with, and are
customized for, the Industrial SCE market

* Move.deemed measures to midstream by modifying measure
packages

» Coordination across midstream, downstream, custom, and NMEC
programs
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Program Measurement and Verification (M&V)

Deemed

M&V approach for projects uses deemeéd ex-ante savings
from the California eTRM.

Custom

The M&V approach for projects using the.Custom.incentive
platform will be detailed in the project-level M&V. Plan
submitted as part of the Project Feasibility Study (PES).

NMEC

Using multivariate linear regression, |IS will develop
baseline and performance models to calculate savings for
qualifying projects.
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Customer Eligibility Requirements

12

. . . . Mining, Quarrying,
11S will work with SCE industrial customers and Oil and Gas
Extraction

Projects and customer service accounts cannot
receive overlapping incentives from other EE
programs (no “double dipping”)

Utilities

Construction
All eligible customers must have an annual electric

demand of at least 200 kilowatts Manufacturing

Wholesale Trade

Retail Trade

Transportation
and Warehousing

Other Services
(except Public
Administration)
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22

23

31-33

42

44-45

48-49

81

NAICS . .-

Crude and natural gas extraction, and
mining

Sewage Treatment, Water Supply and
Irrigation, Steam and Air-Conditioning

Supply

Concrete, Glass and Glazing, Drywall,
Flooring and other contractors

Food, Animal, Milling, Soft Drinks and
Bakeries

Paper and Paper Products, Wholesalers,
Petroleum Bulk Stations

Car, Boat and Tire Dealers, Home
Centers, Pharmacies, Warehouse Clubs
and Supercenters, Electronics and
Appliances

Freight Trucking, Railroads, pipeline
transportation, refrigerated warehousing,
and other warehouse and storage

Reupholstery and furniture, Commercial
and Industrial Machinery and Equipment,
Industrial Launderers, linen supply,
laundry supply, etc..



Budg d Savings
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Goal Timeline

2025 2029

Launch Ramp down
L h Ph Program Growth Steady State Gradual Closure
‘ aunC ase . Introduce CUStom, NMEC and - in o sram enrollments. Remaining commitments filled.
Finalized program design. Downstream program packages.
Host stakeholder meetings.

ent operations. Key deliverables are completed.

Final report submitted.

Host participant meetings.
Design marketing material.
Begin Project Enrollments.
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Enrollment Goals

Customer Account 2025 2026 2027 2028 Five-Year
Category Total
y ¥ -

Custom Projects 8

NMEC Projects 0 6 10 0

. | l
Midstream Deemed Projects 30 r 60 90
<.
76

Total Enrollments 30 98

72
DAC Enrollments 3 5 \"L ’.10

Program enrollment is defined as a completed:
* Deemed Rebate Application Form
» Custom Project Enrollment Agreement
« NMEC Project Enrollment Agreement
» Midstream Number of Claims Submitted

Industrial Incentive Solutions Stakeholder Presentation



.

Program Budget and Savings

Program Year Program Budget Total System Benefit (TSB)
2025 $1,l,688 $207,754
2026 $1,830,684 $2,433,321
2027 \ﬁ5,21g\ $3,813,958

2028 $3,616,828 $4,719,804

2029 $3,610,59 /y $4.933,029

Total $13,531,012 $16,107,866
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Program Delivery Approach

2,000 Service Accounts
10.5 million MWH in SCE Territory

Midstream Custom Capital & BRO NMEC Downstream

New Deemed Measures Fuel Substit@tion &dDSM

Customer Consulting, Marketing Outreach, Inspections

Industrial Incentive Solutions Stakeholder Presentation



Midstream Measure Mix

Air compressor VFD, 5to 25 hp

Rod beam VFD pump, gas production or petroleum, 10- i i
150 HP $2000-$8000 $100-$200

Dust collection fan VSD, 10-150 HP $600 $50
Clean water pump, variable speed, 1-250 HP HP $2-$35 $1-$5
Clean water pump, constant speed, 1-250 HP HP $2-$35 $1-$5

Variable speed drive on chilled water pump (CHWP) HP $40 $10

Variable speed drive on condenser water pump (CWP) HP $40 $10

Circulating block heater, 37 - 199 kW Each $350 $50

Circulating block heater, 200 - 799 kW Each $100 $50

Note: Measure package SWWP004-04 is planned to be continued into 2026-2027, but the new version of the measure package does not have a set effective date yet
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Measure Package Development

Program Team will work to add industrial measures to the eTRM and expand savings opportunities.

Variable Speed Drive
Build measure package for

new end use applications
of VSD’s

Air Compressor

Accessories
Field measurement of air
compressor measures to

guantify deemed savings

Destratification Fans
Measure exists in other
state TRMs, develop
measure through California
eTRM process

Industrial Incentive Solutions Stakeholder Presentation

FEI Fans

Measure exists in other
state TRMs, develop
measure through California
eTRM process

Battery chargers
Measure exists in other
state TRMs, develop
measure through California
eTRM process
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Custom Measures

Custom Projects can be used for any project.that
reduces energy consumption.

IS offers:

Technical assistance to identify potential projectsand
evaluate cost/benefit.

Advice and support during project implementation.

Post implementation measurement and verification to
estimate actual energy savings.

Generous incentives calculated using actual energy
savings as the basis.
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NMEC

» Site-level NMEC projects in industrial buildings will be
offered to the extent they are similar to'one that
would be carried out in a commercial building and are
separately metered i.e. not combined with
industrial/process loads.

« Opportunities may include large office, lab, warehouse,
and research buildings associated with industrial
facilities.

« Savings are calculated at the meter rather than at the
project level.

« As with Custom projects, |IS offers technical
assistance, advice and support during implementation
and performance period, and generous incentives
based on actual savings.

Industrial Incentive Solutions Stakeholder Presentation c)



Downstream Deemed

e e

Heat Pump Water Heater HPWH mmercial SWWHO031-05-02

y R

Heat Pump Water Heater HPWH, Commercial, Fuel Substitution = SWWHO027-06-04

Large HPWH M e
Large Heat Pump Water Heater Multifamily, FueI SWWHO028-07-01
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Custom and Site-level NMEC

Custom BRO/NMEC ) Up to $0.05/kWh
'
Custom Capital Up to $0.12/kWh

Electrification therw Up to $5.00/therm

Low-GWP Refrigerant Change-out lb / Up to $225/1b
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Coordination Across Midstream, Downstream, Custom, and NMEC Programs

* For Custom and NMEC, the |IS Team will include projects that cannot be processed through existing
third-party programs and for all programs.|IS will pursue the following customer screening strategies

to avoid double dipping:
v Confirm the customer is on an industrial rate schedule.
v Require customer attestation that the measure did not and will not receive other incentives.

v Cross-check recent data to ensure incentives were not previously paid on the same measure.

* The Program Team will work with SCE on double dipping intervention strategies prior to launch.
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Participant Process - Deemed/Midstream Process Flow Chart

Step 7: Program

Step 1: Program

. . . P rrog step 28Eligibility Stéh.3: upload o .

Prelaunch: Expand industrial measures and distributor enrollment Customization and . 4 . . Step 4: Data Validation Step 4: Invoicing
. . Verification Inzgntive Claims

Configuration Measure Packages

Step 6: Program Reporting Maintenance and Step 8: Scale Program

Verify customer
Sign MOU eligibility = Recieves
& Payment

Ditributor

1l 4

SCE opproves .
SCE provide iEnergy submissions oo e-
customer data B orrpletness Payment

L
kris Softwan@imatches Submit
| . -:qulpmenuhQPL. and Measure
verifies salés date | igibuity Packages
Enrol | , Configureincentive | UDIGRRP iEnergy Paywerified Pragram
distributors processing system claims Performance Report

: Maintain Grow
- —*

QPLs participation

[*]
=
&
=
w
=]
w

Revise
Measures

Energy Solutions

Inspect 103 dfall
claigis

DOCUMENT PROCESS
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CUSTOM PROJECT

STAGE 1: FIND CUSTO MERS

STAGE 2: ASSESSMIENT AND ENROLLIVIENT

STAGE 3: PROJEEE APPROVAL AND MEV
PLANNING

STAGE 4: PROJECT
DEVELOPMENT

STAGE 5: PROJECT
IMPLEMENTATION

STAGE 6: PROJECT VERIFICATION

STAGE 7: INCENTIVES

Customer

SCE +CPUC

Energy Solutions

Account Executives
refer eligible large
industrial customers to
program

Identify project
opportunities at
customer sites

Develop leads with key
vendors

]

Review program
participation requirement
and incentive options

v
Sign MOU

Assess project
opportunity - "Pre-
Inspection”

]

-

Not Selected for
Review ORApproved
for Installation

Project Rejected

1

i

Y

Develop Project
Feasibility Study and
MAEV Plan

PFS & Revise
ME&V plan

help overcome
project barriers

I

Conduct M&V and
submitFinal Savings
Report-
"Post Inspection”
A

L 2
Revise Final
Savings
Report

DOCUMENT

PROCESS
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Participant Process - NMEC Process Flow Chart

STAGE 1: FIND CUSTOMERS

STAGE 2: ASSESSMENT AND ENROLLMENT

STAGE 3: PROJECT APPROVAL AND M&V
PLANNING

STAGE 4: PROJIECT
DEVELOPMENT

STAGE 5: PROJECT IMPLEMENTATION

STAGE 6: PROJECT VERIFICATION

STAGE 7: INCENTIVES

Customer

Account Executives

refer eligible large
industrial customers to

program

Identify project
opportunities at
customer sites

Develop legds with key
verjdors

Review program
participation requirements
and incentive aptions
v

Sign MOU

Aszess project
opportunity
A

Not 5elected forReviEw
OR Approved for
Installation ——

Project Rejected

Develop Project
Feasibility Study and
ENEFgy regression model
model

Revise energy

Lead energy scan
to identify
capital anghgrRO
measUres

Complete first

three projects
Approved

payment

Provide regular
technical
consulting to
help, overcame
project barriers

Pay fixed fee
milestane
incentive

Reject

(12 mth) Revis
Second PIR (12 e

months)

]

First PIR (3
months)

Savings
Claim

Energy Solutions

DOCUMENT PROCESS

*Follow CPUC Custom Project Review Process as outlined in Figure 1 of the CPUC Staff Selection and Response Timing Protocol for
Energy Efficiency Custom Project Review available here: CPUC Energy Division (file.ac)
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https://file.ac/xaZDtgORC10/
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Marketing, Outreach and Engagement

Increase Customer Service and Engagement

* Program offers Industrial custemers what
they seek

» Coordinate outreach throughSCE Account
Executives

» Midstream programs can be a lead
generator to other projects
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Marketing, Outreach and Engagement - Midstream

Industry Relationships

lIS will ensure all program distributor participants regional offices and networks are trained on the
benefits of energy efficient technologies, and on the incentives and rules of programs available to

their sales staff.

Trade Ally Management Team

IIS dedicated Trade Ally Management (TAM) team develops and grows strategic relationships with
local, regional, and national market actors across the country.
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Marketing, Outreach and Engagement - Custom and NMEC

Large and Medium Industrial Customers

* |Industrial segments common in SCEterritory include food and beverage, metals, plastics,
packaging, cement, aerospace, minerals, pharmaceuticals, and port facilities.

Large Industrial Customer Matketing Approach

 |IS will leverage its existing market relationships.

Direct Outreach

* |IS currently delivers other DSM programs to large industrial customers of SCE and SoCalGas.

Partner with SCE Account Executives

 [IS will collaborate with SCE account executives to support lead identification.
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Marketing Materials and Collateral

The IS Program Team will develop marketing materials to promote the
program’s benefits to customers, distributors, and other market actors.

Digital and/or print flyers will be created to describe
the IS program, its benefits, and the participation process.

: A monthly newsletter will
be distributed to manufacturers and distributors within the Trade Ally
network, sharing market intelligence and program updates
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September 26, 2025 | Volume 6, Issue §
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Innovation

lIS is an innovative program approach, offering a
comprehensive set of solutions to engage
Industrial customers to save energy while
supporting the State’s decarbonization goals.

= Opportunities to promote and support change-
outs of low global warming potential (low-
GWRP) refrigerants, deemed, custom and

NMEC.
= Multiple savings pathways with coordinated
efforts by program team.
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Measureme ﬂVeriﬁcation Plan
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NMEC M&V

Measurement and verification for site based NMEC projects will follow the approach
detailed in the NMEC rulebook, i.e.:

 Collection of 12 months’ baseline data (energy, weather)

Regression analysis to establish that descriptive statistics exceed NMEC rulebook
requirements (e.g. CV RMSE)

Development of a baseline regression equation

Following implementation, collection of 12:months’ performance period energy
consumption data

Calculation of normalized energy consumption and normalized energy savings.
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Key Pe ce Indicators
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Key Performance Indicators

1

kWh

lifecycle ex-ante
(pre-evaluation) gas,
electric, and demand
savings (gross and net)

~

kW Total System Benefit (TSB)

lifecycle ex-ante and Total Resource Cost (TRC)

(pre-evaluation) gas, (pre-evaludation)
electric, and demand

savings (gross and net)
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Equity

Number of industrial
customers located in
DACs served by
program




Forecasted Results & Savings

Source of Savings

Custom Capital

Custom BRO

Midstream

Delivery
Method

Downstream

Downstream

Downstream

Midstream

Forecasted Results

(over 3 years) Why Achievable

e brings industrial EE expertise needed to gain trust

6 MM ers value free, relevant technical guidance from industrial systems experts to help
75,00 ms op and manage energy projects

through elec tion ill help participants make the business case for these projects internally and

s attractive incentives
* Realistic.expectations based on regulatory hurdles

* BRO opportunities are abundant.in industrial (per Cascade’s experience and the latest P&G
study)

* They are low=/no-cost “quick wins” with low barriers to implement

4
* Will target large , lab, w. , and research buildings associated with industrial
1.5 MM kWh facilities
* Opportunities have not targeted prior

* Innovative approach to serving industrial customers by focusing on industrial measures and
12.6 MM kWh supply chain
» Simple and streamlined approach

2 MM kWh
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