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Business and Consumer Electronics Alliance 
Background Information

PG&E SMUD NEEA
Who we are Regulated Utility

•15 million customers
•Shareholders

Municipal Utility
•590,000 customers 
•Customer owners

Alliance of Utilities
•11.5 million customers
•130 utilities in the Northwest

Why start an 
electronics 
program

•Energy Savings Potential
•Portfolio Diversification

•Energy Savings potential 
•Market Transformation 
•Customer Service

•Energy Savings Potential
•Opportunity to accelerate 
market transformation

Background 
Work 
required for 
Program 
Start-up

•Conducted market & 
technology potential 
studies 2005-2008
•Developed workpapers
•Pulled internal resources 
to run program

•Initial advertising 
campaign
•Budget / staff dedication 
for 2009 program

•Conducted market and 
technology potential studies 
•Pulled internal resources to run 
program

Challenges to 
start-up

•Program design
•Regulatory requirements 
•Evaluation for up/mid 
stream

•Program design
•Understanding of 
marketplace
•Internal operations 
adjustments

•Program design
•Funding
•Technical Specifications
•Contracts
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Business and Consumer Electronics Alliance 
Background Information

PG&E SMUD NEEA
Benefits to working 
with Alliance 
Program

•Cost-sharing 
opportunities
•Increase market share 
potential

•Marketplace influence
•Leverage combined 
funds
•Shared successes 
•Effective, able team to 
address shared issues

•Effectiveness with 
retailers
•Cost Sharing
•Opportunity to 
influence CE Roadmap

Internal Resource 
Requirements

•4.25 FTE, split across 
10 employees

•1 - 1.5   FTE        
across 4 employees

•1-2 FTE

External 
Resources

•QDI Strategies
•Energy Solutions
•Opinion Dynamics 
Corporation

•QDI Strategies
•Energy Solutions
•Opinion Dynamics 
Corporation

•QDI Strategies
•Energy Solutions (data 
verification and invoice 
payment)
•Opinion Dynamics 
Corporation
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Program Background

Electronics account for more than 11% of consumer and almost 
8% of non-residential U.S. electricity use 

Electronics load is growing at 6% per year vs. 1.8%

If left unabated U.S. consumer load may reach 18% by 2015

International Energy Agency  - Paris, France

Consumer electronics is "the fastest growing area and it's the area with 
the least amount of policies in place" 

Existing technologies could slash consumption by 30% - 50% at a small 
cost.

Sources: CEA, CEE, Energy Solutions
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Millions of high priced products + low per unit energy 
savings =  a mid / upstream program yielding
significant shares

Impact on mid and upstream participants has to be 
significant to move the market
• Multi-product strategy
• Multiple utilities

Program Rational

U.S. Utilities have an opportunity to transform the BCE 
market through thought-leadership and 

social and financial incentives

U.S. Utilities have an opportunity to transform the BCE 
market through thought-leadership and 

social and financial incentives
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Program Strategy –
Change the Mix On the Store Shelves & Offered to Retailers

Ongoing outreach to retailers and OEMs 
Program specifications and agreements presented to retailers started Oct. ‘08 

Ongoing outreach to retailers and OEMs 
Program specifications and agreements presented to retailers started Oct. ‘08 

2009 Program
introduces 

specifications
for 2010 in fall 

of 2009

2010

Assortments 
decided by

Feb/2010

Manufacturers React 
with > Efficiency TVs

– To demands from 
retailers 

- To ENERGY STAR 
specifications

- To utility program 
specifications

Need to have a 
program that is 

consistent with the 
market’s timing 

Need to have a 
program that is 

consistent with the 
market’s timing 

2009

Assortments 
decided by

Feb/2009

Program timing
in synch to impact

retailers’ 2010 
assortment

Program timing
in synch to impact

retailers’ 2010 
assortment

Major 
Assortment 

Impact 
2008 Pilot
introduced

specifications
for 2009 in Fall 

2008

2008 20102009
Major 

Assortment 
Impact 
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Program Foundation and Expansion

Program ExpansionProgram Expansion NEEA joins in 2009
Conversations with other utilities

NEEA joins in 2009
Conversations with other utilities
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Results to date: Agreements

In DiscussionUnder Agreement
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Results to Date - Market Impact 

Retailers
• Private Brand changed TV supplier to eco panel
• Added ES 4.0 Desktops to assortment  
• Added ES+15% and ES+30% TV’s to assortments
Manufacturers
• Added specifications to new product development
• Supported model number translation efforts
• Sent models to CEE
• Creating energy efficiency landing pages
CEA
• Arranged Utility Program meeting at CES 2009
ENERGY STAR
• Co-branding strategy
• Supported development of a 2 tier specification for TVs
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2009 Allocations to Date

Projected 
Results vs. 
Plan

PG&E SMUD NEEA*

Plan 25 GWH 
4.27 MW

3.25 GWH
.5 MW

8.76 GWH
1MW

Results 42.7 GWH
6.41 MW

7.0 GWH
1.05 MW

9.96GWH
1.49 MW

% of Plan 171% GW
150% MW

215% GWH
210% MW

114% GWH
149% MW

*NEEA projections based on contracts signed to date – including outstanding 

Contracts NEEA would be 197% of GWH goal and 259% of MW goal
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Implementation
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Business and Consumer Electronics Alliance 
Background Information

PG&E SMUD NEEA
Benefits to working 
with Alliance 
Program

•Cost-sharing 
opportunities
•Increase market share 
potential

•Marketplace influence
•Leverage combined 
funds
•Shared successes 
•Effective, able team to 
address shared issues

•Effectiveness with 
retailers
•Cost Sharing
•Opportunity to 
influence CE Roadmap

Internal Resource 
Requirements

•4.25 FTE, split across 
10 employees
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•1-2 FTE

External 
Resources
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•QDI Strategies
•Energy Solutions
•Opinion Dynamics 
Corporation

•QDI Strategies
•Energy Solutions (data 
verification and invoice 
payment)
•Opinion Dynamics 
Corporation
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Program Barriers

Very busy / distracted target customers
• In most organizations the buyer is the single point of contact
• We need to be easy to do business with 

Products evolving quickly – challenging any specifications in place
• Need to keep an eye on the market / influence specifications and standards
• Need to regularly update work papers 

Base line data is not readily available
• Data submitted for historic ENERGY STAR products often does not track 

criteria for new ENERGY STAR specifications, limiting base line 
comparisons

• Model numbers among manufacturers, retailers and ENERGY STAR do not 
match

EM&V model did not exist and needed to be created



15

6 Critical Success Factors for an Electronics 
Program

1. A team and team leader – representing all of the key constituents and 
senior management support – lots of cross-functional issues to resolve, 
such as contracting

2. Continuous / experienced channel outreach – a market facing team that 
knows the market, the players and is staffed to provide the necessary 
support

3. Data tracking and matching – development of a data collection system, 
linkage to the retailers, validation of product models and payment system

4. EM&V planning and tracking – building an ongoing case to support an 
upstream EM&V model

5. Product / measure management – developing processes and organization 
to annually update measures and expand portfolio

6. Communications – to the channel and the customer
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1 - Internal and External Cross Function Team

Program 
management

Measure 
specification and 
development of 
work papers

Benefit to Cost 
Ratios

Technology 
roadmap

Account 
management

Marketing 
communications

Administration and 
data management

EM&V

Functional Expertise!
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Separate implementation overwhelms 
participants due to complexity of:

Day-to-Day Implementation
Account management
Data management
Product updates
Allocations
Detailer management

• Store location changes
• POP management

Sales reporting
Reconciliation

A single-point of contact facilitates retailer and manufacturer participation

2 - Account Management
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3 - Program Administration and Data Management

Utility Outreach Team.

Utility Forecasting– savings, costs and TRC

Coordinating program development and 
implementation / detailing / signage / 
marketing communications

Contracting, allocation planning and 
performance reporting

Data Manager

Data capture from retailers and OEM

Model number database management

Sales data reporting to utilities

Payment (in some cases to retailers)

Washington, Oregon, Montana, Idaho
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Model Matching Challenges

• Retail and OEM sale product lists do not match 
ENERGY STAR list of qualified products

• To verify that products should qualify for the program, 
outreach to manufacturers and retailers to understand 
naming conventions is needed

• Of product lists first submitted by Retailers, an 
average of 27% matched ENERGY STAR. The 
average is now 73%.
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4 - New EM&V Model

Electronics model:  Measure attribution based
on measuring changes in annual retail buyer 
and OEM market behavior NATIONALLY

Changes when to measure and what to measure:

Traditional model measures transaction behavior throughout the year, 
a consumer decision impacts one sale at a specific point in time

The Midstream model measures market impact based on decisions 
made by the buyer one or two times per year – a single decision can 
impact sales of products for 12 months LOCALLY AND NATIONALLY

Changes when to measure and what to measure:

Traditional model measures transaction behavior throughout the year, 
a consumer decision impacts one sale at a specific point in time

The Midstream model measures market impact based on decisions 
made by the buyer one or two times per year – a single decision can 
impact sales of products for 12 months LOCALLY AND NATIONALLY
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5 - New Measures and Measure Updates –
Require a Technology Roadmap

Category # Sector Timing Technology 2008 Q4 2009 Q1 2009 Q2 2009 Q3 2009 Q4 2010 Q1 2010 Q2 2010 Q3 2010 Q4 2011 Q1 2011 Q2 2011 Q3 2011 Q4 2012 Q1 2012 Q2 2012 Q3 2012 Q4 2013 Q1 2013 Q2 2013 Q3 2013 Q4
Other 1 #REF! 1 - Urgent TV (Commercial) OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updated
ET/TT 1 #REF! 1 - Urgent TV (Commercial) Evaluate Commercial TV use (workpapBCE Phase 1 - Full Deployment Re-evaluation of incentive qualification levels Re-evaluation of incentive qualification levels Re-evaluation of incentive qualification levels
C&S - State 1 #REF! 1 - Urgent TV (Commercial) CEC TV spec (lenient) CEC TV spec (tight)
C&S - Fed 1 #REF! 1 - Urgent TV (Commercial) ES 3.0 Tier 1 Energy Star Tier 2 spec expected
Other 2 #REF! 1 - Urgent TV Update OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updatedProduct shipped to stores OEMs design & negProduction updated
ET/TT 2 #REF! 1 - Urgent TV Update BCE Phase 1 Pilot CES update Re-evaluation of incBCE Phase 1 - Full Deployment Re-evaluation of incentive qualification levels Re-evaluation of incentive qualification levels Re-evaluation of incentive qualification levels
C&S - State 2 #REF! 1 - Urgent TV Update Tentative: CEC TV spec (lenient) CEC TV spec (tight)
C&S - Fed 2 #REF! 1 - Urgent TV Update ES 3.0 Tier 1 2/09 Digital TV conversion ES Tier 2 spec process starts ES Tier 2 spec goes into effect
Other 3 #REF! 1 - Urgent Monitor update End existing program
ET/TT 3 #REF! 1 - Urgent Monitor update BCE Phase 1 Pilot Re-evaluation of incBCE Phase 1 - Full Deployment Re-evaluation of incentive qualification levels Re-evaluation of incentive qualification levels Re-evaluation of incentive qualification levels
C&S - State 3 #REF! 1 - Urgent Monitor update C&S completed template Possible CA CEC Standard Ruling Possible Standard Implementation and Enforcement (depends on tentative CEC ruling)
C&S - Fed 3 #REF! 1 - Urgent Monitor update ES 5.0 Display spec.
Other 4 #REF! 1 - Urgent Powersave software End existing program
ET/TT 4 #REF! 1 - Urgent Powersave software Evaluate moving upCheck for workpaper, industry corodinaRoll into existing BCE program
C&S - State 4 #REF! 1 - Urgent Powersave software Evaluate program performance, make C&S recommendations
C&S - Fed 4 #REF! 1 - Urgent Powersave software
Other 5 #REF! 1 - Urgent Laptops
ET/TT 5 #REF! 1 - Urgent Laptops ET evaluation Attribution for desktop-to-laptop switch?Deployment - Commercial, Residential Office Suite
C&S - State 5 #REF! 1 - Urgent Laptops Evaluate program performance, make C&S recommendations
C&S - Fed 5 #REF! 1 - Urgent Laptops ES 5.0 Computer spec goes into effect
Other 6 #REF! 1 - Urgent Thin Clients
ET/TT 6 #REF! 1 - Urgent Thin Clients ET evaluation Attribution for thin client switch?; CLIP Deployment, Commercial - Office Suite
C&S - State 6 #REF! 1 - Urgent Thin Clients Evaluate program performance, make C&S recommendations
C&S - Fed 6 #REF! 1 - Urgent Thin Clients ES 5.0 Computer spec goes into effect
Other 7 #REF! 2 - Near-termPrinters
ET/TT 7 #REF! 2 - Near-termPrinters ET evaluation TAS workpaper; Identify market incentivDeployment - Commercial, Residential Office Suite
C&S - State 7 #REF! 2 - Near-termPrinters Evaluate program performance, make C&S recommendations
C&S - Fed 7 #REF! 2 - Near-termPrinters ES v1.1 Tier 2 Imaging Equipment
Other 8 #REF! 2 - Near-termMultifunction Devices
ET/TT 8 #REF! 2 - Near-termMultifunction Devices ET evaluation TAS workpaper; Identify market incentivDeployment - Residential Office Suite
C&S - State 8 #REF! 2 - Near-termMultifunction Devices Evaluate program performance, make C&S recommendations
C&S - Fed 8 #REF! 2 - Near-termMultifunction Devices ES v1.1 Tier 2 Imaging Equipment
Other 9 #REF! 2 - Near-termServers
CLIP; 9 #REF! 2 - Near-termServers ET evaluation TAS workpaper; Identify market incentive; update contractsDeployment - Commercial Office Suite
C&S - State 9 #REF! 2 - Near-termServers Evaluate program performance, make C&S recommendations
C&S - Fed 9 #REF! 2 - Near-termServers Tier 1 spec expected (enterprise servers) Tier 2 tenative (enterprise servers)
Other 10 #REF! 2 - Near-termSmart power strips
ET/TT 10 #REF! 2 - Near-termSmart power strips Phone survey asseTAS workpaper; CLIP Launch Smart strip program, if applicable
C&S - State 10 #REF! 2 - Near-termSmart power strips Evaluate program performance, make C&S recommendations
C&S - Fed 10 #REF! 2 - Near-termSmart power strips
Other 11 #REF! 2 - Near-termIn Home Displays
ET/TT 11 #REF! 2 - Near-termIn Home Displays Gather IHD data TAS workpaper; CLIP Launch IHD program, small scale HAN pilot coordinat EM&V litmus for behavior change Technology update Program adjustment SMU claimed savings begins
C&S - State 11 #REF! 2 - Near-termIn Home Displays Behavior Change Calculation Methodology Development (coordination with EMS) Evaluate program performance, make C&S recommendations
C&S - Fed 11 #REF! 2 - Near-termIn Home Displays
Other 12 #REF! 2 - Near-termDVD Players
ET/TT 12 #REF! 2 - Near-termDVD Players Establish industry relationships TAS workpaper; Identify market incentivDeployment - Residential Home Entertainment
C&S - State 12 #REF! 2 - Near-termDVD Players Evaluate & make C&S recommendations
C&S - Fed 12 #REF! 2 - Near-termDVD Players Audio/DVD Spec Finalized Audio/DVD Spec Existing Product Switchover
Other 13 #REF! 2 - Near-termSet Top Boxes
ET/TT 13 #REF! 2 - Near-termSet Top Boxes Evaluate other util. prgms.; establish industry relationships TAS workpaper; Current models, turnover; Contracts with Deployment - Home Entertainment Suite
C&S - State 13 #REF! 2 - Near-termSet Top Boxes C&S completed template CEC evaluation - potential integration into Title 20 in 2010 or later Evaluate program performance, make C&S recommendations
C&S - Fed 13 #REF! 2 - Near-termSet Top Boxes ES v2.0 goes into effect STB Spec, Tier II expected
Other 14 #REF! 2 - Near-termGame Consoles
ET/TT 14 #REF! 2 - Near-termGame Consoles Establish relationship with game console companies; Iden TAS workpaper; Current models, turnover; Contracts with Deployment - Home Entertainment Suite
C&S - State 14 #REF! 2 - Near-termGame Consoles C&S completed template with NRDC CEC evaluation Evaluate program performance, make C&S recommendations
C&S - Fed 14 #REF! 2 - Near-termGame Consoles ES 5.0 Computer spec goes into effect ES 5.0 Computer update for Game Consoles
Other 15 #REF! 3 - Mid-term Wireless Hubs/Routers/Accesspoints
ET/TT 15 #REF! 3 - Mid-term Wireless Hubs/Routers/Accesspoints ET evaluation TAS workpaper; Identify market incentive; CLIP Deployment - Home Entertainment Suite
C&S - State 15 #REF! 3 - Mid-term Wireless Hubs/Routers/Accesspoints Evaluate & make C&S recommendations
C&S - Fed 15 #REF! 3 - Mid-term Wireless Hubs/RoutersModems/router spec development kick-off Energy Star spec. expected
Other 16 #REF! 3 - Mid-term Internet providing modems
ET/TT 16 #REF! 3 - Mid-term Internet providing modeCoordination with STB manuf? ET evaluation TAS workpaper; Identify market incentive; CLIP Deployment - Home Entertainment Suite
C&S - State 16 #REF! 3 - Mid-term Internet providing modems Evaluate & make C&S recommendations
C&S - Fed 16 #REF! 3 - Mid-term Internet providing modeModems/router spec development kick-off Energy Star spec. expected
Other 17 #REF! 3 - Mid-term Energy Management Systems
ET/TT 17 #REF! 3 - Mid-term Energy Management Systems ET assessment - EMS; role of PCT TAS workpaper (update from IHD?) HAN pilot coordinat EM&V litmus for beh.change Technology update Launch EMS program SMU claimed savings begins
C&S - State 17 #REF! 3 - Mid-term Energy Management SyBehavior Change Calculation Methodology Development (coordination with IHD) Evaluate program performance, make C&S recommendations
C&S - Fed 17 #REF! 3 - Mid-term Energy Management Systems
Other 18 #REF! 4 - Long-termPersonal Electronic Chargers
ET/TT 18 #REF! 4 - Long-termPersonal Electronic Chargers ET evaluation of MM charger technologTAS workpaper; Identify market incentive; update contractsDeployment (Tentative)
C&S - State 18 #REF! 4 - Long-termPersonal Electronic Chargers Evaluate & make C&S recommendations
C&S - Fed 18 #REF! 4 - Long-termPersonal Electronic ChES EPS v2.0 goes into effect

Legend Information Still Needed:
Emerging Technologies Retailer Purchasing Cycles
Technology Transfer & Core Team OEM Production Cycles by technology
Programs & Deployment
State Standards
Federal Specifications

Consumer TVs
Computer 
Monitors
Desktop 

Computers
Business TVs

Notebook 
Computers

DVD Players
Multifunction 

Devices/Printers
Servers / Thin 

Clients
Set Top Boxes

Significant Development 

Effort Required for 

Long-Term  Success

Coordinating with:

ENERGY STAR Specifications
Federal Standards

Title 20
New Product / Technology 

Developments

Coordinating with:

ENERGY STAR Specifications
Federal Standards

Title 20
New Product / Technology 

Developments
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6 - Marketing Communications

In-Store Marketing
• Store detailing and  

training

• POP

Retailer/OEM Marketing
• In-store programs / training
• Advertising / events



23

Web Marketing – CNET Marketing Program

http://reviews.cnet.com/showcase/pgehome/
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www.efficientelectronics.org
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Future 
Planning
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Issues for 2010 and Beyond

Program scope

Measure development / technology roadmap

Communications strategy

Sign up new utilities and energy efficiency organizations

Markets PG&E SMUD NEEA
Consumer 
Market 
Products

TVs
Desktops
Monitors
Laptops
Set Top Boxes

TVs
Desktops
Monitors
Laptops
Set Top Boxes

TVs
Desktops
Monitors 
Set Top Boxes 

B2B Market 
Products

Desktops
Monitors
Laptops
Servers
TVs

Desktops
Monitors
Laptops
Servers
TVs
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Potential Future Products

Future Products

TVs (commercial) 

Notebooks

Set Top Boxes

Audio/Video/DVD

Servers

Thin Clients

Current Products

TVs (consumer) 

Desktop Computers

Computer Monitors
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WEB and OEM Marketing

Web-Site Marketing
• Web and OEM programs 

require POS marketing 
support for qualifying 
products – to educate 
buyers

• Being developed with 
OEMs today as a model 
for web retailers in 2010
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Business and Consumer Electronics Alliance
National Expansion through Cooperation

In the Program In Discussion
…with utilities and energy 

organizations in the Southwest, 
Midwest and Northeast.

Washington, Oregon, Montana, Idaho
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Your Interest

• Visit www.etcc-ca.com for 
more background

• Call Tim Michel – PG&E
– Tim3@pge.com (415) 973-3614

• Janis Erickson – SMUD
– Janis.erickson@smud.org (916) 732-5438

• Stephanie Fleming – NEEA
– sfleming@nwalliance.org (503) 827- 8416 

x245

Your interest in 
participating is welcome!
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