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Rhode Island Public Utilities Commission
89 Jefferson Boulevard

Warwick, RI 02888

RE: Docket 4581 - The Narragansett Electric Company, d/b/a National Grid
2016 System Reliability Procurement Report

Dear Ms. Massaro:

I have enclosed ten copies of National Grid’s' proposed System Reliability Procurement
Report for 2016 (the 2016 SRP Report). The 2016 SRP Report is being filed as a settlement,
agreed to by the participating members of the Energy Efficiency Subcommittee of the Energy
Efficiency Resources Management Council (EERMC). The EERMC is an independent and
diverse stakeholder council, which oversees the development and implementation of the
Company’s system reliability plans and programs.

This 2016 SRP Report is being filed pursuant to the System Reliability and Least Cost
Procurement statute, R.I. Gen. Laws § 39-1-27.7 and the revised System Reliability Procurement
Standards (the Standards), which the Rhode Island Public Utilities Commission (PUC) approved
on June 7, 2011 in Docket 4202. The basis for least cost procurement of system reliability in
Rhode Island is the Comprehensive Energy Conservation, Efficiency, and Affordability Act of
2006, codified at R.I. Gen. Laws. § 39-2-1.2, which provides a unique opportunity for Rhode
Island to identify and procure cost-effective customer-side resources with a focus on alternative
solutions to the traditional supply options.

Similar to past years, the 2016 SRP Report is consistent with the framework established
in the Three Year Energy Efficiency Procurement Plan (Three Year Plan) filed in Docket 4284 to
integrate the analysis of non-wires alternatives (NWAs) into the Company’s planning functions
by using analytical tools to evaluate the costs and benefits of traditional and NWA solutions, and
to identify system needs for which a NWA is the preferred solution.

In this 2016 SRP Report filing, the Company is proposing to continue the Load
Curtailment Pilot (Pilot), which began in 2012 and which was approved by the PUC in Docket
4296. The purpose of the Pilot is to test the use of targeted energy efficiency and load
curtailment by customers, or demand response, as a means to manage local distribution capacity
requirements during peak periods. In the Company’s 2012 SRP Report-Supplement, the
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Company identified the area served by its Tiverton substation as an appropriate candidate for an
NWA pilot. The Pilot area is comprised of 5,200 customers. The 2016 SRP Report will
continue to directly market a portfolio of enhanced incentives and traditional energy assessments
to customers in the Pilot area to both recruit and maintain engagement. It also proposes to
enhance the collaboration between SRP and EE by featuring the Pilot area towns as two of the
five municipalities targeted in the RI Energy Challenge Initiative, creating further engagement
with town administration and community groups.

The Company is proposing to fund the fifth year of the Pilot through a combination of
leveraging existing energy efficiency funds by targeting certain energy efficiency programs and
measures in the Tiverton/Little Compton area and additional funding for increased marketing
efforts and incentives. The additional proposed funding is not included in the budget for the
2016 Energy Efficiency Program Plan that is being submitted separately for the PUC’s
consideration in Docket 4580; therefore, the Company is requesting that the PUC approve the
fifth year budget for the 2016 SRP Report in the amount of $441,100. The Company also seeks
approval to apply the existing fund balance in the amount of $-137,000 to the 2016 budget for a
total customer funding request of $304,200. As indicated last year in the 2015 SRP Report filed
in Docket 4528, if the Pilot is successful in enrolling enough load relief and in providing
sustained load relief over a four-year period, it will result in deferral of a new substation feeder
estimated to cost $2.93 million in 2014, which totals a net present value cumulative distribution
savings of $653,273 over a four-year deferral. Although the Company acknowledges that the
potential deferral value of the proposed substation upgrade is less than the total cost of the Pilot,
this investment continues to be necessary in order to determine the appropriate levels of
administration, customer outreach, and evaluation necessary to acquire participation in load
response events.

The Company anticipates that the 2016 investment will install combined annual summer
demand savings of 170 kW for the residential, commercial, and industrial sectors in the
Tiverton/Little Compton area. In accordance with the Standards’ requirements for cost
effectiveness, in 2016, the Pilot will create $1.12 of economic benefits for every $1 invested.

As in past years, the Company is proposing to roll the additional funds needed for the
Pilot into the existing Energy Efficiency Program (EEP) charge, instead of including these funds
as a separate line item on customers’ bills. The total additional funding needed for the Pilot in
2015 is $0.00003 per kWh. The proposed EEP charge requested in the 2014 EEP Plan was
$0.01061 per kWh. With the addition of the SRP funding, if approved, the total EEP charge
would be $0.01077 per kWh. As with the Energy Efficiency funds, actual revenues will be
reconciled against actual expenses at the end of the year, and any difference will be credited or
charged to customers in 2017.

? The Company made minor adjustments in the cost of the wires solution over last year to reflect inflation.
Additional detail regarding the cost adjustments is set forth in the 2014 SRP Report.
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The 2016 SRP Report has been reviewed and approved by the EERMC and complies
with the Least Cost Procurement statute and the Standards. Accordingly, the Company
respectfully requests that the PUC approve this 2016 SRP Report.

Thank you for your attention to this filing. If you have any questions, please contact me
at 781-907-2121.

Very truly yours,

Raquel Webster

cc: Karen Lyons, Esq.
Jon Hagopian, Esq.
Steve Scialabba, Division
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2016 SYSTEM RELIABILITY PROCUREMENT REPORT

I ntroduction

The Narragansett Electric Company’s d/b/a National Grid (National Grid or Company) is
pleased to submit this annual System Reliability Procurement Plan Report (SRP Report)
for 2016 to the Rhode Island Public Utilities Commission (PUC). This SRP Report has
been developed by National Grid in collaboration with the Energy Efficiency
Collaborative (the Collaborative) ."

This SRP Report is submitted in accordance with the Least Cost Procurement law, R.I.
Gen. Laws § 39-1-27.7, the basis for which is the Comprehensive Energy Conservation,
Efficiency, and Affordability Act of 2006 (as amended in May 2010),” and the PUC’s
revised “System Reliability Procurement Standards,” approved by the PUC in Docket
No. 4443 (SRP Standards).” This Plan is being jointly submitted as a Stipulation and
Settlement (Settlement), entered into by the Division of Public Utilities and Carriers (the
Division), the Energy Efficiency and Resource Management Council (EERMC), Acadia
Center, People’s Power & Light, the Office of Energy Resources (OER), Green &
Healthy Homes Institute (GHHI) and National Grid (together, the Parties), and addresses
all issues raised by members of the Collaborative concerning the Company’s SRP Report
for calendar year 2016.

" Members of the Collaborative presently include the Company, the Division, TEC-RI, and ENE, along
with participation from the Office of Energy Resources (OER), several EERMC members, and
representatives from the EERMC’s Consulting Team. .

*The Comprehensive Energy Conservation, Efficiency and Affordability Act of 2006 (the

2006 Act) provides the statutory framework for least cost procurement, including system reliability in the
State of Rhode Island. The 2006 Act provided a unique opportunity for Rhode Island to identify and
procure cost-effective customer-side and distributed resources with a focus on alternative solutions to the
traditional supply and infrastructure options. Over time these alternative solutions may deliver savings to
customers by deferring or avoiding distribution system investments, and improving overall system
reliability.

3The Least Cost Procurement law, R.I. Gen. Laws § 39-1-27.7, requires standards and guidelines for
“system reliability” that includes the “procurement of energy supply from diverse sources,” including, but
not limited to, renewable energy resources, distributed generation, including but not limited to, renewable
resources and cost-effective combined heat and power systems, and demand response designed to, among
other things, provide local system reliability benefits through load control or using on-site generating
capability. On June 10, 2014, in Docket 4443, | the PUC unanimously approved revised standards for
system reliability, finding that the standards were consistent with the policies and provisions of R.I. Gen.
Laws 39-1-27.7.1(e)(4), (f) and R.I. Gen. Laws 39-1-27.7.3.
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NWAs are actions by customers or the utility that may defer the need for Company
investment. NWAs provide demand reduction either through targeted energy efficiency
efforts, controlling load at times of local peak demand, distributed generation used at
time of peak demand, and controllers that are programmed to reduce demand at peak
demand. Section 2.1 (I) of the SRP Standards further require the Company to submit, by
November 1 of each year, an SRP Report that includes, among other information, a
summary of where NWAs were considered, identification of projects where NWAs were
selected as a preferred solution, an implementation and funding plan for selected NWA
projects, recommendations for demonstrating distribution or transmission projects for
which the Company will use selected NWA reliability and capacity strategies, and the
status of any previously approved pilots.

National Grid seeks approval of this 2016 SRP Report in accordance with the guidelines
set forth in Section 2.1 of the SRP Standards.

Summary of Company Proposal

As part of this 2016 SRP Report, the Company is proposing to continue the load
curtailment pilot (Pilot) called DemandLink™ that was proposed in the 2012 System
Reliability Procurement Report — Supplement (2012 SRP Report) and approved by the
PUC in Docket 4296. The purpose of the Pilot is to test the use of load curtailment by
customers, or demand response, as well as focused energy efficiency as a means to
manage local distribution capacity requirements during peak periods. As explained in the
2012 SRP Report, the Company identified the area served by its Tiverton substation as a
candidate for a pilot. The Company will leverage previous implementation experience to
maximize the Pilot’s potential for success in 2016.

The Company proposes the continued use of EE funds from programs proposed in the
2016 Energy Efficiency Program Plan filing and certain additional funds as proposed
below to continue this Pilot in 2016. The Company estimates that approximately
$441,123 will be required in 2016 to implement the 2016 Pilot. This is in addition to
approximately $884,174 in focused energy efficiency costs that will be leveraged through
energy audits and provision of equipment through the EE programs. This SRP Report is
requesting approval for recovery of costs for 2016.

The requested funds will be used to enhance existing EE program plan energy efficiency
incentives, provide additional energy efficiency measures that would not otherwise be
offered through the statewide programs, increase marketing in the Tiverton/Little
Compton area to increase participation in all aspects of the Pilot, and conduct a targeted
demand reduction program that will reduce customer air conditioning loads. The Pilot
area serves approximately 5,200 customers, and the Company is seeking enough
customers to provide IMW of load reduction by the end of 2017 to allow deferral of a
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new substation feeder for four (4) years, from 2014 to 2018\. If the Pilot is successful in
demonstrating enough sustained load relief over a six-year period from 2012 through
2017, it will result in the deferred construction of a new substation feeder originally
estimated to cost $2.93 million in 2014.

Projects Reviewed for NWA

All transmission and distribution needs are screened for NWA feasibility when the
projects are initiated. A project is initiated when a future need is identified. The timing
of that future need can vary greatly from just a few years to upwards of twenty years.
After a future need is identified, it is analyzed in detail so that potential solutions (both
wires and non-wires) can be conceptualized and compared. If an NWA solution is
determined to be feasible, it is then fully developed and proposed through the next SRP
Report. If a wires solution is the best option, that project is then fully developed and
incorporated into the Company’s Infrastructure, Safety and Reliability Plan (ISR)".

To determine whether an NWA is feasible, the Company first screens transmission and
distribution projects against the criteria listed in Section 2.1(D) of the SRP Standards
which are aligned with the Company’s internal planning document. This Report includes
the results of all projects that were screened in the most recent fiscal year, which runs
from April through March. Out of the 37 distribution projects that were initiated between
April 1, 2014 and March 31, 2015, none of them had primary drivers other than asset
condition, damage/failure, and statutory/regulatory (new business and public works). As
a result, all of these projects were determined to be ineligible for NWA consideration.

Currently, National Grid is conducting several area studies that may or may not result in
new distribution upgrade proposals related to capacity or load constraints. If any of those
needs are identified, a potential for use of NWA may materialize. For example, a
comprehensive East Bay area study is in its final stages and some NWAs are being
considered. In particular, NWAs are being considered for the following cases:

*1t is important to note that newly initiated projects comprise only part of the budgets and assets that are
included in the Company’s Electric Infrastructure, Safety and Reliability Plan (ISR) The ISR includes all
projects that will be part of the Company’s capital investment portfolio in a given year, which typically
includes multi-year projects that may already be in progress. Also, projects that ultimately do not pass
NWA screening in a given year may not always be included in the ISR budget for that year, due to a variety
of constraints. Instead, these projects will be proposed as the ISR budgets allow in future years. Therefore,
it is possible that there may be projects and budgets related to load growth in the ISR that are not included
in the screening conducted for this Report. Once a solution is chosen for a transmission or distribution
project, it is not screened for NWA feasibility again.

National Grid 2016 System Reliability Procurement Report
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e Bristol Substation: Potential for addressing MWHTr load-at-risk issues in lieu
of installing a new feeder

e  Warren Substation: Potential for addressing MWHTr load-at-risk issues in lieu
of upgrading existing feeders

Load-at-risk issues typically require significant load deferral (few to many megawatts)
that will be challenging for an NWA to achieve. However, the infrastructure
developments described in the bullets above have been recommended in the later years of
the study, starting in the year 2023, which provides enough time to investigate the use
and type of NWA to be considered. The Company will continue to investigate the use of
NWA to mitigate all or part of the projected load-at-risk above as a way to defer
investment and will provide an update as part of the 2017 SRP Report.

Historically, the Company has considered NWAs against wires project solutions as a
whole, meaning that either an NWA solution or the wires solution is chosen and the less
preferred solution would be discarded. However, the Parties believe that there may also
be benefits associated with reducing the scope of the wires solution through NWA
application. In this way, the NWA is considered a “partial solution.” This idea was
incorporated as a theme in the SRP section of the “National Grid 2015-2017 Energy
Efficiency and System Reliability Procurement Plan.” Pursuant to this theme, in 2016 the
Company will analyze its NWA screening and development processes to determine how
NWASs might be best considered as partial solutions in future years. An update on this
analysis will be provided as part of the 2017 SRP Report.

Forecasted Load Growth in Tiverton Area

Appendix 1 shows historical and forecast coincident summer peak demands for Rhode
Island. The highest peak demand was recorded on July 19, 2013 at 1,954 MWs® and the
highest winter demand was in December 2004 at 1,394 MWs. The Company’s
distribution system serves approximately 497,500 electric customers in 38 cities and
towns in Rhode Island. The residential class accounts for about 41% of the Company’s
total Rhode Island load while the commercial class accounts for about 47% and the
industrial class 12%.

As noted in Appendix 1, Tiverton and Little Compton annual weather-adjusted summer
peaks are expected to increase at average annual growth rates of 0.9% and 0.8%
respectively, for the next 10 years, which are both greater rates than the statewide average
annual growth of 0.3%. Residential deliveries accounted for over 70% for Tiverton’s

> Actual metered peak ‘after’ reductions for ‘demand response (DR). With DR add-backs the highest peak
would be August 2, 2006 at 1,986.9 MW.
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deliveries and 85% of Little Compton’s deliveries, both higher percentages than those of
the Company as a whole.

Tiverton Substation Upgrade Work

The data captured for 2014 shows approximately 10% lower feeder and transformer load
peaks than those seen in 2013. The most recent data captured for 2015 shows loads
trending closer to the 2013 levels (although, the 2015 peak has not yet been determined).
This, along with the revised forecast, indicates that conventional capacity relief methods
can be deferred by one additional year. A final assessment of such condition will be made
when the data for the year is analyzed and the Summer Peak for the year 2015 is selected
(at the end of the Summer season).

The cost adjustments to the wires solution below are related to inflation. A correction to
the estimated 2013 inflation rate of 1.6% was adjusted down to the actual 2013 average
of 1.5%. The 2014 average inflation through July is 1.8%. The Company continued to
use 1.8% as the best estimate of inflation for 2016.

Distribution Substation Total
Capital $1,788,110 $805,172 $2,593,282
O&M $41,209 $83,654 $124,863
Removal $164,836 $83,654 $248,490
Totals $1,994,155 $972,480 $2,966,635

Please refer to the 2012 SRP Report® for a detailed description of the engineering work.

Pilot Implementation Experience

The following sections provide details on the implementation of the Pilot’s most recently
completed year of activities and a progress report on the current year’s activities to date.
For more information on the implementation activities in years prior to these, please
review past SRP Reports.

2014 Summary

Based on the success of the Pilot’s measures in 2013, very few changes were made to the
implementation plan for 2014. Customers were offered unlimited no-cost LED

% The 2012 System Reliability Procurement Report was filed with the PUC in Docket 4296. The PUC
approved the 2012 Report in February 2012. Information on this Report and docket can be found at
http://www.ripuc.org/eventsactions/docket/4296page.html.
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replacement bulbs as part of the energy assessment (compared to the 3 LED bulb
maximum offered statewide) and the range of eligible window AC units for the wi-fi
thermostats/plug load device offer was expanded through a new brand of plug device.

The 2014 marketing campaign included many of the same successful tactics as 2013: a
series of direct mail and email newsletters, a telemarketing campaign, and a community
event. The messaging, however, was expanded in efforts to motivate customers to
participate because it would improve the sustainability of their community as well as
lower their individual bill savings. The newsletters provided more transparency around
the origins and goals of the Pilot, as well as information on the offers and benefits of
participation. The newsletters also delivered different messages to two distinct customer
types via tailored inserts: Pilot Participants (those previously engaged in any level of
Pilot energy-saving activity) and Non-Participants. This type of messaging was mirrored
in the telemarketing efforts and at the trade-show style event held at the Moose Café in
Tiverton toward the end of May 2014. Telemarketing continued to drive the majority of
the leads.

The year 2014 also marked the first year of DR events for the Pilot. As part of the on-
going outreach effort and to test potential participation in future needed DR events, three
single-day DR events were called in the Pilot area throughout the summer. Each event
lasted for four hours for central AC and two hours for window AC. Unfortunately, the
summer of 2014 was mild, and the Company believes that none of the event days
mimicked weather or system conditions that would be expected during a real period of
peaking load. Consequently, participation and load reduction during these events were
minimal. The 2015 Annual Evaluation report by Opinion Dynamics Corporation (ODC)
provided an analysis of the DR impacts of the 2014 events. A summary of this analysis is
included in the Evaluation section of this Report.

Although the measures and marketing tactics in 2014 were still effective in generating
leads, participation in the Pilot-specific measures did not reach the same levels of success
as in 2013. The Company estimates that by the end of 2014, it achieved approximately
65% of the 2014 summer demand savings target of 155kW for EE set in the 2014 SRP
Report. It should be noted that one reason for the difference between targets and actuals
is that the actual results include a correction of an error in the savings factor for smart
strips. This error had inflated the kW savings of smart strips by a factor of ten, so
correcting it increased the disparity between the actual results and the original targets.
However, combined with the EE and DR savings installed in 2012 and 2013, the Pilot
estimates that it still achieved 123% of its target of 390kW to defer the substation
upgrade through 2015. More information on the Pilot’s progress toward its kW targets
for each year can be found in Table S-7 on page 25 of this Report and in Appendix 3.
Additionally, detailed estimates of kW capacity and other costs and benefits can be found
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in Appendix 3 of this Report. Additional information about implementation activities
from 2012 through 2014 can be found in the 2014 SRP Report’.

While this information is used to gauge the progress of the Pilot and to plan future
activities, it is important to note that these numbers represent estimates only. The success
of the Pilot in recruiting enough sustained load relief to defer the wires project will be
determined through the final evaluation report from Opinion Dynamics Corporation after
the conclusion of the Pilot.

2015 Summary to Date

In 2015, the Company added an enhanced rebate for heat pump water heater (HPWH)
replacements. This additional $350, when added to the existing statewide EE rebate of
$750, covers the entire cost of an average HPWH, plus some money toward installation
costs. The goal in adding this rebate was to diversify the range of offers to cover more
than just air conditioning load. While the measure was very popular in the statewide
program when the incentive was similar ($1000 until 2013), participation in this rebate in
the DemandLink pilot so far in 2015 has been lower. Although reasons for this low
participation rate could vary greatly, it is possible that the offer has simply not been
presented in a way that highlights its value and limited timeframe to customers. As noted
in the marketing section later in this Report, the Pilot’s marketing strategies in the
beginning and middle of the year featured messaging that focused primarily on the
program as a whole, getting ready for DR events in the summer and promoting the
Solarize initiative. Although the HPWH measure was part of these outreach pieces, it
wasn’t highlighted. In the latter part of the year, the Company is placing a greater focus
on this rebate in its written marketing materials, on its website, and in direct personal
outreach efforts to area real estate and building professionals and town administration
officials. Already, more rebates have been paid in July and August 2015 than in the first
five months of the year.

Participation in many of the other incentives offered in the Pilot (i.e. the wi-fi thermostats
and plug load devices) has also continued the downward trend that began in 2014.
Interestingly, there has not been as dramatic a decrease in the number of interested leads
for the Pilot. In fact, preliminary analysis of the telemarketing effort in the summer of
2015 shows a similar number of leads as the 2014 telemarketing campaign. Most of the
interest, however, seems to be only in the EnergyWise home energy assessments, rather
than in the Pilot-specific measures. Similar to what was stated in the 2015 SRP Report,
the Company believes that (1) the participation in some of the longer-running incentives
may be approaching a saturation point and (2) different marketing tactics, as described in

7 On November 2, 2013, the Company filed the 2014 System Reliability Procurement Report with the PUC.
The PUC approved the Report in December 2013.

National Grid 2016 System Reliability Procurement Report



The Narragansett Electric Company

d/b/a National Grid

2016 System Reliability Procurement Report
Docket No. 4581

Page 10 of 32

the “2016 Implementation Plan” section of this Report, may be more effective in reaching
new customers. The wi-fi thermostat offer has been promoted in the same way for almost
three years, and the plug device option for almost two years. The DR component that
goes with these incentives may be uncomfortable for some customers and may, therefore,
be contributing to the decline in its popularity.

Rebates for window AC purchases and recycling have continued at their steady pace. It
is possible that the simplicity of the rebate process for these measures when compared to
other rebate processes offered through the Pilot, i.e. the fact that no contractor is needed
for install, they can submit the forms on their own schedule, and that their old units can
be recycled via pickup from their home by a local company, may be contributing to their
continued success.

By the end of 2015, the Company projects that it will have reached approximately 72% of
its planned incremental summer kW target of 183kW. The chart below, which is broken
down by source, illustrates the Company’s projections for 2015 kW savings.

2015 Planning Current 2015 % of Planning
Assumption Proj ection Assumption
DR Potential kW 46 37 80%
EE Installed kW 149 94 64%
Total 183 131 72%
Marketing

In 2015, the Company launched a marketing campaign that ran from mid-February
through October. The campaign maintained its aggressive nature and its messaging of
previous years. The “save money/save energy” theme was varied with the “good for
you/good for your community” theme in order to provide Pilot customers with more
transparency around Pilot goals in response to the feedback from the evaluation while
also promoting the potential for individual savings. New messaging was also introduced
that included information about the RI OER’s SRP Solar DG pilot and an enhanced Heat
Pump Water Heater rebate for Pilot customers.

The 2015 campaign included a series of direct mail and email newsletters that contained
information designed to educate customers about the reasons for the Pilot, attempts to
reduce electricity consumption, and the benefits of the Pilot to the entire community. The
newsletters were created to deliver different messages to both Pilot Participants (those
previously engaged in any level of Pilot energy-saving activity) and Non-Participants.
The separation of customer types was also carried out in the direct mail communications.
The direct mail newsletter, post cards, and emails included articles that highlighted the
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numbers of neighbors who had implemented one or more Pilot efficiency actions, as well
as the economic savings enjoyed by Rhode Island customers from energy efficiency.
Examples of marketing materials used in 2015 can be found in Appendix 5.

Once again, the Company hired RAM Marketing to complete outbound telemarketing
calls to Non-Participant customers using a Company-created script of DemandLink Pilot
information. The outbound calling included two separate attempts to contact each
working phone number of Non-Participants. This effort was designed to give customers
the opportunity to ask questions in real-time of a representative who was knowledgeable
about the Pilot. RAM representatives were also informed of the new offers within the
pilot, including the enhanced rebates for Heat Pump Water Heaters and frequently asked
questions were also added to the script.

Additionally, in 2015, the Company embraced social media and created geographically
specific ads to place on Facebook that will target customers in Little Compton and
Tiverton directly. These ads featured the DemandLink messaging with the ability to reach
up to 80% of the total audience with only two posts in one month on the social media
site.

As was the case in previous years, all marketing components in 2015 have directed
customers to make contact via the online email form, centralized toll-free phone number
or email to learn more about the program and sign up. RAM Marketing received these
calls and emails, and then pre-qualified interested customers and sent the resulting leads
to RISE Engineering for scheduling. Pre-qualification consists of verifying the
customer’s address and account on the Pilot area list, ascertaining the existence of
broadband internet/WiFi and either central or window AC units, and determining
customer interest in each rebate.

To date, outreach to Pilot customers in 2015 has produced 435 pre-qualified leads
compared with 414 leads for the same period in 2014, and 1005 leads in 2013.

PENETRATION OF INTERESTED PILOT LEADS
Pilot Year (through month) L eads Generated Customer Penetration*
2012 (December) 209 4.2%
2013 (December) 1061 21.3%
2014 (December) 655 13.2%
2015 (August) 435 8.8%
Total through August 12, 2015 2119 42.6%

* Based on total of 4970 available Pilot customer phone numbers

In 2015, nearly 35% fewer customers accepted Pilot program offerings. As previously
noted, the campaign’s preliminary results reflect that a comparable number of leads was
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generated by August 2015, which is similar to the number of leads in August of 2014.
Therefore, the Company’s efforts to reach customers in the Pilot area continue to be
effective. However, the number of qualified leads for measures other than the
EnergyWise home energy assessments was much lower than in 2014 during the same
time period. The Company believes that this is due in part to the fact that the Pilot
reaches a saturation point with customers who respond to telemarketing. Nonetheless,
there may be ways to reach many other interested customers through other means.

To that end, in the latter part of the 2015 campaign, the Company is making efforts to
reach out directly to the Tiverton and Little Compton town administration, building
community, and real estate firms and any local media in efforts to promote the enhanced
incentives in the pilot, particularly the HPWH measure, as the newest and largest rebate.
The Company believes that building relationships through these channels may spur
additional participation in the latter part of the year.

Demand Response

In the Fall of 2014, the Company determined that the substation upgrade would be
deferred by a second year. Therefore, in 2015, the Company again monitored the peak
load on the affected feeders in order to call demand response (DR) events as needed.

Again, as part of the on-going outreach effort and to test potential participation in future
needed DR events, fifteen DR events were initiated between June and mid-September
2015. There were two single day events, three two-day events, one three-day event, and
one four-day event. Although none of the days were true days of need, and therefore,
none of the feeders at the Tiverton substation were hitting their thresholds, the system
conditions were closer to that point than any of the events called in 2014. Additionally,
the weather conditions for most of the events were very like peak load days, i.e. they
were hot and humid during the day with warm temperatures overnight.

The data from these events will be used to estimate the DR impact of the Pilot on the
area’s peak load in 2015. The Pilot evaluation uses a bottom-up approach to evaluate DR
impact by analyzing each measure’s estimated contribution to load reduction during the
event hours. The results of this analysis may not entirely reflect expectations of future
need-based events; however, they will be a step in that direction that can be used as part
of the planning process for future years.

Preliminary event data from the Pilot’s demand response management system (DRMS)
provider, EarthNetworks, indicates that approximately 4% of thermostats were central
AC thermostats that opted out of events. However, approximately 25% of thermostats
are central AC thermostats that were disconnected from the wi-fi signal at the time of the
event and therefore were not participating. Initial discussions with Ecobee and
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EarthNetworks indicate that the exact reasoning behind these preliminary results may
vary. The Company is actively working with its vendors and ODC to further discern the
core participation issues from the data and will take the appropriate actions to address
these issues and increase participation for 2016.

Plug data from window AC devices has yet to be analyzed for 2015 events. However,
the 2014 evaluation report on demand response found that a large percentage of plug
devices (approximately 75%), were providing no data during the event periods, This
indicated that most of these devices were either disconnected or not plugged into the
window AC unit for which they were intended. While it is possible that 2015 may yield
similar results, the Company believes that at least some of these instances may be the
result of the mild summer in 2014. If customers never installed their window AC units
for the season, they might have still been engaged, and just didn’t use their AC at all in
2014. This situation, in the data, would not be discernable from one in which the
customers actively chose not to participate. The Company is working with the evaluation
team to better understand customer actions during events.

The Parties believe that the use of advanced grid technologies, such as advanced
metering, may increase the efficacy of demand response and other load management
tactics. Although such major technology upgrades are more appropriately considered for
broad deployment to reduce per customer costs, rather than the targeted nature of NWAs
through SRP, the Company will work with the Parties to identify whether there are
opportunities for advanced grid technologies so that those tools may be used in future
NWA projects if the limited deployment of these technologies could be made cost-
effective. Additionally, the Company will consider any lessons that come out of its
related efforts in other regions, such as the Reforming Energy Vision work in New York
and Grid Modernization in Massachusetts.

Coordination with the RI OER SRP Solar DG Pilot

In beginning of 2014, the RI OER engaged the Company to manage an analysis of solar
distributed generation (DG) as another resource to provide peak load relief. The
Company hired Peregrine Energy Group to perform the analysis and prepare
recommendations for a demonstration project that the OER would administer in the same
area as the Company’s Pilot. The result was a two-part SRP Solar DG Pilot comprised of
a “Grid Support Solar System” selected through an RFP process and a Solarize initiative
for Tiverton and Little Compton. The “Grid Support Solar System” was awarded an
incremental grant to provide an estimated 144kW*® (250 kW nameplate) of peak load

¥ Estimated peak load savings are calculated based on the impacts and methodology provided by Peregrine
Energy Group in their paper, “Solar PV for Distribution Grid Support: The Rhode Island System Reliability
Procurement Solar Distributed Generation Pilot Project,” June 30, 2014.
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reduction and is expected to bid into the Rhode Island Renewable Energy Growth (REG)
program in the fall of 2015.

The Solarize initiative was deployed in 2015. Residents and businesses were able to sign
up to have solar installed on their rooftops and receive incentives based on the lost
revenue from orienting panels to the west and/or the distribution benefit provided by the
solar system.

The existence of a Solarize initiative in the Pilot area could provide additional load relief
during peak hours that could potentially either reduce the amount of load relief needed
through the Pilot or extend the deferral period of the traditional wires investment.
Therefore, throughout 2015, the Company worked with the team at the OER and
Commerce Rhode Island to cross-promote the two programs as much as possible through
marketing and at events. An estimated 64 customers from the Pilot area participated in
the Solarize program, creating an estimated 218kW (485kW nameplate) in peak load
reductions.  Additionally, as a requirement of the Solarize program, all of the
participating customers completed a no-cost home energy assessment.

The OER and the Company will work together to evaluate the impact the two solar
initiatives had on participation in DemandLink measures as well as the impact that the
Pilot’s marketing had on participation in the solar initiatives. . The results of these tasks
and the OER’s comprehensive evaluation of its SRP Solar DG pilot will help inform the
Company’s consideration of solar and possibly other renewables, as an NWA measure.
Lessons learned from these initiatives will also be applied to increase the effectiveness of
any future NWA projects that may include a solar component.

As a result of these efforts in the Pilot area, the Company estimates that the additional
362kW of estimated peak load reduction projected to come from the OER’s SRP Solar
DG pilot will provide enough load relief to defer the substation upgrade for two to four
more years if the evaluation can clearly show the solar load reduction occurs as designed.
This would bring the total deferral period up to six to eight years. The Company will
work with the Parties during 2016 to estimate the costs and benefits associated with
these solar initiatives so that they can be incorporated into the overall benefit/cost
analysis for the Pilot area.

2016 Pilot Implementation Plan

The goal of the 2016 plan for the DemandLink pilot is to revitalize the participation
levels as the pilot enters its final two years. Steady participation in residential energy
efficiency assessments with lower install frequency of enhanced measures offered by the
pilot indicate that through marketing channels like direct mail, Facebook, paid search and
phone calls, customers in the DemandLink Pilot area are continuing to increase their local
participation rates for residential energy assessments. However, customers are not taking
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the next step to implement recommended energy savings strategies beyond what is done
as part of that assessment.

To address this gap, the Pilot will refocus its marketing strategy in 2016 by again
partnering with the statewide Energy Efficiency (EE) programs. In this partnership
iteration, Tiverton and Little Compton will be made areas of focus for the Rhode Island
Energy Challenge initiative, and targeted messaging will be distributed to Pilot area
customers through the Home Energy Reports program. Additionally, enhanced
incentives will be offered for customers who take part in a new, connected dryer initiative
offered through the 2016 EEPP as well. These enhancements, incentives and marketing
tactics are expected to create additional participation.

I ncentives

In 2016, the Company plans to add an enhanced incentive to the Pilot for efficient electric
dryers as part of a connected dryer pilot through the 2016 EEPP. Energy Star dryers save
an average of 0.02kW when compared to their non-Energy Star counterparts according to
the 2015 Rhode Island Technical Reference Manual. However, because that reference
manual is based on a summer peak period of Ipm — 5pm, it is projected that the average
savings of local peak load will be slightly higher and beneficial to Pilot load reduction
targets. The Pilot area has a peak of 3:30pm — 7:30pm and it is believed that the instance
of use for the dryer later in the day is higher. Additionally, these dryer units will be DR-
capable, providing opportunity for additional savings during peak hours. Polling of Pilot
participants from 2012-2015 indicates that approximately 90% of the participants have
electric dryers and would, therefore, save energy with this kind of replacement. The goal
of the connected dryer pilot is to test savings associated with controlling dryer use
through demand response events. Whirlpool currently has dryer models that are demand
response-capable. The dryer initiative would incentivize customers who go beyond just
buying the unit and registering with Whirlpool and also connect their dryers to their wi-fi
in order to participate in DR events. In efforts to focus more of this statewide pilot in the
SRP Pilot area, the Pilot would provide a $50.00 incentive to customers who activate the
connection for DR events. This would be in addition to the $50.00 rebate the customer
could receive just for buying the unit and the rebate the statewide EE programs would
provide for participating in that program’s DR pilot.

In addition to the above initiatives, the Company plans to continue all the incentives that
were offered in 2015 in the 2016 Pilot. This includes the heat pump water heater rebate,
the no-cost wi-fi thermostats for customers with central air, the no-cost wi-fi thermostats
and plug load devices’ for customers with window AC, the window AC purchase and
recycling rebates and the encouragement to complete an EnergyWise or Small Business

*Including both the Ecobee Smart Plug and 2D2C Inc. Safeplug products. The Safeplug is for window AC
units between 8000btu and 12,000btu in size while the Smart Plug is for units 8,000btu and smaller.
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Direct Install (SBDI) energy assessment through the Rhode Island statewide EE
programs with no-cost LED replacement bulbs. The quantities of some of these measures
will be projected differently in 2016 based on the experiences of prior years. The Pilot
will also work to promote the installation of pool pumps, where applicable, with the
existing EE rebate to encourage savings there. Polling of participants indicates that pool
pumps are not prevalent in the pilot area, but the use of pool pumps during local peak
hours is estimated to be significant.

Another change that highlights the collaboration between the Pilot and the statewide EE
programs is through incentives for wi-fi thermostats. In 2016, the Company expects to
begin offering a limited number of wi-fi thermostats to customers directly through the
EnergyWise program (previously they had only been offered as a mail-in rebate) with a
reduced customer co-pay. To the extent that the wi-fi thermostat models chosen to be
offered statewide can be controlled through DR events and, for window AC customers,
can communicate with plug load devices, the Pilot will work to subsidize the co-pay for
customers, potentially giving them a greater choice of products and, in turn, reduce the
incremental costs for the Pilot.

These measures will continue to be delivered primarily through the statewide
EnergyWise and SBDI energy efficiency programs, as is the case for the energy
assessments and wi-fi thermostat measures, or through a customer-initiated rebate
process as with the window AC, heat pump water heater and dryer incentives. While the
Pilot encourages customers to install specific measures in order to achieve the required
load reduction, simultaneously offering them an entire suite of measures incentivized by
the statewide EE programs allows for a whole-house approach to customer service and
increases the potential for additional EE savings in the Pilot area. Home and business
energy assessments have been coming in steadily from year to year, but with the 2016
marketing plan enhancements described in the next section, the Pilot will focus on
increasing the number of those assessments in 2016 and 2017 as an additional avenue for
pitching the other enhanced offers.

Finally, the Parties believe that there may be potential for additional savings through
customer adoption of and possibly Company control of heat pumps in residential
applications. Although the frequency of heat pump installs through the EE programs has
increased in recent years, it is still unknown to what extent they are being installed in the
Pilot area, and what about these measures (as well as the available incentives) make the
value proposition attractive (or not) to different segments of customers. The logistics and
costs of configuring heat pumps for DR are also largely unknown. In 2016, the Company
will explore the potential for including heat pumps into the Pilot’s measure mix by
investigating these questions.
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Marketing

With leads still coming in, but decreased participation in exclusive Pilot offers, the
marketing plan for 2016 will maintain its efforts in direct outreach such as telemarketing
and digital and print newsletters, but it will also partner with the 2016 EEPP to pursue
additional outreach channels not tested in SRP before. For 2016, marketing outreach will
focus on the following communication goals:

® Increasing customer understanding of how demand response events work and fully
comprehending the expectations outlined in the terms and conditions they sign as
Pilot Participants

B Representing the benefits of the Pilot’s EE and DR measures to the entire
community

® Utilizing the Rhode Island Energy Challenge to establish face to face
communications with the community and its officials

B Utilizing the marketing strategy of “Better” in communications to align the Pilot
with the Company’s overall brand strategy

The new outreach channels include the participation of Tiverton and Little Compton as
municipalities of focus in the 2016 RI Energy Challenge, and targeted messaging by zip
codes on Home Energy Reports. Participating in the RI Energy Challenge will increase
the engagement of customers through the area’s government, community leaders, faith-
based groups and environmental groups to help raise awareness of the Pilot and its offers.
As part of its joint participation with the 2016 EEPP in this effort, the Pilot proposes to
contribute to a dedicated resource for on-the-ground outreach to all five of the
municipalities of focus in the RI Energy Challenge, including Tiverton and Little
Compton. This resource will be able to meet with community leaders, promote the pilot
in the towns and help staff events to encourage participation.

Home Energy Reports are monthly mailers or emails that show customers how much
electricity they have used and how their usage compares to their neighbors. The
objectives of the reports are to raise awareness of usage in general and to give customers
guidance how they can make changes to decrease their usage even without investing in
technology or equipment. These reports have been motivating customers to make energy
efficient choices in their homes for some time, saving upwards of 2% annually. In 2016,
the Pilot will leverage this already useful tool to promote DemandLink as one more step
toward making it to that “Great” category of energy use. Messaging specific to the Pilot
will be included in a module on part of the Home Energy Report just for the zip codes for
Tiverton and Little Compton to target only the customers who qualify.

The bulk of the Pilot’s marketing campaign will once again utilize extensive outbound
telemarketing which has proven to be the most successful method of generating leads for
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Pilot’s energy-saving offers so far. In 2015, telemarketing, combined with direct mail,
email, and online advertising have successfully generated over 445 pre-qualified
customer leads. With a larger focus on promoting energy assessments in 2016, this
method will position the Pilot to best meet that goal.

Incorporating lessons learned from the Pilot evaluation, in 2016, the Company intends to
continue the shift in customer messaging begun in 2014 by further educating the target
audience about: a) the Pilot’s goals to reduce peak load; b) ensuring continued service
reliability and sustainability; c) the details surrounding participation in demand response
events; and, d) a “better” lifestyle.

Using messages focused on explaining the goal of ensuring reliability and potentially
reducing the need for expensive investments in new infrastructure, the Company’s
outreach efforts will educate customers while making “better” the secondary message.
The Company will also attempt to increase the extent of its email address list — currently
only 54% compared to available phone numbers -- in order to increase email messaging
penetration. Email is a preferable medium because it is inexpensive and instant.
Customers will be invited to submit their email addresses to continue to be notified of
events after they register as well.

The marketing campaign will continue a dual track approach in 2016, customizing the
focus of the messaging in order to differentiate Pilot Participants from Non-Participants.
The Company will continue to develop and periodically distribute separate newsletters to
both participants and eligible customers who aren’t yet participants. The newsletters,
including the Pilot FAQs, will be distributed primarily through both email and direct mail
to the larger number of Non-Participant customers for whom we have no available email
addresses. A proposed schedule of tactics and messaging is below:
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Month Tactic Audience M essaging Focus
March Webpage Update All
Newsletter All Whats New for 2016, FAQs, Program Information, Testinonials, Stats
. 2016 Demand Link Information, Testimonials and FAQs to drive engagement and partipation. Utilize the
. Posteard Non Partcipants "Better Energy Management” Marketing Message
April Email Participants 2016 New Features to Demand Link, FAQs, Direction to Webpage for More Infornation, Events
Social Media All 2016 Demand Link Information With Link to Homepage. Utilize "Better Confort" Marketing Message
Telemarketing Non Participants Gain Interest and generate Awareness in EE and also in the DemandLink Program
Email Participants 2016 New Features to Demand Link, FAQs, " Get Ready For Summer" AC Rebates
May Posteard N B 2016 Demand Link Information, Testimonials and FAQs to drive engagement and partipation. Utilize the
"Better Confort" Marketing Message
Postcard Participants " Geat Ready for Summer” as well as FAQs information and new 2016 programinformation
. "Getting Ready for Summer”, Activation information, FAQs Information, 2016 New Promotions, Events, AC
Postcard Particpants
Rebates
June Postcard Non Participants "Better Lifestyle" marketing Message with 2016 New & Existing Features, Events information
Email Particpants New ProgramFeatures, FAQs, Device Activation "Better Sunmer”
Postcard Particpants 2016 New Features to Demand Link, FAQs, Direction to Webpage for More Information, Events
July Postcard Non Participants "Better Lifestyle" marketing Message with 2016 New & Existing Features, Events information
Social Media All 2016 Demand Link Information With Link to Homepage. Utilize " Better Confort" Marketing Message
Postcard Particpants 2016 New Features to Demand Link, FAQs, Direction to Webpage for More Information, Events
August Postcard Non Participants "Better Lifestyle" marketing Message with 2016 New & Existing Features, Events information
Social Media Al 2016 Demand Link Information Wth Link to Homepage. Utilize " Better Confort" Marketing Message
September Email Particpants Goals Achived, \Mnter is coming wrap up

As stated previously in this Report, the Pilot is still challenged in reaching the Pilot’s
small commercial customer segment. To overcome the obstacles experienced to date, the
Company will focus on identifying and reaching out to the decision-makers of the
businesses where they are not immediately available, such as property or business owners
not located at the Pilot property. The Company will discuss a commercial customer-
specific effort with its Jurisdiction team to better identify key targets to best engage the
small commercial customers in the Pilot area.

Demand Response

The year 2016 is the third year of planned DR events in the Pilot. The Company will
utilize the processes developed and lessons learned from the test events in 2013 as well as
the events in 2014 and 2015 to formally call events based on weather and load conditions
on the affected feeders. With the planned outreach, participants should be aware of the
Company’s expectations and their options in participating in demand response before
events are triggered. Data from events will be sent to Opinion Dynamics Corporation for
the formal evaluation.

Although it is impossible to predict when demand response events will occur very far in
advance, the structure will be somewhat standardized. When a demand response event is
triggered, customers will receive a notice in real time. Central AC units will have their
set points raised by 1-3 degrees. This is to ensure that temperatures in homes do not
increase to uncomfortable levels while also randomizing the points in time at which any
given number of units cycle on or off. Window AC units will turn off for the duration of
the event and as a result, their event durations will be shorter to avoid any customer
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discomfort. Demand response events will be two to four hours in duration and may occur
multiple days in a row. All demand response events will also be voluntary in that
customers will have the option to opt out at any time. Customers who exercise this opt-
out option will forfeit their annual bill credit.

The process for triggering DR events based on a need at the feeder level will be similar to
what it has been since 2014. When the threshold load conditions are met, the distribution
planner will notify the Pilot’s project manager that a DR event is needed and the project
manager will notify the DR event manager to schedule and deploy the event. Once the
event is scheduled, the event will be automatically initiated through wi-fi at the
designated time and will terminate once the desired duration has been reached. DR
events may also be called when weather conditions mimic those expected on a true day of
need in order to keep customers engaged and aware of the process. For these types of
events, the Pilot’s project manager will notify the DR event manager to schedule and
deploy the event.

Although the Pilot’s evaluation is the official source of savings and participation
verification, the preliminary results for DR in 2015 highlighted some apparent issues with
connectivity. To get a head start on combatting some of these issues, the Company will
begin investigating the results in 2016. Its goals will be to determine, to the extent
possible, the reasoning behind the issues and to formulate plans for reversing as much of
the problem as possible prior to the summer of 2016. The Company may also determine,
particularly with regard to the plug devices for window AC units, that it is no longer
prudent to continue offering incentives for some measures. When and if this
determination is made, the Company will work with the Parties to reallocate the budget to
other efforts, such as promoting heat pumps, pool pumps or initiatives, that may provide
more savings.

Funding Plan

As in prior SRP Reports, the Company will continue to submit an updated budget to the
PUC for annual approval. The Company is proposing to fund the Pilot in 2016 through a
mixture of leveraged EE funds, and the additional SRP funds requested as part of this
2016 SRP Report. Similar to the proposals in previous SRP Reports, the Company is
proposing to collect the additional funds needed for the Pilot by rolling the SRP budget
into the existing EE program charge on customer’s bills, which is detailed in Table S-1.

Six-Year Budget

The budget table below reflects actual expenditures for 2012 through 2014, projected
expenditures for 2015, and budgeted expenditures for 2016 and 2017. It reflects minimal
changes to the 2016 budget from what was projected in the 2015 SRP Report. The
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amount included in the Pilot budget is exclusive of the incentive offered through the EE
program, for which the customer will still be eligible in addition to the Pilot’s incentives.

The increase in the Marketing budget is due to the Company’s decision to contribute to
the expenses of hiring a resource to do on-the-ground outreach in the municipalities of
focus in the RI Energy Challenge initiative. With Tiverton and Little Compton
comprising two of the five municipalities in this group for 2016, this resource will be able
to provide invaluable support in promoting the DemandLink pilot as well as the RI
Energy Challenge goals through government officials and community organizations in
the Pilot area.

The incentive budget is slightly less than projections in past SRP Reports despite the
potential for collaboration with the EnergyWise program wi-fi thermostat offering. This
is due to lower projections of enhanced incentives offered by SRP and an increased
emphasis on focused participation in statewide EE offers.

Please refer to Appendix 5 for a more detailed breakdown of this Pilot’s costs.

Table S-3
National Grid
System Reliability Procurement - Tiverton/Little Compton
Annual Budgets and Actual Costs

$(000)
Rebates and Sales, Technical

Program Planning Other Customer | Assistance & Evaluation &

& Administration M arketing Incentives Training M arket Research Total
2012 $2.6 $24.7 $32.5 $2.0 $25.1 $86.8
2013 $67.9 $77.1 $102.0 $1.4 $90.7 $339.0
2014 $74.9 $78.1 $87.0 $6.0 $125.4 $371.5
2015 $50.0 $75.0 $67.0 $94.1 $150.0 $436.2
2016 $50.0 $90.0 $76.2 $94.9 $130.0 $441.1
2017 $50.0 $90.0 $79.9 $95.5 $150.0 $465.4
Total $295.4 $434.9 $444.6 $293.9 $671.1 $2,140.0

Notes:

(1) The 2016 System Reliability Procurement Report seeks approval only for 2016 funds. Future projections over the life of the Tiverton/Little
Compton pilot are estimates subject to change.

(2) The annual totals in this table represent only the forecasted funds necessary to run the Tiverton/Little Compton pilot. They do not include costs
associated with focused energy efficiency or with SRP participant costs.

(3) Allamounts shown are in Scurrent year.

(4) 2012-2014 numbers have been updated to reflect year end data. 2015 numbers have been updated to reflect year end projectsions

Evaluation

The Company continues to work with Opinion Dynamics Corporation (ODC) on the
evaluation of the Pilot. The major evaluation objectives for 2015 were (1) an EnergyWise
impact analysis to assess the incremental energy efficiency impact of 2012-2014, (2) a
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DemandLink process evaluation, (3) an impact analysis of demand response events, (4) a
window AC rebate and recycling evaluation, (5) an updated Marketing Effectiveness
memo, and (6) developing an evaluation plan for 2016.

The EnergyWise impact analysis estimated the extent to which the Pilot created
incremental EE savings in the pilot area that would not have otherwise been achieved.
The results showed that the Pilot is responsible for an approximate 49% increase in EE
participation in the pilot area based on data from 2012-2014. This estimate was derived
through participant surveys and an analysis of EnergyWise program participation in both
the Pilot communities and a few comparison towns. The participant surveys aimed to
determine which marketing or program attributes most influenced customers’ decisions to
participate in EnergyWise. ODC then used the “take rate” of 49% and applied it to gross
load impacts from the installation of EnergyWise Program measures. The results show
that the pilot-to-date has achieved summer peak load savings totaling 32.9 kW, in a range
of 30.0 to 35.7 kW, from EnergyWise energy efficiency measures.

The DemandLink process evaluation consisted of a survey of customers participating in
the DemandLink program. Survey results highlighted that customers are satisfied with the
equipment (82% for central-AC and 72% for Smart Plugs) but have a lower awareness of
demand response events (61% for central-AC and 45% for Smart Plugs). Their awareness
levels did not appear to negatively impact customer satisfaction. However, the survey did
uncover an issue pertaining to Smart Plugs, which could be associated with customer
awareness. Based on the survey, 42% of Smart Plugs are not being used with window AC
units. While customers are reminded each summer to plug window AC units into Smart
Plugs, increased follow-up or a review of Smart Plug data early in the season may help to
prevent this in the future.

The demand response impact analysis calculated the peak demand savings resulting from
the 3 demand response events called on July 23, August 27, and September 3* 2014, as
well as two test events on July 18 and August 21° 2013. The results, detailed in the chart
below, were derived from a mixture of day matching, modeling, thermostat logs and
weather data.

Thermostat Impact Program Impact
Runtime # of
. kW Participating kW
Reduction
Thermostats
Central AC 8.6% 0.32 176 56
Window AC N/A 0.07 28 2.04

The analysis found that there was no summer log activity for 80 out of 110 Smart Plugs,
or 73%, leading to a low demand savings for wind AC units. The analysis also returned
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statistics on failure rates. The mean event failure rate was 4% for window ACs and 10%
for central ACs (no communication or opt-out in first 5 minutes), while complete failures
and event failures, was 13% for the central ACs and 78% for window ACs (includes
blank logs).

Because there were so few events and because the events were held on days which were
not indicative of weather and system conditions on a real, need-based situation, the
results from this demand response impact analysis influenced but did not replace the
assumptions for demand response impacts for the remainder of the pilot in this year’s
plan. As a result of this analysis, the existing assumption of 1.25kW reduction per
thermostat was reduced to 1kW per thermostat and the 0.09kW per window AC unit was
kept the same. With more events already logged for 2015, the Company expects to have
better demand response impact estimates to report in the next round of evaluation.

The window AC rebate and recycling evaluation involved a review of participation in the
DemandLink window AC rebate and recycling programs and a gross impact analysis of
rebates for the purchase of new ENERGY STAR® window AC units and window AC
recycling rebates. In total, the pilot met 94% of its 2014 target of recycling 50 units and
30% of its target of providing rebates for 50 new ENERGY STAR® rated units to
customers on substation feeders. The resulting impact factors can be found in Appendix
TBD.

The Marketing Effectiveness memo detailed that telemarketing continues to be an
effective driver for generating leads and increasing program participation. The survey
also showed that there is still strong interest in leads for future participation. However,
only two out of ten interviewed leads in the DemandLink thermostat program were aware
that the program helps delay the need for an upgrade to a local substation suggesting that
new marking messaging has not yet fully taken hold. This memo is included in Appendix
TBD of this Report.

An evaluation plan and associated budget estimate for 2016 was created in September of
2015. There are many tasks scheduled for 2016 to evaluate both the process and impacts
of the Pilot. The major 2016 deliverables are summarized in the chart below. The
deliverables noted below focus primarily on 2015 activities. In addition to these
deliverables, the evaluation will complete work on 2015 activities that will inform
deliverables for 2016.

Déliverable Due Date Description of Work
. : . Assesses why some customers express
Residential Leads Analysis January 2016 interest in the Pilot but do not
Memo . ..
ultimately participate

2014 Demand Response February 2015 | Analysis of pilot-related DR impacts
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Impacts based on 2015 data
2015 Annual Evaluation April 2016 Process and Impact findings update
Report P based on 2012 — 2015 data
2017 Evaluation Plan & August 2016 Description .of tasks for 2017 and
Budget estimated costs

The budget for the 2016 evaluation is included in the benefit cost analysis for the Pilot
shown in Appendix 3. Wherever this evaluation’s activities overlap with statewide EE
objectives, the Company is proposing to fund those activities through the statewide EE
pilots budget to maximize the cost efficiency.

Valuation of Deferral and Revenue Requirements

The Company has already deferred the original investment to add a third feeder to the
Tiverton substation from 2014 to 2016 and has determined that it will be able to defer this
investment for at least one more year to 2017. If the pilot can continue to recruit enough
customers and provide sustained load relief during peak hours through 2017, it will be
able to defer this investment through 2018. This would allow the Company to prioritize
other investment projects without NWA potential. The value from deferral of the
proposed wires solution is summarized below. The Company estimated thirty years of
revenue requirement from the investment entering service in 2014. The Company
proceeded to move the investment one year ahead and calculate the revenue requirement
through the next twenty-nine years and continuing for years 2015, 2016 and 2017,
respectively, and took the difference between the values from one year to the next. The
result of a four-year deferral is the set of net present value benefits as shown in the table
below. The Company converted the $2,933,296 estimate (which is in 2014 dollars) to a
net present value, which is represented by the $2,610,498 in the “Base Investment”
column below. The amounts in the “NPV Annual Value” row below represent the
deferral savings achieved in each year by avoiding the wires solution for another year.

Year 2014 2015 2016 2017
Base Investment | 1 Yr Delay | 2 Yr Delay | 3 Yr Delay | 4 Yr Delay
NPV of Revenue Requirement $2,610,498| $2,436,310| $2,264,828| $2,105,416| $1,957,225
NPV Annual Value $174,188| $171,482| §$159,412| $148,191
NPV Cumulative savings $174,188| $345,670| $505,081| $653,273

Updated Benefit/Cost Analysis of NWA Solution
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The Company is proposing to use the same framework for cost-effectiveness in this
Report as that which was used in the 2012 - 2015 SRP Reports.'” Inputs to the benefit
cost analysis from the 2015 SRP Report have been updated to reflect strategic,
implementation changes for 2016 and 2017. Figures for 2012 through 2014 have been
updated to reflect actual data from the EE impact evaluation and 2015 figures have been
updated to reflect year end projections based on actual data available.

Table S-2
System Reliability Procurement - Tiverton/Little Compton
Summary of Cost Effectiveness ($000)
2012 2013 2014 2015 2016 2017 Overall
Benefits $190.0| $1,516.4 $877.6| $1,282.8 $1,491.3[ $1,574.5 $6,932.6
Focused Energy Efficiency Ben¢ﬁ51 $101.0 $741.5 $471.3 $880.7 $1,124.0] $1,179.7| $4,498.3
SRP Energy Efficiency Benefits® $89.0 $774.9 $220.7 $215.5 $195.0 $209.9( $1,705.0]
Demand Reduction Benefits® $0.0 $0.0 $11.5 $15.1 $12.8 $36.6 $76.0]
Deferral Benefits* $0.0 $0.0 $174.2 $171.5 $159.4 $148.2 $653.3
Costs $156.2 $799.0 $695.5| $1,065.2 $1,326.6( $1,350.9] $5,393.4
Focused Energy Efficiency Costs’ $69.4 $457.7 $321.9 $627.8[ $884.174 $884.2 $3,245.2
System Reliability Procurement Costs®” $86.8 $341.3 $373.5 $437.4 $442.4 $466.7| $2,148.2
Benefit/Cost Ratio 1.22 1.90 1.26 1.20 1.12 1.17 1.29

Notes:

(1) Focused EE benefits in each year include the NPV (over the life of those measures) of all TRC benefits associated with EE measures installed in that year that are
being focused to the Tiverton/Little Compton area.

(2) SRP EE benefits include all TRC benefits associated with EE measures installed in each year that would not have been installed as part of the statewide EE

programs.

(3) DR benefits represent the energy and capacity benefits associated with the demand reduction events projected to occur in each year.

(4) Deferral benefits are the net present value benefits associated with deferring the wires project (substation upgrade) for a given year in $2014.

(5) EE costs include PP&A, Marketing, STAT, Incentives, Evaluation and Participant Costs associated with statewide levels of EE that have been focused to the
Tiverton/Little Compton area. For the purposes of this analysis, they are derived fromthe planned ¢/Lifetime kWh in Attachment 5, Table E-5 of each year's EEPP in
the SF EnergyWise and Small Business Direct Install programs. These are the programs through which measures in this SRP pilot will be offered.

(6) SRP costs represent the SRPP budget which is separate from the statewide EEPP budget, as well as SRP participant costs. The SRP budget includes PP&A,
Marketing, Incentives, STAT and Evaluation.

(7) All costs and benefits are in $current year except for deferral benefits.

(8) This SRP report seeks approval only for the 2016 System Reliability Procurement Costs. Future projections over the life of the Tiverton/Little Compton pilot are
estimates subject to change.
(9) 2012-2014 numbers have been updated to reflect year end data. 2015 numbers reflect year end projections.

The Demand Link Pilot remains cost effective over its life, with a benefit/cost ratio of
1.29, as well as within each year, as shown in Table S-2 above. The benefit cost ratio for
20161is 1.12.

The Company still assumes that measures in future years will mimic those being used in
the current planning year and that participation will remain constant over the life of the
Pilot based on what is planned for 2016. This assumption may change in future annual

For a detailed descriptions of the cost and benefits associated with the cost-effectiveness framework, see
2012 SRP Report - Supplement, February 1, 2012, Docket 4296.
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SRP Reports based on lessons learned from implementation, actual results, or other
factors as the Company evaluates the progress of the Pilot.

The Pilot continues to focus on EE costs, EE savings, and EE benefits from the
EnergyWise and Small Business Direct Install programs for years 2016 and 2017, which
can be seen in Table S-2 of Appendix 3. The focused EE program cost and savings
inputs have been updated since the 2015 SRP Report to reflect the program per-kWh
costs and program savings assumptions respectively from the 2016 EEPP. The cost per
kWh for the Small Business and EnergyWise programs increased by approximately one
cent and half a cent respectively from 2015 to 2016. Additionally, the HPWH and Dryer
measure costs were newly associated to the HVAC and Appliances programs
respectively, both of which have either as high or higher costs per kWh than the
EnergyWise and Small Business programs. These notes, combined with the 2016 plan’s
increased reliance on greater numbers of assessments to achieve savings than in past
years, lowered the BC ratio of the Pilot. The focused program savings are shown in
Table S-4 of Appendix 3.

Other factors affecting the BC ratio of the Pilot include an updated set of avoided costs'',
and updated estimates of DR savings. The avoided costs, on average, have slightly
lowered benefits for each unit of savings. Similarly, though the results of the DR events
run in 2014’s mild summer are not projected to be indicative of maximum achievable
savings, the Company concluded that some reduction in kW savings per unit was
appropriate based on very preliminary results in 2015 of 0.5-0.6kW per thermostat.

The Company updated the SRP costs and SRP EE benefits for this Report to reflect
changes in the Pilot’s measure offerings. In this SRP Report, the Company requests
approval for recovery of 2016 costs that have been refined for this SRP Report. The
Company continues to estimate costs for future years, and these costs are subject to
change in future annual SRP Reports.

All costs and benefits in this analysis are in current year dollars, meaning that the avoided
costs are inflated for each year. The savings associated with this Pilot are categorized in
the same way as the benefits. They are shown in Table S-4 of Appendix 3. As projected,
this Pilot will create almost $7 million in benefits in the Tiverton/Little Compton area
over its six-year lifetime. For each $1 invested, this Pilot will create $1.29 of economic
benefits over the lifetime of the six-year investment. Most importantly, however, it will
provide the load relief needed to defer the construction of a new substation through 2017
as shown in Table S-7 below.

""" Avoided costs are taken from the “Avoided Energy Supply Costs in New England: 2015 Report,”
Revised March 31, 2015, Tabors Caramanis Rudkevich.
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Table S-7
System Reliability Procurement - Tiverton/Little Compton
Potential for Wires Project Deferral at Year Begin

2012 2013 2014 2015 2016 2017 2018
Cumulative Annual kW from Energy Efficiency 252 357 452 581 807
Focused Energy Efficiency 123 157 206 285 440
SRP Energy Efficiency 129 200 246 296 367
Cumulative Annual kW from Demand Reduction 167 177 216 257 299
Thermostats - Residential 152 154 190 227 265
Thermostats - C&I 6 6 6 6 6
Smart Plugs 10 17 20 24 28
Total Cumulative kW Reduction From DemandLink 419 533 668 838 1,106
Total Cumulative kW Reduction Needed to Defer Wires Project 150 390 630 860 | 1,000
% Deferral Targets Achieved by DemandLink 279% 137% 106% 97%| 111%
Cumulative Annual kW from Solar 144 362 362
OER SRP Solar DG Pilot - Large Scale 144 144 144
OER SRP Solar DG Pilot - Small Scale 218 218
Total Cumulative kW Reduction in Pilot Area 419 533 812 1,200 1,468

Notes:
(1) AlkW amounts are Summer kW and are cumulative.

(2) This table shows the number of kW have been either installed through EE or have become available to reduce through demand reduction by the end of the previous year to

therefore contribute to the deferral of the wires investment in the current year.

(3) kW in Reserve acts as insurance against customers overriding the demand reduction themselves, so that the required reduction is still met.
(4) 2012 -2014 amounts have been updated to reflect year end data. 2015 amounts have been updated to reflect year end projections.

(5) OER SRP Solar DG Pilot items are administered and funded by the RI Office of Energy Resources and are not part of DemandLink. Savings are shown in this chart to

highlight the effect of their efforts on overall deferral. No expenses from these initiatives are included in the BC analysis in Table S-2.
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M iscellaneous Provisions

A. Other than as expressly stated herein, this Settlement establishes no
principles and shall not be deemed to foreclose any party from making any
contention in any future proceeding or investigation before the PUC.

B. This Settlement is the product of settlement negotiations. The content of
those negotiations is privileged and all offers of settlement shall be
without prejudice to the position of any party.

C. Other than as expressly stated herein, the approval of this Settlement by
the PUC shall not in any way constitute a determination as to the merits of
any issue in any other PUC proceeding.

The Parties respectfully request the PUC approve this Stipulation and Settlement as a
final resolution of all issues in this proceeding.
Respectfully submitted,

THE NARRAGANSETT ELECTRIC COMPANY
d/b/a NATIONAL GRID

10/8/15

By its Attorney Date
Raquel J. Webster

National Grid 2016 System Reliability Procurement Report



The Narragansett Electric Company

d/b/a National Grid

2016 System Reliability Procurement Report
‘ Docket No. 4581

Page 29 of 32

RHODE ISLAND DIVISION OF PUBLIC UTILITIES AND

CARRIERS
By its Attorney Date

Jon Hagopian, Senior Legal Counsel
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ACADIA CENTER
A4 19/7/ 2018
Mark LeBel, Staff Attorney Date
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THE RHODE [ISLAND ENERGY EFFICIENCY AND
RESOURCES MANAGEMENT COUNCIL

‘W October 8, 2015

By its Attorney, Date
Marisa Desautel, Rl Bar #7556

Law Office of Marisa Desautel, LLC

55 Pine St.

Providence, Rl 02909

401-477-0023
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PEQPLE’§ POWER & KIG o
[0 / & / Y
By its Executive Director Date
Larry Chretien
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By iYs Commissioner,\Jj Date

Marion Gold
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GREEN & HEALTHY HOMES INNITIATIVE
I St el I

C’w —— ot dj—rﬂ“"“‘“mﬂ“ddmﬁ# e:_%*‘“%w..ww —
By its President and CEOQ, Date
Ruth Ann Norton
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Rhode Island Summer Peaks [Actuals and 50050, 3010, & 95/5 Weather-Adjusted Cases)
after Energy Efficiency Reductions
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2012 2013 2014 2015 2016 2017 Total

PP&A $60,000 $50,000 $74,000 $50,000 $50,000 $50,000 $334,000
Marketing $40,000 $77,000 $75,000 $75,000 $90,000 $90,000 $447,000
Rebates $66,000 $94,625 $103,990 $67,040 $76,203 $79,923 $512,518
PCT Rebates - Resi $50,000 $16,250 $25,900 $20,160 $10,500 $21,000 $143,810
PCT Rebates - C&lI $16,000 $3,250 $1,850 $0 $0 $0 $21,100
PCT Rebates - Smart Plugs $27,750 $10,500 $12,600 $4,200 $55,050
Smart Plug Rebates $38,000 $12,240 $3,400 $4,080 $4,080 $61,800
AC Recycling Rebates $0 $24,625 $4,000 $2,400 $2,400 $2,400 $35,825
AC Purchase Rebates $0 $12,500 $4,250 $1,275 $1,275 $1,275 $20,575
LEDs $28,000 $15,000] $22,500 $22,500 $88,000
Dryers

HPWHSs $5,250 $14,000 $14,000 $33,250
Bill Credits $5,000 $7,000 $12,738 $9,055 $8,848 $10,468 $53,108
Resi Central AC Bill Credit $5,000 $7,000 $8,200 $5,060 $6,060 $7,060 $38,380
C&I PCT Bill Credit $0 $1,440 $320 $320 $320 $2,400
Window AC Bill Credit $3,098 $3,675 $2,468 $3,088 $12,328
STAT $25,000 $1,910 $13,480 $94,120 $94,920 $95,520 $324,950
Evaluation $25,000 $100,000 $120,000 $150,000 $130,000 $150,000 $675,000
Substation equipment cost $0 $13,000 $0 $0 $0 $0 $13,000
Total $221,000 $343,535 $399,208 $436,160 $441,123 $465,443 $2,306,468
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TableS-1
National Grid
System Reliability Procurement - Tiverton/Little Compton
Funding Sources
$(000)

2012 2013 2014 2015 2016 2017 Total
(1) Projected Budget: $221.0 $3435 $399.2 $513.2 $441.1 $465.4 $2,383.5
(2) Projected Year-End Fund Balance and Interest: $57.2 -$55.4 $137.0
(3) Customer Funding Required: $221.0 $253.2 $342.0 $568.6 $304.2 $465.4 $2,154.5
(4) Forecasted kWh Sales: 6,459,688,660( 7,853,900,593| 7,855,718,845( 7,694,501,891| 7,627,994,254| 7,646,483,062 45,138,287,305
(5) Additional SRP Funding Needed per kWh: $0.00003 $0.00003 $0.00004 $0.00007 $0.00003 $0.00006 $0.00004
(6) Proposed Energy Efficiency Program chargein EEPP $0.00589 $0.00862 $0.00896 $0.00935 $0.01061
(7) Proposed Total Energy Efficiency Program chargein EEPP $0.00592 $0.00865 $0.00900 $0.00942 $0.01064
(8) Proposed Total Energy Efficiency Program charge w/ Uncollectible Recovery $0.00592 $0.00865 $0.00911 $0.00953 $0.01077

Notes
(1)Projected Budget includes only additional funds for SRP. It does not include costs associated with focused energy efficiency.

(2) Proposed Total Energy Efficiency Program charge is the sum of the "Additional SRP Funding Needed per kWh" and "Proposed Energy Efficiency Program charge in EEPP" lines.

(3) The 2016 System Reliability Procurement Report seeks approval only for 2016 funds. Future projections over the life of the Tiverton/Little Compton pilot are estimates subject to change.

(4) All dollar amounts shown are in Scurrent year.

(5) The Forecasted kWh Sales represent 12 months of sales except for 2012 which represents 10 months of sales due to the timing of the filing.
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Table S-2
System Reliability Procurement - Tiverton/Little Compton
Summary of Cost Effectiveness ($000)
2012 2013 2014 2015 2016 2017 Overall
Benefits $190.0 $1,516.4 $877.6] $1,282.8 $1,491.3| $1,5745| $6,932.6
Focused Energy Efficiency Benefits' $101.0 $741.5 $471.3 $880.7 $1,124.01 $1,179.7| $4,498.3
SRP Energy Efficiency Benefits” $89.0 $774.9 $220.7 $215.5 $195.0 $209.9( $1,705.0
Demand Reduction Benefits’ $0.0 $0.0 $11.5 $15.1 $12.8 $36.6 $76.0
Deferral Benefits* $0.0 $0.0 $174.2 $171.5 $159.4 $148.2 $653.3
Costs $156.2 $799.0 $695.5| $1,065.2 $1,326.6] $1,350.9] $5,393.4
Focused Energy Efficiency Costs’ $69.4 $457.7 $321.9 $627.8 $884.174 $884.2| $3,245.2
System Reliability Procurement Costs®’ $86.8|  $341.3|  $373.5| $437.4 $442.4|  $466.7| $2,148.2
Benefit/Cost Ratio 1.22 1.90 1.26 1.20 1.12 117 1.29

Notes:
(1) Focused EE benefits in each year include the NPV (over the life of those measures) of all TRC benefits associated with EE measures installed in that year that are being

focused to the Tiverton/Little Compton area.

(2) SRP EE benefits include all TRC benefits associated with EE measures installed in each year that would not have been installed as part of the statewide EE programs.
(3) DR benefits represent the energy and capacity benefits associated with the demand reduction events projected to occur in each year.

(4) Deferral benefits are the net present value benefits associated with deferring the wires project (substation upgrade) for a given year in $2014.

(5) EE costs include PP&A, Marketing, STAT, Incentives, Evaluation and Participant Costs associated with statewide levels of EE that have been focused to the
Tiverton/Little Compton area. For the purposes of this analysis, they are derived from the planned ¢/Lifetime kWh in Attachment 5, Table E-5 of each year's EEPP in the SF
EnergyWise and Small Business Direct Install programs. These are the programs through which measures in this SRP pilot will be offered.

(6) SRP costs represent the SRPP budget which is separate from the statewide EEPP budget, as well as SRP participant costs. The SRP budget includes PP&A, Marketing,
Incentives, STAT and Evaluation.

(7) All costs and benefits are in $current year except for deferral benefits.

(8) This SRP report seeks approval only for the 2016 System Reliability Procurement Costs. Future projections over the life of the Tiverton/Little Compton pilot are
estimates subject to change.

(9) 2012-2014 numbers have been updated to reflect year end data. 2015 numbers reflect year end projections.



THE NARRAGANSETT ELECTRIC COMPANY
d/b/a National Grid
2016 System Reliability Procurement Report

Attachment 3
Page 3 of 7
Table S-3
National Grid
System Reliability Procurement - Tiverton/Little Compton
Annual Budgets and Actual Costs
$(000)
Rebates and Sales, Technical
Program Planning Other Customer Assistance & Evaluation &
& Administration Marketing Incentives Training Market Resear ch Total
2012 $2.6 $24.7 $32.5 $2.0 $25.1 $86.8
2013 $67.9 $77.1 $102.0 $1.4 $90.7 $339.0
2014 $74.9 $78.1 $87.0 $6.0 $125.4 $371.5
2015 $50.0 $75.0 $67.0 $94.1 $150.0 $436.2
2016 $50.0 $90.0 $76.2 $94.9 $130.0 $441.1
2017 $50.0 $90.0 $79.9 $95.5 $150.0 $465.4
Total $295.4 $434.9 $444.6 $293.9 $671.1 $2,140.0

Notes:
(1) The 2016 System Reliability Procurement Report seeks approval only for 2016 funds. Future projections over the life of the Tiverton/Little Compton

pilot are estimates subject to change.
(2) The annual totals in this table represent only the forecasted funds necessary to run the Tiverton/Little Compton pilot. They do not include costs

associated with focused energy efficiency or with SRP participant costs.
(3) All amounts shown are in $current year.

(4) 2012-2014 numbers have been updated to reflect year end data. 2015 numbers have been updated to reflect year end projectsions
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Table S-4

System Reliability Procurement - Tiverton/Little Compton
Summary of kW, and kWh New Installs Per Year

Capacity (kW Energy (MWh)
Maximum
Summer Winter Lifetime Annual Lifetime

Residential 5 9 40 129 989

EE Commercial 4 2 43 7 76

2012 SRP 8 0 121 4 55
Non-EE [Demand Response 26 0 26

Total 43 11 231 139 1,119

Residential 35 180 288 545 4,577

EE Commercial 79 46 944 205 2,440

2013 SRP 121 1 1,362 80 883
Non-EE [Demand Response 115 0 115

Total 350 227 2,708 830 7,900

Residential 22 105 296 337 4,906

EE Commercial 12 9 131 70 774

2014 SRP 71 1 746 51 535
Non-EE [Demand Response 36 0 36

Total 141 114 1,207 458 6,215

Residential 36 101 664 351 6,511

EE Commercial 14 10 149 51 564

2015 SRP 46 0 496 31 325
Non-EE [Demand Response 39 0 39

Total 135 111 1,348 433 7,400

Residential 48 134 856 479 8,566

EE Commercial 31 23 340 117 1,289

2016 SRP 50 0 544 34 362
Non-EE [Demand Response 42 0 42

Total 170 158 1,782 630 10,217

Residential 154 150 2,015 618 10,000

EE Commercial 0 0 0 0 0

2017 SRP 72 143 1,123 524 9,126
Non-EE [Demand Response 42 0 42

Total 267 293 3,180 1,141 19,126

Grand Total 1,106 915 10,455 3,631 51,976

Notes:

(1) The "EE" savings include both Focused Energy Efficiency savings and SRP Energy Efficiency Savings.
(2) Measures unique to SRP and not offered in the same way through the statewide EE programs are listed as a separate line item (SRP) under the EE heading.

Measures part of the focused EE are listed in the EnergyWise and Small Business program lines.
(3) Savings in this table are not cumulative. Each year shows savings from measures that will have been installed within that year.
(4) 2012-2014 numbers have been updated to reflect year end data and 2015 numbers have been updated to reflect year end projections

Attachment 3
Page 4 of 7
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TableS5
System Reliability Procurement - Tiverton/Little Compton
Summary of Incremental Benefits By Year
Capacity ($) Energy ($) Non-Electric ($)
Summer Winter MDC/ Winter Off- Summer Off- Non -
Total Benefits| Generation | Generation |Transmission| Deferral(3) DRIPE Winter Peak Peak Summer Peak Peak DRIPE Resour ce Resource

Residential 81,032 1,235 0 910 3,824 303 16,990 21,298 10,676 11,125 7,387 0 7,286

EE Commercial 19,962 1,638 0 943 3,962 455 2,531 615 1,518 302 560 0 7,439

2012 SRP i 89,031 6,590 0 2,638 11,082 1,224 0 0 2,926 873 316 63,381 0|
Non-EE Demand Reduction 0 0 0 0 0 0 0 0 0 0 0 0 0

Deferral 0 0 0 0 0 0 0 0 0 0 0 0 0

Total 190,025 9,463 0 4,490| 18,868| 1,981 19,521 21,912 15,120 12,300 8,263 63,381 14,725

Residential 390,211 11,444 0 6,524 27,414 2,431 80,557 104,183 52,589 51,043 32,706 21,319 0

EE Commercial 351,289 45,980 0 21,224 89,179 11,654 84,675 20,430 50,364 10,075 17,708 0 0|

2013 SRP i 774,947 67,287 0 30,582 128,499 14,693 114] 486 48,156 15,014 6,447 463,670 0
Non-EE Demand Reduction 0 0 0 0 0 0 0 0 0 0 0 0 0

Deferral 0 0 0 0 0 0 0 0 0 0 0 0 0

Total 1,516,447} 124,711 0 58,331 245,092 28,778 165,346 125,099 151,109 76,132 56,861 484,990 [y

Residential 394,589 29,700 0 11,932 0 1,545 91,868 122,116 47,767 54,291 30,480 4,891 0|

EE Commercial 76,725 11,453 0 5,305 0 982 26,552 6,711 12,715 2,974 10,031 0 0

2014 SRP 220,687 63,099 0 30,271 0 5,344 77 335 23,230 8,508 6,108 83,715 0|
Non-EE Demand Reduction 11,455 4,096 0 7,249 0 0 0 0 110! 0 0| 0 0|

Deferral 174,188 0 0 0 174,188 0 0 0 0 0 0| 0 0|

Total 877,644] 108,348 0 54,757 174,188 7,870 118,497 129,162 83,822 65,774 46,619 88,606 0|

Residential 813,220 77,039 0 26,072 0 3,006 138,018 182,694 73,174 83,198 33,550, 163,001 33,468

EE Commercial 67,486 14,608 0 6,008 0 1,119] 20,753 5,306 10,197 2,398 7,095 0 1

2015 SRP i 215,458 48,068 0 19,986 0 3,590] 52 229 15,541 5,733 3,647 118,613 0
Non-EE Demand Reduction 15,120 5,359 0 9,057 0 0 0 0 704 0 0| 0 0|

Deferral 171,482 0 0 0 171,482 0 0 0 0 0 0 0 0

Total 1,282,766 145,074 0 61,123 171,482 7,716 158,823| 188,229 99,616 91,329 44,292 281,614 33,469

Residential 978,459 137,812 0 9,798 0 0 189,151 247,625 98,594 103,291 1,932 147,282 42,974

EE Commercial 145,590 50,129 0 3,952 0 0 50,064 12,963 22,700 5,104 676) 0 3

2016 SRP i 195,001 80,489 0 6,321 0 0 58 261 16,908 5,957 330 84,676 0|
Non-EE Demand Reduction 12,793 9,014 0 3,061 0 0 0 0 718 0 0| 0 0|

Deferral 159,412 0 0 0 159,412 0 0 0 0 0 0| 0 0|

Total 1,491,255/ 277,444] 0 23,133 159,412 0 239,273 260,848 138,920 114,352 2,938 231,958 42,977

Residential 1,025,739 148,343 0 10,003 0 0 196,638 257,332 105,193 110,193 1,082 153,981 42,974

EE Commercial 154,009 55,966 0 4,035 0 0 51,154 13,233 23,806 5,442 372! 0 3

2017 SRP 209,918 89,947 0 6,453 0 0 58 262 17,848 6,362 172 88,815 0
Non-EE Demand Reduction 36,597 32,081 0 3,629 0 0 0 0 887 0 0| 0 0|

Deferral 148,191 0 0 0 148,191 0 0 0 0 0 0 0 0

Total 1,574,455} 326,337 0 24,121 148,191 0] 247,850 270,826 147,734] 121,997 1,627| 242,796 42,977
Grand Total 6,932,592 991,377| 0| 225,954 917,233 46,344 949,310 996,076 636,321 481,884 160,600 1,393,345 134,1481

Notes:

(1) The "EE" benefits include both Focused Energy Efficiency benefits and SRP Energy Efficiency benefits.
(2) Measures unique to SRP are listed as a separate line item under the EE heading. Measures part of the focused EE are listed in the EnergyWise and Small Business program lines.

(3) The MDC/Deferral column represents: 2012-2013: the system-average distribution benefit and 2014-2017: the calculated deferral benefit as defined in the notes section of Table S-2
(4) All benefits are in Scurrent year except deferral benefits which are in $2014.
(5) 2012-2014 amounts have been updated to reflect year end data. 2015 amounts have been updated to reflect year end projections.

(6) Benefits due to EE reflect new installations within the year. Benefits due to Non-EE reflect cumulative installations
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Table S-6

System Reliability Procurement - Tiverton/Little Compton

Demand Reduction

Smart
Tstats Plug

Per- Event Capacity Savings per Residential Participant (kW) 1 0.09
Per - Event Capacity Savings per C& | Participant (kW) 2 n/a

2012 2013 2014 2015 2016 2017
Number of Event Hours
Thermostats 12 60 48 48
Plug Load Devices 6 30 24 24
Units
Thermostats - Residential 35 167 205 253 303 353
Thermostats - C&I 0 4 4 4 4 4
Plug Load Devices 0 145 249 299 359 419
Forecasted Annual Capacity Savings (kW) 26 141 177 216 257 299
Thermostats - Residential 26 125 154 190 227 265
Thermostats - C&I 0 6 6 6 6 6
Smart Plugs 0 10 17 20 24 28
Forecasted Annual Energy Savings (kWh) 0 0 2,018 12,350 11,778 13,675
Thermostats - Residential 0 0 1,845 11,385 10,908 12,708
Thermostats - C&I 0 0 72 360 288 288
Smart Plugs 0 0 101 605 582 679
Cumulative Annual Demand Reduction Benefits ($) 11,455 15,120 12,793 36,597
Annual Energy Benefits ($) 110 704 718 887
Annual Capacity Benefits ($) 11,345 14,416 12,076 35,710

Notes:

(1) Forecasted event hours are based on an assumed three days of four-hour events, four times per year. In each event, it is assumed that the demand reduction will be

staggered in two groups and cycled on and off.

(2) Savings above represent 45% of max. This includes a reduction of 50% to reflect event cycling style and an additional 10% reduction to account for thermostats not
connected at time of event. In 2015, event style was changed to temperature setpoint changes, savings estimates have been updated to reflect that. Assumes 20%
(2) The 2015 System Reliability Procurement Report seeks approval only for 2016 funds. Future projections over the life of the Tiverton/Little Compton pilot are

estimates subject to change.
(3) All dollar amounts are in $current year.

(4) 2012-2014 amounts have been updated to reflect year end data and 2015 amounts have been updated to reflect year end projections.
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TableS-7
System Reliability Procurement - Tiverton/Little Compton
Potential for Wires Project Deferral at Year Begin
2012 2013 2014 2015 2016 2017 2018
Cumulative Annual kW from Energy Efficiency 252 357 452 581 807
Focused Energy Efficiency 123 157 206 285 440
SRP Energy Efficiency 129 200 246 296 367
Cumulative Annual kW from Demand Reduction 167 177 216 257 299
Thermostats - Residential 152 154 190 227 265
Thermostats - C&I 6 6 6 6 6
Smart Plugs 10 17 20 24 28
Total Cumulative kW Reduction From DemandLink 419 533 668 838 1,106
Total Cumulative kW Reduction Needed to Defer Wires Project 150 390 630 860 1,000
% Deferral Targets Achieved by DemandLink 279% 137% 106% 97% 111%
Cumulative Annual kW from Solar 144 362 362
OER SRP Solar DG Pilot - Large Scale 144 144 144
OER SRP Solar DG Pilot - Small Scale 218 218
Total Cumulative kW Reduction in Pilot Area 419 533 812 1,200 1,468

Notes:
(1) All kW amounts are Summer kW and are cumulative.

(2) This table shows the number of kW have been either installed through EE or have become available to reduce through demand reduction by the end of the previous year to therefore

contribute to the deferral of the wires investment in the current year.

(3) kW in Reserve acts as insurance against customers overriding the demand reduction themselves, so that the required reduction is still met.

(4) 2012 -2014 amounts have been updated to reflect year end data. 2015 amounts have been updated to reflect year end projections.
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Executive Summary

Executive Summary

This report presents evaluation findings for the third year of the Rhode Island System Reliability
Procurement (SRP) pilot, conducted by Opinion Dynamics Corporation under contract to National Grid.
The SRP pilot was designed to determine whether demand-side management could be an effective
method of reducing peak demand on the Tiverton substation, which serves over 5,000 customers in
the pilot communities. Starting in March 2012, National Grid increased marketing and outreach to
encourage participation in select statewide energy efficiency programs, enrollment in SRP
DemandLink offerings (WiFi programmable controllable thermostats and Smart Plug window AC
control), and enroliment in SRP-specific energy efficiency offerings (window AC rebates and recycling).

This report presents the results of the various research activities and analyses conducted for the 2014
SRP pilot year. Research activities included three primary data collection efforts: an online survey of
EnergyWise participants, a telephone survey of DemandLink participants, and a telephone survey of
SRP program leads. We conducted gross impact analyses of 1) measures installed through the
EnergyWise Program in the pilot area, 2) 2014 demand response events, and 3) rebated new ENERGY
STAR® window AC units and recycled old Window AC units. We also calculated a “take rate” for the
EnergyWise Program, which is a measure of net impacts. Finally, we conducted limited process
analyses for the DemandLink thermostat and SmartPlug offerings as well as an analysis of the pilot’'s
marketing efforts and of program leads.

Impact Results

We estimate peak demand savings for the 2014 SRP pilot to be 139.3 kW for event days, i.e., days
when demand response events were called.r Demand response events account for 42% of this total,
with 56.0 kW from participating households with central AC and 2.0 kW from participating households
with window AC. Measures installed through the EnergyWise Program account for the largest reduction
in demand (67.0 kW, or 41%), while savings from window AC rebates and recycling account for 10%
(14.3 kW). On non-event days, peak demand impacts are estimated to be 81.3 kW, with EnergyWise
measures accounting for 82% of this total.

Table ES-1 summarizes these findings.

1 For the EnergyWise Program and the Window AC Rebate and Recycling Programs, this estimate includes all installations for
the pilot-to-date, i.e., it assumes that all rebated measures are still in place. For the DemandLink demand response analysis,
the estimate is based on only those households, where logs indicated functioning equipment on during the summer season.
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Table ES-1. Summary of kW SRP Impacts Compared to Targets - as of 2014

Event Days Non-Event Days
Peak Demand Target Peak Demand Target %

Program Savings (kW) (kW)a | % Target Savings (kW) (kW) a | Target
EnergyWise 67.0 103.0 65% 67.0 103.0 65%
DemandLink- Demand 56.0 115.0 49% n/a n/a n/a
Response Events (Central AC)

DemandLink- Demand 2.0 12.0 17% n/a n/a n/a
Response Events (Window AC)

Window AC Rebate | 1.0 23.0 4% | 1.0 23.0 4%
Window AC Recycle 13.3 58.2 23% 13.3 58.2 23%
TOTAL 139.3 | 3112 | 45% 81.3 | 1842 | 44%

aTargets do not include efficiency savings from the DemandLink Demand Response Program of 27.8 kW for CAC and
131.8 kW for WAC because this evaluation did not quantify savings for these efforts.

Other Findings

Below, we present other key findings based on the research activities and analyses conducted for the
2014 program year. We present our findings and recommendations by the three main SRP Programs
(EnergyWise, DemandLink Thermostats, and Window AC rebate and recycling). In addition, we present
findings for the program’s marketing efforts, which is a cross-cutting activity that supports all SRP
program components.

EnergyWise Evaluation

B In 2014, customers in Tiverton and Little Compton completed 280 audits. Of these, 197 were
completed among substation customers in the pilot area. Following a banner year for
participation in 2013 (401 total audits and 321 audits on the substation), participation in the
pilot area continues to be strong compared to pre-pilot averages and just about met planning
projections of 200 substation audits.

B The 2014 evaluation shows a reduction in the take rate, a measure of net impacts, from 53%
for the 2012/20413 program to 40% for the 2014 program. We estimate the take rate for the
pilot-to-date to be 49%. The reduction in 2014 is in part the result of decreasing audit
participation in the pilot area and increasing audit participation in the comparison
communities in 2014. In addition, self-reported recall and influence of SRP-specific marketing
was also lower compared to the 2012/2013 period.

B 2014 audit participants installed close to 2,000 CFLs and 4,000 LEDs. These two measures
account for the majority of new peak load reduction from EnergyWise measures in 2014 (13.8
KW out of 22.9 kW, or 60%). Total peak load reduction from EnergyWise measures for the pilot-
to-date is 58.0 kW.

B A total of 580 customers were new leads in the EnergyWise Program in 2014. The majority of
these (75%) are at least somewhat familiar with the program, having learned about it most
frequently through direct mail (40%) or word-of-mouth (21%). While most leads in the
EnergyWise Program (58%) have not taken any further action towards participation since
learning about the program, the majority have a high level of interest in the program and
consider themselves likely to participate in the program in 2015.
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DemandLink WiFi Thermostat and Smart Plug Evaluation

In 2014, 66 new participants signed up to participate in the DemandLink Programmable
Controllable Thermostat Program, bringing the total for the pilot-to-date to 236 participants.
2014 substation participants with central AC installed 39 thermostats and participants with
window AC installed 103 SmartPlugs, putting the program behind projected 2014 equipment
installations of 70 thermostats among central AC users and 180 SmartPlugs among window
AC users for the year. As a result, the program is shy of its cumulative targets for both central
AC thermostats (94% of target) and SmartPlugs (83% of target).

In 2014, the majority of new DemandLink participants (43 of 66, or 65%) use window AC. This
represents an increase compared to 2013, where only 42% of participants used window AC.

Based on results from the DemandLink participant survey, 42% of Smart Plugs are not being
used with window ACs. In addition, our analysis of 2014 demand response events showed no
summer log activity for 80 out of 110 SmartPlugs, or 73%. This rate is slightly higher for 2013
participants (78%) compared to 2014 participants (67%). For this evaluation, we were not able
to credit the program with savings for SmartPlugs that did not show any non-zero activity during
the summer of 2014 (including event days). This severely reduced the peak demand savings
estimated for this program component.

Participants have low awareness and comprehension of demand optimization events. Just
over half of participants (54%) are aware that National Grid might call demand optimization
events and even fewer are aware of the details of these events. Our research suggests that
lack of awareness of events might be associated with lower usage of SmartPlugs with window
AC units.

Research with SmartPlug participants indicates that usage of SmartPlugs with window AC units
is lower for participants who had the equipment installed in a prior year, suggesting that at
least some customers do not plug their window AC units back into the SmartPlugs once the
new cooling season begins.

Participant satisfaction is uniformly high, including among those not aware of demand control
events. Eighty-two percent of participants say they are satisfied with the thermostat, while 72%
of those with window AC say they are happy with their SmartPlugs.

Close to 150 customers were new leads in the DemandLink Thermostat Program in 2014.
However, many of the interviewed leads (60%) were either unaware of the program or not at
all familiar with it. Those familiar with the program were generally aware that Wi-Fi enabled
programmable thermostats allow users to remotely control their central or window AC and that
National Grid provides these thermostats free of charge. They were less aware of other aspects
of the program. Most interviewed leads (7 out of 12) have not taken any further action towards
participation since learning about the program.
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Window AC Rebate and Recycling Evaluation

In 2014, 30 unique customers in Tiverton and Little Compton participated in either the window
AC rebate or the window AC recycling program components. In total, customers received
rebates for purchasing 15 new ENERGY STAR® rated units and for recycling 47 old units. The
program thus met 94% of its 2014 target of recycling 50 units and 30% of its target of providing
rebates for 50 new ENERGY STAR® rated units to customers on substation feeders.

Just over 100 customers were new leads in either or both of the window AC programs in 2014.
Due to the small overall number of window AC leads, we obtained few responses to our survey.
We provide a qualitative assessment of leads in these program components in Section 5.3.3
of this report.

Marketing Effectiveness

Pilot marketing efforts in 2014 focused heavily on positioning the DemandLink program as
beneficial to the local community and included direct mail, digital banner ads, a community
event, outbound telemarketing, and e-mail marketing in addition to ongoing statewide
marketing. Only 2 out of 10 interviewed leads in the DemandLink thermostat program were
aware that the program helps delay the need for an upgrade to a local substation suggesting
that the 2014 marketing message of “Good for you. Good for our community. Good for
everyone.” has not yet fully taken hold among potential program participants.

SRP-specific direct print mail was most often recalled by EnergyWise participants (60%) and
was also most often rated as influential in customers’ decision to receive the home energy
assessment (50% of those who remembered it; 30% of all who responded). The telemarketing
campaign conducted by RAM was only recalled by 31% of interviewed EnergyWise participants
but was rated as influential by almost all (80%) who remembered it (25% of all interviewed
participants).

In 2014, 755 pilot community customers expressed interest in the EnergyWise Program or one
of the three components of the DemandLink Program. The vast majority (86%) of 2014 SRP
leads were interested in the EnergyWise Program. Interest in the other SRP programs was
much lower with 23% of leads interested in the DemandLink Thermostat Program, 10%
interested in the Window AC Rebate Program, and 9% interested in the Window AC Recycling
Program.

Heightened lead activity and participation has followed increases in marketing efforts,
particularly outbound telemarketing, in both 2013 and 2014, suggesting telemarketing has
been effective in generating leads and increasing program participation in the EnergyWise and
DemandLink offerings.
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Of the 600 customers who were new SRP leads in 2014, 39% participated in one or more
programs in 2014. This level of same-year participation is slightly lower than in 2012 and 2013
(both 49%). In addition, a handful of customers who first expressed interest in 2012 or 2013
but had not participated in those years, participated in one or more program in 2014,
indicating that for some customers there is a significant lag time between first expressing
interest in the program and taking action.

Recommendations

Based on our research and analyses, we provide the following opportunities for program improvement:

The program should further explore reasons for the large number of SmartPlug logs with
missing and zero data and, if possible, take steps to increase the number of SmartPlugs that
are used with window AC units and that are properly connected to the WiFi thermostat. This
could include the following:

B A review of SmartPlug log data at the beginning of the cooling seasons to determine
early on if SmartPlugs appear to be installed, and if they appear to be installed with
window AC units.

B Increase follow-up with SmartPlug participants from prior years to remind them of the
demand response events and to offer them help in reinstalling SmartPlugs at the
beginning of the new cooling season.

B Additional research with SmartPlug participants, including those from prior years, to
better understand both short-term and long-term SmartPlug usage patterns and
reasons for not using SmartPlugs with window AC units.

In previous evaluations, we had recommended that the program implementer record the
manufacturer, make, and model number of the central AC unit when installing WiFi
thermostats at locations with central AC. While this information was not available for this
evaluation of the 2014 program, the program began reporting information about the central
AC units in 2015. This information will allow us to look up the unit’s size, which is a key factor
in converting run time impacts to peak demand impacts in our analysis of demand response
events for participants with central AC.

Consider using a randomized control trial for the demand response events. This would include
assigning participants to two groups and only calling an event for one of the two groups. This
could be done for test events and would allow us to calculate impacts using the difference
between the two groups, improving the accuracy and validity of the demand response impact
results.

Consider providing DemandLink participants with information about non-air conditioning
behavioral changes that could be taken during demand response events. While National Grid
customers in Rhode Island already receive general energy savings tips through the Home
Energy Report Program, this information would be specific to event periods. Behavioral
changes taken during events might lead to higher demand reduction than is obtainable
through air conditioning cycling alone.

Determine if recycled window AC units are being replaced by other units or are taken off the
grid without replacement. This has a significant effect on the estimation of load impacts from
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the Window AC Recycling Program. We suggest to collect this information in future waves of
the DemandLink participant surveys. However, given the small number of expected survey
responses from window AC participants, this information could also be collected as part of the
application process (if feasible).

B Collect additional information on recycled window AC units at the time of unit pick-up or as part
of the customer application. Useful information to support the impact analysis includes model
number, size, and/or efficiency (EER) of the recycled unit.

B Continue the direct mail and outbound telemarketing campaigns. These are the sources
through which most participants learn about the SRP offerings and are also hamed as most
influential in customers’ decision to conduct a home energy assessment.

B Conduct targeted follow-up with program leads that have not yet converted to participants. Our
research shows a high level of interest and likelihood to participate among these leads.

opiniondynamics.com Page 2



Introduction

1. Introduction

This report presents evaluation findings for the third year of the Rhode Island System Reliability Procurement
(SRP) pilot, conducted by Opinion Dynamics Corporation under contract to National Grid.

1.1 Program Overview

The SRP pilot was designed to determine whether demand-side management could be an effective method of
reducing peak demand on the Tiverton substation, which serves over 5,000 customers in the pilot
communities of Tiverton and Little Compton.2 Starting in March 2012, National Grid increased marketing and
outreach to encourage participation in select statewide energy efficiency programs as well as three programs
that are offered exclusively to customers in the Tiverton and Little Compton pilot area:

B DemandLink Programmable Controllable Thermostat Program. The DemandLink Programmable
Controllable Thermostat Program provides temperature control devices — WiFi Programmable
Controllable Thermostat and Smart Plugs — to customers in Tiverton and Little Compton when they
agree to participate in demand optimization events for at least two years. Customers receive an
annual bill credit for participating in all demand optimization events. Customers must have a Wi-Fi
internet connection and either central air conditioning (central AC) or window air conditioning
(window AC) to be eligible. The program supplies all participants with a WiFi-enabled programmable
thermostat. Customers with window AC also receive one or more Smart Plugs, which allow the WiFi-
enabled thermostat to control their window air conditioners. During 2014, the pilot installed 39 new
thermostats and 103 new SmartPlugs at the homes of 66 customers. National Grid called three
demand response events on July 23rd, August 27t, and September 3rd.

B DemandLink Window AC Rebate Program. Between May 1st and November 1st, 2014 National Grid
offered customers in Tiverton and Little Compton a $50 rebate for the purchase of qualifying new
window AC units, up to four units. Equipment was required to have an energy efficiency ratio (EER)
greater than or equal to 10.8 to qualify. During 2014, the pilot provided rebates for 15 new ENERGY
STAR®rated air conditioning units.

B DemandLink Window AC Recycling Program. Between May 1st and November 1st, 2014 National Grid
offered customers in Tiverton and Little Compton a $25 rebate for each of up to four window AC
units they recycled. During 2014, the pilot provided rebates for 43 recycled units.

In addition to these SRP-specific offerings, the pilot encouraged participation in existing energy efficiency
programs that may contribute to pilot savings: the EnergyWise Home Energy Audit Program and the Small
Business Direct Install (SBDI) Program. These two programs each perform two functions: 1) they are a platform
for determining DemandLink eligibility and encouraging DemandLink participation and 2) they offer direct
install energy efficiency measures that can help reduce peak load on the target substation. During 2014, the
pilot performed 197 EnergyWise Home Energy Assessments and direct installations in 10 small businesses.

2 Not all customers in the towns of Tiverton and Little Compton are served by the two sub-feeders (33 and 34) that are the focus of
demand reduction efforts. Therefore we make distinctions throughout this report between success metrics for the two towns overall,
or specific to customers served by sub-feeders 33-34 (which we refer to as “the Tiverton substation” or “the substation”).
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Figure 1-1 summarizes 2014 participation in the four key residential pilot program components: the
EnergyWise Program, the DemandLink Thermostat Program, the Window AC Rebate Program, the Window AC
Recycling Program.

Figure 1-1. Tiverton and Little Compton Participation (2014)
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Note: Based on rate codes, two commercial customers received a rebate for purchasing a new ENERGY STAR®
rated window AC and one commercial customers received a rebate for recycling a window AC unit.

The most recent cumulative targets for residential equipment installations of WiFi programmable thermostats
(among central AC customers) and Smart Plug installations among customers served by the Tiverton
substation through the end of 2014 were filed in November 2013. For planning purposes, SRP pilot program
staff also developed projections for 2014 measure installations. The DemandLink Thermostat Program fell
slightly below both the annual and cumulative equipment installation targets for both equipment types (see
Table 1-1). In addition, while National Grid did not establish cumulative targets for the Window AC Rebate and
Recycling programs, these programs did end the year below planning projections.
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Table 1-1. Equipment Installations Among Substation Customers Compared to 2014 Planning Projections
and Cumulative Targets

Program Measure 2014 Units Cumulative Units 2012-2014 -
# Projected | # Achieved Target # Achieved

EnergyWise Program Energy Audit 200 197 650 625

DL Programmable Thermostats for Central AC 70 39 205 193

Controllable customers

Thermostat Program | gmart Plugs for Window AC 180 103 300 250
customers

DL Window AC Rebate | New ENERGY STAR® 50 15a 300 78e

and Recycling Window AC Units

Program Recycled Window AC Units 50 470 175 106e

@ This count includes two new ENERGY STAR® Window AC Units purchased by commercial customers
b This count includes one Window AC Unit recycled by commercial customers

¢ Source: Table S-6 of 2014 System Reliability Procurement Report. The Narragansett Electric Company. November 2, 2013. Docket
number 4453.

1.2

Organization of Report

This report presents the results of the various research activities and analyses conducted for the 2014 SRP
pilot. The remainder of this report is organized as follows:

Section 2 presents the analyses of the EnergyWise Program, including an overview of program
participation and the analysis of gross and net energy and demand impacts.

Section 3 presents the analyses of the DemandLink Thermostat Program, including an overview of
program participation, an analysis of event logs associated with called events, the demand response
impact analysis, and an analysis of potential energy efficiency peak demand savings associated with
program thermostats and SmartPlugs.

Section 4 presents the analyses of the Window AC Rebate and Recycling programs, including an
overview of program participation and the net and gross impact analyses.

Section 5 presents an analysis of SRP marketing efforts and an analysis of program leads in the
various SRP programs. This section also includes results from a survey with SRP leads.

Appendix A provides additional detail on the methodology and results for the EnergyWise Program
analyses.

Appendix B provides additional detail on the methodology of the DemandLink demand response
analysis.

Appendix C presents dispositions for the three survey efforts conducted in support of this evaluation:
the Online EnergyWise Participant Survey, the Telephone DL Participant Survey, and the Telephone DL
and EnergyWise Leads Survey.
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This report covers analyses of residential SRP efforts only. An analysis of incremental SBDI participation will
be provided under separate cover. Findings in this report cover the period January 1, 2014 through December
31, 2014. In some cases, we provide program-to-date values, starting in March 2012.
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2. EnergyWise Evaluation

This section presents evaluation results for the EnergyWise Program. The 2014 evaluation included the
following analyses, presented in this section:

B A review of participation in the EnergyWise Program
B Estimation of the “take rate” for 2014 and the pilot-to-date

B Development of ex ante gross and net load impacts from the installation of EnergyWise measures

2.1 EnergyWise Participation

Participation in the EnergyWise Program is a key measure of the pilot’s success in marketing EnergyWise and
of the pilot's potential to recruit DemandLink participants. For the purpose of this evaluation, we report
findings for (a) the pilot communities overall and (b) the subset of Tiverton and Little Compton customers who
are on substation feeders 33 and 34. In Section 2.2 we provide comparative analysis of EnergyWise
participation rates in the SRP communities and similar, non-pilot towns in the same period.

Figure 2-1 shows annual participation counts in the towns of Tiverton and Little Compton.3 Participation in the
SRP communities was fairly stable in 2009-2011, averaging just under 90 audits per year. Assessment
participation picked up in 2012 and continued to increase to a high of 401 in 2013. In 2014, participation
decreased slightly, ending the year with 280 audits overall and 197 audits among Tiverton substation
customers, right on par with its projection of 200 audits (among substation customers) for the year.

While the total participation for 2014 represents a 30% decrease from 2013 totals, participation remained
well above the average participation between 2009 and 2011 (a 3-fold increase). In addition, the proportion
of audit participants who are served by the substation remained high in 2014 (70%).

3 Participation counts are based on the number of facilities with site visits in each year (based on Facility ID), where year is determined
by the month in which the site visit occurred, and facilities could have had more than one electric account audited (if multifamily).
Visits are assigned to a region based on the town name. A very small number of participants may have commercial rate codes.
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Figure 2-1. EnergyWise Audit Participants in SRP Pilot Communities (2009-2014) a
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@ Participant counts are based on the number of unique facilities that participated. More billing accounts may have
participated if they were associated with a multifamily facility.

Of the 280 audits completed in 2014, 56% were completed between September and December. November

was the busiest month for audits. This timing coincides with direct marketing activities (with some lag expected
between marketing activities and completing the audit, due to scheduling).

Figure 2-2. EnergyWise Audits in SRP Pilot Communities by Month (2014)
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2.2 EnergyWise Impact Analysis

The EnergyWise impact analysis estimates the coincident peak load impacts of measures installed through
the statewide home energy audit program that are attributable to pilot marketing efforts (vs. statewide
marketing). To assess peak load impacts, the evaluation uses the same peak kW savings per unit that
National Grid uses in its cost-effectiveness tool, and estimates a “take rate” to represent the proportion of
activity that would not have occurred without incremental SRP marketing efforts.

The impact evaluation for the EnergyWise Program consists of three main efforts. These efforts are designed
to quantify the influence of the pilot on customers’ decisions to participate in the EnergyWise Program. We
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refer to this influence metric as a “take rate” that can be applied to gross ex ante demand savings among
EnergyWise participants in the pilot area (during the pilot period). This analysis was conducted for the program
to date (March 2012 through December 2014). Where available, we also present results for 2014.

1. Estimate the incremental EnergyWise participation rate among Tiverton and Little Compton
participants relative to (a) past participants and (b) participants in nearby communities. We conducted
a database analysis of historical and SRP pilot period participation in the EnergyWise Program, to
compare participation rates in SRP communities and comparison communities. (See Section 2.2.1:
Incremental Participation Rate.) The resulting incremental participation rate is one input into
determining the overall “take rate” for the EnergyWise Program.

2. Estimate SRP attribution from the EnergyWise Participant Survey. We fielded several waves of an
online survey among participants in the EnergyWise program between 2012 and 2014. The survey
collected information on participants’ recall of SRP and statewide marketing efforts and the influence
of those materials on customer participation. Based on survey responses we estimated the level of
influence of SRP pilot efforts on participation by estimating the SRP attribution. (See Section 2.2.2:
SRP Attribution Based on EnergyWise Participant Surveys.) The estimate of SRP attribution is the
second input into the “take rate” for the EnergyWise Program.

3. Estimate load impacts based on ex ante savings and evaluated “take rate”. During this step we
identified, counted, and assigned ex ante gross load impacts (savings) for all measures installed in the
pilot area (i.e., among Tiverton substation customers) between March 1, 2012 and December 31,
2014. We then applied the evaluated “take rate” to these ex ante savings. (See Section 2.2.4:
Measure Installations and Section 2.2.5: Incremental SRP Load Impacts.)

The following subsections summarize each of these three efforts. We present more details on the
methodologies and additional results in Appendix A.

221 Incremental Participation Rate

Incremental participation is the increase in EnergyWise participation in the pilot area (Tiverton substation
customers) that would not have happened without the pilot. The incremental participation rate is one of two
approaches to estimating the take rate of the EnergyWise Program.

We applied a difference-in-differences approach to determine incremental participation. First, we compared
participation in the SRP pilot area between March 2012 and December 2014 to participation in the pilot area
during the baseline period (January 1, 2009 - February 28, 2012). Second, we compared the difference in
participation in the pilot area with the difference in participation in a matched comparison region during the
same time period.4 This analysis essentially controls for market trends, i.e., changes in program participation
that would have occurred even without the pilot.

Because the pilot and comparison groups are different in terms of (a) the numbers of accounts and (b) their
pre-pilot participation rates, the comparisons must be made in terms of a percent increase between the pre-

4 The matched comparison towns are Narragansett, North Kingstown, South Kingstown (excluding URI), Bristol, Barrington, and Warren.
We describe the methodology for selecting these comparison towns in Appendix A.
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pilot and pilot periods, rather than a change in the number of participants. We calculated the percentage
change in participation as follows:

. S Annual Participationpiotto-pate
O, =
% Change in Participation Annual Participationepre-piot

Based on tracking data for the SRP pilot area and the comparison towns, we calculated an increase in annual
participation of 233% for the pilot area and 55% for the comparison towns.

Table 2-1. Increase in Participation - Pilot Area and Comparison Towns

Pilot Area Comparison
Towns
# Participants Pre-pilot (per year) 89 707
# Participants Pilot-to-Date (per year) | 2962 | 1,096
% Increase | 233% | 55%

a A total of 838 customers in Tiverton and Little Compton participated from March 1,
2012 - December 31, 2014.

The “lift” or incremental change attributable to the pilot is 233% - 55% or a 177% increase. This number can
be applied to the pilot area baseline period count (89 participants/year) to show that 158 participants are
incremental. Without the pilot, we would have expected to see a 55% increase in participation in the pilot
group (or 49 expected audits, for a total of 138 annual audits). Instead we saw 296 audits per year - of these,
158 can be considered incremental, or attributable to the pilot program. We can calculate the “incremental
participation rate” as the percentage of audits that are incremental: 158 / 296 = 53%.
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Figure 2-3. Incremental Participation in Pilot Communities
(Average Annual Participation, 3/1/2012 - 12/31/2014)
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The incremental participation rate calculated for this analysis (53%) is slightly lower than the rate calculated
for the pilot through the end of 2013 (57%).5 This decline is due to a drop in the SRP participation rate in 2014
and an increase in the participation rate in the comparison communities. While the 2014 participation rate in
the SRP pilot area is still higher than in the comparison towns (3.4% versus 2.5%), this difference is
substantially smaller than in 2013 (4.9% versus 2.3%).6

Figure 2-4 below shows participation rates in the pilot communities and the comparison communities for each
year of the baseline and pilot periods. As shown in this figure, the comparison communities did not experience
the same increase in participation during the pilot as the SRP communities. We also see the drop in the
participation rate differential in 2014.

5 See National Grid Rhode Island System Reliability Procurement Pilot: 2012-2013 Focused Energy Efficiency Impact Evaluation, by
Opinion Dynamics Corporation, dated May 12th, 2014.

6 The incremental participation rate for the 2014 program year is 45%. See also Appendix A.
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Figure 2-4. EnergyWise Participation Rates? in SRP Pilot and Comparison Towns, 2009-2014
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aCalculated as the number of unique participants in each year divided by the US Census count of occupied housing units. These
counts are not fully equivalent to residential customer counts.

2.2.2 SRP Attribution Based on EnergyWise Participant Surveys

The SRP attribution analysis measures the influence of SRP marketing on participants’ decision to have an
energy assessment conducted at their home. It is the second approach to estimating the take rate of the
EnergyWise Program.

The SRP influence rate is based on self-reported information on 1) participant recall of SRP-specific and
statewide marketing materials, 2) the influence of marketing materials on participants’ decision to have a
home energy assessment conducted, and 3) the relative importance of SRP-specific versus statewide
marketing materials on participants’ decision to have a home energy assessment conducted.

We estimate SRP attribution for the pilot-to-date to be 45%. This is the weighted average of the 2012/2013
attribution rate of 49% (estimated in the 2013 EnergyWise impact analysis) and the 2014 attribution rate of
36%.7

The following subsections present more detail about the 2014 SRP attribution analysis. Appendix A presents
a detailed description of the methodology used for this analysis.

7 Estimated by multiplying the 2014 influence rate of SRP marketing of 37% and the EnergyWise net-to-gross ratio of 0.97 (based on
the 2014 Rhode Island TRM).
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Recall of SRP-Specific and Statewide Marketing Materials

During the pilot period, customers in the pilot towns were exposed to both SRP-specific and statewide
marketing materials. The online survey® provided participants with a series of images and descriptions of
materials from both marketing campaigns and asked them if they recalled seeing, hearing, or receiving each
item. As shown in Figure 2-5, 78% of respondents recall at least one SRP-specific effort while 72% recall at
least one statewide effort.

Figure 2-5. Percent of 2014 Participants who Recall at Least One Marketing Effort

SRP Statewide

Influence of Marketing Materials on Decision to Have a Home Energy Assessment

If respondents could recall a marketing piece, the online survey asked them to rate the level of influence it
had on their decision to complete the home energy assessment (using a scale of 1 to 5 where 1 was “Not at
all influential” and 5 “Very influential”). We then converted the highest self-reported influence rating for each
campaign into an influence score.® The graph below illustrates the distribution of SRP-specific and statewide
influence scores among survey respondents. The average influence score for SRP-specific materials among
all respondents was 53% while the average influence score for statewide materials was 35%.

8 The online survey was fielded in December 2014. It was sent to 110 customers who participated in the EnergyWise Program between
December 19th, 2013 and September 9th, 2014; 32 participants responded.

9 Respondents who did not recall any SRP-specific or any statewide materials, received an influence score of 0% for the respective
campaigns.
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Figure 2-6. 2014 SRP and Statewide Influence Scores
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Overall SRP Marketing Influence Based on Relative Importance of SRP-Specific and Statewide
Marketing

The Overall SRP Marketing Influence score represents the influence of SRP materials, net of the influence of
statewide materials, on the respondent’s decision to have an energy assessment conducted. This score is
calculated by applying the SRP share of marketing influence to the SRP Influence score.1° The table below
shows the distribution of the Overall SRP Marketing Influence scores among the 32 survey respondents. The
table shows that 28% of participants were not at all influenced by SRP-specific marketing (an Overall

Marketing SRP Influence score of 0%).

The program-wide Overall SRP Influence score, 37%, is the average of the Overall SRP Influence scores across
all respondents.

Table 2-2. 2014 SRP Influence Score to Overall SRP Influence Conversion

Influence Score ‘ SRP Share of Participants
Marketing Overall SRP

SRP ‘ Statewide ‘ Influence Influence n
100% 0% 100% 100% 2 6%

75% ‘ 0% ‘ 100% ‘ 75% ] 5 ‘ 16%
100% | 50% | 67% | 67% | 1 | 3%
100% ‘ 75% ‘ 57% ‘ 57% ’ 1 ‘ 3%
100% | 100% | 50% | 50% | 4 | 13%

10 Both statewide and SRP-specific materials could have influenced a participant to have the energy assessment done. We therefore
determined the share of overall marketing influence attributable to the SRP-specific marketing materials using the following formula:
SRP Share of Marketing Influence = Highest self-reported influence rating for SRP campaign / (Highest self-reported influence rating
for SRP campaign + Highest self-reported influence rating for Statewide campaign).
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‘ SRP Share of Participants

Influence Score

Marketing Overall SRP

SRP ‘ Statewide Influence Influence ] %
75% 50% 60% 45% 1 3%
75% \ 75% \ 50% | 38% | 2 \ 6%
50% ‘ 25% ‘ 67% ‘ 33% ] 1 ‘ 3%
50% ‘ 50% ‘ 50% ‘ 25% ‘ 2 ‘ 6%
25% ‘ 0% ‘ 100% | 25% | 1 ‘ 3%
50% ‘ 75% ‘ 40% ‘ 20% ] 2 ‘ 6%
25% \ 50% \ 33% | 8% | 1 ‘ 3%
0% ‘ 0% ‘ 0% | 0% | 7 ‘ 22%
0% ‘ 50% ‘ 0% ‘ 0% ] 1 ‘ 3%
0% 25% 0% 0% 1 3%
Average Overall SRP Influence Score: 37% 32 100%

2.2.3 Estimation of the Take Rate

We compared the SRP attribution rate from the combined 2012/2013 and 2014 EnergyWise surveys (45%)
and the 2012-2014 incremental participation rate (53%) to develop an overall take rate for the pilot-to-date.
Given the benefits and uncertainties of each method, we recommend using the midpoint of these two rates -
49% - to estimate net pilot savings. Specifically, we considered the following tradeoffs between the two

methods:

e Incremental participation analysis: This method accounts for all participants in the pilot area and
comparison communities, making it a comprehensive “population” analysis. However, this method
does not control for all non-program factors that may have occurred outside of statewide marketing
(e.g., independent, community-based energy efficiency efforts) that may have influenced participation
rates in the comparison communities. Additionally, the comparison communities, even as a group, are
not perfectly identical to the SRP communities in terms of demographics and pre-pilot participation
rates.11 We therefore might expect slightly different rates of participation growth for each set of
communities. By including numerous comparison communities in slightly different geographic areas,
yet as close to the pilot area as possible, we attempted to mitigate these effects to the extent possible.

o EnergyWise participant surveys: This method represents a direct measurement of the variable of
interest: recall of SRP-specific marketing and its influence on participants’ decision to have a home
energy assessment. However, the method is based on a sample of participants and is therefore subject
to potential response bias. In addition, this method uses self-reported information, which can be
unreliable. Finally, this method incorporates a net-to-gross ratio based on the Rl TRM, which we did
not independently verify within the scope of this evaluation.

11 For a detailed discussion of the selection of comparison communities, see National Grid Rhode Island System Reliability
Procurement Pilot: 2012-2013 Focused Energy Efficiency Impact Evaluation, by Opinion Dynamics Corporation, dated May 12th, 2014.
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The take-rate of 49% for the program to-date is the weighted average of the rates estimated for the
2012/2013 program (53%) and the 2014 program (40%). We will continue to update the EnergyWise take
rate in future years, using EnergyWise Program tracking data and ongoing EnergyWise survey results.

Table 2-3 presents the estimated program attribution based on the incremental participation analysis and the
EnergyWise participant survey as well as the resulting take rate, for three time periods: 1) 2012/2013, 2)
2014, and 3) the pilot-to-date.

Table 2-3. Summary of EnergyWise Program Attribution

Program Year Survey Attribution Rate \ Incremental Participation Rate Take Rate
2012/2013 49% 57% 53%
2014 | 36% ‘ 45% | 40%
Pilot-to-Date | 45% \ 53% | 49%

2.2.4  Measure Installations and Ex Ante SRP Gross Load Impacts

To determine the gross load impacts from the installation of EnergyWise Program measures, we applied
National Grid’'s 2014 Rhode Island-specific impact factors to the quantity of measures installed during the
pilot period (March 2012 through December 2014), using the following formula:

Peak Load Reduction (kW) = Quantity * per Unit kW Reduction * Summer Diversity Factor

The table below shows the quantities and resulting peak kW load impacts for all installations in the substation
area (subfeeders 33-34) during each year of the pilot period as well as for the pilot-to-date. Total impacts for
2014 are 22.9 kW, a 37% reduction from the 36.4 kW estimated for 2013.12 The majority of 2014 peak
demand savings come from LED bulbs, followed by CFLs and smart strips. Total cumulative gross impacts for
the pilot-to-date are 67.0 kW.13

Table 2-4. Installed Measures and Ex Ante Gross Peak Load Reduction: SRP Pilot Area March 2012-2014
(before applying SRP Pilot take rate)

Total Measure Quantity Total Peak Load Reduction (kW)
Measure Category 20122 | 2013 | 2014 Pli)':tt? 2012 | 2013 | 2014 Pli)':tt?
CFL 2382 8670 1,867 | 12,919 57 206 4.4 30.7
LED Bulb \ 87 998 3,946 \ 5,031 \ 0.2 2.4 9.4 \ 12.0
Indoor Fixture \ 28 96 25 \ 149 \ 0.1 0.3 0.1 \ 0.5
Outdoor Fixture \ 1 11 26 \ 38 \ 0.0 0.0 0.0 \ 0.0

12 Note that 2012 and 2013 impacts have been re-estimated using 2014 impact factors. The results presented in this table are
therefore different from those presented in Opinion Dynamics Corporation’s 2014 report National Grid Rhode Island System Reliability
Procurement Pilot: 2012-2013 Focused Energy Efficiency Impact Evaluation.

13 |t should be noted that National Grid established Focused Energy Efficiency goals for the pilot that apply to all measure installations
in the pilot area, not just incremental savings achieved by the pilot. The cumulative load reduction goal through 2014 was 103 kW of
net summer load reduction. Applying a program-level net-to-gross ratio of 0.97 to the ex ante gross load savings of 67.0 kW, net peak
kKW savings within the SRP area are 65.0 kW. These savings represent about 63% of goal.
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Total Measure Quantity Total Peak Load Reduction (kW)

PR 2012¢| 2013 | 2014  FUO® 2012:| 2013 | 2014 PP
DHW 0 71 15 86 0.0 1.6 0.3 2.0
HPWH 50 Gallon 0 1 0 1 0.0 0.2 0.0 0.2
Refrigerator Rebate 3 6 5 14 0.3 0.6 0.5 1.3
Refrigerator Brush 103 297 191 591 0.5 1.5 1.0 3.0
Smart Strip 60 539 363 962 0.7 6.3 4.2 11.2
Programmable Thermostat (all fuels) 5 41 18 64 0.2 1.5 1.7 3.4
AC Timer 0 0 1 1 0.0 0.0 0.0 0.0
Ventilation b 0 28 23 51 0.0 0.0 0.0 0.0
Weatherization (all fuels) ? 0 31 27 58 0.0 1.4 1.2 2.6
TOTAL 2,669 10,789 6,507 | 19,965 7.7 36.4 229 67.0

a 2012 participation period is between 3/1/2012 and 12/31/2012.

b Quantities of Ventilation and Weatherization are the accounts of unique participants. All other quantities are measure counts (e.g.,
count of installed bulbs).

2.25 Incremental SRP Load Impacts

The estimated take rate for this evaluation period is 49%, which is the mid-point between SRP attribution
based on the EnergyWise surveys (45%) and the incremental participation rate (53%). Applying the two rates
to the measure-level results, we estimate that the pilot-to-date has achieved summer peak load savings
totaling 32.9 kW, in a range of 30.0 to 35.7 kW. Table 2-5 presents the impact ranges for each measure
category.

Table 2-5. 2012-2014 SRP Pilot Load Impacts by Measure Category
3/1/2012-12/31/2014

Measure Category Incremental Peak Load Range (kW)
Reduction (kW)

CFL 15.1 (13.8-16.4)
LED Bulbs | 5.9 | (5.4-6.4)
Indoor Fixtures | 0.2 | (0.2-0.3)
Outdoor Fixture | 0.0 ] (0-0)
DHW | 1.0 | (0.9-1.1)
HPWH 50 Gallon | 0.1 | (0.1-0.1)
Refrigerator Rebate | 0.7 | (0.6-0.7)
Refrigerator Brush | 1.4 | (1.3-1.6)
Smart Strip | 5.5 ] (5-6)
Programmable Thermostat | 1.7 | (1.5-1.8)
AC Timer | 0.0 | (0-0)
Ventilation - Other | 0.0 | (0-0)
Weatherization (multiple fuels) 1.3 (1.2-1.4)
TOTAL 32.9 (30.0-35.7)
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3. DemandLink WiFi Thermostat and Smart Plug Evaluation

This section presents evaluation results for the DemandLink WiFi Thermostat and Smart Plug components of
the SRP pilot. The 2014 evaluation included the following analyses, presented in this section:

B A review of participation in the DemandLink Thermostat Program

B Alimited process analysis

B An analysis of event logs and opt-outs

B A run-time and demand response impact analysis for participants with central air conditioning
B A run-time and demand response impact analysis for participants with window air conditioning

B An analysis of potential WiFi Thermostat and SmartPlug efficiency savings

3.1 Participation Summary

In 2014, 66 new participants signed up to participate in the DemandLink Thermostat Program, bringing the
cumulative total to 236 participants. All new 2014 participants were residential customers with account
numbers that link to substation feeders. In 2014, almost two-thirds (65%) of new participants installed one or
more SmartPlugs for use with window air conditioners, compared to 42% in 2013. In total, substation
participants with central AC installed 39 thermostat and participants with window ACs installed 103
SmartPlugs, short of the 2014 planning projections of 70 thermostats among central AC users and 180
SmartPlugs among window AC users.

Figure 3-1 summarizes annual participation in the DemandLink Thermostat and SmartPlug program
components in the towns of Tiverton and Little Compton, by year of sign up.

Figure 3-1. DemandLink Thermostat Program Participation in SRP Pilot Communities
(2012 -2014)
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July through September were the busiest months for the program (see Figure 3-2 below). In this three-month
period, 65% of 2014 participants (43 customers) entered the program. The month with the most participants
was July.
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Figure 3-2. DemandLink Thermostat Program Participation in SRP Pilot Communities (2014)
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Based on the program tracking database, Central AC participants in SRP pilot communities installed between
one and three thermostats each, with an average of 1.7 units per home. Window AC Participants installed up
to six Smart Plugs each, with an average of 2.4 plugs per home. The DemandLink participant survey explored
how customers are using the Smart Plugs they receive: Of the 2.8 plugs they received on average, survey
respondents reported using 1.6 (or 58%) with window air conditioners during the past summer. This means
that 42% of Smart Plugs provided to participants were not used with window air conditioners.14

3.2 Process Evaluation

The process evaluation is based on a survey with participants in the DemandLink Program. This survey was
fielded in two waves, between June and July 2014 and between October and November of 2014.15 Opinion
Dynamics completed phone interviews with 73 participants who received a WiFi-enabled programmable
thermostat through the DemandLink Program. The primary purpose of this survey was to collect information
needed for the DemandLink impact evaluation; however, the survey also collected limited process-related
information about the WiFi-enabled thermostat component of the DemandLink Program, including satisfaction
with equipment as well as awareness and perceptions of and participation in Demand Response events.

The following subsections summarize findings from the DemandLink participant survey.

Reasons for Installing Equipment

Saving energy, saving money, or lowering energy bills is the primary driver of participants’ decision to install
DemandLink equipment (42%). Other reasons include the ability to remotely monitor or control heating/cooling
(26%) and the opportunity to receive free equipment (17%). All other reasons were cited by three or fewer
respondents and included convenience, curiosity, desire to update equipment, and desire for equipment that
is more functional. Respondents with central air conditioning are more likely to be motivated by the prospect

14 1t is unclear from survey results whether these Smart Plugs are being used with other devices, or are not being used at all.

15 The first wave included participants between June 2012 and January 2014; the second wave included participants between June
2012 and September 2014. Respondents who were non-responsive in the first round of fielding were included again in the second
wave of fielding.
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of remotely monitoring or controlling equipment than respondents with window air conditioning (34%
compared to 15%).

Figure 3-3. Reasons for Installing DemandLink Equipment
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Satisfaction with Equipment

Overall, participants report high satisfaction with the thermostats they installed through the DemandLink
Program. Eighty-two percent of participants say they are satisfied (a rating of 4 or 5, on a scale of 1 to 5), with
a mean rating of 4.4. Those that are not satisfied (7%) found the equipment difficult to use or did not know
how to use it (three respondents) or said that the equipment is not working as expected (one respondent).

Participants with window air conditioning are also generally happy with the SmartPlugs they received through
the program. Nearly three-quarters (72%) of respondents say they are satisfied (a rating of 4 or 5 on a scale
of 1 to 5), with a mean rating of 4.1. Similar to those who were not satisfied with their thermostat, the few
respondents who were not satisfied with their Smart Plugs had trouble getting them to work (two respondents)
or did not know how to use the equipment (one respondent).

Figure 3-4. Overall Satisfaction with DemandLink Thermostat

Mean
Overall Satisfaction
with Thermostat 4.4
(n=59)
Overall Satisfaction
with Smart Plugs 4.1
(n=25)
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m Not Satisfied (1-2) = Neutral (3) mSatisfied (4-5)
(1= Not at all Satisfied, 5=Extremely Satisfied)

Just over two-thirds (68%) of participants indicate that the thermostat was easy to program (a rating of 4 or 5
on a scale of 1 to 5) while 12% indicate it was difficult (a rating of 1 or 2). These responses, along with reasons
for dissatisfaction with the equipment summarized above, indicate that some participants would benefit from
additional education or instructions on how to program and use the new equipment.
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Figure 3-5. Ease of Programming Thermostat
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Awareness of Demand Optimization Events

A series of focus groups conducted with non-program participants in 2013 showed low awareness and
comprehension of demand optimization events, which are central to the DemandLink Program. The 2014
DemandLink participant survey further explored awareness of these events with program participants.

Overall, awareness that National Grid might call demand optimization events is relatively low, 54%, given that
respondents are current participants in the program. Participants who were aware of these events tend to be
highly aware that the events are a required component of participation in the program (88%). They are less
familiar with the details of participation - that National Grid notifies customers prior to the start of an event
(58%), that they have the option to opt out of an event (58%), and that they will receive an annual bill credit
for participating in all events (45%).

Table 3-1. Awareness of Demand Optimization Events

Participation Components Central Air Window Air
Conditioning | Conditioning
% Aware % Aware % Aware
(n=73) (n=44) (n=29)

National Grid might call demand optimization events 54% 61% 45%

% Aware % Aware % Aware
Of those aware that National Grid might call events (n=40) (n=27) (n=13)
Events are part of participation 88% 85% 92%
National Grid notifies customers prior to the start of an event ‘ 58% ‘ 48% | 77%
You have the option to opt out of an event ‘ 58% ‘ 52% | 69%
You receive an annual bill credit for participating in all events ‘ 45% ‘ 44% ’ 46%

Note: Bolded numbers indicate a statistically significant difference, at 90% confidence, between the two types of air conditioning.

Lack of awareness of events (both generally and specific events that have been called), or the details of
participation, are not necessarily of concern - unless it leads to 1) participant dissatisfaction, 2) participants
changing temperature settings during an event and unknowingly opting out, or 3) participants permanently
disabling or disconnecting their control devices. Our research to-date has not shown that lack of event
awareness has led to participant dissatisfaction or to changing of temperature settings during events and
inadvertent opt-out:

B Participant satisfaction is uniformly high, including among those not aware of demand control
events.
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B The incidence of purposeful opt-outs, as reported in the participant survey (approximately 6%;
see discussion below), is consistent with the estimated opt-out rate based on event logs
(approximately 4%, excluding an unknown number of opt-outs during the first five minutes; see
also Section 3.3.2).

For central AC participants, we also found no evidence that the lack of awareness of demand response events
is associated with disconnecting the control devices: Only 9% of interviewed central AC customers could not
confirm that the thermostat was in place during the summer of 2014. Of these, half were aware of demand
control events and half were not. However, among participants with window AC who received SmartPlugs, our
research suggests that those not aware of the events are more likely to not plug their window AC(s) into the
SmartPlug(s). Overall, survey respondents reported that only 58% of Smart Plugs were being used with window
AC units during the past summer. This value is 73% for those aware of events and 48% for those not aware of
events. Similarly, while 38% of participants not aware of events reported having no window ACs plugged into
their SmartPlugs, this is the case for none of the participants aware of events.16

Another notable trend with respect to SmartPlugs not being used with window ACs is that those who first
participated in a prior year (i.e., participants who received their SmartPlugs before the summer of 2013 but
were interviewed about their 2014 SmartPlug usage) appear to be less likely to use their SmartPlugs with
window AC units. Participants who were interviewed about their usage of SmartPlugs in the year of installation
reported using 67% of their SmartPlugs with window AC, compared to only 20% of those interviewed about
their usage the year after installation. Similarly, the share of participants who reported not having any window
AC units plugged into a SmartPlug is 19% for those interviewed during the year of installation, but 75% for
those interviewed the year after installation.1?

These findings suggest that outreach to SmartPlug participants, especially those who first participated in prior
years, could be valuable in increasing the rate with which SmartPlugs are being used with window ACs. This is
particularly important given the small number of SmartPlug logs we were able to include in our peak demand
impact analysis for participants with window AC (see also Section 3.3 below) and the negative result on savings
that could be credited to the program.

Participation in Demand Optimization Events

National Grid called demand optimization events on July 23rd, August 27th, and September 3rd 2014 as well
as test events on July 18t and August 21st 2013. We asked respondents who were aware that National Grid
might call demand optimization events and who had installed their equipment prior to the last event of the
summer about their awareness of and experience with the events. Awareness of the demand optimization
events called in 2013 and 2014 was moderate. Half (50%; n=24) were aware that National Grid called any of
these events. Of these, almost one quarter (25%; n=12) reported that they opted out of at least one event.
Among all interviewed participants, this translates into an opt-out rate of approximately 6% (assuming that
those who were not aware of events did not opt out).18 Reasons for opting out included inconvenient timing of

16 |t should be noted that these findings are based on a relatively small number of respondents for whom we collected information
about use of their SmartPlugs during the past summer (7 aware of events and 13 not aware of events). The difference in the percentage
of SmartPlugs being used with window AC is not statistically significant at a 90% confidence level, but the difference in the percentage
of participants with zero SmartPlugs used with window ACs is significant.

17 While these numbers are based on small sample sizes (16 for same year installation and 4 for prior year installation), both
differences are statistically significant at a 90% confidence level.

18 Note that this rate is consistent with the estimated mean opt-out rate for central AC, 4%, based on our analysis of thermostat event
logs (see Section 3.3.2). Based on the event log files, no participant with window AC opted-out of any of the three events. We note,
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the event (mentioned by two of three who opted out). One respondent noted that the thermostat was defective
and was overheating the house.

Figure 3-6. Awareness of and Participation in 2013-2014 Demand Optimization Events
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Planned participation in future demand optimization events is high. The majority of respondents (75%) who
were able to participate in an event in 2013 or 2014 (based on their installation date) and who were aware
that National Grid might call demand optimization events as part of the program indicate they plan to
participate in future events; another 17% are undecided. The few participants who do not plan to participate
in future events cite changes in eligibility for the program (one no longer lives at the participating address) and
discomfort due to the change in temperature during the event (one respondent).

Figure 3-7. Plans to participate in the future events

Undecided
16%
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Program participants receive an annual bill credit of for participating in all demand optimization events. We
asked participants to rate the importance of the bill credit in their decision whether to participate in future

however, that only 28 out of 110 SmartPlug logs recorded usage data and were usable for the impact analysis. It is therefore possible
that window AC participants who opted out of events are among those with unusable log data.
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demand optimization events or not. For most participants, the bill credit does not have a strong influence on
the decision to participate in demand events. The majority (74%; n=23) either present a neutral attitude
towards the bill credit or feel it is unimportant. Just over a quarter (26%) feel the bill credit is important to their
decision.

Figure 3-8. Importance of bill credit on future participation
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3.3 Analysis of Demand Response Event Logs and Opt-Outs
3.3.1 Thermostat Logs

The thermostat logs contain data collected at five-minute intervals covering date, time, thermostat setting
(heat or cool), event, thermostat set-points, weather, runtime (in seconds, for central AC), and plug load for up
to six plugs (in Watts, for window AC). The thermostat logs came from two separate sources, with slightly
different formats. Opinion Dynamics received 180 logs for central AC from Earth Networks and 110 logs for
window AC from Ecobee. We examined the thermostat logs thoroughly, as they contain information about AC
usage and event opt-outs in addition to the data that is the basis for the impact analyses. We only examined
and used log data for the 2014 peak season (May through September) for the impact evaluation.

Central Air Conditioning

The logs for thermostats associated with central AC contain data recorded at five-minute intervals. During
each of those intervals, the log records the run-time of the AC unit, the temperature setting, the indoor
temperature, an event code, and several other variables. The central AC portion of the impact analysis uses
the run-time as dependent (or primary) variable.

Figure 3-9 shows central AC run-time from one of the thermostat logs during the May through September 2014
peak season. Each dot on the chart shows the run-time for a five-minute period. When the plotted run-time is
300 seconds (i.e., five minutes), the AC was running continuously for that period. Based on the data shown in
Figure 3-9, the unit was running mainly from late June through late July. It operated for only a few minutes in
early August, for one day late in August, and then for a period in September. The points with zero run-time
along the base of the plot show that the thermostat was operational until late September, when the log stops.
We examined these plots for all thermostats to understand how the thermostats and central AC units operated
during the 2014 peak season.
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Figure 3-9. Run-Time per 5-Minute Interval for the 2014 Peak Season for One Central AC Unit
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Window Air Conditioning

The logs for thermostats associated with window air conditioning also contain data recorded at five-minute
intervals. During each of those intervals, the thermostat log records the Watt-hour consumption of up to five
window AC units (each plugged into a separate SmartPlug), the temperature setting, the indoor temperature,
an event code, and several other variables. The window AC portion of the impact analysis uses the total AC
demand in kW as the dependent variable.

Most of the logs for thermostats that are set to control window AC (82 out of 110) did not record any values
in the plug usage columns or have blanks interspersed with periods of zero consumption. We understand that
a technician installs the SmartPlug during the thermostat installation, and that the technician plugs the
window AC units into the SmartPlug so that the thermostats can cycle the window AC power during events.
Based on survey results, about four of ten Smart Plugs are not used with window AC units. These are likely to
account for some but not all of the logs that show zero consumption or blanks. It is unclear why the remaining
logs show no activity during the 2014 peak season.
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Figure 3-10. Watt Usage Over Each 5-Minute Interval for the 2014 Peak Season for One Window AC
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Figure 3-10 shows window AC usage in Watts over each 5-minute interval during the 2014 peak season for
one of the 28 thermostats that controlled window AC during the peak season. There is no usage data collected
until mid-July; then the log continues without breaks until the end of the season. For the impact analysis, we
excluded the logs for 82 of the 110 thermostats that control window AC. These logs seem to indicate
operational thermostats, but they have a blank or a zero for window AC usage during the entire peak season,
indicating that there was no communication with the SmartPlug (possibly because the SmartPlug was removed
by the participant) or that the window AC units were not used at all. We removed two more thermostats with
anomalously high consumption readings (readings so high as to be impossible in a residential setting,
indicating that the logs are incorrect, perhaps due to incorrect system setup or software failure), leaving a total
of 28 thermostats for the window AC analysis.

3.3.2 Demand Response Event Failure and Opt-out Rates

We examined the thermostat logs for each of the three event periods to establish failure and opt-out rates
during the events. The counts in this section only include the thermostats that are included in the impact
analysis: 176 central AC thermostats and 28 window AC thermostats. We define two different types of failure
for this analysis, event failure, where an otherwise operational thermostat does not respond to an event
notification, and complete failure, where the thermostat appears to be non-functional or the logs are empty.
Table 3-2 shows the event failure and opt-out rates for each 2014 event, by thermostat type. A “Total” count
of fewer than 28 window ACs or 176 central AC thermostats reflect thermostats that were installed after the
event date.
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Table 3-2. Event Failure and Opt-Out Counts and Rates

Failures \ Failure Rate \ Opt-Outs Opt-Out Rate
Central July 23 171 20 12% 4 2%
August 27 | 176 | 20 11% 12 7%
September 3 176 14 8% 7 4%
Mean 174 18 ' 10% 8 4%
Window July 23 20 2 ‘ 10% 0 0%
August 27 26 1 4% 0 0%
September 3 28 0 0% 0 0%
Mean 25 1 | 4% 0 0%

Failure Rates

Some of the thermostat logs do not show an event at all during the event period. This could happen for two
reasons: 1) the thermostat was not functioning or communicating during the event period and therefore did
not receive notification of the event or 2) an occupant opted out of the event during the first five minutes.
Based on the logs, we cannot differentiate between these two causes, so we count all thermostats that show
no record of an event as failures. The mean event failure rate is 4% for window AC thermostats and 10% for
central AC thermostats (see Table 3-2).

The overall failure rate, which combines complete thermostat failures and event failures, is 13% for the central
AC thermostats, but a much larger 78% for window AC thermostats.1®

Opt-out Rates

We count a thermostat as having had an occupant opt out of an event if the code in the thermostat log that
indicates the event changed to normal operation during the event period. The mean opt-out rate for central
AC thermostats is 4%; none of the 28 operational window AC thermostats opted out of any event. For most of
the central AC opt-outs, the opt-out occurred in the last hour of the 4-hour event. However, each of the three
events show between one and three opt-outs earlier in the event.

3.4 Demand Response Impact Analysis

The installed thermostats control air conditioning load by cycling power to the AC unit. For central AC units, the
thermostat cycles the unit on and off during the event period using the thermostat controls. The power to the
window AC units is indirectly controlled using SmartPlugs; during an event, the power to the window AC unit is
cycled to reduce runtime. There were three events called during the 2014 peak season (May through
September). The event hours were slightly different for the window air conditioning and the central air
conditioning participants (see Table 3-3).

19 This rate includes the 80 SmartPlugs with empty logs.
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Table 3-3. 2014 Demand Response Events

Central AC Window AC
Start Time | End Time Start Time | End Time
July 23 4 PM 8 PM 4 PM 6 PM
August 27 | 3 PM ‘ 7 PM | 4 PM | 6 PM
September 3 | 3PM | 7 PM | 4 PM | 6 PM

341 Impact Methodology

Opinion Dynamics used regression modeling combined with day matching to estimate the demand response
load impacts for window AC participants and runtime reduction for central AC participants. The load impact for
central AC events are then calculated by multiplying the runtime reduction by the mean full load demand, to
arrive at the demand response attributable to the event. We present a detailed description of our impact
methodology, including information on model specification, day matching, tracking data and thermostat logs
included in the analysis, and incorporation of weather data in Appendix B.

3.4.2 Demand Response Impacts - Central Air Conditioning

This section presents the demand response impact results for participants who have central AC, controlled by
a WiFi programmable controllable (“smart”) thermostat that cycles the air conditioner during events. Table 3-4
presents the demand response impacts for the three events called in 2014. Each event has nine matched
comparison days that we used to develop the modeled baseline. Opinion Dynamics also estimated impacts
for an overall event that uses data from all three events and all matched comparison days. Note that the result
for the overall event is not a simple average of the three single events: The baseline of the overall event is
slightly different because all comparison days are used in the model, so the impact estimate is not exactly the
same as if we had averaged the three events.

Table 3-4. Central AC Demand Response Impact

Thermostat Impact # of Program Impact
——————— Participating
Runtime kW Thermostats kW
Reduction
Overall 8.6% 0.32 176 56
July Event | 6.0% | 022 | 171 | 38
August Event | 8.9% | 0.33 | 176 | 58
September Event | 8.2% | 0.30 | 172 | 52

The models estimate percentage of hourly runtime on a per-thermostat level. Event savings are the mean
difference between the baseline runtime and the event runtime over the event period, so the kW impact is an
average rather than maximum instantaneous demand reduction. We then use an average estimate of full load
central AC demand of 3.69 kW at full load to estimate the kW savings per thermostat. Not all thermostats
have logs for all of the event periods, so we only apply savings for those thermostats where we can confirm
operation. The program total impact is the product of the per-thermostat kW impact averaged over the event
period and the number of participating thermostats. All operational thermostats are included in the model,
even if the participant opts-out of the event, so the impact estimates include the effect of any participant opt-
outs.

Opinion Dynamics calculated the full load kW demand for an average central AC unit in Rhode Island based
on Equation 3-1 which uses deemed average equipment cooling capacity (in Btu per hour) and equipment
efficiency (EER) values from the Rl Technical Reference Manual (TRM). The resulting full load demand per
central AC unit is 3,692 watts, or 3.69 kW.

opiniondynamics.com Page 32



DemandLink WiFi Thermostat and Smart Plug Evaluation

Equation 3-1. Full Load kW for Central AC
Full load kW = Capacity / EER
Where:
Capacity = 3 tons or 36,000 Btu/hr20
EER (Btu/watt-hr) = 9.7521

Figure 3-11 depicts the hourly event usage and baseline usage for the overall average event. The event period
shows significant runtime reduction, with a small snapback in the two hours after the event ends. Figure 3-12,
Figure 3-13, and Figure 3-14 show the runtime percentage for each of the three event periods, along with the
baseline used to calculate demand impact for that event. In all three events, there is significant demand
reduction during the event hours followed by a short snapback period of increased demand.22

Figure 3-11. Overall Hourly Event Day Usage with Baseline
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20 RI PY2014 TRM Central AC page M-25: Tons = deemed average equipment cooling capacity: 3 tons

21 The Rl PY2014 TRM has measures for traditional AC replacement (page M-25) and early replacement central AC replacement (M-
40). The EER used for this analysis assumes an average (i.e., 9.75) between the baseline EER of new equipment (EER = 11: page M-
25), and the baseline EER of early replacement equipment (EER = 8.5: page M-40). If we only used the current baseline of new
equipment (EER 11) we would be underestimating savings since there are likely older pieces of equipment in use that do not meet
current baseline requirements. If we assumed only the early replacement baseline (EER 8.5), we would likely be overestimating savings
as there are likely newer pieces of equipment that have a higher efficiency. Taking the average appears to be a more accurate estimate
and can be verified through future data collection efforts that analyze the exact capacity and efficiency of the units participating in the
program.

22 We show these hourly demand response impact estimates in Figure 3-11 through Figure 3-14, but not in the results table, Table

3-4, because the uncertainly around the hourly results is high. Comparing the demand impact between hours of each event is not
informative as the hourly results have highly overlapping confidence intervals.
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Figure 3-12. Event 1, July 23 Hourly Usage with Baseline
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Figure 3-13. Event 2, August 27 Hourly Usage with Baseline
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Figure 3-14. Event 3, September 3 Hourly Usage with Baseline
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Model Validation

The primary method for evaluating the validity of the linear fixed effects model is to compare actual, logged
run time to the baseline runtime predicted by the model. When actual and baseline are similar, especially on
non-event days with weather like the event days, it shows that the model is effectively estimating the baseline.
The primary reason for the model is to estimate baseline on event days, so matching non-event day usage is
the best way to demonstrate model effectiveness. Figure 3-15 shows that the modeled baseline matches the
actual baseline to within about 1% runtime percentage for non-event days.

Figure 3-15. Non-event Day Baseline versus Actual AC Run Percentage
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3.4.3 Demand Response Impacts - Window Air Conditioning

This section presents the demand response impact results for participants who have window AC, controlled
by a program thermostat that cycles the air conditioner during events. Table 3-5 presents the average overall
demand response impact for the three 2014 events. The overall model uses data from all three events and
all matched comparison days. We do not separately present the demand impacts for each of the events
because there were only 28 thermostats that participated in the events. The logs from these 28 thermostats
do not contain enough data to model baseline usage for the events separately.

Table 3-5. Window AC Demand Response Impact

Per-Thermostat Participating Program
Reduction (kW) Thermostats | Impact (kW)

Overall Events

The thermostat logs for the participants with window AC collect energy usage data, so we were able to model
demand directly. Figure 3-16 shows the kW load for window AC units during an average event.

Figure 3-16. Overall Hourly Event Day Usage with Baseline
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Model Validation

The primary method for evaluating the validity of the linear fixed effects model is to compare actual, logged
run time to the baseline runtime predicted by the model. When actual and baseline are similar, especially on
non-event days with weather like the event days, it shows that the model is effectively estimating the baseline.
The primary reason for the model is to estimate baseline on event days, so matching non-event day usage is
the best way to demonstrate model effectiveness. Figure 3-17 shows the actual mean window AC load on a
non-event day versus the baseline load estimate from the model. This baseline does not match nearly as well
as the one for central AC. The primary reason for this is that logs from the thermostats of 28 participants do
not provide enough data. From this graph, and those of other non-event days that are not included here, it
appears that the baseline may be overestimating afternoon usage. If this is the case, the demand response
impact estimates in Table 3-5 may be biased, resulting in inflated impact estimates. There is not enough data
to assess bias in the window AC demand response impacts, but impact estimates are higher per thermostat
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than the central AC impacts, when we usually expect the opposite to be true. Future impact evaluations will
help establish a firmer estimate for average impact.

Figure 3-17. Non-event Day Baseline versus Actual AC Load
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3.5 Analysis of Potential WiFi Thermostat and SmartPlug Efficiency
Savings

This analysis explores potential behavior changes by DemandLink participants that might have led to efficiency
savings during peak hours. Documentation of behavior changes may enable National Grid to claim additional
peak kW savings from participants who installed WiFi thermostats to control their central AC or their window
AC (in conjunction with a SmartPlug). Potential behavior changes might include programming or remotely
controlling the thermostat to better align with occupancy. Both strategies would allow customers to use higher
cooling setpoints when away from home, without sacrificing comfort.

The purpose of this analysis was to explore the potential for efficiency savings. The output of this analysis is a
recommendation on whether to pursue further impact analysis - to estimate efficiency-related peak load
reduction attributable to the installation of DemandLink thermostats and Smart Plugs - under a later task of
the 2015 Evaluation Plan.

3.5.1 Efficiency Savings Methodology

Two conditions must be met for efficiency savings to represent a potential peak demand benefit to National
Grid:

1. Customers must have changed their cooling usage behaviors in a manner that suggests that
equipment is in use less frequently during peak times, following participation in the program.

2. Equipment must be in use during summer peak hours (between 3 p.m. and 8 p.m.), at a level that is
high enough to deliver meaningful savings.
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This analysis used two data sources: 1) the DemandLink participant survey, administered to program
participants in June/July 2014 and October/November 2014 and 2) the thermostat log files, used for the
demand response impact analysis.

We analyzed survey data to understand self-reported changes in usage patterns of customers’ air conditioning,
A series of questions explored their control strategy before and after participation in the DemandLink Program
as well as setpoints during different times of the day. We determined the proportion of participants who
reported a meaningful change in control strategies or behavior that could likely lead to efficiency savings.

We analyzed the log files for thermostats that control central AC and window AC to determine if equipment is
sufficiently in use during peak times.

3.5.2 Efficiency Savings Findings

This section summarizes our findings and recommendations for future analysis of efficiency savings for central
AC and window AC.

Central AC

Our comparison of self-reported air conditioning thermostat behavior showed that a majority of participants
with central AC and the new smart thermostat (59%) did not change their setpoints on summer weekdays.
However, one-third (33%) report using higher setpoints during at least one time period, and 7% report using
lower setpoints during one or more time period.23 Reported changes in setpoints are relatively consistent
across the time periods asked about in the survey (see Table 3-6).

Table 3-6. Self-reported Changes in Setpoints - Participants with Central AC

Behavior Change Overall 9am-5pm ‘ 5 pm-9 pm 9pm-9am Away for multiple days
No Change 59% 78% 67% 74% 74%
Higher Setpoints | 33% | 19% | 30% | 26% | 7%
Lower Setpoints | 7% | 4% | 4% | 0% | 4%
Unknown | 0% | 0% | 0% | 0% | 15%

Note: Percentages are based on participants who used their DL thermostat for cooling during the prior cooling season
and who replaced an existing thermostat (n=27). It excludes two participants who did not use their DL thermostat for
cooling and one participant who installed in an area without prior cooling. Due to the small sample size, differences
between the various time periods may not be statistically significant.

Most participants (69%) replaced another programmable thermostat when they installed the smart thermostat
through the program, while 24% replaced a manual thermostat and 7% installed the new thermostat in an
area that did not have a thermostat before. Interestingly, a smaller share of participants who replaced a
manual thermostat reported changing their setpoints, compared to customers who replaced a programmable
thermostat.24 Overall, almost half of participants (48%) report adjusting their new thermostat manually, with

23 This analysis included 27 of 44 survey respondents with central AC. 14 respondents were not asked the usage questions for the
new thermostat since their installation took place after the summer period. Another two reported not using the thermostat for cooling,
and one reported that the thermostat did not replace a prior thermostat.

24 Note the small sample sizes (n=20 for participants who replaced a programmable thermostat; n=7 for participants who replaced a
manual thermostat) available for this comparison.
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44% programming it and 7% keeping it at the same temperature. This distribution is similar for participants
who replaced another programmable thermostat and those who replaced a manual thermostat.

Analysis of the thermostat logs found that central ACs are generally in operation during the peak season.
Therefore, given the self-reported changes in usage behavior among at least some central AC participants, we
believe that there is a potential for efficiency-related peak demand benefits from participants with central AC.
We recommend investigating this potential source of savings under Task 2f of the 2015 Evaluation Plan.

Window AC

For customers who installed a thermostat and one or more SmartPlugs to control their window AC, we did not
analyze survey responses about potential changes in window AC usage. The analysis of thermostat log files
associated with window ACs, summarized in Section 3.3.1 above, showed missing or zero usage for the vast
majority of window ACs - only 30 of 110 logs showed non-zero window AC consumption during any part of the
2014 peak season. SmartPlug participants thus do not appear to be using their equipment during peak times,
which violates the second condition for a potential peak demand benefit from SmartPlugs.

We recommend not pursuing any further analysis of SmartPlug efficiency savings at this time. However, if
future analysis of SmartPlug log files (planned for the fall of 2015) show different usage patterns than
observed for 2014, we could revisit this topic. At that time, we would analyze survey responses for all
SmartPlug participants to-date, including those interviewed in 2014.
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4., Window AC Rebate and Recycling Evaluation

This section presents evaluation results for the DemandLink window AC rebate and recycling components of
the SRP pilot. The 2014 evaluation included the following analyses, presented in this section:

B A review of participation in the DemandLink window AC rebate and recycling programs
B A gross impact analysis of rebates for the purchase of new ENERGY STAR® window AC units
B A gross impact analysis of window AC recycling rebates

We also developed a methodology and collected participant survey data to estimate attribution for the window
AC rebate and recycling programs. However, due to the small number of participants in these programs and
the even smaller number of survey respondents (7 for the window AC rebate and 6 for window AC recycling),
we decided against presenting net impact results at this time.25 We will implement the methodology and
conduct the net impact analysis after future waves of the DemandLink participant survey, when more survey
responses are available.

4.1 Window AC Participation

In 2014, the DemandLink Window Air Conditioner Rebate and Recycling programs ran from May 1 to
November 1. National Grid offered customers in Tiverton and Little Compton a $50 rebate for the purchase of
up to four qualifying new window air conditioning units (“window AC rebate”) and a $25 rebate for each of up
to four window air conditioner they recycled (“window AC recycling”).

Overall, 30 unigue customers in Tiverton and Little Compton participated in the window AC programs in 2014,
installing 15 new ENERGY STAR® units and recycling 47 old units. All rebate participants were residential
customers on sub-feeders; two recycling program participants were not on sub-feeders in 2014.

Figure 4-1 illustrates participation and equipment counts in the towns of Tiverton and Little Compton during
the active program period, 2013 and 2014. The programs fell short of 2014 projections to provide rebates for
50 new ENERGY STAR® rated units and 50 recycled units to customers on substation feeders. In addition,
participation in both programs was lower in 2014 compared to 2013 although the decline in rebate program
participation (-73%) was sharper than the decline for the recycling program (-7%).

25 Any additional response has the potential to significantly affect our estimates.
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Figure 4-1. Window AC Rebate and Recycling Program Participation in SRP Pilot Communities (2013-2014)
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National Grid promotes these two programs in tandem, with one application for both rebates. As shown in
Table 4-1, the majority (60%) only recycled one or more old units, while just under a quarter (23%) took part
in both programs and 17% only received a rebate for an ENERGY STAR® unit. This participation pattern is the
reverse of 2013, where almost half (47%) participated in the rebate program only and 39% participated in
both programs. On average, customers who participated in both programs recycled more units through the
program than they purchased with the rebate.

Table 4-1. Unique Participants, 2014

Avg. # | Avg # Avg. # | Avg. #
Program Number of % units units Number of % units units
Component Participants | Participants | rebated | recycled Participants | Participants | rebated | recycled
ENERGY STAR® 24 47% 1.2 n/a 5 17% 1.3 n/a
Rebate Only
Recycle Only 7 14% n/a 2.7 18 60% n/a 2.3
Both 20 39% 1.7 2.0 7 23% 1.4 1.8
Total 51 . 100% @ 1.4 @ 2.2 30 . 100% = 1.4 = 2.0

4.2 Window AC Rebate and Recycling Gross Impact Analysis

Per the evaluation plan, the gross impact analysis for window AC rebates and recycling consisted of a review
of assumptions in the Rhode Island TRM, as well as available program tracking data on unit characteristics.
We also reviewed and leveraged other relevant TRMs because the Rhode Island TRM does not provide
documentation for deemed values for window AC rebates and does not include assumptions for window AC
recycling (the program is not currently offered in Rhode Island, outside of the SRP pilot).
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Opinion Dynamics took the following steps to estimate gross impact savings for the window AC rebate and
recycling programs:

Step 1: Established ex-post per-measure savings algorithms: The Rhode Island TRM includes deemed savings
values for window AC rebates and no savings assumptions for window AC recycling. We compared algorithms
across multiple sources26 and applied algorithms from the Mid-Atlantic TRM27 to calculate ex-post savings for
window AC rebates and algorithms from the Indiana TRM?28 to calculate ex-post savings for window AC
recycling.

Step 2: Reviewed program tracking data: We identified the quantity of rebated and recycled window AC units.
We used actual window AC model numbers to derive the average size (BTUh) of rebated window AC units.

Step 3: Determined coincidence factor: We calculated the coincidence factor for window ACs, using survey
responses and compared them to coincidence factors from multiple sources. Because the number of survey
responses (N=10, including both window AC rebate and window AC recycling participants) is very small, we
chose not to use the survey-based value in our analysis. We applied coincidence factors from a residential
room air conditioner study2® - which is the same source referenced in the Rhode Island TRM - to determine
Effective Full Load Hours (EFLH).

Step 4: Compared variable assumptions from various sources: We reviewed several sources to establish
efficiency and usage assumptions to calculate ex-post per-measure savings.

Step 5: Identified overlap between rebated and recycled window AC units: Based on the program tracking
database, we determined the number of participants who recycled existing window ACs and who also received
a rebate for a new ENERGY STAR® unit.

Step 6: Calculated gross energy and demand savings: We calculated ex-post energy and demand savings for
rebated ENERGY STAR® window ACs and recycled window ACs, using the inputs generated in the prior steps.

Table 4-2 summarizes the assumptions used in our analysis and the source of each assumption.

26 The Evaluation Team reviewed the PY2013 and PY2014 Rhode Island TRMs, Mid-Atlantic TRM, NY TRM, lllinois TRM, and the Indiana
TRM.

27 Mid-Atlantic Technical Reference Manual. Version 4.0. June 2014.
28 Indiana Technical Resource Manual. Version 1.0. December 2012.

29 Final Report: Coincidence Factor Study, Residential Room Air Conditioners. Prepared for Northeast Energy Efficiency Partnerships’
New England Evaluation and State Program Working Group. RLW Analytics. June 23, 2008.
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Table 4-2. Rebated Window AC Energy and Demand Variable Assumptions

Variable Description ‘ Value Reference
EFLH Effective Full Load Hours, i.e., the full load 204 Coincidence Factor Study for Residential
cooling hours for Rhode Island Room Air Conditioners
BTUh Capacity of window AC 9,000 | Average size of rebated WACs calculated
using data from database (N=78).
Assumed recycled WACs are similar in size
to rebated WACs.
CF A number between O and 1 indicating the 0.144 | Coincidence Factor Study Residential Room
percentage of window AC units expected to be Air Conditioners. June 23, 20082
in use during the peak summer demand period
EERexisting | Efficiency of existing window AC 7.7 Indiana TRM
EERbase Efficiency of baseline minimum standard 9.8 Rhode Island TRM, NY TRM, Mid-Atlantic
window AC TRM, Indiana TRM
EEREstar Efficiency of ENERGY STAR® window AC 10.8 | Rhode Island TRM, Mid-Atlantic TRM

a Final Report: Coincidence Factor Study, Residential Room Air Conditioners. Prepared for Northeast Energy Efficiency
Partnerships’ New England Evaluation and State Program Working Group. RLW Analytics. June 23, 2008.

Window AC Rebate

The Rhode Island TRM provides deemed values for window AC rebates of 43 kWh and 0.12 kW, based on a
study conducted in 2003.30 The Evaluation Team chose an algorithmic approach to determine ex-post savings
for the DemandLink Window AC Rebate Program because the average size for the window ACs included in the
2003 study is unknown yet capacity is a key variable for savings. Without that value, we are unable to verify
that the average window AC size (in BTUh) used to establish the Rhode Island TRM deemed value is
comparable to the average size of the SRP-rebated window AC units.

We used the following equations, taken from the Mid-Atlantic TRM, to calculate the per-measure energy and
demand savings for rebated ENERGY STAR® window AC units:

Equation 4-1. Energy Savings for Rebated Window ACs

EFLH*BTUh*(

1

1
EERbase EEREStaT)

kWh savings =

1000

Equation 4-2. Demand Savings for Rebated Window ACs

BTUh*(

1
EERbase EEREStar)

* CF

kW savings =

1000

30 Evaluation of National Grid’'s 2003 Appliance Management Program: Room Air Conditioning Metering and Non-Energy Benefits

Study.
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Applying the values listed in Table 4-2 yields savings of 17.53 kWh and 0.012 kW per rebated window AC unit,
or 1,353 kWh and 0.96 kW for the 78 window AC units rebated in 2013 and 2014.

Window AC Recycling

There are no window AC recycling programs offered in Rhode Island; therefore, the Rhode Island TRM does
not provide any assumptions that could be used to estimate savings for the DemandLink Window AC Recycling
Program. The Mid-Atlantic TRM, which we leveraged for the window AC rebate analysis, also does not have
assumptions for window AC recycling. We therefore used equations from the Indiana TRM to calculate the per-
measure energy and demand savings for recycled window AC units. We estimate values for two different
scenarios:

1) Recycled without replacement: The following equations are used for recycled window ACs that are not
replaced with new equipment, i.e., the program removes 100% energy consumption from the grid.

Equation 4-3. Energy Savings for Recycled Window ACs - No Replacement

1
EFLH = BTUh * (—)
EERexisting

1000

kWh savingsy, replacement =

Equation 4-4. Demand Savings for Recycled Window ACs - No Replacement
BTUh * (*)
EERexisting

1000 * CF

kW savingsy, replacement =

2) Recycled with replacement: The following equations are used for recycled window ACs that are replaced
with new equipment, i.e., the program eliminates some energy consumption from the grid by recycling the
old unit but not all due to the operation of new equipment.

Equation 4-5. Energy Savings for Recycled Window ACs - With Replacement

(e27) ~ ()
EERexisting EERbase
1000

kWh savingswitnh repiacement = EFLH * BTUh *

Equation 4-6. Demand Savings for Recycled Window ACs - With Replacement

(e ) ~ (77
EERexisting EERbase
1000

kW savingsyicn replacement — BTUh * CF
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We determined whether a recycled unit was replaced by cross-referencing the window AC recycling database
with the window AC rebate database. If a participant in the window AC recycling program did not receive a
window AC rebate, we assumed that the unit was not replaced.3!

Applying the values listed in Table 4-2 yields the following savings.

B No replacement: 238.44 kWh and 0.168 kW per recycled window AC unit, or 17,168 kWh and 12.12
kW for the 72 window AC units that were recycled without replacement in 2013/2014.

B With replacement: 51.09 kWh and 0.036 kW per recycled window AC unit, or 1,737 kWh and 1.23 kW
for the 34 window AC units that were recycled with replacement in 2013/2014.

Summary of Per Unit Savings and Total Ex-Post Savings for Window ACs

Table 4-3 summarizes the ex-post per-measure savings for rebated and recycled window ACs as well as total
ex-post gross savings for the DemandLink window AC programs in 2013 and 2014 (i.e., for the pilot-to-date).
For the 184 incented measures incented to-date, the ex-post gross energy savings are 20.3 MWh and the ex-
post gross demands savings are 14.3 kW.

Table 4-3. Ex-post Gross Savings for Recycled and Rebated Window AC Units - 2013/2014

Per-measure Savings \ Total Ex-Post Savings

Measure kWh kW | Quantity kWh | kW
Rebated Window AC 17.35 0.012 78 1,353 0.96
Recycled Window AC 106 18,905 13.34
Recycled WAC (no replacement) ‘ 238.44 0.168 ‘ 72 ‘ 17,168 ‘ 12.12
Recycled WAC (with replacement) 51.09 0.036 34 1,737 1.23
Total Window AC 184 20,258 14.30

31 This is a conservative assumption of the level of replacement; savings from window AC recycling might therefore be overstated. We
propose to ask window AC recycling participants in future waves of the DemandLink participant survey if they replaced their recycled
unit.
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5. Marketing Effectiveness Analysis

51 Overview of Outreach Efforts

Pilot marketing efforts in 2014 focused heavily on positioning the DemandLink Program as beneficial to the
local community. National Grid launched the LinkUp newsletter in 2014, which grounded DemandLink as a
program designed to benefit the community by preventing the need to build additional infrastructure. The
newsletter provided updates on participation counts, called non-participants to sign up, and provided current
participants with additional tips on using their thermostat and SmartPlugs throughout the year. National Grid
distributed the newsletter as direct mail to participants and non-participants in February and October and
dispersed special participant-only issues as e-newsletters in June and November. In addition to the newsletter,
National Grid posted digital banner ads on the local Patch.com media between February and July, hosted a
community event in May, and executed two rounds of outbound telemarketing between May and September.

Figure 5-1. 2014 SRP Marketing Timeline
‘Jan ‘Feb ‘Mar ‘Apr ‘May‘Jun ‘Jul ‘Aug ‘Sep ‘Oct ‘Nov ‘ Dec ‘

LinkUp Newsletter
Digital Banner Ad

Community Event
Outbound Telemarketing
LinkUp E-Newsletter

The following is a summary of each of the program’s outreach efforts in 2014.

B Newsletter. In February, National Grid sent a “LinkUp” newsletter to 5,205 residential and
commercial customers in Tiverton and Little Compton. The message of this newsletter presented the
DemandLink programs as being beneficial not only to the individual customer but also to the local
community using the slogan “Good for you. Good for our community. Good for everyone.” In addition,
the newsletter outlined components of participation in the DemandLink and EnergyWise programs,
and included a phone humber and email address directing customers to reach out to the
telemarketing team for more information. The newsletter also included an insert for 221 customers
who had already participated in the DemandLink Programmable Controllable Thermostat offering.
The insert included tips for getting the most out of the thermostat and Smart Plugs and a link to
more information on demand response events. In October, National Grid sent an additional
newsletter encouraging customers to recycle their old window AC units, rather than store them
through the winter. This second newsletter also encouraged participation in the DemandLink WiFi
Thermostat Program by promoting the year-round benefits of a WiFi Programmable Thermostat.

B Digital Banner Ad. Between February and June, National Grid posted a banner advertisement on the
Tiverton-Little Compton Patch.com website and newsletter. This ad positioned DemandLink as being
beneficial to the local community in addition to the individual customer, using the message “Tiverton
& Little Compton National Grid customers, reduce your utility bills and help your community manage
rising energy demand.” The banner ad also contained a link to more information about the
DemandLink Program.

B Qutbound Telemarketing. Similar to 2013, National Grid utilized a professional telemarketing team,
RAM, in 2014 to conduct two rounds of outbound phone calls to all customers in the qualified areas
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of Little Compton and Tiverton. The RAM team utilized a call script to identify qualified leads for the
DemandLink Thermostat Program and the Window AC Rebate and Recycling programs. Using the
script, RAM callers provided a brief overview of the DemandLink and EnergyWise programs; asked
customers about the presence of central AC, window AC and WiFi capabilities; walked customers
through offers relevant to them; and collected contact information for interested parties. RAM then
passed this information on to RISE Engineering to follow up and set up a time for an installation.
Conversely, if the customer was not interested in any of the offerings, the script instructed the caller
to obtain the reason(s) for the lack of interest.

Between May and July 2014, RAM made calls to 4,262 phone numbers. The team called each
number one time in the first round. In the second round, between July and September, RAM made
follow up calls to non-participants with working phone numbers.

B Community Event. National Grid hosted an Energy Awareness Day event at the Muddy Moose Café in
Tiverton on May 26th, 2014. A postcard mailing invited residents of Tiverton and Little Compton to
attend the event to learn about how to save money by participating in DemandLink programs.

B E-Newsletters.In June, National Grid sent a “LinkUp” e-newsletter to 2,249 residential and
commercial customers in Tiverton and Little Compton who had not yet participated in the
DemandLink program and had not completed an audit in the past two years. The e-newsletter
promoted the DemandLink and EnergyWise programs by highlighting the types of free LED bulbs
available through the energy assessment. In November 2014, National Grid sent another issue of
the “LinkUp” e-newsletter to all residential and commercial customers. This issue provided a
program update and summarized the purpose of the program, the number of participants in each
program component to date, tips for using the thermostat and Smart Plug equipment in the winter
for participants, and a call to participation for non-participants. Both newsletters included links to the
EnergyWise website, the DemandLink brochure, and the program’s frequently-asked-questions page,
as well as a phone number and email address directing customers to reach out to the telemarketing
team for more information.

These activities are in addition to ongoing statewide marketing that may advertise or market to customers in
the pilot towns.

5.2 Analysis of Marketing Awareness and Influence

The EnergyWise participant survey is an ongoing evaluation effort that provides both process and impact
insights. The primary goal of the survey is to determine an SRP marketing influence rate (or “take rate”) that
is used to estimate incremental participation in the EnergyWise Program. In this section, we present key
process-related survey findings to provide National Grid with feedback on marketing awareness, recall, and
influence. (The “take rate” analysis is presented in Section 2.2.2.)

EnergyWise participants most commonly learn about the EnergyWise Program via word-of-mouth from a friend
or colleague (50%) and through information they received in the mail (16%). (See Figure 5-2.) In 2013, fewer
participants (21%) reported first becoming aware of the EnergyWise Program via word-of-mouth, reflecting the
increasing number of past program participants in 2014 and suggesting that customers more often talk to
one another about the EnergyWise Program than in past years.

opiniondynamics.com Page 47



Marketing Effectiveness Analysis

Figure 5-2. Source of Awareness of the EnergyWise Home Energy Assessment

Friend or collaguc NG 50%
Information in the mail | RN 16%
E-mail from national grid | I 13%

Phone call from national grid representative [ 9%
other [l 6%
Newspaper [l 3%
National Grid website ] 3%

n=32 0% 20% 40% 60%

The online survey provided participants with images and descriptions of various SRP-specific and statewide
marketing efforts and asked them if they recalled seeing, hearing, or receiving each item. Each participant
was only asked about marketing efforts that took place in the six months prior to their becoming a lead. Table
5-1 summarizes respondents’ recall of 2014 SRP marketing efforts and the influence of each effort on their
decision to complete the home energy assessment. Recall of the direct mail pieces associated with the
DemandLink Program was the highest of all marketing materials about which we inquired (60%). Other
memorable marketing materials included van wrap (52%) and newspaper ads (38%). While RAM’s outbound
telemarketing campaign only ranked fourth in terms of participants’ recall (31%), it was rated second most
influential of all marketing efforts, SRP-specific or statewide, in customers’ decision to participate in the
EnergyWise Program (25% gave an influence rating of 4 or 5 on a scale of 1 to 5). Only direct mail received a
higher influence rating, with 30% reporting it was influential.
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Table 5-1. Summary of Recall and Influence of 2014 Marketing Materials

Recall of
Marketing | Influence of
Effort 4o0r5

Marketing Effort = Campaign % %
Direct Mail Feb 2014 SRP 10 60% 30%
Van Wrap ‘ May 2013-Ongoing ‘ Statewide ‘ 23 ] 52% ‘ 17%
Newspaper | Jan-July 2014 ‘ Statewide | 21 | 38% | 14%
Outbound Phone Calls | May-September 2014 ‘ SRP | 32 | 31% | 25%
Radio | Feb-Mar 2014, Sept-Nov 2014 ‘ Statewide | 18 | 28% | 11%
Online Ads: GetHouseFit ‘ Jan-Jun 2014 ‘ Statewide ‘ 20 ’ 20% ‘ 15%
Online Banner Ads: Rl Home | Feb-Jun 2014 ‘ Statewide | 17 | 18% | 12%
YouTube Video |Jan-Aug 2014 ‘Statewide | 20 | 15% | 10%
a Awareness and Influence of Email (June 2014) and Energy Awareness Day (May 2014) are not presented in this table due to the

low number (<10) of respondents who were asked about those efforts.

Respondents most commonly report the opportunity to save energy or money as the main reason they decided
to complete the assessment (81%). Other reasons included general curiosity about the efficiency of their home
(13%) and completing the assessment in order to qualify for a HEAT loan (6%).

Detailed tables displaying the recall and influence of each marketing effort based on the EnergyWise
participant survey are included in Appendix B.

53 SRP Leads Analysis

SRP leads are customers who have expressed interest in one or more SRP program offerings (through inbound
requests or outbound telemarketing). This section presents a discussion of SRP leads, based on an analysis
of tracking data compiled by RISE and RAM as well as a phone survey with 82 customers who were SRP leads
in 2014.

In 2014, 755 pilot community customers expressed interest in the EnergyWise Program or one of the three
components of the DemandLink Program.32 Of these, 600 (80%) were new leads who had not expressed
interest in any of the four program components prior to 2014. The majority of these leads (602, or 80%) are
served by the Tiverton substation.

The vast majority (86%) of 2014 SRP leads were interested in the EnergyWise Program. Interest in the other
SRP programs was much lower with 23% of leads interested in the DemandLink Programmable Controllable
Thermostat Program, 10% interested in the Window AC Rebate Program, and 9% interested in the Window AC
Recycling Program.

32 The DemandLink Program includes the Wifi Programmable Controllable Thermostat component, as well as the EnergyStar Window
Air Conditioner Rebate and the Window Air Conditioner Recycling Rebate. This count includes five leads from substation customers
with a commercial rate code.
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Table 5-2. 2014 Customer Interest by Program

SRP Program 2014 Leads %2
EnergyWise Program 650 86%
DemandLink Programmable Controllable Thermostat Program | 173 | 23%
DemandLink Window AC Rebate Program | 77 | 10%
DemandLink Window AC Recycling Program 71 9%
Total Leads (Any Program) 755

2 Total sums to more than 100% because customers expressed interest in multiple programs

Heightened lead activity followed increases in marketing efforts, particularly outbound telemarketing, in both
2013 and 2014. Figure 5-3 below shows that May through August 2014 were the busiest months for leads,
with 499 customer expressing interest during that period. Lead activity peaked in June with 212 leads (28%)
and was followed a month later by a peak in program participation. There was another increase in lead activity
in August, followed again by a peak in program participation in September.

Figure 5-3. Program Leads in SRP Pilot Communities (2013-2014)

[Direct Mail ﬁjﬁfiiiﬁﬁjﬁﬁﬁ;iﬁ"ﬁ'ifl
|Digital Banner Ad I T I A I I O A O |

Community Event | |

[Outbound Telemarketing EEE $SEEEEEEEE 483883
Email

|Postcard Mailing

Of the 600 customers who were new SRP leads in 2014, 39% participated in one or more programs in 2014.
This level of same-year participation is slightly lower than in 2012 and 2013 (both 49%). In addition, a handful
of customers who first expressed interest in 2012 or 2013 but had not participated in those years, participated
in one or more program in 2014, indicating that for some customers there is a significant lag time between
first expressing interest in the program and taking action.
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Table 5-3. Conversion Rates Lead for Any Program
Year First Became a | Accounts Participated in One or More Program b

Lle,?g;gnf?y 2012 2013 2014 | NotYet:
2012 292 49% 16% 1% 34%
2013 834 | - | a9% | 7% | 44%
2014 600 | - | - | 39% | 61%

aConversion rates were calculated counting a customer as lead only in the first year
they expressed interest in the program.
b Conversion rate calculation uses participant counts based on account number.

The majority of leads who have not yet participated in any part of the SRP pilot are aware that National Grid
offers energy efficiency programs to help households save energy (88%). SRP leads most often have heard of
the EnergyWise Program (82%), followed by the Window AC Rebate Program (60%), and the DemandLink
Thermostat Program (50%) (Figure 5-4). Less than half of 2014 SRP leads (44%) have heard of the Window
AC Recycling Program.

Figure 5-4. Awareness of Specific Programs by Non-Participants

EnergyWise (n=62) 18% 82%

ENERGY STAR® New Window AC Rebate

(174
(n=80) 40% 60%
DemandLink Thermostat (n=76) 50% 50%
Window AC Recycling Rebate (n=77) 56% 44%
0% 20% 40% 60% 80% 100%
m Have Not Heard of Program ®m Have Heard of Program

5.3.1 EnergyWise Leads

The vast majority of SRP leads (650, or 86%) are leads for the EnergyWise Program. Most of these leads were
new leads in 2014 (89%) and are customers on substation feeders (77%).

Leads Activity and Conversion

June through August were the busiest months for lead activity, with 376 customers expressing interest (58%
of the annual total) during that period. Lead activity peaked in June with 189 leads (35%) while participation
rates picked up between September and December 2014. The enhanced telemarketing, community event,
and e-newsletter - which coincided with the peak rates - appear to have driven the lead activity between June
and August 2014.
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Figure 5-5. EnergyWise Leads in SRP Pilot Communities (2014)

LinkUp Newsletter

Digital Banner Ad

Community Event

Outbound Telemarketing ' ' ' ' ' |

LinkUp E-Newsletter

Of the 580 customers who were new leads in the EnergyWise Program in 2014, 38% participated in the
program in 2014, a slightly lower level of same-year participation than in 2012 (47%) and 2013 (48%). In
addition, 1% of customers who first expressed interest in the program in 2012 and 7% of those who first
expressed interest in the program in 2013 became program participants in 2014.

Table 5-4. EnergyWise Conversion Rate (2012-2014)

Year First Became a Account EW Participant
Lead for EnergyWise 2 Leads 2012 ‘ 2013 ‘ 2014 ‘ Not Yet
2012 290 47% 17% 1% 34%
2013 ] 724 ] - \ 48% \ 7% ] 45%
2014 | 580 | - \ - \ 38% | 62%

a Conversion rates are calculated based on account number, counting a customer as a lead in each year
they expressed interest in the program. A single customer could be counted as a lead in multiple years.

Survey Findings
Awareness and Interest
Based on our telephone survey, 25% of EnergyWise leads are either unaware of the program or not at all

familiar with it (a rating of 1 on a scale of 1 to 5). Overall, the mean familiarity rating was 3.0; 21% of
EnergyWise leads are very familiar with the program (Figure 5-6).
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Figure 5-6. Familiarity with EnergyWise Program

1- Not Aware,
Not at All
Familiar
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n=57

EnergyWise leads most often learn about the program through direct mailings from National Grid (40%),
followed by friends and colleagues (21%), National Grid outbound phone calls (16%), and emails (12%) (Figure

5-7).33

Figure 5-7. Medium through Which Leads Heard About EnergyWise Program
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Email

Other
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2%

30% 40%

50%

33 Asked of leads with at least some familiarity with the EnergyWise Program (a rating of 2 or higher, on a scale of 1 to 5).

opiniondynamics.com

Page 53



Marketing Effectiveness Analysis

Overwhelmingly, the opportunity to save energy and money is the most common reason for interest in the
EnergyWise Program, mentioned by 82% of those who were already familiar with the program before the survey
and mentioned by all not already familiar with the program (but who were read a description of the EnergyWise
Program). The “free” aspects of the program, including the audit itself and the free light bulbs, is also attractive
to leads both familiar and unfamiliar with the program (37% and 42%, respectively) (Figure 5-8). Getting
information on home energy usage is of less interest.

Figure 5-8. What Sparked Lead Interest in the EnergyWise Program

100%

100% 85%
80%
60%
40%
20%
0%

1174
37% 42%
. . =
7%
= -
Save money/save “Free” aspects of program  Get information on home
energy/lower energy bills energy usage

m Familiar with EnergyWise (n=27) m Not Familiar with EnergyWise (n=12)

Actions Taken

The majority of the EnergyWise leads (58%) have taken no further action towards receiving an EnergyWise
assessment since they first learned about the program. Those who did take action most frequently spoke with
a program representative (33%), scheduled an energy assessment (30%), spoke with someone who
participated in the program (28%), or looked online to learn more about the program (21%).34

Figure 5-9. Type of Actions Taken Since Learning of the EnergyWise Program

70%
60% 58%
50%
40% 33% o
30% 30% 28%
21%
20%
%
lOI:“: l . 7 -
5 —
None Spoke with Scheduled an Spoke with  Looked onlineto  Took other
program energy someone who learn more actions
representative assessment participated in about the
n=43 the program program

34 Asked of leads with at least some familiarity with the EnergyWise Program (a rating of 2 or higher, on a scale of 1 to 5).
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Likelihood to Participate

Six in ten EnergyWise leads familiar with the program state that they are somewhat likely or very likely to
participate in the program in 2015 (Figure 5-10). Similarly, the majority of leads not familiar with the program
(71%) are either very or extremely interested in the program (Figure 5-11), suggesting a continued market for
EnergyWise assessments in the pilot area.

Figure 5-10. Likelihood to Participate in EnergyWise Program in 2015

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
n=30 = Not at all likely = Not very likely ®m Somewhat likely m Very likely

Figure 5-11. Interest Level of Leads Not Familiar with EnergyWise Program

43% 29%
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n=14 mNot at all interested = Not very interested Moderately interested mVeryinterested = Extremely interested

Barriers to Participation

EnergyWise leads familiar with the program were asked to rate their level of agreement with a series of
statements regarding barriers to participation in the EnergyWise Program. Leads rated their level of agreement
with each statement, on a scale from 1 to 5, where 1 means “I very much disagree” and 5 means “l very much
agree”.

EnergyWise leads most often agree with the statement “it would be difficult for me to find time to be at home
for an assessment” (40%).35 One-third or less agree with the statement “I don’'t know enough about the
program” (33%), “| don’t see the benefit of an assessment because my home is already efficient” (27%), and
“I am afraid an assessment might identify an expensive improvement” (27%). Reluctance to have a stranger

35 “Agree” is defined as a rating of 4 or 5, on a scale of 1 to 5.
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in their home to conduct the assessment (17%) and doubts about the quality of the assessment (10%) are
barriers for few EnergyWise leads (Figure 5-12).

Overall, 67% of interviewed EnergyWise leads strongly agreed (a rating of 5) with at least one of the barrier
statements; 87% agreed (a rating of 4 or 5) with at least one statement. Notably, three leads who have tried
to schedule an assessment but have not yet completed it all strongly agreed with the statement “I have had
difficulty scheduling the assessment with the program representative.”

Figure 5-12. Barriers to EnergyWise Program Participation

Mean
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5.3.2 DemandLink Programmable Controllable Thermostat Leads

Almost one quarter of SRP leads (173, or 23%) are leads for the DemandLink Thermostat Program. The
majority of these leads were new leads in 2014 (86%) and nearly all are served by the substation (97%).

Leads Activity and Conversion

The busiest months for leads were May through August, with 145 customers (84%) expressing interest during
that period. Lead activity peaked in June with 69 leads (40%) and was followed a month later by a peak in
participation in the program. The enhanced telemarketing, community event, digital banner ads and e-
newsletter - which coincided with the timing of this peak lead activity - appear to have driven the number of
leads between May and August.
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Figure 5-13. DemandLink Programmable Controllable Thermostat Leads in SRP Pilot Communities (2014)
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Of the 148 customers who were new leads in the DemandLink Thermostat Program in 2014, 30% participated

in the program in 2014. In addition, 3% of customers who first expressed interest in the program in 2013,
participated in 2014.

Table 5-5. DemandLink Programmable Controllable Thermostat Program Conversion Rate (2013-2014)

Year First Became a Lead for Account DemandLink PCT Program Participation
DemandLink Programmable Leads Year
Thermostat Programa 2013 2014 ‘ Not Yet ‘
2013 275 40% 3% 57%
2014 148 - 30% | 70%

a Conversion rates are calculated based on account number, counting a customer as a lead in each year
they expressed interest in the program. A single customer could be counted as a lead in multiple years.

Survey Findings
Program Awareness, Understanding, and Interest
Based on our telephone survey, 60% of DemandLink Thermostat leads are either unaware of the program or

not at all familiar with it (a rating of 1 on a scale of 1 to 5) (Figure 5-14). Overall, the mean familiarity rating
was 2.1. Only 13% of DemandLink Thermostat leads are very familiar with the program.
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Figure 5-14. Familiarity with DemandLink Thermostat Program
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To further explore understanding of the program, we asked DemandLink Thermostat leads who are familiar
with the program about their awareness of several key aspects of the pilot program. Most respondents (9 out
of 10) are aware that Wi-Fi enabled programmable thermostats allow users to remotely control their central
or window AC. Interviewed leads are also highly aware that National Grid provides participants with Wi-Fi-
enabled programmable thermostats at no cost (8 out of 10 respondents). Less than half of interviewed leads
(4 out of 10 respondents) are aware that the program is only available to customers with central or window
AC, or that the program is only available to customers in Tiverton and Little Compton. Out of the program
aspects asked about in the survey, customers are least aware that the program helps delay the need for an
upgrade to a local substation (2 out of 10 respondents), suggesting that the 2014 marketing message of
“Good for you. Good for our community. Good for everyone.” has not yet fully taken hold among potential
program participants.

Only three out of ten interviewed leads are aware that as part of the program, customers agree to participate
in demand optimization events during which National Grid triggers a signal that automatically turns a
customer’s cooling equipment on and off at 30-minute intervals for the duration of the event. Of these three
leads, only one is aware that customers receive a forty dollar annual bill credit for participating in all events
called during a summer, and none are aware that National grid notifies customers prior to the start of an event
or that customers have the option to opt out of a demand event when one is called.

Figure 5-15 summarizes these findings.
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Figure 5-15. Leads’ Understanding of DL Thermostat Program
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DemandLink Thermostat leads most often learn about the program through National Grid direct mailings (4 of
11 interviewed leads) and outbound phone calls (3 of 11) (see Figure 5-16). Unlike the EnergyWise Program,
DemandLink Thermostat leads rarely learn about the program from a friend or colleague (only one of 11
interviewed leads). This is not surprising given the small population of past participants in this program
component.36

36 Asked of leads with at least some familiarity with the DemandLink Thermostat Program (a rating of 2 or higher, on a scale of 1 to
5).
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Figure 5-16. Medium through Which Customer Heard About DemandLink Thermostat Program
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For DemandLink leads familiar with the program, saving money and the ability to remotely control their cooling
and heating equipment are equally common reasons for interest, both mentioned by 3 out of 6 respondents.
(Figure 5-17). For leads who are unfamiliar with the program (but who were read a description of the program),
saving money is the most common response, mentioned by 7 out of 8 respondents, followed by receiving free
equipment (2 respondents), and the ability to remotely control their thermostat (1 respondent).

Figure 5-17. What Sparked Customer Interest in the DemandLink Thermostat Program
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Actions Taken

The majority of the DemandLink Thermostat leads (7 out of 12 respondents) have taken no further action
towards scheduling an installation since they first learned about the program. Those who did take action most
frequently spoke with a program representative (4 respondents).

Figure 5-18. Type of Actions Taken Since Learning of the DemandLink Thermostat Program

8
6
4
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representative participatedin  about the
the program program
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Likelihood to Participate

Four of nine interviewed DemandLink Thermostat leads familiar with the program reported that they are likely
to participate in the program in 2015 (Figure 5-19). In addition, two have already scheduled installation of the
equipment. Of those DemandLink Thermostat leads not familiar with the program, only 3 out of 17 are either
very interested or extremely interested in the program (Figure 5-20).

Figure 5-19. Likelihood to Participate in DemandLink Thermostat Program in 2015

3 2 3 1}
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Figure 5-20. Interest Level of Leads Not Familiar with DemandLink Thermostat Program
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Barriers to Participation

DemandLink Thermostat leads familiar with the program were asked to rate their level of agreement with a
series of statements regarding barriers to participation. DemandLink Thermostat leads most often agreed with
the statements “I don’t think | use air conditioning enough to benefit from the program” (5 of 10
respondents).37 Four out of ten DemandLink Thermostat leads also agreed with the statements “the incentive
amount is too low,” “I am concerned about humidity levels in my home during events,” and “it is difficult for
me to find time to be at home for the installation” (see Figure 5-21). A lack of understanding of the program
was a barrier for only one interviewed lead, and none of the interviewed leads were concerned about high
temperatures during events. Overall, six out of ten interviewed DemandLink leads strongly agreed (a rating of
5) with at least one of the barrier statements; nine out of ten agreed (a rating of 4 or 5) with at least one
statement.

37 “Agree” is defined as a rating of 4 or 5, on a scale of 1 to 5.
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Figure 5-21. Barriers to DemandLink Thermostat Program Participation
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5.3.3 Window AC Rebate and Recycling Leads

In 2014 there were 77 leads for the Window AC Rebate Program and 71 for the Window AC Recycling Program,
for a combined total of 148 leads for either of the two programs (down 14% from 173 in 2013). The majority
of rebate and recycling leads were customers on substations (97% and 96%, respectively). Almost half of all
window AC leads (47 customers) were a lead in both programs, for a total of 101 unique customers interested
in one or both of the programs.
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Leads Activity and Conversion

May through August were the busiest consecutive months for leads with 68 leads (67%) occurring during that
period, coinciding with peak timing of marketing efforts. Lead activity increased again in October (23%),
coinciding with the second LinkUp Newsletter, which encouraged recipients to recycle their old Window AC
units.

Figure 5-22. Window AC Rebate and Recycling Leads in SRP Pilot Communities (2014)

LinkUp Newsletter

Digital Banner Ad

Community Event

Outbound Telemarketing

LinkUp E-Newsletter

Of the 77 customers who expressed interest in the Window AC Rebate Program in 2014, 12% also participated
in 2014. In addition, 3% of customers who were leads for the program in 2013, participated in 2014. For the
Window AC Recycle Program, 28% of the 71 customers who expressed interest in 2014 also participated in
2014. In addition, 4% of customers who were leads in 2013, participated in the recycling program in 2014.

Table 5-6. Window AC Rebate Conversion Rate (2013-2014)

Window Air Conditioning Program
Participation Year

Year Customer Expressed

Interest in Window Air

Conditioning Program 2 Account Leads 2013 2014 \ Not Yet
Window AC Rebate
2013 | 101 24% | 3% 73%
2014 | 77 \ - | 12% \ 88%
Window AC Recycling
2013 | 72 | 26% | 4% | 69%
2014 | 71 \ - | 28% \ 72%

@ Conversion rates are calculated based on account number, counting a customer as a lead in each year
they expressed interest in the program. A single customer could be counted as a lead in multiple years.
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Survey Findings

Only 10% and 9% of all SRP leads are leads for the Window AC Rebate Program and the Window AC Recycling
Program, respectively. As a result, few leads in these programs were targeted by our DemandLink leads survey
and even fewer responded to it (16 for the rebate program and 10 for the recycling program).

Awareness and Interest

Interviewed leads in the recycling program reported being either fairly familiar with the program (a rating of 4
or 5, on a scale of 1 to 5) or being unaware or not at all familiar. For the rebate program, interviewed leads
reported varying levels of familiarity. (Figure 5-23)

Figure 5-23. Awareness/Familiarity with SRP Window AC Programs
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Window AC leads most often learn about the program through direct mailings from National Grid and National
Grid outbound phone calls (both mentioned by 4 of 12 interviewed leads).
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Figure 5-24. Medium through Which Leads Heard About SRP Window AC Programs
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Actions Taken

None of the 10 window AC rebate leads with at least some familiarity with the program (a rating of 2to 5 on a
scale of 1 to 5) have taken any steps to participate in the program, since learning about the rebate. Similarly,
of the five interviewed window AC recycling leads with at least some familiarity with the program, only one has
taken any steps. This respondent reported speaking with a program representative and looking online to learn
more about the rebate.

Likelihood to Participate

Of the 16 interviewed window AC rebate leads, 10 are either somewhat likely or very likely to purchase a
window AC in 2015, and all of these leads reported that this new unit is very likely to be ENERGY STAR® rated.
A large majority of these likely buyers (8 of 10) also reported that they are very or somewhat likely to apply for
a rebate through National Grid (Figure 5-25).
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Figure 5-25. Likelihood of ENERGY STAR® Window Air Conditioner Participation in 2015
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Of the 10 interviewed leads in the window AC recycling program, one reported not using window AC and six
reported being somewhat likely or very likely to remove a window AC in 2015. In addition, seven out of the

nine interviewed window AC users are somewhat or very likely to recycle a unit through the SRP program.38
(Figure 5-26)

Figure 5-26. Likelihood to Participate in 2015
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38 One respondent who said they were not at all likely to remove a window AC unit in 2015 reported being somewhat likely to recycle
a unit through National Grid, after hearing about the program and the incentive.
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Appendix A. EnergyWise Evaluation - Additional Details

Incremental Participation Rate for 2014

Based on tracking data for the SRP pilot area and the comparison towns, we find an increase in 2014
EnergyWise participation of 215% for the pilot area and 73% for the comparison towns.

Table A-1. Increase in Participation - Pilot Area and Comparison Towns 2014

Pilot Area ‘ Comparison Towns
# Participants Pre-pilot (per year) 89 707
# Participants 2014 | 280 | 1,220
% Increase | 215% | 73%

The “lift” or incremental change attributable to the pilot is 215% - 73% or a 142% increase. This number can
be applied to the pilot area baseline period count (89 participants/year) to show that 126 participants are
incremental. Without the pilot, we would have expected to see a 73% increase in participation in the pilot
group (or 65 expected audits, for a total of 154 annual audits). Instead we saw 280 audits in 2014 - of these,
126 can be considered incremental, or attributable to the pilot program. We can calculate the “incremental
participation rate” as the percentage of audits that are incremental: 126 / 280 = 45%.

Figure A-1. Incremental Participation in Pilot Communities - 2014
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SRP Attribution Based on EnergyWise Participant Survey
The formula used to calculate SRP attribution is:

SRP Attribution = Average SRP Influence * EnergyWise NTG Ratio
We define the two components of SRP attribution as follows:

B The Average SRP Influence factor represents the influence that SRP marketing efforts had on
participants’ decision to have a home energy assessment conducted. We based this factor on
responses to the online survey. We used a multi-step approach to estimating the Average SRP
Influence factor:

B Step 1: Determine respondent recall of SRP and statewide marketing materials

B Step 2: Determine maximum influence scores for SRP and statewide materials on decision
to complete the energy assessment (respondent-level)

B Step 3: Calculate share of influence attributable to SRP marketing versus statewide
marketing (respondent-level)

B Step 4: Calculate overall influence of SRP marketing on decision to have assessment
(respondent-level)

B Step 5: Calculate program-wide Average SRP Influence score as the average of the overall
SRP influence scores across all respondents

B The EnergyWise NTG Ratio represents the share of audit program participants that would not have
installed the direct install measures without the audit. It is based on the RI TRM.

By calculating the SRP attribution as the product of these two components we take into account that free-
ridership can occur at both steps: 1) some participants would have had the energy assessment independent
of SRP-specific marketing and 2) some participants would have installed the direct install measures
independent of the energy assessment.

Below, we provide additional detail on each of these five steps and present a few examples of participant
responses and the resulting influence scores.

Step 1: Determine recall of SRP-specific and statewide marketing materials

During the pilot period, customers in the pilot towns were exposed to both SRP-specific and statewide
marketing materials. The online survey provided participants with a series of images and descriptions of
marketing materials from both the SRP-specific and statewide marketing campaigns and asked them if they
recalled seeing, hearing, or receiving each item.
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Step 2: Determine maximum influence scores for SRP-specific and statewide materials on decision
to complete the energy assessment

If respondents could recall a marketing piece, the online survey asked them to rate the level of influence it
had on their decision to complete the home energy assessment (using a scale of 1 to 5, where 1 was “Not at
all influential” and 5 “Very influential”).

We used the highest influence rating a respondent gave to any of the SRP-specific materials to generate the
SRP influence rating. Similarly, we used the highest influence rating a respondent gave to any of the statewide
materials to generate the statewide influence rating. For example, if a respondent recalled seeing three SRP-
specific marketing materials and rated the influence they had on their decision to complete the home energy
assessment a two, a three, and a five, respectively, on the five-point scale we assigned the maximum SRP
influence of five.

We then converted the highest self-reported influence rating for each campaign into an SRP Influence Score
using the table below.

Table A-2. Conversion and Influence Rating to % Influence Score

Self-Reported Influence Rating? ‘ % Influence Score ‘
1- Not at all Influential 0%

2 ‘ 25%

3 \ 50%

4 \ 75%

5- Very Influential ‘ 100%

a Respondents who did not recall any SRP-specific or any statewide materials,

respectively, received an influence score of 0%.
The result of this step is an SRP-specific influence score and a statewide influence score for each survey
respondent.

Step 3: Calculate share of marketing influence attributable to SRP-specific efforts

Because both statewide and SRP-specific materials could have influenced a participant to have the energy
assessment done, we then determined the share of overall marketing influence attributable to the SRP-
specific marketing materials.

. SRP Influence Score
Share Attributable to SRP =

SRP Influence Score + Statewide Influence Score

Step 4: Calculate overall influence of SRP marketing on decision to have energy assessment

In this step, we apply each respondent’s SRP share of marketing influence attributable to SRP (developed in
Step 3) to the SRP Influence Score (developed in Step 2) to calculate the Overall SRP Marketing Influence
score. This score represents the influence of SRP materials, net of the influence of statewide materials, on the
respondent’s decision to have an energy assessment conducted.

Overall SRP Marketing Influence = Share of Influence attributable to SRP * SRP Influence Score
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Step 5: Calculate program-wide Average SRP Influence score

We then average the Overall SRP Marketing Influence scores developed in Step 4 across all respondents to
derive the program-wide Average SRP Influence score.

Examples

Below we provide a few scenarios that illustrate the calculation of respondent-level influence scores.

Table A-3. Respondent-Level Influence Score Scenarios
Step 2: Step 4:

Influence Score Step 3: Overall SRP
. SRP Share of Marketing

Scenario SRP  Statewide  j fyence Influence
Recalls SRP marketing materials only, or says statewide 100% 0% 100% 100%
ma‘FerlaIs had_ I|tt|_e or no |nf|uenge on decision to part!cllpate. The 75% 0% 100% 75%
entire marketing influence is attributable to SRP-specific efforts.

The overall SRP influence is equal to the SRP influence score. 50% 0% 100% 50%
Recalls both SRP and statewide materials and rates influence of 100% 100% 50% 50%
both campaigns equally. SRP and statewide materials are equally . . . .
responsible for marketing influence, and SRP share of marketing 75% 5% 50% 38%

. . o : .

mflue_znce is 50%. The overall SRP influence is equal to half of the 50% 50% 50% 5%
SRP influence score.

Recalls both SRP and statewide materials and rates SRP 100% 50% 67% 67%
materials as more influential in decision. A greater share of . ) ) )
influence is attributable to SRP than statewide materials. 75% 50% 60% 45%
Doesn’t recall SRP marketing materials or says they had little or 0% 0% 0% 0%

no influence on decision to participate. No overall SRP influence, ) 5 5 .
independent of influence of statewide materials. 0% ‘ 25% ‘ 0% 0%

Page 71
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EnergyWise Load Impact Estimation

For each EnergyWise measure category, we calculated load impacts as the total quantity of measures
installed in the pilot area, multiplied by coincident peak kW savings:

Peak kW Savings = Quantity * kW Reduction per Unit * Summer Diversity Factor

To develop incremental SRP load impacts, we then multiplied total peak kW savings by the take rate. The
following are key inputs into this analysis:

A. Measure category: The EnergyWise participation data included a measure category for each
installation record. Peak savings are not assigned in the participation database, and therefore must
be assigned based on deemed factors.

B. Pilot Quantity: Measure quantity comes from the program tracking data. We assigned measures
installed in Tiverton and Little Compton to the 2014 SRP pilot period based on the paid date, to
match how National Grid counts savings in each year. We assigned measures to the Tiverton
substation based on lists of account numbers on subfeeders 33-34 provided by National Grid.

C. Peak kW Reduction Factors: National Grid provided a set of deemed load reduction values and
diversity factors for each EnergyWise measure category. The factors that National Grid provided are
the same load assumptions that National Grid is currently using for cost-effectiveness tests of the
EnergyWise Single-Family program in Rhode Island. Since these assumptions are specific to the
EnergyWise Program, they may differ from assumptions for analogous measures in the 2014 Rhode
Island TRM (that other programs offer).

D. Take Rate: The take rate is the percentage of measure installations that can be attributed to the SRP
Pilot efforts - i.e., measure installations that would not have occurred in the absence of SRP Pilot
marketing efforts. We used an incremental participation analysis and EnergyWise survey results to
estimate a pilot take rate for the EnergyWise Program. (See discussion in Section 2.2 above.)

The following table shows gross kW reduction assumptions and summer peak diversity factors for EnergyWise
measures. Programmable thermostats, heat pump water heaters, weatherization, smart strips, refrigeration,
ighting, and domestic hot water measures are all expected to achieve peak demand savings, with the highest
per-unit savings expected from weatherization in homes with electric heat and programmable thermostats in
homes with non-electric heat.

Table A-4. EnergyWise Load Impact Factors

Gross kW Average Peak

Reduction per Summer Summer Load

Measure Category unit Diversity Factor | Reduction (kW)
CFL 0.014 0.17 0.002
LED Bulb ‘ 0.014 ‘ 0.17 | 0.002
LED Fixture \ 0.014 \ 0.17 | 0.002
Indoor Fixture ‘ 0.020 ‘ 0.17 | 0.003
Outdoor fixture \ 0.048 \ 0.00 | 0.000
Torchiere ‘ 0.042 ‘ 0.17 ] 0.007
DHW ‘ 0.023 ‘ 1.00 | 0.023
HPWH 50 Gallon ‘ 0.370 ‘ 0.58 ] 0.215
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Gross kW
Reduction per

Summer

Average Peak
Summer Load

Measure Category
HPWH 80 Gallon
Refrigerator Brush

Refrigerator Rebate
Smart Strip ‘
Programmable Thermostat - Electric Heat ‘
Programmable Thermostat - Non-Electric Heat |
WiFi Thermostat Non-Elect ‘
AC Timer ‘
Weatherization - Electric Heat ‘
Weatherization - Oil Heat ‘
Weatherization - Gas Heat |

unit
0.370
0.005
0.095
0.016
0.180
0.730
0.231

0.00
0.832
0.179
0.134

Diversity Factor

0.58
1.00
1.00
0.73
0.20
1.00
1.00
0.00
0.20
0.20
0.20

Reduction (kW)

0.215
0.005
0.095
0.012
0.036
0.730
0.231
0.000
0.166
0.036
0.027

opiniondynamics.com

Page 73



Appendix A. EnergyWise Evaluation - Additional Details

Survey Marketing and Awareness & Influence Details

To date, the Evaluation Team has fielded four versions of an online survey among EnergyWise participants in
Tiverton and Little Compton. All versions of the survey explored recall and influence of statewide and pilot-
specific marketing and outreach efforts, drivers for participation in the EnergyWise and DemandLink programs,
and levels of satisfaction with DemandLink thermostat equipment. The second through fourth versions also
included questions about usage patterns and levels of satisfaction with DemandLink thermostat and Smart
Plug equipment.

We fielded the third and fourth versions of the survey in December 2014 among 110 participants who 1)
participated in the EnergyWise program December 19t 2013 and September 9th 2014 and 2) had a valid
email address.

We provided survey respondents with images and descriptions of various marketing efforts they had been
exposed to and asked them if they recalled seeing, hearing, or receiving each item. Each respondent was only
asked about marketing efforts that took place in the six months prior to their becoming a lead. Survey version
three was designed for participants with lead dates between May 2013 and November 2013 while the fourth
version was designed for participants with lead dates between December 2013 and August 2014. If
respondents could recall a marketing piece, we asked them to rate the level of influence it had on their
decision to complete the home energy assessment.

The following subsections describe recall and influence of SRP-specific marketing and statewide marketing,
respectively.
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Recall and Influence of SRP-Specific Marketing

Direct Mail

Recall

Yes, | recall receiving this 60%
n 10
Influence

Not Influential (1-2) 17%
Moderately Influential (3) 33%
Very Influential (4-5) 50%
n 6
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Email Outreach

June 2014
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Recall

Yes, | recall receiving this 33%
n 3
Influence

Not Influential (1-2) 0%
Moderately Influential (3) 0%
Very Influential (4-5) 100%
n 1
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Phone

May -September 2014

Do you recall being contacted by phone by a National Grid representative about opportunities for reducing energy
costs in your home?

Recall

Yes, | recall receiving this 31%
n 32
Influence

Not Influential (1-2) 10%
Moderately Influential (3) 10%
Very Influential (4-5) 80%
n 10

Community Event

May 2014

National Grid hosted an Energy Awareness Day at the Muddy Moose Café in Tiverton on May 27t, 2014. This
event featured energy experts who were available to discuss ways to save money by participating in National
Grid’s DemandLink programs. Did you attend this event?

Recall

Yes 14%
n 7
Influence

Not Influential (1-2) 0%
Moderately Influential (3) 0%
Very Influential (4-5) 100%
n 1
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Recall and Influence of Statewide Marketing

Radio

February-March 2014 and September-November 2014

Throughout 2014, National Grid has been airing radio spots which promote the ways National Grid can help
Rhode Islanders save energy and money on energy bills. These spots feature Rhode Islanders being interviewed
about their home energy use. Do you recall hearing any of these radio spots?

Recall

Yes 28%
n 18
Influence

Not Influential (1-2) 40%
Moderately Influential (3) 20%
Very Influential (4-5) 40%
n 5

opiniondynamics.com Page 78



Appendix A. EnergyWise Evaluation - Additional Details

Newspaper Ads

January-July 2014

nationalgrid
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Recall

Yes 38%
n 21
Influence

Not Influential (1-2) 25%
Moderately Influential (3) 38%
Very Influential (4-5) 38%
n 8
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Banner Ads

GetHousef it

Schedule a no-cost

nationalgrid

\ February-June 2014 January-June 2014

Recall

Yes, | recall seeing this 18% 20% 19%
n 17 20 37
Influence

Not Influential (1-2) | 33% | 25% | 29%
Moderately Influential (3) ‘ 0% ‘ 0% | 0%
Very Influential (4-5) 67% 75% 71%
n 3 4 7
YouTube

January-August 2014

Do you recall seeing any promotional videos online, like the one below, which provide an informational overview
of National Grid’s Home Energy Assessment Program?

Recall

Yes 15%
n 20
Influence

Not Influential (1-2) 33%
Moderately Influential (3) 0%
Very Influential (4-5) 67%
n 3
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Van Wrap

Total ‘
Recall
Yes 52%
n 23
Influence
Not Influential (1-2) 42%
Moderately Influential (3) 25%
Very Influential (4-5) 33%
n 12
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Impact Methodology for Demand Response Impact Analysis

Model Specification

We used a linear fixed-effects regression (LFER) modeling approach for the demand response impact analysis.
This model accounts for the time-invariant, household-level factors affecting energy use without measuring
those factors and entering them explicitly in the models. These factors are contained in a household-specific
intercept, or the constant term in the regression equation.

We selected the regression model specification to predict referential load during event days to address specific
event day characteristics. The model incorporates weather variables with weather as the major predictor of
energy consumption. Cooling degree hours (CDH) with base 65 is included in the model as the primary weather
variable. The model also includes the hour of the day, as time of day is highly predictive of usage. Terms for
month, day of week, morning load, and month by hour further correct for differences between the event day
and the non-event days used as comparison days for the model.

As is standard practice for demand response impact analysis, we tested many models. We selected the final
models based on fit with actual usage, especially during the hours leading up to the event. This is necessary
because there are unique situations applicable to the program area that may influence the counterfactual,
which we tested through this approach. We judged the ultimately selected model fit primarily on replication of
actual usage during non-event hours, especially the hours before the event, so there is a high level of
confidence in the reference points during event hours.

We fit separate regressions for each event for central AC, using the same model specification. We combined
events for window AC due to the limited consumption data available. The linear fixed-effects regression (LFER)
model specification is as follows:

Equation B-1. Regression Model

23 23
kWit =a,+a; + ﬁevent - Event + Z IBhour n - Houry + 2 ﬁevent hour b * Event - Hourp, +
h=1 h=1

23

.BCDH -CDH; + .Bmornload ' MOT?’lLOCldi + .Bmornload hour h " Houry MornLoadi + &t
h=1
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Where:

kwit = Predicted hourly energy consumption - average load in hour t for the average customer i
0o = Overall intercept

o = Participant specific intercept

€it= Error term

Event = Indicator variable for event day

Hour = Set of 23 indicator variables for the hours of the day

Month = Set of 3 indicator variables for the months of the program (June-Sept)

Day = Set of 4 indicator variables for the day of week (Monday-Friday)

CDH = Base 65 cooling degree hours

MornLoad = The mean load for participant i for the hours of 1 am through 11 am for the day

In addition to the model selected, we tested other variables and interactions for possible inclusion in the model
specification. These included:

B CDH2 - Cooling degree hours squared

HDH - Heating degree hours

Day - Day of the week

Month - Month of the peak season, May through September

Month by Hour - The interaction of month and hour of the day (adjusts for differences in average
hourly load across months)

B Month by HDH - The interaction of month and HDH (adjusts for differences in average weather
response across months)

B Day by Hour - The interaction of day of week and hour of the day (adjusts for differences in average
hourly load across days of the week)

B Event by CDH - The interaction of event and CDH (adjusts for different hourly load on event days based
on weather)

These terms do not appear in the final model specification, as the variables and interactions already in the
model are effective at correcting for differences in the actual usage and the modeled usage for non-event
hours that serve as comparison. It is very important that the final model correctly replicate load during non-
event hours, so the counterfactual baseline usage during the event is reliable. It is also important to remove
terms and interactions that do not improve the actual and baseline model fit, as they will unnecessarily
increase variance in the estimates.

Day Matching

Not all days are included in the data used in the regression model. Including cool days, when air conditioning
is not used, does not add useful information for modeling what happens on the hottest days, when events are
called. For each event day, we used Mahalanobis distance matching to select the nine non-event days that
best matched the hourly weather profile of the event day. Mahalanobis distance matching minimizes the
difference between the event and non-event day temperatures at each hour, corrected for the measured
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variation in temperature at that hour and the correlation of the temperature between hours. Figure B-1 shows
the temperature profiles for each of the three event days in 2014 and the profiles of their matched days. The
matched days do not align perfectly with the event days, but the matched days cover the range of temperatures
experienced on the event days, so they are sufficient to provide support for estimating the baseline usage with
linear fixed effects regression modeling.

Figure B-1. 2014 Event Day Temperature Profiles with Matched Day Temperature Profiles
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Tracking Data and Thermostat Logs

The tracking data contains information about 231 households that participated in the pilot. Some of the homes
have more than one thermostat: The 133 homes with central AC have 205 thermostats, while the 98 homes
with window AC have 123 thermostats.

We received thermostat logs for 180 thermostats controlling central AC. Four of the 180 central AC thermostat
logs contained no AC runtime data during the event days, so we removed them from the analysis. We received
logs for 110 thermostats controlling window AC. Only 72 of these logs contained any non-missing window AC
usage, and only 28 of those contained any non-zero usage during the peak season. Table B-1 shows the
number of thermostats at each stage.

Table B-1. Thermostat Counts

Tracking Data Thermostat Logs Final Data
Central AC 205 180 176
Window AC 123 | 110 | 28
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Weather Data

Opinion Dynamics gathered weather data from the National Oceanic and Atmospheric Administration’s
National Climactic Data Center, which houses the Integrated Surface Database of hourly weather
measurements from thousands of locations across the country. We used participant addresses to geocode
the locations of all participants, and found that the weather station at the Newport State Airport was the closest
to all pilot participants. We downloaded the hourly weather data from that station for 2013 and 2014 and
merged it with the thermostat logs. We then calculated cooling degree hours with an outdoor base temperature
of 65 degrees for use in the model. We chose 65 degrees as the base temperature because 65 degrees is
approximately the point at which participants start using their central AC units during summer afternoons.
Figure B-2 shows the average runtime versus temperature for peak season afternoons between noon and 8
PM. Based on the modeled line, it appears that we could use either 60 or 65 degrees as a base for cooling
degree hours, but we chose 65 as that temperature is more standard.

Figure B-2. Mean Central AC Runtime versus Temperature for Peak Season Afternoons
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Appendix C. Survey Sampling and Dispositions

EnergyWise Participant Survey

The sampling unit for the EnergyWise Participant Survey was the unique program participant. The population
included 137 program participants who participated in the EnergyWise program between December 19t 2013
and September 9th 2014.3% We removed 7 records with duplicate email addresses, 13 participants without
email addresses, and 4 participants who did not install any EnergyWise measures. The EnergyWise participant
survey asks respondents about marketing efforts that took place in the six months prior to their becoming a
lead. Survey Version 3 was designed for participants with lead dates between May 2013 and November 2013
while Version 4 was designed for participants with lead dates between December 2013 and August 2014. We
removed three participants with lead dates prior to April 30t 2013, who would have received Version 2 of the
survey, last fielded in March 2014, because of the likelihood that these participants would not be able to
accurately recall marketing materials they had been exposed to. The final sample frame consisted of 110
unique participants. We attempted to complete the survey with all 110 participants (census attempt).

The table below shows the final disposition for Versions 3 and 4 of the EnergyWise participant survey, fielded
between December 2014 and January 2015. Out of the 110 e-mail invitations, 13 were undeliverable due to
invalid e-mail addresses. The final response rate, calculated as the number of completes divided by the eligible
sample, was 33%. The table below presents the final disposition for Version 3 and Version 4 of the EnergyWise
participant survey.

Table C-1. EnergyWise Participant Survey Response Rates
Version3 | Version4 | Combined

Total Sample 22 88 110
Undeliverables | 3 | 10 | 13
Known Ineligible (Screened Out) | 1 ‘ 0 | 1
Eligible Sample | 18 | 78 | 96
Completes 9 23 32
Response Rate (Completes/Eligible Sample) 50% 29% 33%

39 The previous wave of the EnergyWise participant survey, reported on in the 2013 Marketing Effectiveness Findings, included
participants through December 17th 2013.
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DemandLink Participant Survey
Sampling

The sampling unit was the unique program participant. This survey was fielded in two waves, between June
and July 2014 and between October and November of 2014. The population for Wave 1 included 216 unique
participants in the DemandLink Thermostat Program, the Window AC Rebate Program, and/or Window AC
Recycling Program; Wave 2 included 149 unique participants. Respondents who were non-responsive in the
first wave (84) were included again in the second wave of fielding.

The table below shows the final disposition for the two waves of the DemandLink participant survey. We
completed a total of 58 interviews in the first wave and 24 in the second wave, resulting in response rates of
31% and 20% and cooperation rates of 56% and 51% for the first wave and second wave, respectively.

Table C-2. DemandLink Participant Survey Response Rates

‘ Wave 1 Wave 2 ‘
Completed Interviews (l) 58 24
Partial (P) \ 2 | 4
Refusal and break off (R) ‘ 44 ‘ 19
Non-Contact (NC) ‘ 69 | 46
Other (0) ‘ 0 ‘ 0
Unknown Eligibility Non-Interview (U) ‘ 17 | 35
Non-eligible (E) 26 21
Total Phone Numbers Used 216 149
Response Rate 31% 20%
Cooperation Rate \ 56% 51%
The response rate and cooperation rate are calculated as follows:
1

AAPOR Response Rate3 (RR3) = (I+R+NC+0+(e*0))
e *

Where:

(I +R+P+NC)
*TU+R+P+NC+E)

Cooperation Rate = m

Table C-3 below summarizes the programs in which the 281 unique program participants participated (for the
combined Wave 1 and 2 sample). Due to the small number of window AC rebate and recycling participants in
our sample, and a desire to avoid questionnaire fatigue, we asked participants who took part in both the
DemandLink Thermostat Program and one or both of the window AC programs, only window AC-related
questions.
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Programs Participated In

DemandLink Thermostat Only

Table C-3. Program Participation Summary for Sample Development

‘ Unique Participants

DemandLink Thermostat + WAC Recycle + WAC Rebate ‘ 4
DemandLink Thermostat + WAC Rebate ‘ 2
WAC Recycle + WAC Rebate ‘ 19
WAC Recycle ‘ 10
WAC Rebate 21
Total 281

Weighting for the DemandLink Thermostat Process Evaluation

For the DemandLink process evaluation, we developed survey weights that reflect the fact that participants
with central AC and those with window AC did not respond to the survey in proportion to their representation
in the population. For each cooling method, we calculated the weight by dividing the cooling method’s share
of the overall population by its share of survey responses. Table C-4 presents the weights used in the process

analysis.

Table C-4. Process Weights for DemandLink Participant Survey
Cooling Method

Central Air Conditioning
Window Air Conditioning

Number of Contacts
in Population

97

Number of

Completes

29

1.0570

Total

231

73

opiniondynamics.com
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DemandLink Leads Survey

The sampling unit was the unique customer. The population included 750 customers who were leads for at
least one of the four program offerings in 2014 according to RISE and RAM lead databases. We removed
customers who participated in all programs they were a lead for as well as duplicate records and customers
with invalid phone numbers. The final sample frame consisted of 429 unique customers who were leads for
at least one of the four program offerings.

The table below shows the final disposition for the DemandLink Leads Survey. We completed a total of 82
interviews, resulting in a response rate of 22% and a cooperation rate of 48%.

Table C-5. DemandLink Leads Response Rates

Completed Interviews (1) 82
Partial (P) | 0

Refusal and break off (R) | 89
Non-Contact (NC) ‘ 129
Other (0) | 1

Unknown Eligibility Non-Interview (U) ‘ 80
Non-eligible (E) 30
Total Phone Numbers Used 411
Response Rate @ 22%
Cooperation Rate® | 48%

I

8AAPOR Response Rate3 (RR3) = m

(I+R+P+NC)

Where: e =
= UTR+P+NC+E)

bCooperation Rate = ———
(I+P+R)
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For more information, please contact:

Antje Flanders
Project Director

617 492 1400 tel
617 497 7944 fax

aflanders@opiniondynamics.com

1000 Winter Street
Waltham, MA 02451

Opinion Dynamics

Boston | Headquarters

17 492 1400 tel
BT 497 THA fax
800 966 1254 toll fres

1000 Winter St
‘Waltham, MA 02451

San Francisco Bay

510 444 5050 tel
510 444 5222 fax

1998 Harnson St
Suite 1420
Oakland, CA 94612

Madison, Wi

608 819 BE2E te
608 B19 8825 fax

2979 Triverton Pike
Suite 102
Fitchburg, Wi 53711

Oram, UT
510 444 5050 te
510 444 5222 fay

2046 North Orem Blvd
Orem, UT 84067
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DemandLink™is more popular than ever.

We’re helping families and businesses in Tiverton and Little Compton to cut energy use and save money —
all while strengthening the power grid and lowering CO» emissions. That’s why so many of your friends
and neighbors have already participated in this program.

OUR
NUMBERS

KEEP

Hundreds of customers have taken
steps to help reduce our
community’s energy demand. have already completed a no-cost
Energy Assessment.

received Smart Plug devices.

FOR GOOD REASON!

An independent study found that had an energy-saving DemandLink WiFi
WiFi programmable thermostats saved programmable thermostat installed.
customers on average:

received a rebate by installing a new

on electricity bills during the summer* energy-efficient window A/C, or recycling
their old window A/C.




Working together to
manage peak energy use.

Haven’t linked up yet? \We make it simple to save.

Receive a no-cost, fully-installed WiFi Claim incentives.
programmable thermostat. g Participate in demand response events to receive:
There are certain times in the year when electricity use spikes. That's when DemandLink goes to work. By participating in this e Sets the right temperature and s "_J * Residential: $40 annual bill credit if you have
program, together we can learn how to effectively manage energy use during these peak times. can cut your heating and cooling ~@ central air conditioning OR $25 annual bill credit if
. expenses. o you have window air conditioners.**
How does a demand response event impact me? « Smartohone ao0s and web portals allow vou ) _ o
A signal is sent to the DemandLink WiFi programmable thermostat, slightly altering the setpoint temperature of your central t P | PP W-F-p g| * Busnnes_s_: $.160 annual bl cred|t_ i youlhtave central
. e : 4 . o . . 0 securely access your WIrl programmanie air conditioning OR $25 annual bill credit if you have
air conditioning or turning off your window air conditioners for the duration of the event. Events typically last from two to four thermostat remotely. window air conditioners **

hours and are often not noticeable. We'll make every effort to notify you prior to when we expect an event to be triggered.
And, when an event does occur, you will receive notifications via your thermostat, email and web portal. Receive no-cost Smart Plugs. . ¢ $50 for each new ENERGY STAR® window air
conditioner that you purchase (up to four purchase

While participating in these events provides energy-saving benefits, we also recognize individual needs vary. That’s why e Enables window air conditioners to be rebates per account)
participating in a Demand Response Event is completely optional. controlled by the WiFi programmable o '
thermostat. » $25 for each existing unit that you recycle
It’s good for our Community. e Simply connect your Smart Plug into the wall outlet, (up to four recycling rebates per account).
DemandLink is one of the many ways we’re helping to manage peak energy use. We do this because it benefits all of us: plug your window air conditioner into the Smart Plug

It all starts with a no-cost energy
assessment.

Y Schedule an energy assessment and one of our
energy-efficiency experts will identify incentives on smart

e Customers save on their utility bills. and pair to your thermostat.

e A lower carbon footprint contributes to a healthier planet.
e Implementing energy-saving measures creates jobs.

Take advantage of Solarize.
e Solar energy can dramatically reduce your utility bills.

e Our electric grid remains safe and reliable, while minimizing construction. changes that can help lower your energy use.
e Group buying power of the DemandLink program can . .
We’re in good company. substantially lower the cost for all participants. To learn more about residential assessments.
According to “The State of Residential Demand Response” presented at E Source Forum 2014, seven US utilities reported Visit myngrid.com/energywise.
an average of 10.6% in summer electricity savings from demand response programs.” It's no wonder we’re so passionate To learn more about business assessments.
@ about DemandLink! Visit nationalgridus.com/smallbusinessne.

If you’ve ever thought about adding .
IN 2015! solar energy, now is the time. Already linked up? Add solar and save even more!
. We’ve partnered with Solarize Rhode
Island to make solar energy more
affordable and rewarding.

Set up your thermostat for savings.
SOLARIZE To fully take advantage of DemandLink and receive your annual bill credit, your thermostat must be properly configured to
Strength in numbers. participate in demand response events. Visit myngrid.com/demandlink today to download our two Summer Get Ready

o , Guides that include AC and thermostat configuration instructions.
Solarize is simple — the more customers in the

community who sign up to install solar photovoltaics Stay in control from just about anywhere.
(PV), the more the cost goes down. This is achieved You no longer have to walk up to your thermostat to view information, adjust the temperature or change settings.

through a tiered pricing structure, a competitively « Smartoh I : | WiFi ble th - tely. Simol hi
selected, skilled installer, and a deadiine for sign-ups. Smartphone apps allow you to securely access your WiFi programmable thermostat remotely. Simply search for
ecobee” in the Apple App Store or Google Play Store.

Over 5,000 of your neighbors have been invited to * You can even use a web portal from any internet-enabled computer or tablet by visiting www.ecobee.com
take part in DemandLink. Now take the next step

and go solar!

Demand Link Pilot

Nationalgrig

How does Solarize work?
Visit myngrid.com/demandlink to download our DemandLink brochure

2. Receive your discountad|solar installation price quots, and FAQs. Or, call 1-855-752-6964 or email Rlsrp@nationalgrid.com
~ Sign a contract to GO SOLAR by May 8th! to learn more.

1. Visit www.solarizeri.com to schedule a no obligation site evaluation.

( \ @7 These programs are funded by the energy efficiency charge on all customers’ utility bills, in accordance with Rhode Island law.
SmartPower® Non-Proe * “The State of Residential Demand Response”, Author: Rachel Reiss Buckley, Director of Customer Solutions, E Source.
\ R ble Fund Let's Get Energy Smart. i ** WiFi thermostat requires broadband Internet and wireless router.
enewable tnergy run ** Participant must agree to remain active for two years.
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Your neighbors are participating Go SOLAR in 2015!

in DemandLink™ and for good reason. We've partnered with Solarize Rhode Island to make solar energy

An independent study found that WiFi programmable more affordable and rewarding. The more customers in the

thermostats saved customers on average 11% on electricity community who sign up to install solar photovoltaics (PV), the

bills during the summer.* But, it’s no longer limited to lowering more the cost goes down.

your heating and cooling expenses. Now you can receive

incentives for upgrading to an efficient hot water heater How does Solarize work? FREE

when you participate in DemandLink! 1. Visit www.solarizeri.com to Solar Workshop
. schedule a no obligation site Learn more about th

$1,100 rebate for qualified heat pump evaluation. ealm Mmore aboult te

benefits of going solar.

water heaters. 2. Receive your discounted solar Town Hall

Save money, improve comfort and ensure a cleaner installation price quote. Little Compton

environment with this energy saving offer for residential 3. Sign a contract to GO SOLAR April 13 - 7pm

electric heating customers in your area. by May 8th!

Visit myngrid.com/demandlink to learn more.

NG866 // Rl EE SRP // Postcard - Non-Participants // April



LINK UP and take control of your heating and cooling costs!

Our DemandLink program puts you in charge of your energy use.

Receive a no-cost, fully-installed WiFi programmable thermostat.”
Sets the right temperature and can cut your heating and cooling expenses.

Receive no-cost Smart Plugs. Enables window air conditioners
to be controlled by the WiFi programmable thermostat.

Participate in demand response events to receive: .
Residential  Business

Central A/C (annual bill credit™)  $40 $160

Window A/Cs (annual bill credit™) $25 $25

$50 for each new ENERGY STAR® window A/C that you purchase (up to four rebates)
$25 for each existing unit that you recycle (up to four rebates)

Start by scheduling an energy assessment. National Grid
One of our energy-efficiency experts will identify incentives on smart Address
changes that can help lower your energy use. To learn more visit:

¢ Residential: myngrid.com/energywise
e Business: nationalgridus.com/smallbusinessne

Visit myngrid.com/demandlink to download our DemandLink
brochure and FAQs. Or, call 1-855-752-6964 or email
Risrp@nationalgrid.com to learn more.

Energy efficiency programs are funded by the energy efficiency charge on all customers” utility bills in accordance with Rhode
Island law. Savings and energy efficiency experiences may vary. Offer is subject to change without notice. Additional rebate
for heat pump water heaters applies only to residents in Tiverton and Little Compton that participant in DemandLink. Offer is
subject to terms and conditions. Some restrictions may apply.

*The State of Residential Demand Response”, Author: Rachel Reiss Buckley, Director of Customer Solutions, E Source
*WiFi thermostat requires broadband Internet and wireless router.

“*Participant must agree to remain active for two years. Check with your tax advisor regarding energy efficiency tax credit
eligibility. © 2015 National Grid USA Service Company, Inc
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€€ This pilot program has
saved me a considerable
amount! And, obviously
with fossil fuels, the less
I burn, the better it is
for the planet.
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