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Energy Futures Group Consulting

Areas of Expertise
 Policy Development
 Program Design
 Evaluation
 Cost-Effectiveness

Range of Clients
 Government Agencies
 Advocates
 Regulators
 Utilities

Have worked for clients in ~30 states/provinces plus Europe & China.

The Natural Resource Defense Council (NRDC) is our client in this project.
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Consumers Energy

 Michigan IOU 
 1.8 million electric customers
 1.7 million gas customers

 EE programs since 2009
 Substantial annual savings

 ~1.2% of 2014 electric sales
 ~0.9% of 2014 gas sales
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Context for Pilot Project
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 MI law requires 1% electric savings annually
 Utility 4-year plans, with 2-year updates
 Monthly statewide collaborative meetings/discussions

 Programs issues
 Evaluation issues

 Evolving relationships btw utilities & stakeholders
 Initially, most utility filings were contested
 More utility-stakeholder collaboration recently



Pilot Project Development7



Timeline to Date
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 Fall 2014:   Initial NRDC-Consumers discussions
 Dec. 2014:  Signed MOU
 Dec. 2014:  kick-off meeting, lay out planning process
 Feb. 2015:  selection of pilot project
 Mar. – May 2015:  data analysis
 June 2015:  preliminary geo-targeting EE prog design
 Aug. 2015:  pilot in Consumers’ 2016-17 EE Plan filing



NRDC-Consumers MOU
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 Commitment to work together to:
 investigate opportunities to use EE as lower-cost alternative to 

distribution system investment
 develop pilot project to test the concept
 seek MI Public Service Commission approval of pilot

 Assigned senior staff and consultants to project
 Expectation of at least monthly check-in meetings, with 

collaborative work on specific tasks between meetings



Selection of Pilot Project
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 Criteria for consideration:
 Distribution system upgrade driven by load growth
 Deferrable cost at least $1 million
 Need at least two to three years out

 4 initial candidates – all substation upgrade deferrals
 Selected Swartz Creek Substation

 Need was three years out
 $1.1 million deferrable cost
 Area where Consumers supplies both gas & electric
 Smart meter roll-out in 2015



Community of Swartz Creek

 Genesee County
 ~4500 Residential Accounts

 63% of total kWh
 ~6200 avg kWh/year
 ~5% of customers use 

>15,000 kWh/year

 ~300 C&I Accounts
 37% of total kWh
 ~50,000 avg kWh/year
 4.1 million max kWh/year
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Swartz Creek kWh Sales Breakdown
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School system
8%

Grocery store
10%

Other C&I
19%

Residential
63%



Residential Customer Characterization
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 Key electricity using features:
 84% central A/C; one-third are >15 years old
 High saturation of 2nd frig/freezer

 Demographics:
 Slightly below average income, education levels
 More “middle aged”

Data from Consumers’ 2014 Appliance Saturation Survey



C&I Customer Characterization
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 No industrial load
 Two largest customers – school system, new grocery store – are ~50% of kWh
 Recent new construction is ~35% of total kWh
 Lighting, cooling, ventilation are ~70% of kWh (for both new and older buildings)



Historic EE Program Participation
15

 316 frigs/freezers recycled – substantial 
 32 central A/C rebates – very limited participation
 ~50% C&I customers have participated in programs

 …but almost all just CFL/LED screw-ins thru DI program
 …very few light fixtures, almost no non-lighting



Preliminary Program Strategy
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 Residential Efficiency:
 Increase Rebates & Marketing for Selected Measures

 Residential central A/C, room A/C, appliance recycling
 Targeting marketing of home audits, direct install

 C&I Efficiency:
 Direct outreach/marketing to promote existing rebates
 Targeting marketing of Direct Install, increased 

emphasis on comprehensiveness (beyond lighting)
 Revisiting DI for customers with major non-lighting opps?

 Target marketing of DR, TOU rates, peak pricing 
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Next Steps Summary
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 Get Commission approval
 Refine analysis
 Finalize program design details
 Deploy strategy
 Evaluation – in real time, and at the end

 What worked, what didn’t
 Cost-effectiveness

 Develop longer-term strategy for geo-targeting

Set goals by 
program
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