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MidAmerican Energy Company 
Illinois Energy Efficiency Plan 2014-2018 
Appliance Recycling Program 
 

Description of Program 
 
The Appliance Recycling program offers financial incentives to customers to stop using old, 
inefficient refrigerators, freezers and window air conditioners and helps them dispose of the old 
units in an environmentally responsible manner. It provides rebates to customers participating in 
the program and also provides free pick up and disposal of old appliances. The program is 
marketed under the name Appliance Recycling program.  
 
The objectives of this program are to assist customers with disposal of their existing unit when they 
purchase a new one and to prevent migration of the old unit to the secondary market for used, 
inefficient appliances in MidAmerican’s service territory. The program extends to working 
qualifying equipment and does not require purchase of new equipment to participate. 
 
The program primarily targets residential electric customers, but is available to all electric 
customers recycling residential-sized equipment. Program measures must save energy supplied 
directly by MidAmerican. 
 

Measure List 
 
The Appliance Recycling program provides rebates and incentives for the following measures: 
  

 Refrigerators  
 Freezers  
 Window air conditioners 
 Energy savings leave-behind kits – including two compact flourescent lamps 

 
Information on savings, incentives, incremental costs, and other qualifying information for all 
measures in this program is provided in Appendix A. 
 

Budgets 
 
Anticipated five-year spending for the Appliance Recycling program is as follows: 
 
Residential Budget 
 
Electric Spending Administrative Cost Incentive Cost Total Cost 
2014  $             69,987   $          126,471   $             196,458  
2015  $             71,737   $          126,471   $             198,208  
2016   $             73,530   $          126,471   $             200,001  
2017  $             75,368   $          126,471   $             201,839  
2018  $             77,252   $          126,471   $             203,723  
Total  $           367,874   $          632,355   $          1,000,229      
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Nonresidential Budget 
 
Electric Spending Administrative Cost Incentive Cost Total Cost 
2014  $               2,000   $                3,732   $                  5,732  
2015  $               2,050   $                3,732   $                  5,782  
2016   $               2,101   $                3,732   $                  5,833  
2017  $               2,154   $                3,732   $                  5,886  
2018  $               2,208   $                3,732   $                  5,940  
Total  $             10,513   $             18,660   $                29,173  
 

There are no gas costs associated with this program. 
 
 

Energy Savings 
 
Anticipated savings levels for the Appliance Recycling program are as follows: 
 
Residential Savings 
 
Electric Savings Annual kWh Peak kW 
2014 845,600  142  
2015 845,600  142  
2016  845,600  142  
2017 812,048  97  
2018 812,048  97  
Total 4,160,894     619  
 
Nonresidential Savings 
 
Electric Savings Annual kWh Peak kW 
2014 24,938  5  
2015  24,938  5  
2016  24,938  5  
2017 24,184  4  
2018 24,184  4  
Total 123,182  21  
 

There are no gas savings associated with this program. 
 
Participation 
 
Participation estimates for each measure offered in this program are provided in Appendix B. The 
number of eligible participants for this program is provided in Appendix C. 
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Cost Effectiveness 
 
Anticipated total net economic benefits of the program are as follows: 
 
Residential Cost Effectiveness 
 
Program Electric Gas Total 
Program Benefits  $       1,110,906   $                         -     $          1,110,906  
Program Costs  $          774,031   $                         -     $             774,031  
Net Economic Benefits  $          336,876   $                         -     $             336,876  
Societal Test Ratio 1.44  -    1.44  
 
Nonresidential Cost Effectiveness 
 
Program Electric Gas Total 
Program Benefits  $             35,424   $                         -     $               35,424  
Program Costs  $             22,339   $                         -     $               22,339  
Net Economic Benefits  $             13,085   $                         -     $               13,085  
Societal Test Ratio 1.59  -    1.59  
 

Operations 
 
Description of Operations 
 
MidAmerican’s program contractor will determine eligibility of appliances requested for recycling, 
will pick up eligible appliances at customer premises for no charge and will arrange for 
environmentally responsible disposal of the appliances. To be eligible for program services and 
rebates, appliances must be working and, for refrigerators, at least 10 cubic feet in size.  
 
Environmentally responsible disposal involves removing chlorinated fluorocarbons (CFCs) from 
the refrigerant (and possibly foam insulation), preparing refrigerant for reclamation or recycling, 
and recycling other materials such as metal (and possibly plastic) components.  
 
Key steps in program participation include:  
 

 Appliance pick-up scheduling – The customer calls the program contractor to schedule a 
pickup, or is transferred by MidAmerican. The customer also may submit an online form to 
receive a call to schedule pickup.  

 Equipment qualification – The program contractor determines whether the equipment is 
eligible for an incentive.  

 Recycling process – The program contractor picks up the appliance, transports the 
appliance to a recycling facility, recycles applicable components and appropriately disposes 
of remaining components.  

 Tracking appliances – The program contractor maintains documentation to demonstrate 
that the materials are recycled appropriately.  

 Leave behind kit – The program contractor will leave behind an energy savings kit to 
promote other ways to save energy. 

97

MEC Exhibt 1.0 Part 4 of 6



  MidAmerican Energy Company 
  Illinois Energy Efficiency Plan 2014-2018 

  
   

 Rebate processing and database maintenance – The program contractor and 
MidAmerican process rebates and maintain the database for tracking and reporting 
purposes.  

 
Description of Outside Services 
 
MidAmerican staff provides overall strategic direction for the program, conducts research and 
development, and provides promotion, trade ally support, evaluation and other administrative 
functions.  
 
The program contractor will provide turnkey services to manage and administer the program, 
including marketing the program, processing applications, tracking program data, answering 
questions from customers and providing customer and transaction information to MidAmerican for 
rebate tracking. 
 
MidAmerican currently employs JACO Environmental for management and administrative services. 
MidAmerican regularly reviews its contractor needs and contractual agreements as part of its 
internal program evaluation process. 
 
Value Proposition 
 
Customers participating in the program receive three main benefits: 
 

 Customers eliminate the hassle and cost associated with disposing of large inefficient and 
unwieldy appliances.  

 Customers save money through rebates and reduced energy bills.  
 Customers can trust that the materials in their old appliances have been recycled to the 

greatest extent possible and disposed of properly.  
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Market Barriers 
 
The following table presents the key market barriers to a successful appliance recycling program, 
and the strategies the program uses to address each barrier. Note these program strategies can only 
partially offset the identified barriers.  
 

Market Barriers and Strategies  
 

Market Barriers Program Strategies 

Time required to fill out 
incentive forms 

Provide simple forms at the time of appliance pickup 

Allow retail trade allies to fill in participation forms for customers at 
the time of equipment purchase 

Lack of customer 
awareness 

Consumer education and outreach 

Program promotion/advertising 

Promote through other residential programs 

Trade ally outreach sales training 

Low dealer awareness Ongoing dealer communications, outreach and education 

Trade allies not selling 
program 

Provide trade ally training and outreach to explain the benefits of 
participating in the program 

Market program and general efficiency awareness to trade allies 

Time required to 
schedule pick up 

Encourage dealers to arrange to have old units picked up directly 
from the customers’ homes with delivery of new appliance 

Customers feel they need 
an extra refrigerator 

Customized educational materials that highlight the cost to operate 
an old refrigerator or freezer 

Explain environmental benefits of eliminating inefficient appliances 

 

Incentives 
 
MidAmerican offers the following financial incentives to participants: 
 

 Free pick up and disposal – Customers receive free pick up and disposal of appliances. 
 Rebates – An incentive is paid to the customer on a per-unit recycled basis. 

 
MidAmerican performs an annual review of rebate levels and performance criteria and may adjust 
rebates in the future as market conditions change.  
 
Detailed incentive levels for each measure offered in this program are provided in Appendix A. 
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Marketing Plan 
 
General Marketing Plan 
 
MidAmerican will target residential sector customers using traditional retail marketing channels, 
provide education and outreach to customers and trade allies, to encourage customer participation. 
 
MidAmerican will regularly review and update customer-facing program information and 
marketing materials as part of its internal program evaluation process, and adjust materials as 
needed based on program adjustments and market characteristics. 
 
Trade Ally Targets 
 
Any business that sells qualifying equipment within MidAmerican's service territory may 
participate in the program. The following types of trade allies are predominant: 
 

 Appliance stores 
 Electronics stores 
 Home improvement stores 

 
Trade allies play a key role in promoting the program. To support its trade allies and keep them 
informed of program opportunities and changes, MidAmerican maintains an active trade ally 
program.  
 
Customer Targets 
 
This program primarily targets residential electric customers who own working refrigerators, 
freezers or window air conditioners as well as customers purchasing new appliances. 
Nonresidential customers are welcome to participate but are not aggressively targeted. One of the 
objectives of this program is to prevent customers who currently use one qualifying appliance from 
keeping their existing units when they purchase new ones. Also, the program is designed to prevent 
growth in the secondary market for used, inefficient appliances in MidAmerican’s service territory.  
 
The table below outlines customer eligibility requirements.  
 

Customer Eligibility Parameters 
 

 Electric Customers 

Customer Class  All electric rates  

Customer Status  All  

Building Type  All  

Building Vintage  All  

Geography  MidAmerican Illinois electric 
service territory  

Size  All  
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Promotion 
 
MidAmerican will promote the program through periodically inserting program information with 
customer bills. The bill insert will reference the energy efficiency website, which features a 
dedicated Web page that includes program information and qualification requirements, an online 
form to submit contact information to schedule a pickup, and a program brochure. A reference to 
the energy efficiency website will appear quarterly on customer bills. 
 
Program referrals are expected from retail trade allies. The program contractor will partner with 
retail stores to pick up an old refrigerator for recycling during the delivery of a new refrigerator. 
Information will be available on the energy efficiency website to assist trade allies in marketing and 
delivering energy-efficient products and services to customers, while encouraging participation in 
energy efficiency programs. The website offers trade allies the opportunity to order program 
materials, learn about program changes, and provide contact information for future 
communications. To keep trade allies informed and engaged with the program, MidAmerican will 
periodically email program information and provide point-of-sale information to appliance dealers. 
MidAmerican’s Trade Ally Central website provides additional resources for trade ally engagement. 
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MidAmerican Energy Company 
Illinois Energy Efficiency Plan 2014-2018 
Upstream Retail Lighting Program 
 

Description of Program 
 
The Upstream Retail Lighting program promotes the purchase of energy-efficient equipment by 
customers in new and existing buildings. The program coordinates with upstream suppliers and 
retailers to discount the selling price of the efficient lamp, providing retailers with incentives to 
allow them to lower the selling price of efficient lighting. Targeted lighting includes compact 
fluorescent lamps and light emitting diodes. The program is marketed under the name Be Bright! 
 
The program is available to all residential and nonresidential customers and landlords for both new 
and existing buildings in MidAmerican’s Illinois service area. Program measures must save 
electricity supplied directly by MidAmerican.  
 

Measure List 
 

The Upstream Retail Lighting program provides rebates and incentives for the following measures: 
 

 Compact fluorescent lamps – CFLs 
 Light emitting diodes – LEDs 
 Specialty lighting 
 Exterior lighting 

 
Information on savings, incentives, incremental costs, and other qualifying information for all 
measures in this program is provided in Appendix A. 
 

Budgets 
 
Anticipated five-year spending for the Upstream Retail Lighting program is as follows:  
 
Electric Spending Administrative Cost Incentive Cost Total Cost 
2014  $             36,772   $              37,000   $               73,772  
2015  $             37,691   $              40,731   $               78,422  
2016   $             38,633   $              46,481   $               85,114  
2017  $             39,599   $              62,381   $            101,980  
2018  $             40,589   $              82,181   $            122,770  
Total  $           193,284   $            268,775   $            462,059  
 

There are no gas costs associated with this program. 
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Energy Savings 

Anticipated savings levels for the Upstream Retail Lighting program are as follows: 
 
Electric Savings Annual kWh Peak kW 
2014      687,795  82  
2015 707,073                    84  
2016      710,977                   85  
2017 745,398  89  
2018      801,875  96                   
Total 3,653,118  436                 

 
There are no gas savings associated with this program. 

 

Participation 
 
Participation estimates for each measure offered in this program are provided in Appendix B. The 
number of eligible participants for this program is provided in Appendix C. 
 
Cost Effectiveness 
 
Anticipated total net economic benefits of the program are as follows:  
 
Program Electric Gas Total 
Program Benefits  $       1,394,563   $                          -     $          1,394,563  
Program Costs  $    .     833,937   $                          -     $       .     833,937  
Net Economic Benefits  $          560,627   $                          -    $             560,627  
Societal Test Ratio                      1.67                         -                         1.67  
 
Operations 
 
Description of Operations 
 
The Upstream Retail Lighting program is delivered by MidAmerican’s contractor in partnership 
with lighting manufacturers, retail outlets and lighting distributors selling qualifying lighting 
products.   
 
Key steps in program participation include:  
 

 Equipment qualification – The program contractor determines whether the lighting is 
eligible for an incentive. The program contractor conducts a regional bidding process that 
allows retailers and manufacturers to qualify the type and quantity of eligible lighting 
products. 

 Program participation – The customer purchases the eligible lighting during the 
campaign. The rebate is applied to the purchase price of the lighting product. The retailer 
provides sales data to the program contractor.  

 Rebate processing and database maintenance – The program contractor processes 
incentive payments to the retailer and maintains the database for tracking and reporting 
purposes.  
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 Verification – The program contractor verifies that retailer signage and pricing meets 
program guidelines. The program contractor also verifies levels of participation by 
obtaining register sales data from each retailer. 

 
Description of Outside Services 
 
MidAmerican staff provide overall strategic direction for the program, as well as conduct research 
and development, promotion, evaluation and other administrative functions.  
 
MidAmerican uses a single contractor to deliver the program. The contractor handles coordinating 
manufacturers, retailers and lighting distributors, tracking program data, providing retail training, 
providing retail signage, answering questions from dealers and customers, and coordinating rebate 
distribution to retail partners and lighting distributors. 
 
MidAmerican currently contracts with Wisconsin Energy Conservation Corporation for 
management and administrative services. MidAmerican regularly reviews its contractor needs and 
contractual agreements as part of its internal program evaluation process. 

Value Proposition 
 
Customers participating in the program receive four main benefits: 
  

 Customers save money in the short term through lower purchase prices and in the long 
term through lower utility bills.  

 Customers receive education about high quality, energy-efficient lighting from a 
trustworthy source through informational point-of-sale signage. 

 Customers receive financial assistance through lower purchase prices and information to 
assist them in transitioning to new technology. 

 The process is simple and straightforward. Lighting rebates are accessible to any qualifying 
customer for any qualifying equipment. There are no rebate forms to process.  
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Market Barriers 
 
The table below presents the key market barriers to an effective retail lighting program, as well as 
strategies the program uses to address each barrier. Note these program strategies can only 
partially offset the identified barriers.  
 

 Market Barriers and Strategies 
 

Market Barriers  Program Strategies  

Higher first cost of energy-efficient 
equipment  

Offer rebates 

Educate customers on the long-term energy 
cost-saving benefits of higher efficiency 
equipment  

Time required to fill out rebate forms  Point-of-sale rebates for Be Bright campaign 
eliminates the need for forms 

Customers unawareness with the 
technology 

Educate consumers on the new technologies 
like LED’s through point of purchase signage 

Provide customers with the results from 
“Top 10” testing of lighting products to assist 
them in determining and purchasing the 
right product for their specific need  

Customers don’t bother to look for 
qualifying measures  

Retailer training to help customers quickly 
identify appropriate products 

In-store information signage 

Market program and general efficiency 
awareness to customers 

Provide efficiency education to customers  

Trade allies not up-selling to high-
efficiency lighting 

Provide trade ally training and outreach to 
explain the benefits of selling higher 
efficiency lighting 

Market program and general efficiency 
awareness to trade allies  

Lack of availability of qualifying 
lighting  

Promote programs to customers so they ask 
for qualifying lighting and dealers stock it 

Trade ally training 

Upstream market support in Be Bright! 
campaign  
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Market Barriers Program Strategies 

Customers don’t understand the long-
term value of high-efficiency lighting  

Train trade allies to explain life-cycle costs to 
customers 

Market program and general efficiency 
awareness to customers 

Provide efficiency education to customers  

Dealers are unaware of program  Provide outreach and marketing to dealers  

 
As both residential and nonresidential customers are eligible for the program, there is a chance that 
nonresidential customers may purchase a qualifying product from one of the participating retailers 
or lighting distributors and then send in for an additional rebate through the Nonresidential 
Equipment program, which provides rebates for the same measures.  

MidAmerican has a procedure in place to check the lighting rebate application invoice against the 
list of participating retailers and lighting distributors and verify the model numbers of the lighting 
products. In cases where the customer has already received a rebate through the lower point-of-
sale purchase price, the customer would be notified that they already received an upstream rebate 
and no additional rebates are available. As many nonresidential customers purchase lighting 
materials from a single lighting distributor, it is necessary to offer these qualified products in the 
Nonresidential Equipment program. Otherwise an electrical contractor doing a lighting remodel 
would have to purchase from multiple lighting retailers and electrical distributors. This may be 
difficult in rural areas.  

Incentives 
 
The program provides incentives to retailers to provide lower prices at the cash register on a per-
product basis to program participants purchasing qualifying lighting products. The rebate will be a 
fixed amount per lighting product. The retailer provides sales data to the program contractor for 
payment.  
 
The program contractor sets the incentive pricing through a regional bidding process with retailers 
and manufacturers. MidAmerican performs an annual review of rebate levels and performance 
criteria and may adjust rebates in the future as market conditions change. 
 
Detailed incentive levels for each measure offered in this program are provided in Appendix A. 
 
Marketing Plan 

General Marketing Plan 
 
MidAmerican will target residential sector customers using traditional retail marketing channels 
and nonresidential sector customers through the lighting distributors. MidAmerican will provide 
education and outreach to customers and trade allies organizations to encourage customer 
participation and implementation of energy efficient measures and equipment. 
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MidAmerican will regularly review and update customer-facing program information and 
marketing materials as part of its internal program evaluation process, and adjust materials as 
needed based on program adjustments and market characteristics. 
 
Customer Targets 
 
The target market for this program includes residential customers and nonresidential customers in 
existing and new buildings. The program also uses tariff rates to target and qualify customers. 
 
The table below outlines customer eligibility requirements. 
 

Customer Eligibility Parameters 
 

 Electric Equipment 

Customer Class  Residential and nonresidential electric rates  

Customer Status  All customers 

Building Type  Single-family; Multi-family; Mobile home, Non 
residential 

Building Vintage  Existing and new construction 

Geography  MidAmerican Illinois electric service territory 

 
Trade Ally Targets 
 
Any business that sells or installs qualifying lighting products within MidAmerican’s service 
territory may participate in the program. The following types of trade allies are predominant: 
 

 Big-box retail stores 
 Hardware stores 
 Home improvement stores 
 Grocery stores 
 Discount retailers 
 Lighting distributors 

 
Trade allies play a key role in implementing the program. To support its trade allies and keep them 
informed of program opportunities and changes, the program contractor actively recruits, trains 
and engages the retailer to encourage participation.  
 
Promotion 
 
MidAmerican will promote the program through bill inserts, newspaper advertising, radio 
advertising, online advertising, cooperative advertising and educational fact sheets. The bill inserts 
will reference the dedicated Be Bright! website. MidAmerican will purchase advertising in 
coordination with other participating utilities and provide funds to retailers for cooperative 
advertising.  
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MidAmerican call center associates will recommend the program to likely participants and, when 
appropriate, transfer customers to the program call center operated by the program contractor.  
 
Program referrals are also expected from trade allies. The program contractor will recruit and train 
participating retailers on benefits of efficient lighting products. Program information will be 
available on a dedicated Illinois program website, which features a store locator and educational 
information.  
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MidAmerican Energy Company 
Illinois Energy Efficiency Plan 2014-2018 
Education Program 
 

Description of Program 
 
The Education program promotes energy efficiency education through activities organized into four 
general areas: training, school curricula, awareness and trade ally support. Many of these activities 
occur in the current plan with the costs allocated to the individual program budgets. Including a 
separate education program in Illinois allows for greater focus on these important activities and 
transfers the costs previously included in the individual residential and nonresidential programs to 
this Education program. Recent process evaluation studies have emphasized the importance of the 
individual components of this Education program to successful implementation of the energy 
efficiency programs.  
 
Training  
 
In this area, MidAmerican sponsors or provides training programs for customers and trade allies to 
increase their knowledge of specific energy efficiency areas and systems. Participants in these 
training programs may receive certification to document participation. MidAmerican will increase 
available training opportunities by sponsoring and promoting training programs that are 
delivered by third-party providers. Examples of training programs MidAmerican has offered in the 
past are found below.  
 

 HVAC System Adjustment & Verified Efficiency (SAVE) training has been offered to HVAC 
contractors based on National Comfort Institute curricula in cooperation with other Iowa 
utilities, the Iowa Energy Center and the Midwest Energy Efficiency Alliance.  

 The Department of Energy’s Compressed Air Challenge training program has been offered 
in cooperation with members of the Partnership for Industrial Energy Efficiency (PIE^2). 

 Steam system training has been offered in cooperation with PIE^2.  
 MidAmerican has offered a Motors Systems Management seminar which offered training on 

motors and variable speed drives. 
 MidAmerican has offered a LED lighting seminar targeted to municipal and nonresidential 

customers. 
 Building Operator Certification (BOC) training has been offered to customers in cooperation 

with the other Iowa utilities and the Midwest Energy Efficiency Alliance. 
 

In this energy efficiency plan, MidAmerican will: 
 

 Identify and develop training programs to target additional customer and trade ally 
segments. 

 Conduct direct outreach to business associations to better identify training and educational 
opportunities that would benefit their membership groups. 

 Identify areas where training can help improve the performance of energy efficiency 
programs. 

 Identify areas where training can help customers save energy and money. 
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School Curriculum  
 
With these activities, MidAmerican works with schools to integrate energy efficiency education into 
curriculum and extracurricular activities. In the past, MidAmerican has offered a curriculum called 
e-SMARTkids to elementary and some middle school teachers throughout its Iowa service territory. 
MidAmerican will expand this offering to include schools in our Illinois service territory. The 
curriculum includes the e-SMARTkids website and provides five different energy efficiency 
curriculum booklets along with comprehensive teacher’s guides. 
 
Awareness  
 
In this area, MidAmerican engages in a number of activities to increase awareness of energy 
efficiency in general and in the Company’s programs in particular. Current offerings in this area 
include: 
 

 Mass media advertising featuring MidAmerican’s “Power in your hands” campaign. 
 MidAmerican’s energy efficiency website. 
 Outreach at events such as the community events, home and trade shows. 
 Sponsorship partnerships such as university, and college sports. 
 Customer support through MidAmerican’s key account managers and the 

BusinessAdvantage® call center. 
 MidAmerican’s trade ally outreach program, described below. 
 

In this energy efficiency plan, MidAmerican will offer awareness by: 
 

 Updating its energy efficiency website. 
 Extending its mass media campaign. 
 Sponsoring presentations and demonstrations to employees of key account customers and 

in town hall meetings, community group presentations and other venues. 
 Offering direct outreach to communities, neighborhood associations and individuals. 
 Participating in local energy education events. 
 Leveraging educational opportunities available through MidAmerican's existing energy 

efficiency programs.  
 
Trade Ally Support  
 
In this area, MidAmerican engages in a number of activities designed to keep trade allies fully 
informed of program design changes, encourage trade allies to promote MidAmerican’s energy 
efficiency programs and recognize outstanding trade ally performance. MidAmerican currently 
offers a wide range of support services to its trade allies, including formal and informal training, 
personal communication through in-person meetings, focus groups, phone calls and email blasts, 
and advertising support.  
 
In this energy efficiency plan, MidAmerican will offer trade ally support by: 
 

 Identifying resources for trade ally training and education. 
 Creating Web-based tools to facilitate program participation by trade allies’ customers.  
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 Developing Web-based efforts to promote qualified trade allies to MidAmerican’s customers 
by providing information regarding which trade allies have successfully completed similar 
projects.  

 Utilizing resources to keep trade allies informed about MidAmerican’s program activities 
and encourage participation.   

 

Measure List 
 

  There are no measures that receive rebates or incentives in this program. 
 

Budgets 
 
Anticipated five-year spending for the Education program is as follows: 
 
Residential Budgets 
 
Electric Spending Administrative Cost Incentive Cost Total Cost 
2014 $          112,500  $                         -    $          112,500 
2015 $          115,313  $                         -    $          115,313 
2016  $          118,196  $                         -    $          118,196 
2017 $          121,151  $                         -    $          121,151 
2018 $          124,180  $                         -    $          124,180 
Total $          591,340  $                         -    $          591,340 
 
Gas Spending Administrative Cost Incentive Cost Total Cost 
2014 $          135,000  $                         -    $          135,000 
2015 $          138,375  $                         -    $          138,375 
2016  $          141,834  $                         -    $          141,834 
2017 $          145,380  $                         -    $          145,380 
2018 $          149,015  $                         -    $          149,015 
Total $          709,604  $                         -    $          709,604 
 
Total Spending Administrative Cost Incentive Cost Total Cost 
2014 $          247,500  $                         -    $          247,500 
2015 $          253,688  $                         -    $          253,688 
2016  $          260,030  $                         -    $          260,030 
2017 $          266,531  $                         -    $          266,531 
2018 $          273,195  $                         -    $          273,195 
Total $       1,300,944  $                         -    $       1,300,944 
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Nonresidential Budgets 
 
Electric Spending Administrative Cost Incentive Cost Total Cost 
2014 $          157,500  $                         -    $          157,500 
2015 $          161,438  $                         -    $          161,438 
2016  $          165,474  $                         -    $          165,474 
2017 $          169,611  $                         -    $          169,611 
2018 $          173,851  $                         -    $          173,851 
Total $          827,874  $                         -    $          827,874 
 
Gas Spending Administrative Cost Incentive Cost Total Cost 
2014 $             45,000  $                         -    $             45,000 
2015 $             46,125  $                         -    $             46,125 
2016  $             47,278  $                         -    $             47,278 
2017 $             48,460  $                         -    $             48,460 
2018 $             49,672  $                         -    $             49,672 
Total $          236,535  $                         -    $          236,535 
 
Total Spending Administrative Cost Incentive Cost Total Cost 
2014 $          202,500  $                         -    $          202,500 
2015 $          207,563  $                         -    $          207,563 
2016  $          212,752  $                         -    $          212,752 
2017 $          218,071  $                         -    $          218,071 
2018 $          223,523  $                         -    $          223,523 
Total $       1,064,409  $                         -    $       1,064,409 
 
Energy Savings 
 
There is no gas or electric savings associated with this program. 
 
Participation 
 
Participation estimates for each measure offered in this program are provided in Appendix B.  The 
number of eligible participants for this program is provided in Appendix C. 
 
Cost Effectiveness 
 
Anticipated total net economic benefits of the program are as follows: 
 
Residential Cost Effectiveness 
 
Program Electric Gas Total 
Program Benefits  $                         -     $                          -     $                           -    
Program Costs $           563,603 $            676,319 $         1,239,922 
Net Economic Benefits $       (563,603) $        (676,319) $     (1,239,922) 
Societal Test Ratio                             -                              -                              -    
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Nonresidential Cost Effectiveness 
 
Program Electric Gas Total 
Program Benefits  $                         -     $                          -     $                           -    
Program Costs $           789,042 $            225,440 $         1,014,482 
Net Economic Benefits $       (789,042) $        (225,440) $     (1,014,482) 
Societal Test Ratio                             -                              -                              -    
 

Operations 
 
Description of Operations 
 
Each component employs a slightly different implementation strategy, as follows:  
 
Training  
 
In this area, MidAmerican sponsors training programs for customers and trade allies. Where 
appropriate, MidAmerican subsidizes registration fees for participating customers and trade allies. 
Key steps in program operations include: 
 

 Identify programs – Identifying training programs appropriate to MidAmerican’s 
customers and trade allies. 

 Identify instructors – Identifying qualified instructors available to offer training in 
MidAmerican’s service territory. 

 Determine locations – Arranging venues with adequate space and other resources 
necessary to hold training sessions. 

 Coordinate offerings – Coordinating offerings with other state and regional utilities, when 
appropriate. 

 Promote programs – Developing and implementing marketing strategies appropriate to 
each training program. 

 Evaluate programs – Evaluating program effectiveness.  
 
School Curriculum  
 
In this area, MidAmerican provides curriculum and other activities for use by schools. Key steps in 
program operations include:  
 

 Identify curriculum – Identifying curriculum and other educational activities appropriate 
to MidAmerican’s service territory. 

 Develop strategies – Developing and implementing marketing and communications 
strategies appropriate to each activity. 

 Educator outreach – Contacting teachers and administration officials to make them aware 
of the offerings. 

 Curriculum fulfillment – Fulfilling orders for materials from schools. 
 Assembly fulfillment – Delivering activities through schools in MidAmerican’s service 

area. 
 Evaluate programs – Evaluating the effectiveness of each activity.  
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Awareness   
 
In this area, MidAmerican undertakes a number of activities to increase energy efficiency 
awareness among customers and trade allies. Awareness and outreach can include a broad range of 
activities including advertising. Program operation steps may vary by activity. Key steps in program 
operations may include: 
  

 Planning – Planning for awareness activities such as participation in events, advertising 
campaigns, presentations and other activities. 

 Coordinating – Coordinating activities with partners and contractors. 
 Develop materials – Developing materials such as media publications, brochures and other 

materials. 
 Purchase media time – Purchasing media time for venues such as television, radio, 

newspapers, magazines, Internet and outdoor signage. 
 Implement strategies – Developing and implementing marketing strategies appropriate to 

each activity. 
 Evaluate activities – Evaluating the effectiveness of each activity. 

 
Trade Ally Support  
 
In this area, MidAmerican undertakes a number of activities to support trade allies. Key steps in 
area program operations vary by activity, but generally include: 
 

 Develop communications channels – Identifying and developing communication 
channels, meetings and events, advertising support and other activities. 

 Improve website – Improving the functionality of Trade Ally Central, MidAmerican’s 
website for trade allies. 

 Trade ally outreach – Outreach to and communication with trade allies. 
 Coordinate activities – Coordinating activities with partners and contractors. 
 Implement strategies – Developing and implementing marketing strategies appropriate to 

each activity. 
 Evaluate activities – Evaluating the effectiveness of each activity. 

 
Description of Outside Services 
 
The Company currently contracts with Flynn Wright for advertising and awareness services, A-TEC 
Energy Corp. for Trade Ally support and Culver Company, LLC for curriculum development services. 
Additional contractors may be selected as the need arises. MidAmerican regularly reviews its 
contractor needs and contractual agreements as part of its internal program evaluation process. 
 
Value Proposition 
 
While benefits vary by program area, participants receive the following primary benefits:  
 

 Participants expand energy efficiency knowledge through job- and interest-related 
trainings, increasing employment skills and promoting economic development.  

 Participants invest in future generations by promoting energy efficiency education in 
schools and increasing opportunities for children to live in a clean and healthy environment.  

 Participants receive energy savings and quality services by incorporating energy-saving 
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behaviors into their everyday lives and by using the education programs as a stepping stone 
toward MidAmerican’s other energy efficiency programs. 

 Customers receive information to help them choose a qualified contractor to help them 
improve the energy efficiency of their homes. 
 

Market Barriers 
 
The table below presents the key market barriers to a successful education program and strategies 
to address each barrier. Note program strategies can only partially offset the identified barriers.  

 
Market Barriers and Strategies  

 

Market Barriers  Program Strategies  

Lack of customer awareness of 
educational opportunities 

Outreach through traditional and non-traditional mechanisms 

Create a comprehensive marketing strategy and develop new 
outlets for awareness activities 

Lack of time and resources to 
participate 

Provide full or partial subsidies for educational opportunities 

Provide flexible scheduling 

Streamline programs to ensure efficient use of participants’ 
time 

Lack of profitability for education 
providers attempting to develop 
programs for local market 

Leverage programs and curricula created by national 
organizations 

 

Incentives 
 
The incentive strategy is to overcome the financial barriers facing customers and trade allies using 
the following types of incentives:  
 

 Full subsidies – MidAmerican will offer school curricula and some training programs free 
of charge. For these activities, MidAmerican covers the full cost to program contractors for 
the coordination, promotion, development and implementation of educational events.  

 Partial subsidies – For some professional-level training classes, MidAmerican will offer 
partial subsidies to cover approximately half of the cost to attend. In general, MidAmerican 
will process subsidies through payments to instructors and schools rather than through 
rebate checks to participants.  

 General awareness – MidAmerican will offer awareness activities free of charge to 
customers and trade allies.  
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Marketing Plan 
 
General Marketing Plan 
 
MidAmerican’s education program will be available to all customers and trade allies throughout the 
Company’s Illinois service territory. Training targets energy professionals, trade allies and 
interested homeowners and businesses. Curriculum targets teachers, administrators and students. 
MidAmerican’s awareness activities are targeted to all customers and trade allies.  
 
Customer Targets 
 
Customer targets include all residential and nonresidential customers. Customer eligibility 
requirements are outlined below. 
 

Customer Eligibility Parameters 
 

 Electric Customers Natural Gas Customers 

Customer Class  All residential and nonresidential 
electric rate schedules 

All residential and nonresidential 
natural gas rate schedules 

Customer Status  No restrictions No restrictions 

Business Type  No restrictions No restrictions 

Geography  MidAmerican Illinois electric 
territory 

MidAmerican Illinois natural gas 
territory 

Size  No customer size limitations No customer size limitations 

 
Trade Ally Targets  
 
Trade allies targeted by this program include the educators responsible for delivering the training 
and curriculum activities as well as groups such as the Midwest Energy Efficiency Alliance, who 
help to coordinate activities among Illinois utilities. Moreover, MidAmerican’s entire trade ally 
network helps to deliver MidAmerican’s program awareness activities. To support its trade allies 
and keep them informed of program opportunities and changes, MidAmerican will maintain an 
active trade ally outreach program. Key components of the program include the following: 
 

 Ongoing communication – MidAmerican reaches out to existing and potential trade allies 
through personal communication led by the trade ally outreach contractor, website and 
mailing lists, email blasts, periodic events and in-person meetings, program presentations 
at trade ally meetings, lunch-and-learn events, expos and community events.  

 Marketing support – MidAmerican promotes its trade allies through advertising in trade 
ally journals, sponsoring trade ally events, highlighting trade allies’ projects in case studies 
and on its website, trade ally Web links and online information and listings in 
MidAmerican’s trade ally database.  

 Recognition – MidAmerican’s Trade Ally Central website is being improved to recognize its 
trade allies in terms of quality installation, program participation and other areas. In 
addition, MidAmerican will highlight exceptional trade ally projects on its website and in 
case studies that are made available to customers. Customers will be able to access 
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information about trade allies to help them select potential contractors for energy efficiency 
projects. 
 

Promotion 
 

Each of the program areas will be promoted through an appropriate marketing strategy that may 
include brochures, newspapers, magazines, TV, radio, Internet, outdoor signage, direct mail, bill 
inserts and one-on-one communication. Information on each activity will be available on 
MidAmerican’s website and will be supported by MidAmerican’s general awareness advertising.    
 

117

MEC Exhibt 1.0 Part 4 of 6



  MidAmerican Energy Company 
  Illinois Energy Efficiency Plan 2014-2018 

  
 

MidAmerican Energy Company 
Illinois Energy Efficiency Plan 2014-2018 
Support Functions 
 

Monitoring and Verification Plan – Process Review 
 
MidAmerican will contract with an independent third-party energy efficiency program evaluator to 
conduct ongoing analyses of MidAmerican’s energy efficiency portfolio across all states it serves.  
MidAmerican will review with Illinois Commerce Commission staff any requests for proposals to be 
issued to obtain the services of the third-party evaluator.  The analyses provided by the evaluator 
will consist of both a process review and an impact review of each of MidAmerican’s energy 
efficiency programs. A full analysis of each program will be conducted at least once during the 
2014-2018 energy efficiency plans. New programs and programs with major changes will be 
evaluated within one year after those new programs or changes have been fully implemented. The 
contracting process will begin no later than six months after the beginning of the plan. 
 
Process Review 
 
The primary goals of the process reviews will be to provide actionable recommendations to 
MidAmerican to improve the design and implementation of its energy efficiency programs and to 
develop a best in class evaluation infrastructure for MidAmerican’s energy efficiency programs. 
 
Process evaluations will be systematic and transparent. Program evaluations will begin with 
documentation of current program design and results including successes and challenges. It is 
anticipated that researchable issues will emerge that will encompass program performance and 
operations, including quality of installations and process time for incentives, effectiveness of 
program marketing collateral and outreach methods, how program marketing and implementation 
processes can be revised to optimize cost-effectiveness, performance of newly selected 
implementation contractors, satisfaction of participants and other market actors, barriers to 
participation and/or more effective implementation, means for overcoming those barriers, and the 
effectiveness of the program delivery mechanism. 

It is anticipated that the process of making recommendations related to researchable issues will 
involve interviews with program staff, customers, and market actors. Additionally, the third-party 
process review will include an evaluation of areas that affect all energy efficiency programs 
(information technology, marketing, and organizational issues). Included in the cross-cutting 
evaluation will be interviews with trade and customer relations teams, energy efficiency 
advertising and promotion teams, and the regulatory group.  

Impact Review 
 
The primary goals of the impact reviews will be to verify and document reported energy and 
demand savings associated with the individual programs and each portfolio of programs and to 
provide additional due diligence to project savings in addition to what is being provided by 
implementation contractors. 
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Impact evaluations will be systematic and transparent. The goals of the impact reviews will be to: 
 

 Verify gross ex-ante savings 
 Estimate net savings 

 
Verification of Gross Savings 
 
Verification of gross savings will involve verification that measures are installed and operating as 
anticipated and a review of the savings algorithms and deemed values used by MidAmerican in 
determining ex-ante savings. This review will include an estimation of the reasonableness of these 
calculations relative to calculations used in other programs, a review of inputs (including costs and 
savings) used in the calculations and verification that these inputs are properly recorded in 
MidAmerican’s tracking systems, and an independent confirmation of savings estimates using 
simulation modeling, metering analysis, and statistical billing analysis where appropriate 
depending on the program. In addition, the impact verification will include a shelf survey to 
retailers to determine available measure stock and exit interviews with customers of retailers 
including information about purchases made, choices considered and factors determining choice. 
 
In the case of custom projects, the review should include: 
 

 Review of project description, documentation, and specifications. 
 Review of invoices and dates of completion. In many cases, invoices provide the source of 

the specification via equipment identification, descriptions, and model numbers. 
 Review of engineering analyses for technical soundness, appropriate baselines, and 

appropriateness for the specific application. 
 Review of methods for determining demand savings to ensure they are consistent with 

program and/or utility methods for determining peak load/savings. 
 Review of input data for appropriate baseline specifications and variables such as weather 

data, bin hours, and total annual hours and if they are consistent with facility operation.  
 Review of project cost and baseline appropriateness. For example, should incremental costs 

and incremental savings versus a competing alternative be used or should the total cost of 
the measure and savings versus the actual old equipment be evaluated? 

 Phone interview with the customer to verify the measure has been implemented, hours of 
use, duty cycle, and make and model of the equipment. 

 Phone interview of the contractor or design professional responsible for the 
implementation to gather additional project specifics and operating characteristics as 
needed. 

 Determination that the measure complies with program rules and is eligible based on 
payback limits, fuel switching issues, supply side technologies, and minimum equipment 
performance requirements. 

 
The results of these analyses will yield realization rates by program and measure within each 
program that can be used to estimate gross ex-post savings both proactively and on a forward-
looking basis. 
 
Internal Verification of Projects 
 
MidAmerican will conduct verification activities to ensure that measures have been installed across 
the energy efficiency portfolio. Currently, MidAmerican does 100 percent on-site inspection for all: 
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 Self-installed equipment (e.g., insulation) 
 Equipment with rebates above $30,000 

 
For other programs/measures, MidAmerican will select a random sample of program participants 
for verification. Contractors that are new to programs or have had failed past verifications will 
receive an oversample of verification visits and these will gradually be reduced (although not 
eliminated completely) with high compliance rates.  

During the site visits, MidAmerican’s program contractors verify that the equipment is installed, 
operating and matches measure characteristics tracked in its Energy Efficiency Management 
Information System. 
 
Reporting 
 
MidAmerican will conduct analyses of its programs on an annual basis and will report annual 
results to the Commission. Annual reports will provide the following information: 

 Energy and demand electric and gas savings by program and measure within each program 
on the following bases: 
o Gross ax-ante 
o Gross ex-post (where information is available from impact reviews) 
o Net savings (where net-to-gross information is available from impact reviews) 

 Comparisons of  gross ex-ante savings to plan goals 
 Estimated program lifetime savings 
 Spending by program and measure within each program 
 Comparisons of spending to plan goals 
 Cost-effectiveness calculations by program based on the Societal Cost, the Total Resource 

Cost, the Utility, the Ratepayer Impact and the Participant tests on a gross and net basis. 
 Load shapes and avoided costs used in the cost-effectiveness analyses will be consistent 

with those used in the development of this plan. 
 Measure lives and incremental costs will be consistent with information in the measure fact 

sheets provided in this plan. 
 Calculations will be conducted on a gross ex-ante basis. 
 Cost-effectiveness calculations by measure within each program based on the Societal Cost 

test 
 
MidAmerican will also communicate informally with Commission staff in the event that any 
changes to the operational details of the programs are needed.   

Accounting Plan and Procedures 
 

Accounting Plan 

MidAmerican will use specified activities within its accounting system to identify expenditures as 
energy efficiency expenditures. Costs will be separated by program, cost category and resource 
using project numbers, subnumbers and cost elements. The project numbers are used to indicate 
the energy efficiency program for which the costs are being incurred. Project subnumbers are used 
to designate the category of costs, such as planning, administration, customer incentives, etc. Cost 
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elements are used to indicate the type of cost such as labor, transportation or non-labor voucher 
costs. 

Using the Oracle Financials code block, employees assign the appropriate energy efficiency code 
block to time sheets, purchase orders, requests for payment, and employee expense reports. Those 
elements of the code block that are specifically used to account for energy efficiency expenditures 
are as follows: 

Responsibility Center 
 
The responsibility center identifies the organizational unit within the company that is responsible 
for the expenditure. 

Bill Center 
 
The bill center identifies the business unit for which the cost was incurred. For energy-efficiency 
expenditures within the Delivery business unit, the bill center is the same as the responsibility 
center. 

Utility Indicator 
 
The utility indicator identifies which utility is responsible for the expenditure – electric, gas or 
common (allocated to gas and electric). 

Activity Number 
 
The activity number is used to identify energy efficiency expenditures. The activity numbers used 
are as follows: 
 

Electric Activities Description 
173172 MEC Electric Recoveries Over/Under 

186395 Illinois Electric Deferred Expenditures 
419007 Interest Income 
440011 Electric Residential Revenue 
440045 Electric Residential Over/Under Recoveries 
442011 Electric Small General Service Revenue 
442045 Electric Small General Service Over/Under Recoveries 
442211 Electric Large General Service Revenue 
442245 Electric Large General Service Over/Under Recoveries 
444211 Electric Street Lighting Revenue 
444245 Electric Street Lighting Over/Under Recoveries 
445011 Electric Public Authorities Revenue 
908101 Electric Expense – Embedded 
908105 Electric Amortization 

 

Gas Activities Description 
173272 MEC Gas Recoveries Over/Under 
186390 Illinois Gas Deferred Expenditures 
419007 Interest Income 
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480011 Gas Residential Revenue 
480042 Gas Residential Over/Under Recoveries 
481011 Gas Commercial Service Revenue 
481042 Gas Commercial Over/Under Recoveries 
481211 Gas Industrial Service Revenue 
481242 Gas Industrial Over/Under Recoveries 
489021 Gas Transportation Revenue – Monthly Metering 
489042 Gas Transportation Over/Under Recoveries 
489062 Gas Transportation Revenue – Daily Metering 
908205 Gas Amortization 

 
Project Number 
 
The project number is used to assign energy efficiency expenditures to programs. The project 
numbers used are as follows: 
 

Electric Projects Description 

17802 Residential Equipment 

17804 Commercial New Construction 
17805 Nonresidential Equipment 
17808 Residential Audit 
17812 Energy Efficiency Management – Nonresidential Programs 
17818 Energy Efficiency Management - Residential Programs 
17821 Nonresidential Energy Analysis 
17831 Residential Load Management 
17834 Energy Efficiency Management – All Programs 
17836 Nonresidential Load Management 
17839 Low Income – Residential 
17848 Education – Nonresidential 
17849 Education – Residential 
17856 Appliance Recycling – Nonresidential 
17857 Appliance Recycling – Residential 
17858 Residential Lighting 
17859 Residential HVAC Tune-up 
17860 Residential Behavioral 
17861 Nonresidential Audit 

 

Gas Projects Description 

98648 Nonresidential Energy Analysis 
98849 Energy Efficiency Management – Residential Programs 
98851 Commercial New Construction 
98852 Energy Efficiency Management – Nonresidential Programs 
98853 Energy Efficiency Management – All Programs 
98854 Low Income – Residential 
98855 Residential Audit 
98856 Residential Equipment 
98858 Nonresidential Equipment 

98864 Education – Nonresidential 
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98865 Education – Residential 
98870 Residential HVAC Tune-up 
98871 Residential Behavioral 
98872 Nonresidential Audit 

 
Project Subnumbers 
 
The general project subnumbers are used to identify the cost category of the expenditure. 
Additional letters or numbers may be added to subnumbers to further segregate costs. The general 
project subnumbers used are as follows: 
 

Subnumber Description 

30 Planning and Design 
31 Administration 
32 Advertising and Promotion 
33 Customer Incentives 
34 Monitoring and Evaluation 
35 Miscellaneous 
36 Equipment 
37 Installation 

 
Location Code 
 
All energy efficiency expenditures will be accounted for using the Iowa location code 300. 
 
Cost Elements 
 
Appropriate cost elements will be used to identify the type of cost, i.e. labor, transportation, non-
labor. 
 
Procedures 
 
Training in appropriate cost assignment will be provided at least annually to all employees 
charging energy efficiency activities. 
 
Direct Costs 
 
Direct costs are expenditures that can be specifically assigned to individual energy efficiency 
programs. All employees active in the design, implementation, or evaluation of energy efficiency 
programs and related activities shall be trained in the use of the energy efficiency code block and 
will be instructed to charge all costs, both labor and non-labor, that are incurred in the performance 
of their energy efficiency assignments to these energy efficiency activities and projects. 
 
Accruals 
 
MidAmerican accrues quarterly a lump-sum for all incentives to be paid in the subsequent 12 
months. Because of the high volume/low individual value of these transactions, it would be 
virtually impossible to precisely determine a value to accrue for these unrecorded liabilities. 
Therefore, a lump-sum accrual is made for unprocessed incentive payments based on an estimate 
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made with data extracted from the accounting system using historical experience for payments 
processed subsequent to the period in which the customer installation occurred. This accrual is 
recorded as a debit to a deferred account and a credit to an accrued liability account. 
 
Indirect Costs 
 
Indirect costs are expenditures for various employee benefits and payroll taxes that are charged to 
energy efficiency programs through the use of loading rates. The loading rates are periodically 
reviewed to determine whether revisions are needed. 
 
Adjustments 
 
Adjustments are amounts ordered by the Illinois Commerce Commission in prudence reviews. 
Adjustments will be recognized as an offset to the amount approved for recovery in the deferred 
debit accounts and also recorded as a non-operating expense. 
 
Incremental and Embedded Costs 
 
Energy efficiency expenditures include non-labor costs that are not included in the revenue 
requirement approved by the Board in MidAmerican’s most recent general rate proceeding 
(incremental costs), as well as those that are in the revenue requirement (embedded costs). To 
identify the appropriate disposition of costs, non-labor expenditures accumulated in the deferred 
debit activities during any month are analyzed to determine whether the costs should remain in the 
deferral or be expensed. 
 

Recoveries 
 
Energy efficiency expenditures are charged to unique deferred debit activities. When amounts are 
billed to customers, they will be credited to the appropriate revenue activity through 
MidAmerican’s Customer Service System (CSS). Anticipated recoveries will be projected for the 12-
month recovery period and as amounts are recovered from customers an entry will be made to 
record the amount over or under the anticipated recovery to the appropriate activities. 
 

Amortization 
 
The deferred debits for energy efficiency expenditures will be reduced on a monthly basis by the 
amount of the approved expenditures as they are amortized. 
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