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Ameren 
ameren.com 

Rate Relief Nearer 
for Ameren Illinois 
Utilities' Electricity 

September Marks 
National Preparedness 
Month 

Security each September sponsor5 
National Preparedness Monm to 

steps to prepare for emergencies 

download templates found at 

camplete list of recommended supplies 
at wwwreadygovand suggestions for 
dealing with outages at Amerens Web 
site www.ameren.com 

Customers 
h e r e n  Illinois utilities joined state legislators 
and other energy providers in developing an 
agreement that would bring our customers 
$488 million in hill credits, refunds and other 
relief through 2010 - all part of a $1 billion 
statew$de relief pac!age. Legislation authoriz- 
ing the pae!ege was passed in late Julx and 
currently awaits the governor's signature. 

Under the agreement, 80 percent of our resi- 
dential customers would realize a cut, of 
40 percent or more from the expected 2007 
electric bill increase. Even residential 
customers using small amounts of electricity 
would get at least a $100 rebate this year. .4 
typical residential electric customer who 
doesn't use electric heat would see a rebate ( 
about $130 in 2007.l)pica.l residential cus- 
tomers who heat their homes with electricity 
xo~ild get a credit ofabout, $400 this ymr. h i 1  
residential (:ustomem who use large amounts 
of electricity during the winks would get more 
than $1,000 returned to them this year. 

Once legislation k signed, customers would 
begin to see credits reducing their bills or 

ICC Docket No 07-0539 
ELPC 1.11 Attach4 

Pa&€lFbTEMBER 

2 0 0 1  

ehech in the mail within hvo to four weeks. 
The credits and checks would be setroactive 
to Jannaq Bill-paying assistance will contin- 
ue in 2008 and 2009. 

In addition, the package would include  mil^ 
lions of dollars to help lowincome customes, 
senior ritizens, not-for profit organizations 
and cilstomers wil,h unique hardships. It also 
would include a range of energy consewation 
programs and a pledge that a certain percent- 
age'of 6he utilities' electricity will come from 
renewable sources. For more on the rate 
relief package %isit www.ameren.com. 

~~ 

Plug in Your Phone Number to Find Out About Outages 
Another feature now available on Ameren's "Outage Information" \ k b  page at 
www.ameren.com allows you to enter only your phone number - without registering to be 
an e-Customer -to view y o u  electric outage status - no more searching for that account 
number to get your information. 

Other wcent features include: 
* Separate Miswuri and Illinois Outage Maps: Ameren's popular "Outage Map" has 

now been split to more easily display Missouri and Illinois oulages. - Greater Level of Detail on Outage Maps: C,ustomers in many areas can now "click" lo up 
to foin levels of detail on lhe outage maps -giving a better view of ZIP codes affected 
by outages. 
ZIP Code Ale& During major out.ages, ale.rt messages will be added for affeckd 
ZIP codes on t.hr Outage Map and in the conrpany's "My Electric Outage" fcalrirr to 
proxidc additional detail. " ^  

Chrck Out :.h(% ne55 fratilrt-s at 
www.arncien.com 

http://ameren.com
http://www.ameren.com
http://www.ameren.com
http://www.ameren.com
http://www.arncien.com
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Power Smalt Pricing is a real~time elemicity pricing program for residential customers served by 
the Ameren Illinois utilities. The program gives customers access to real-time electricity prices 

Check Out Tax Credits 
On Energy Efficient 
Appliances, Products 
Planning to insta!l energy-efficient 
windows, insulation, doors, roofs, or 
heating and cooling equipment in 
your home? Be sure to apply for tax 
credits or1 projects completed before 
Dec. 31,2007. 

The Energy Policy Act of 2005 offers 
consumers and businesses federal tax 
credits for purchasing fuel-efficient 
hybrid-electric vehicles and energy- 
efficient appliances and products. 
Most of these tax credits remain in 
effect through 2007. 

Purchasing and installing energy- 
efficient appliances and products help 
reduce emissions by lowering the 
amount of energy power producers 
must generate. These appliances can 
cut your energy bills and increase 
your indoor comfort 

Some consumers will also be eligible 
for state rebates, as well as state 
tax incentives for energy-efficient 
homes. vehicles and equipment 
Each state's energy oifice Web 
site carries more information on 
specific state tax information - 
Illinois offers some incentives: 
check out wwwdsireusa~org and 
click on Illinois For more on federal 
tax breaks, visit 
http:/lw.energygovltaxbreaks.htm~ 

AmerenClLCO 
Customer Service Numbers 

Residential 1.888.612.5252 
B .877.677.5740 

Suspected gas leak 
1.888.672.5252 

TTY Illinois Relay 711 

Underground locating (JULIE) 
18001192.0123 or 811 

Speed Pay 
information 1.866.729.2452 

AmerenClLCO 
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Page 2 of 2 The Scoop on Energy Hogs 
Thc avcrage U.S. household ~ while more 
aware I.han ever of energy efficiency - 
continues to use more energy. \f iy? The 
increasingly wired American home is loaded 
mith out,lets charging cell phones and iPods. 

m a t  typical home also houses multiple com- 
puters and big-screen TVs - all creating 
higher demand for power. At last count, six of 
every 10 homes have a computer. In lYg2, the 
number was one in five. Households that once 
had only one IV. now have two or three - 
some with screens four times as large as the 
typical television of 20 years ago. These plas- 
ma screens use eight to 10 times as much 
electriciLy as the TVs they replace. In fact, 
entertainmenl and telecommunications 
devices now account for 15 percent of home 
energy use. 

Larger homes also add to the rise in energy 
demand. Average homes in 2001 were 2,555 

square feet - up from 2,072 in 1981 ~ and 
that average new home has a lot more space 
to cool. 

What can you do? Consider zoned cooling 
for that larger house. Programmable ther- 
mostats allow you to manage your energy 
use when you are not at home. Weatherize 
your home to control air flow in and out. 
Turn off lights in unoccupied rooms. Use 
fans to create air f lom to add comfort, and 
turn off kitchen and bath ventilation fans 
after they've done their job. 

The average family spends $1,900 a year 
on energv bills, with the majority of that 
cost going to heating and cooling the home. 
Eqlore the interactive Energy House 
under the Residential tab on 
www.ameren.com to dixover the electri- 
cal energy demands and cost of using many 
home appliances. 

. .  . ~ ~~ ~~ ~ 

Ameren Seeks to Enhance Natural Gas Pipeline Safety 
If you live or work near ~ h a l  gas pipelines, 
you should have received a special pipeline 
safe@ pampNcl -part of AmerenCILCO's 
larger communications effort to educate the 
i)xbiic and cmergciic: responden 011 safe@ 
around natural gas pipelines. 

Utilities and federal and state agencies are 
working to make the pipeline bystem as safe as 
possible by sharing critical safely information 
171th those who live and work near pipelines. 

A key element in pipeline safety is the Illinois 
dl7lJE (Join1 Utility Locating Information for 
Excavators) program, which offers anyone who 
may dig a free senice to mark the location of 
all underground utilities. Illinois law requires 
anyone digging. regardless of the depth of lhe 
project: to mall .II!LIE bydialing"R11"or a toll- 
free number, 1-800-X42-0123. Your notice to dig 

must be made at least 48 hours (two working 
days) before excavation starts, and the proj- 
ect must be@ kithin 14 calendar days from 
the call to JULIE. 

AmerenCILCO also conducts and parlici- 
pates in safely education for emergenq 
responders, contractors, customers, children 
and others. Customers receive regular saiety 
information bill inserts, and AmerenC,ILCO 
conducts regular patrols and inspections of 
its natnral gas pipeline rights-of-way and 
facilities. Highly trained AmerenClLCO natu- 
ral gas employees are qualified under 1i.S. 
Department of Transportation (USDOT) 
standards for natuml gas pipcline operators. 
For more, xisit www.ameren.com - and 
check out the special section for children on 
the "In Your Communiw page, 

http://ameren.com
http://www.ameren.com
http://www.ameren.com
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Ameren Illinois Utilities Offer Help for Higher Rates 
Ameren Illinois utilities are offeiing two 

oplional progams to help customers ease 
t,he transition to higher electric rates, follow- 
ing the expiration of a IO-year rate freeze in 
the state. 

AmerenCILCOs Customer Elect Plan: 
Under this plan, about 90 percent of all 

Ameren Illinois customers - including resi- 
dential cust,omers, eligible schools, local guv- 
ernrnents and small commercial customers - 
can defer a portion of the 2007 price increases 
over a three-year period (2007-2009). The 
deferred portion would be repaid ai th  a 
below-market interest rate of 3.25 percent 
APR, beghung no later than January2010. 

Enrollment for the Customer Elect Plan 
ends Aug. 21,2007, and deferrals begin no 
earlier than May, Customers who enroll early 
-by April 10,2007-will receive retroac- 
tive deferrals for January through April on 
their May bills. 

program. visit ww.ameren.ciim. 

AmerenCILCOs Price Response 
Program: Under this plan, a form of real- 
t i e  pricing, customers will pay an hourly 
price for electricity ralher than a fLved price. 
Wis price may vary from hour to how. P m ~  

For more infomation a b u t  this optional 

gam participants nil1 be pruvidedwith daily 
price forecats that allow them tu make 
informed decisions about how they use elec- 
tricity and help them manage what they pay 
fur electricity over the course of t i e .  

The Illinois Commerce Commission has 
approved the Community Energv C,ooperaiive 
(CEC) as the program administrator for the 
Ameren Illinois utilities' Price Response 
Program (PRP). A non-profit membership 
organization based inChicago, the CEC in 
2003 launched the nation's tirst large-scale 
residential electricity pricing program to use 
hourly, market~based electricity prices. 

AmerenCILCO will provide further 
details about the PRP once promotional 
and educational materials and other 
requirements of the program have been 
finalized. For more information about the 
CEC, see wwwenergycooperati.org. 

It's tax season. Renieniber. 
when filling out your Illinois state 

income tax form, you can help 
families in need by checking me 
Energy Assistance box to make 

a donation to the state's 
Good Samaritan Fund. 

DIG THIS:. Calling Ahead Is the Law! 
You've been waiting all them so that you or your contractor can 

finish the job safely. 
You can \isit the JULIE \Veb sile at 

m.illinoislesll.com for full details about 
what you need to do before you nig. 

Atlmtiun. Emmators: New federal lav 
requiresyou to contact 911 emergency sen- 
ice if you cause damage to any line that 
results in the release of natural @. For more 
information visit mw.illinoislcall.com. 

\linLer to get outside and dig in j:ow gardcn, 
fx a le&y basement or build a new' deck - 
hut did you know that you can disrupt utility 
s e n k e  - and even put yuur life in danger 
-just by d a i n g  in your yard? 

'l'hat's because natural gas and electrical 
lines are m m c t i e s  buried under your  prop^ 

eln: The solution? Just rall JlZlE - Joint, 
Lit,ilil,y h a t i n g  Information for Ewcavaturs 

~ at 800.89?.0123 bejirc you turn over that 
firsr shovel of did. 

NXhin h o  working d q ~ ,  .JI'LIE ivi l l  
111 vour p!i,prrtV and , ' 

http://ameren.com
http://wwwenergycooperati.org
http://m.illinoislesll.com
http://mw.illinoislcall.com
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Contact Center 
Recertified for 
Service Excellence! 

The ArnerenClLCO customer contact 
center in Peoria. Ill., has  earned recerti- 
fication under the J.D. Power and h s s o ~  
ciates Certified Call Center Program", 
which recognizes excellence in customer 
selvice. The recentfication was based on 
positive feedback from customers sur- 
veyed about their telephone experience 
in  contacting AmerenClLCO. Evaluation 
criteria included courtesy. agent knowl- 

ICC Docket No 07-0539 

Spring Storms Ahead? Plan NO@$O q v m a r e d !  age 

N;hile nobodywi& lo see a 
repeat of last year's damaging 
storms, it's always a good idea to be 
prepared for emergencies. 

1Iei-e are some items you can 
gather now'to pirpare your family 
for any emergmy, at any time: 

Identificat,ion and copies of important 
family documents 

Fxtra cash, since an &ended elec- 
tried power outage may prevent you 

kom nithdraT~ng money from automatic 
teller machines or banks 

If had weather is on the wav, you minht '5 

edge, concern for the cus- 
tomer's questions or issues 
and usefulness of the 
information provided. 

AmerenClPS and 
AmerenUE customer conta 
centers also recently earned J.D. Power 
and Associates recertification, while the 
AmerenlP contact center in Decatur, Ill., 
achieved certification for the first time. 
All of the hmeren companies' customer 
cotitact centers are now cenified. Certifi- 
cation is for one year. Recertification 
oepends on the results of another cus- 
tomer satisfaction survey. 

"I'm proud of our contact center  rep^ 

resentatives," said Stan Ogden. manager, 
Ameren Illinois Customer Sewice. 
"They've proven their ability to deliver an 
outstanding customer experience." 

I 

., . 

want lo take these additional steps: 
k n  your refrigerator to its coldest set- 
ting and leave the door closed (But don't 
forget to turn the setting back up when 
theriskisover!) 

* Emergency telephone numbers R 
Flashlights and fresh batteries - Extra krys for your garage and home 
Battery-powered radio 
Battery-powered or wind-up 

3 % 'E K$ 
!E .! 

alarm clock i lhrn off and unvlug any unnecessaw . .  . 
Supply of bottled water (one 
gallon per person per day) 
Non-perishable foods that 
don't require heating 
Blankets, bedding or 
sleeping bags 
First-aid kit and medications 
Hand-operated can opener 
Special items for infants, the elderly or 
family members with special needs 
Hand tools, such ac ascrewdriver, seis 
sors, duct tape, plastic utensils, paper 
plates, miterproof matches and 
household bleach 

electrical equipment - especially 
sensitive electronies. 
Place important documents in a safe 
box or other waterproof storage space. 
Fill your vehicle's gas tank - Bring lawn fiuniture and other loose, 
l i e i g h t  objects inside. 

Finally> don't forget your 
pets! Make sure you have plenty 
of food and water. fresh litter 
and clean newspaper, leashes 
and collars and a carrier for 
each pet! 

For the Record: Does Tree-Trimming Really 
Reduce Storm-Related Power Outages? 

In major storms where entire trees are 
uprooted and brought, down on power lines, 
a routine treetrimming program would have 
little or no impact on t,he extent, and  dura^ 
I.ion of outages. 

The main purpasc of maintenance tree 
trimming is to prevent incidental contact of 
limbs with power lines - not to prevent 
entire trees or Parge limbs that normally 
have adequate elewancr fmni falling into 
power lines in an exceptionally severe storm. 

An extensive tree rcmuml program m u l d  
be necessaq to prevent 'problem" tre.es 
from causing power outages during a mjor 
storm, but many of these bees are outside 
utili@ right,s~of-way, wlierr ul,ilities currently 
lack aixhority t,ii removc them. 

Aimmi! i.vniliani,:s siiyport (.tie expaisiori 

of tree-lrimming programs, along with pro+ 
sions for increased removal of problem trees, 
provided regulators enable the companies to 
fund that expansion and obtain the neces- 
sary authority to trim or remove problem 
trees outside our rights-of-way 

The best defense against tree~related out- 
ages is to live by the saying, 'the right tree in 
the right place." 

That meam not planti@ trees directly 
beneat,h power lines, near poles or too close 
to electrical equipment. 

or limited heist variety like crabapplrs, 
hawthorns, ornamental pears or cherries. 
Working together, we can reduce the number 
:md duration of stomi~relalt!d c~iita~es! 

Consider lilanting trees of a slower growth 
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ENERGY STAR@ - Your Smart Choice in Appliances, Electronics 
When shopping for new appliances or 

home electronics, there's an eaq w4y to 
tell which modelswill be easiest on your 
energy bill, and easiest on the emiron- 
ment Just look for the ENERGY STAR@ 
label. 

The ENERGY STAR label idenliies 
products that meet strict energ). efficiency 
standards set by the U.S. Environmental 

Is Your Contact 
Information 
U p-to-Date? 
The Ameren Web site. 
www.ameren.com. offers a range 
of features to help you with billing and 
service questions, as weli as useful 
energy savings tips and tools to help 
you control costs by using energy 
more efficiently 

Recently, we enhanced our Storm 
Center to provide you wlth more 
detailed information about power 
outages, even during major storms 
The Storm Center also provides ye-  
cia1 outage alerts and other key 
information tailored to your area 

To use some of these special 
features, you will need to register, 
but registration IS easy Just go to 

"My Home" or "My Business." Then 
click on 'Sign Up Now " 

Akeady registered? You can visit 
our Web site to update your e mail 
address, phone number and other con 
tact information so you can conrinue 
to enjoy the full range of features and 
services available 

, 

Protection Agency (EPA) and the U.S. Depart 
ment of Energy (DOE). Products that have 
eamed tbis label help you save energy and 
money without, sacrificing performance. 

Wien buying a new appliance, remember 
thili it has two costs - what you pay for the 
appliance itself, and what you pay for the, 
energ). to operate it over the Ice of the prod- 
uct. ENERGY STAR-qualified appliances such 
as clothes washes, refrigerators, dishwashers, 
mom air conditioners and dehumidifiers use 
dvanced technologies that reduce enespy and 
water usage 10 to 60 percent over standard 
models. 

Looking for the ENERGY STAR label in 
choosing home electmnics can make a big dif 
ference, too. An average home has rougNy two 
l V  sets, aVCR, a DVD player and three tele- 
phones. kwrduvg lo the DOE, 40 percent of all 
electricib used lo power lhese devices is con- 
sumed while they're turned off. That's hecause 
ewn when they're off, home eleclronics p r d  
ucts use energv lo power "always on" features 
like clock displays and reinote cont,rol capa- 

bility, ENERGY STAR-qualified products use 
as much as 60 percent less enem to perform 
lliese ftmliuns. 

site: www.energystar.gov 
To learn more, visit the ENERGY STAR Web 

Save Postage and Gasoline 
th Online Payment Options 

With postage up and record-high gasoline 
prices, now is a good time to consider 
Anresen's online payment options. 

Direct Pay allows you to have your month- 
ly Anieren service bill paid direr,ily from yow 
bark account on the day i t  is due. Beforc 
your payment due date, you \rill receive. your 
monthly statement with the same information 
you get norr; so ~ [ J U  can record the amoimt in 
your chwk register. But instcad d act,iially 
having t,o witc a check, your payment, will bt: 
niado automatically. There is no charge for 
this seivi(.e. 

A i i i i l h v  free piqinviii. iipt,iw !:i~ i\mvrcm 

customers is lo pay online by elecironic 
check, through CheckFree Corporation. You 
will nerd yow h e r e n  account number io 
sign up nith CheckFree. 

or debit card there is a convenience fee of 
$3.50 for each transaction. 

For details on these and other payment 
options, tisit m-.ameren.com, and click on 
"Xly Home" or "My Business." 

You may also pay your bill online by credit 

http://www.ameren.com
http://www.energystar.gov
http://m-.ameren.com
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Stay Cool 
During the 
"Dog Days" 
of Summer 

As we enter the "dog days" of 
summer here are some simple ways 
tc help keeii YOU. arid Rover, from 
losing ywr CNI: 

Close blinds or draperies on the 
SL& and west side of your house 
to keep out the summer sun. 
Set the h m o s t a t  on your air m n ~  
ditioner to the highest setbng at 
whch you arecomfonable. Foi 
each degree you raise the memo- 
stat, you can saw 2 to 3 percent 
on your cooling costs 
Run heat-producing appliances, 
such as dishwashers. washing 
machines and clothes dryers, 
early in the morning or later in 
the evening to avoid adding 
extra heat to your home during 
the hottest part of the day. 
Finally, check yourairconditione~s 
filter once a month When you 
can hardly see light through it, 
clean or repiace it. Also, keep 
the outdoor compressor free of 
lemes an3 ilrhr's 

ICC Docket No. 07-0539 

Page 2 of 2 
Sources of electricity supplied for the 12 months end@Mar&&$B007 

Natural gas-fired power 8% 

Unknown resources purchased 
from other companies 8% 

AVERAGE AMOUNTS OF EMISSIONS and AMOUNT OF 
NUCLEAR WASTE per 1000 kilowatt-hours (kwhs) 
PRODUCED from KNOWN' sources for the 12 months ending 
March 31,2007 

Carbon Dioxide 1,970 Ibs 
Nitrogen Oxides 2 48 Ibs 
Sulfur Dioxide 9.35 Ibs 
High-Level Nuclear Waste 0 Ibs 
Low-Level Nuclear Waste 0 f t 3  

Footnote 
' 8% of the total electricity supplied was purchased from other suppliers and the amounts of emissions 

and amnunt of nuclear waste attributable to producing this electricity is not known and is not included in 
this table 

Additional information an companies selling electrical power in Illinois may be found at the Illinois 
Commerce Commission's Web site (ww.icc.illinois.gov) 

AmerenClLCO Customer Service 

Residcntiiil. 1.888.672.5252 
Busiiiess. 1.877.677.5740 1.8oO.892.01 W 
S. i spmeo  G.1;; Le ,k 1.888.672.5252 

' T l Y  111 n0.s Reluy: 711 
Undcrgiouiid Locating IJlJLIEt: 811 or 

SI.ec:il Pdv Ii i fori i i ,tm 1.866.729.2452 

http://ameren.com


AmerenC I LCO’s, AmerenCIPS’, and Ameren IP’s 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 2.01 Regarding Ameren’s Exhibit 2.0 Page 9 of 45, (Lines 186-204) Witness 
Voytas indicated that Ameren will offer numerous residential and 
business services and programs. Please provide a detailed description 
of similar or related existing services Ameren is currently offering its 
Illinois customers, and program results and analysis. 

The Ameren Illinois Utilities are not currently offering Illinois residential 
and business customers similar or related energy efficiency and demand 
response programs which witness Voytas described in his testimony. 
Therefore, program descriptions, results and analysis do not exist. 

Response: 

Prepared By: Gregory W. Lovett 
Title: Managing Spv, Product & Svcs 

Date: December 12. 2007 
Phone: (314) 554-6415 



AmerenCILCO's, AmerenCIPS', and AmerenlP's 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 1.12 

Response: 

At p. 50 of the Plan the Company discusses the difficulty of evaluating 
bulb placement and usage. Please provide more detail regarding how 
the Company will be collecting customer information that will allow it to 
track participants' usage, including how it will obtain customer contact 
information. 

At this point, it is unclear what the most effective strategy will be, and it 
will be the responsibility of the evaluator to develop the approach that is , 

most effective for purposes of the evaluation. If a program is based on 
manufacturer or retailer buy-downs, it is virtually impossible to track 
participants. In-store rebates and coupon-based incentive approaches 
enable tracking but some retailers refuse to participate in programs that 
require them to process rebate forms. Mail-in rebates are the most track- 
able, but involve considerably more expense. The Ameren Illinois Utilities 
will work with the program implementer, evaluator and other parties to 
develop a final program design that enables the most effective tracking 
process within budget. 

Prepared By: Val R Jensen 
Title: Senior VP, ICF International 

Date: December 12, 2007 
Phone: (41 5) 677-71 13 



AmerenCILCOs, AmerenCIPS', and AmerenlP's 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 1.13 Has Ameren done any research to estimate potential savings from 
consumers setting their thermostats at recommended levels in summer 
and winter? 

Response: Ameren Corporation's subsidiary, AmerenUE, conducted a critical peak 
pricing pilot in 2004 and 2005. On average, customers on solely a critical 
peak pricing rate, using no technology, reduced load during critical peak 
periods by approximately 0.6 kW per kW. Customers on a critical peak 
pricing rate who also employed smart thermostats provided by 
AmerenUE reduced load by approximately 1.2 kW per customer. No 
critical peak pricing events were called during winter months. 

Prepared By: Richard A Voytas 
Title: Manager, Energy Efficiency 

and Demand Response 
Phone: (314) 554-3025 

Date: December 12, 2007 



AmerenCILCOs,  AmerenCIPS', and AmerenlP's 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 1.15 Has Ameren done research regarding the usage of programmable 
thermostats in its service territory? If yes, please describe and provide all 
documentation, including the following 

n) How many customers currently have programmable thermostats? 
0) How many customers who have programmable thermostats use 

them? 
p) The average savings per customer 
q) The benefits to the system from greater usage of programmable 

thermostats 

Response: n) The Ameren Illinois Utilities do not know how many customers 
currently have programmable thermostats 

0)  The Ameren Illinois Utilities do not know how many customers 
who have programmable thermostats use them. 

p) See The Ameren Illinois Utilities' Response to Energy Law & 
Policy Center's Data Request No. ELPC 1.13, filed currently 
herewith. 

q) The Ameren Illinois Utilities have not researched on benefits to the 
system from greater usage of programmable thermostats. 

By "Ameren" we understand this to mean the Ameren Illinois Utilities. 

Prepared By: Richard A Voytas 
Title: Manager, Energy Efficiency 

and Demand Response 
Phone: (314) 554-3025 

Date: December 12, 2007 



AmerenCILCO's, AmerenCIPS', and AmerenlP's 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 1.16 Does Ameren believe it faces different challenges than ComEd 
implementing energy efficiency programs due to the rural nature or other 
unique characteristics of its service territory? If yes, please explain how it 
plans to target and manage its programs to adjust for those differences. 

Response: Yes. The Ameren Illinois Utilities will face different challenges than 
ComEd when implementing their energy efficiency programs. One 
difference, among others, is population density. The Ameren Illinois 
Utilities serve 1.2 million electric customers over 44,000 square miles - 
an average of 27 customers per square mile. The number of customers 
per square mile is estimated to be 10 times larger for ComEd. 

The Ameren Illinois Utilities will select Program Managers to assist with 
final program design and marketing plans. The Ameren Illinois Utilities 
anticipate Program Managers will bring expertise and experience from 
various markets which will allow us to successfully implement programs 
that account for the unique characteristics of our territories. 

Prepared By: Stan E. Ogden 
Title: VP, Customer Service & Public 

Relations 
Phone: (309) 677-5549 

Date: December 12. 2007 

Prepared By: Keith Martin 
Title: Manager, Customer Service 

and Energy Efficiency 
Phone: (309) 677-5562 

Date: December 12, 2007 



AmerenCILCO's, AmerenCIPS', and AmerenlP's 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 1.18 Has Ameren done any analysis regarding customer's usage of outdoor 
lighting, including current customer usage of energy efficient outdoor 
lighting and potential customer savings? Please provide all 
documentation. 

Response: Objection. The data request seeks information that is not relevant nor 
material to the issues in this proceeding, and not likely to lead to the 
discovery of admissible evide,nce. Without waiving objection, the answer 
is none. 

Prepared By: Stan E Ogden 
Title: VP, Customer Service & Public 

Relations 
Phone: (309) 677-5549 

Date: December 12, 2007 



ELPC 

AmerenCILCO’s, AmerenCIPS’, and AmerenlP’s 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

1.19 Ameren’s Residential Lighting &Appliances program description does not 
provide any references to different types of lighting. Has Ameren done 
any specific savings analysis or planned any specific programs related to: 

a) Outdoor lighting 
b) Recessed indoor lighting 
c) Candelabra-type lights 
d) Other forms of lighting 

Please explain and provide all documentation. 

Response: No, the analysis at this stage considered only basic CFL screw-in and 
pin-based lamps, table lamps and torchieres. The Ameren Illinois Utilities 
expects that the final program design will include specialty lamps. 

Prepared By: Val R. Jensen 
Title: Senior VP, ICF International 

Date: December 12, 2007 
Phone: (415) 677-71 13 



AmerenCILCO’s, AmerenCIPS’, and AmerenlP’s 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 1.21 

Response: 

Please provide the most recent copy of Ameren’s appliance saturation 
and/or customer end-use surveys, or any similar market research. Such 
research would include information such as the typical vintage and 
characteristics of the refrigerators and other appliances of Ameren 
customers. 

The Ameren Illinois Utilities are not aware of any appliance saturation 
and/or end-use surveys that have been conducted in the past five years 
for any of the Ameren Illinois Utilities. Such surveys completed prior to 
this period are generally not available and would not be expected to 
provide relevant data. 

Prepared By: Stan E Ogden 
Title: VP, Customer Service & Public 

Relations 
Phone: (309) 677-5549 

Date: December 12. 2007 

Prepared By: Richard A Voytas 
Title: Manager, Energy Efficiency 

and Demand Response 
Phone: (314) 554-3025 

Date: December 12, 2007 



AmerenClLCO's, AmerenCIPS', and AmerenlP's 
Response to 

Energy Law & Policy Center (ELPC) Data Requests 
ICC Docket No. 07-0539 

Approval of Energy Efficiency and Demand Response Plan 

ELPC 1.23 Has Ameren done any studies or does Ameren possess any information 
regarding phantom load, i.e., load from appliance that are plugged in but 
not in use? Please provide all related documents. 

Response: Objection. The data request seeks information that is not relevant nor 
material to the issues in this proceeding, and not likely to lead to the 
discovery of admissible evidence. Without waiving objection, the answer 
is none. 

Prepared By: Richard A Voytas 
Title: Manager, Energy Efficiency 

and Demand Response 
Phone: (314) 554-3025 

Date: December 12, 2007 



OPINION DYNAMICS 
, .  ~ . . .  , .  . . ,  . .. r * ( , : -  , _... , ,  . . . % . .  . , , .  

ICC Docket No. 07-0539 
ELPC 2.03 Attach 4 

Page 1 of 26 

EVALUATION OF AMERENUE’S 
COMMERCIAL ENERGY AUDIT AND ENERGY 

EFFICIENCY IMPROVEMENT REBATE 
PROGRAM 

PrepuredJor 

AMERENUE 

Prepared by 

OPINION DYNAMICS CORPORATION 
1030 Massachusetts Avenue 

Cambridge, MA 02138 
(617) 492-1400 

www.opiniondynam ics.com 

In partnevshb with 

GDS ASSOCIATES 

June 2007 



ICC Docket No 07-0539 
ELPC 2 03 Attach 4 

Page 2 of 26 

TABLE OF CONTENTS 

Executive Sutnmary ........................... ............................................................................... 1 

I. Introduction and Methodology. .................................... 
. .  11. Program Description .............................................................................................................. 4 

111. Program Accomplishments ... ......... ......... 

IV. Impacts ................................................................................................................................... 9 

V. Process Findings and Recommendations 

VI. Firmographics and Other Detailed Information from Evaluation ........................................ 16 

VII. Detailed Impact and Cost-Effectiveness Analyses ...... .............................. 17 

OPINION DYNAMICS 
c o s z P o n A r  I O N  



Evaluation of AmerenUE's ~~ .. Comm. Energy Audit & Energ) ~~ Efficienq Improvement ~ ~ RebattCWQTahet  no^ 0?%230 
tLPC 2 . E  ARach 4 

Page 3 of 26 

~~ 

Executive Summary 

The Commercial Energy Audit and Energy Efficiency Improvement Rebate Program is designed 
to encourage more effective utilization of electric energy through energy efficiency 
improvements in the building shell or though the replacement of ineficient electrical equipment 
with efficient electrical equipment. AmerenUE provides a rebate for a portion of the costs of an 
energy audit and related upgrades that improve the efficient use of electricity. (A detailed 
description is provided in Section 11.) 

This program was run as a pilot program between 2003 and 2006. Program accomplishments 
during the pilot period include: 

42 applications with 3 1 of42 projects completed: 29 high-efficiency lighting or lighting 
controls; 5 HVAC improvements or HVAC controls; I installation of variable speed drives 
(VSD) and chillers' 
Over $131,000 in rebates provided to customers, with 71% of  program budget committed 
Additional non-energy benefits reported by participants, including brighter and cleaner 
lighting 
Self-reported estimates by participants ofover 5:724 MWh in annual energy savings from 
program supported projects, with verification of  nearly 1.000 MWh. 

These program accomplishments are described further in Section 111 

The amount of funding available to participants during this pilot was small (Le., a maximum of 
$5,000 per customer). For participants, these funds increased communications and overall 
satisfaction with AmerenUE; but while appreciated by customers, for most customers, the small 
amount of funding from the AmerenUE program does not appear to increase the efficiency level 
of the projects-there were, however, a few participants who said that it did help justify the 
measures and/or speed up the timing ofthe upgrades. 

During the pilot period, this program was undersubscribed, and most notably, did not result in 
the energy savings that could have been achieved with the available program funding since only 
71% of the available budget was used or committed. Notably. it was also administered at a low 
cost by AmerenUE (and with AmerenUE kicking in for the cost of the administrative efforts). 
As such, program tracking was kept to a minimum. This approach is understandable given the 
low level of funding for the projects; however, the lack of project documentation does not allow 
for an impact analysis to be conducted. The evaluation team was unable to verifi program 
savings or report on the cost effectiveness ofthis program. 

We did, however, examine impacts for seven of the 3 I projects completed through this program. 
These projects appear to be cost effective. (See Sections IV and VII.) 

' This is according to the program spreadsheet although our review ofthe final rebate applications indicates that at 
least one project (an HVAC project) is mislabeled as a lighting project in the program spreadsheet. 
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Based on the findings from our evaluation efforts, AmerenlJE and the Collaborative should 
consider the following process recommendations for future commercial programs: 

~ . ~ . ~~~~ 

i Increase marketing efforts to promote program awareness and increase future 
participation 

t+ Change the rebate structure to support additional projects and encourage projects that 
would not otherwise be done, and review size requirements 

i Require an ROI of over three years to reduce freeridership 

'? Reexamine the role of the audits 

i Consider a more formal pre-application notification process that limits the reservation of 
ftinds, and a stated policy for extension of deadlines 

i Increase administrative oversight and program tracking efforts 

i Collect additional data to allow for an impact analysis (details included in Section V) 

i Verify documentation, installation and persistence of  measures 

'? Conduct future evaluation eforts closer to project implementation 

While the pilot was valuable-allowing AinerenUE to ga in  experience \vi t l i  a commercial 
program, before rolling out a larger program-AmerenUE should revisit the project design and 
ensure that all necessary information is being tracked. Addition information on each of the 
recommendations listed above is provided in Section V. 

OPfNfON DYNAMICS 
('0 R P O  K A T 1  0 N 



Completed interview 
Could not identify correct 
telephone number 
Did not return call after multiple 
attempts to contact 

Number of Customers Number of Projects : 

13 20 

5 S 

12 12 

~ 

a. Three ofthe interviewees did not have sufficient time to complete the entire interview 
and ooly provided high-level feedback about the program. 

Because of the small number of participants in this program, we would need to speak with 
approximately 70% of the customers in the database (22 of the 32 customers) to present 
quantitative findings with 90% confidence & 10% error. Thus, our findings below should be 
considered to be qualitative findings. 

Dropped from program 

Three of the interviewees did not have sufficient time to complete the entire interview and only provided high- 
level feedback ahout the program. Most of the impact and process findings in Sections IV and \' helow are 
therefore based on the responses of ten program participants, ofwhich eight had completed their projects. 
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11. Program Description 

The Commercial Energy Audit and Energy Efficiency Improvement Rebate Program is an 
incentive prograin designed to encourage customers to replace inefficient energy consumption 
equipment or otherwise improve the cnergy efficiency of commercial facilities. The program 
started on October I, 2003 and was run as a pilot program through the end of 2006. 
During this pilot program, there were two rounds of funding. Each round of funding allowed for 
25 projects with a maximum rebate amount of $5,000 per project. The maximum program 
funding was $125.000 per year, for a total program budget of $250,000. 

Energy-efficient measures eligible for rebates include high-efficiency lighting: space and water 
heating equipment, central air conditioning. and other measures. The target market is small 
commercial companies in Missouri that are served by AmerenUE. The design documents 
indicate that larger companies would not benefit as much from this program because it has a 
relative small rebate (up to $5.000 per customer), but they are still eligible to participate. 
Individual residential homes and manufacturing facilities are not eligible to participate in the 
program. 

Prospective program participants completed the Customer Enrollment Application, which 
requests general information about the applicant and their business, e.g., contact information, 
building type and structure, and prior energy conservation projects. Applications were screened 
to determine that the customer was an AmerenUE Missouri customer, and that there were still 
openings in the program. No information on anticipated energy savings measures was collected 
in the enrollment application (although estimated savings is usually provided on the final rebate 
application), and savings and ROI were not required. 

According to the program materials, the program consists of three main components ~ an initial 
energy audit, a follow-up energy audit, and implementation of energy audit recommendations ~ 

although participants do not need to complete all three components to  receive a rebate. These 
three program components are described below. 

Initial Energy Audit: The initial audit is a high-level walk-through and audit ofall the systems 
listed under AmerenUE's standard energy audit.3 Although the audit step is required to be in the 
program. there is no required forms to fill out unless the customer is requesting reimbursement. 
(Notably, only one participant received a rebate for the initial audit according to the program 
tracking spreadsheet.) Auditors usually submitted some form of paperwork (at times an invoice, 
other times a more detailed audit report.) According to the design documents. the initial audit is 
intended to identify potential cost-effective improvements and energy savings measures but the 
extent of this audit is not specified. AmerenUE makes available a list of approved Energy 
Auditor (EA) firms, but participants are not required to use a contractor from this list. The 
program provides a rebate of 50% of the cost of the initial energy audit, up to $500. In many 
cases, however, the contractors do not separately charge for the audit if they are also hired to 
implement the energy saving measures. 

' This includes general building construction, heating and cooling systems, water heating system, refrigeration 
equipment, indoor and outdoor lighting, cooking equipment: office equipment, laundry equipment, hot tubs. spas, 
and swimming pools, elevators and escalators, intewal usage data, and operations and maintenance procedures. 
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Follow-up Energy Audit: The follow-up audit is a detailed on-site audit of the systems 
identified as areas of potential energy savings during the initial audit. In this audit. which is not 
required to receive the implementation rebate, the auditor calculates specific energy savings from 
potential measures as well as the predicted potential total energy savings and the associated 
Return on Investments (ROI). Recommendations of energy saving measures are outlined in a 
report for the customer. According to the design document, AmerenUE would then review the 
recommendations to verify applicability to the program. After the follow-up energy audit is 
performed, the remaining 50% of the initial audit cost: up to another $500, is credited to the 
customer. It should be noted that none ofthe projects enrolled in the pilot program had a follow- 
up audit performed (so the follow-up audit component is by design, not in practice). 

Implementation of Energy Audit Recommendations: The customer has I 8  months from the 
application date to complete some or all audit recommendations. Once energy efficiency 
measures have been implemented, the customer completes the two-page "Application for 
Commercial Energy Audit & Energy Efficiency Rebate Program" which asks for the date 
complete: the annual kWh savings, the associated costs and ROI (estimated by the contractor) 
and submits this form to AmerenUE with documentation of project completion (generally an 
invoice). The AmerenlJE program administrator verities that the customer has the correct 
paperwork and then sends the application to AmerenUE's accounting department to offer the 
customer a rebate of 33% ofthe costs of the upgrades, tip to a total o f  $5.000 (minus the previous 
audit credits, if any). Interactions betwecn the customer and the program administrator are 
minimal. While the current pilot program does not require a specific ROI for participation, it is 
anticipated that future program revisions will require an ROI of greater than three years. 
AmerenUE conducted minimal proactive promotional campaigns for this program given the 
minimal funds available during the pilot period. According to the program materials, 
promotional activities included: 

Press release at the beginning of the program. 
Description ofthe program on the Products and Services page in the Your Business 
section of www.ameren.com. 
Description ofthe program to customers who could benefit from this program during 
routine discussions in the field and call center, and to customers requesting information 
about the program. 

4 

' This is believed to have been shon and brief since the program was only available to 25 customers each round. 
No large scale marketing was done. Design documents indicate that messages w,ould be available on the Ameren 
bills, but this was never done due to the iimited.availability o f  funding. 
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Application Date 

Date Implementation Completed 

Number Initiated 

(Unique Customers) 

(Unique Customers) 

Projects Started But Not Completed 

Number Completed as of March 2007 

Round 1 Round 2 T T t T 7  
10/27/03 to 10/06/05 10/06/05 to 06/26/06 10/27/03 to 06/26/06 

12/13/03 to 03/29/06 . 10/30/05 to 09/30/06 12/13/03 to 09/30/06 1 
25 17 42 i 

_-L_i 

(15) (17) (32) 

(13) (8) (21) 

23 8 31 

9 9 

The majority of the 3 1 completed projects are lighting projects. with a few other types, including 
HVAC, VSD, and chiller prqjects. All completed projects had an initial audit but only one was 
funded through the program; none had a follow-up audit. 

Projects Dropped 

’ This is according to the program spreadsheet although our review of the final rebate applications indicates that at 
least one project (an HVAC project) is mislabeled as a lighting project in the program spreadsheet. 
‘ The tables in this section include program information as of hlarch 2007. 

1 1 2 
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Round I Round 2 Total 
~ .~ 

Measures 
Total Number of Completed Projects 
~- 

easwe home pmjecls had miiltIple n7easur.e.~) 

Lighting 1 Lighting Controls’ 22 29 

.. . ~ 

Initial Energy Audit 
Initial Energy Audit Funded Through the 

.... ~ 

_____L-- - 
a. Lighting controls include occupancy sensors; H\’AC controls include DDC Controls. vroerammable T-stats. and . .  . .  
thermostat contruls for ceiling fans. 

During in-depth interviews, three customers indicated that the AmerenUE program affected the 
timing of their project (moving it up), or that the program affected the efficiency level. Three 
others said that they “might or might not” have done the project without the AmerenUE funding. 
M3n) customers: however. (7 of 13) rcported hat  while vcr) satisfied \+ ith the program. they 
would have made the changes anyway. In all, four of 13 interviewees indicated that the 
incentive was very important in their decision to install the upgrade. 

Over %131,000 In Rebates Given, With 71% of Budget Committed 
AmerenUE provided a total of $131,000 in rebates, representing about 53% of the program 
budget, with an average rebate amount of $4,528 per project. In addition, up to $45,000 in 
additional rebates are earmarked for the nine projects that have been started but not completed 
(as ofMarch 2007). If these rebates are given out in full, program rebates would total $176,000, 
or 71% of the program budget. Only one of the 31 completed projects requested a rebate for 
audit costs. 

Total implementation costs for the completed projects by participants have totaled almost $5 
million;’ thus the AmerenUE rebates represent only 2.6% ofthe total funds for these projects (or 
8% of total funds after removing one outlier). According to customers, the average ROI period, 
before the rebate, was 4.5 years, with 1 1 completed projects having an ROI of three years or less 
and 18 completed projects having an ROI of greater than three years.* 

’ Note that one project with a recorded implementation cost of S 3 . 3  million accounts for 66% oftotal project costs 
Note that two of the completed projects were missing ROI information in  the database. 8 
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-. 1 Round I 1 Round2 ~ Total I 
Total Rebate? Available SI25 000 $I25,000 $250,000 

i Rebates Provided $109.309 $22,000 I $121.309 

I 8706 1 ~ ~ 

$4,752 1 ! 

I 

. I . .. 
.- 

Total lmplementgion Cost 

Average ROI 
~. 

Number with ROI 5 3 years 7 ;  
L Y  Number with ROI > 3 ears i 16 ~ 

Non-energy Benefits Including Brighter Cleaner Lighting 
Through in-depth interviews with 13 participants, several participants indicated that the program- 
supported lighting improved the conditions of those in the space. Respondents (including the 
National Guard) frequently mentioned brighter, cleaner lighting as one non-energy benefit from 
the AmerenUE supported projects. 

Over 5,724 MWhs in Annual Energy Savings from Program Supported Projects 
While documentation was not available to conduct an impact assessment for this program (see 
detailed write-up belowj. paizicipmts were asked to piwide cstiinates ofarinual L \ V h  savings 011 

the final rebate applications. The AmerenUE program spreadsheet estimates that the 31 
completed projects account for annual energy savings of over 5,724 MWh. Nearly 1,000 MWhs 
of this was verified through our analysis. (See Section V I . )  This program has the ability to 
result in a large amount of energy savings for AmerenUE and the Collaborative-more than 
nearly every other program in the portfolio besides the residential lighting program. 

OPINION D Y N A N K S  < ’  0 K P O  K A 1 I O N  



Evaluation of AmerenUE’s Comm. Encrgy Audit & Energy Efficiency linprovemcnt KebatKFN@uhet No. O p e 9  
ELPC 2~(J3 AttaTdhT 

Page 11 of 26 

IV. Impacts 

Over the pilot period: this program was administered in-house, at a low cost. As such, program 
tracking was kept to a minimum (as were administrative costs). This approach is understandable 
given the low level of funding for the projects; however, the lack of prqject docinnentation did 
not allow for an impact analysis to be conducted. Thus, we arc unable to report total program 
savings or the cost effectiveness ofthis proz .ram. 

We did, however, examine impacts for seven of the 31 prqjects that were supported with 
program funds (see table below). This included live lighting projects and two HVAC projects. 
Savings for the lighting projects ranged from 73:OOO kUih to 258,000 kWh, while savings from 
the two HVAC projects were 44,192 and 275,000 kWh. Only one of the HVAC projects resulted 
in gas savings. (See table below.) 

The total savings from these seven projects was approximately 1;OOO MWh, and all seven were 
determined to be cost-effective. (See Section V11.) While we did not have enough information 
to extrapolate to the program as a whole (given the wide range of projects), these seven projects 
represent 23% of all completed projects. 

~~~ ~ ~ ~ ~~~ ~ 

Tahle ~~ ~~~~~~ 5:  ~~~~~ S a v b s  from Seven Projects 
~ 

i 
Demaad ~ ~ ~ ~ ~ ~ i ~ ~ ~ ~ . i ~ i t ~ ~ s ~ i , , i ~ ~ s  ;  as Savings 

’ 

Project Type (kWh) (therms) Reduction (KW) 
Missouri Lutheran Synod-St. Louis HVAC 275.949 _. 70 

Walbiart-Ferguson Lighting 258,546 -490 47.4 

WalMart-Caruthersville Lighting 148,477 -304 29.3 

WalMart4wensvi l le  Liehtine 108.354 1 -248 23.7 

St. Anthony’s-St. Louis Lighting 74,460 .. 20.4 

Lighting 73,25 1 -. 23.5 Clean UniforntO’Fallon 

Capitol Plaza Hotel--Jefferson 

TOTAL FOR 7 PROJECTS 

_._ . 

HVAC 42,192 I 1,044 24.7 - 
981,229 kWh 

Through in-depth interviews with 13 participants, we also found that all measures are still 
installed (Le.? in-service rate appears to be 100%). Three of 13 participants indicated that the 
project resulted in increases in the use of the equipment (Le.> snapback). No spillover was 
reported by those interviewed. 

Recommendations for data tracking, to allow for future impact evaluations, are provided in the 
process findings section below. 
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V. Process Findings and Recommendations 

The Commercial Energy Audit and Energy Efficiency Improvement Rebate Program was 
undersubscribed during the pilot period, and most notably. did not result in the energy savings 
that could have been achieved with the available program funding since only 71% of the budget 
was used or committed during the pilot period. 

Overall, however, there was a high level ofsatisfaction among the customers who enrolled in the 
pilot program. The interviewed participants found both the application and the rebate process to 
be very easy and thought that AmerenUE provided all the program information they needed. 
Some also mentioned that the AmerenUE program contact was helpful in guiding them through 
the process. None of the interviewed participants indicated having any problems with either the 
application or rebate process. Several interviewees indicated that the application process was 
“very easy” and that the AmerenUE contact person had been very helpful. One participant 
mentioned that the online application process was helpful. Participants were also highly satisfied 
with the new products they installed. The pilot Commercial Energy Audit and Energy Efficiency 
Improvement Rebate Program was clearly very popular with the interviewed program 
participants, and interviewees had very little criticism about any aspects of the program. 

Based on our process related findings, AmerenUE and the Collaborative should consider the 
following recommendations for future programs: 

P Increase marketing efforts to  promote program awareness and increase future 
participation 

As mentioned above, this program was undersuhscribed. During the pilot period, the 
program enrolled 42 of  50 possible projects. So far, proactive promotional campaigns for 
this program have been kept to a minimum, partially because the program v‘as still in its 
pilot phase and was only available to Ameren’s Missouri customers. The limited 
approach to marketing might have contributed to the under-subscription to the program in 
its second round of funding (only 17 o f25  potential projects were initiated). 

Going forward, we recommend increasing marketing efforts to encourage more 
participation in this program (assuming that the program grows). Because this program 
currently targets small commercial customers (who most likely do not have account 
representatives), AmerenUE should consider proactively reaching out to targeted 
customers, either on a one-on-one basis or through a contractor network. Notably, 
through in-depth interviews, participants in the pilot program reported learning about the 
program through a variety of sources, including contractors, Ameren’s website. and by 
directly contacting AmerenUE to inquire about available incentives. 
We also recommend searching for a way to expand the program to Illinois customers if at 
all possible. 

3 Consider changing the rebate structure to support additional projects and 
encourage projects that  would not otherwise be done, and review size requirements 

Interviewed participants were generally satisfied with the level of program incentives. 
For many (7 of 13), however, their satisfaction appears to he, in part, because they would 
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