SACE 1st Response to Staff

010497

LAW OFFICE OF
ROBERT W. KAYLOR, PA.
3700 GLENWOOD AVENUE, SUITE 330
RALEIGH, NoRTH GCAROLINA 27612

(QI9) 828-5250
FACSIMILE (919) 828-5240

B!
March 6, 2013 WR 610
Cler¥® gg:[i;\:n\ssmﬂ
, L

Gail L. Mount )
Chief Clerk
Office of the Chief Clerk
North Carolina Utilities Commission
4325 Mail Service Center
Raleigh, NC 27699-4325

RE: Docket No. E-7, Sub 1031
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Enclosed for filing is Duke Energy Carolinas, LLC’s Application for Approval of
Demand-Side Management and Energy Efficiency Cost Recovery Rider in the above -y

referenced docket.

Exhibit 9 of the Direct Testimony of Timothy Duff is CONFIDENTIAL and is
being filed under seal.

Also, Rider 5 work papers are enclosed on CD. — | CD F\\Ed_

Sincerely,

Robert W. Kaylor

Encls.
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BEFORE THE NORTH CAROLINA UTILITIES COMMISSIEN| L ED

DOCKET NO. E-7, SUB 1031 MAR 06 209
Clerks O _on
ies COMIMISS!

In the Matter of ) NG

Application of Duke Energy Carolinas, LLC ) APPLICATION OF

for Approval of Demand-Side Management ) DUKE ENERGY CAROLINAS, LLC"

and Energy Efficiency Cost Recovery Rider ) FOR APPROVAL OF RIDER 5

Pursuant to N.C. Gen. Stat. § 62-133.9 and )

Commission Rule R8-69 )

Pursuant to N.C. Gen. Stat. § 62-133.9 and Rule R8-69 of the Rules and
Regulationsbf the North Carolina Utilities Commission (the “Commission™), Duke
4Energy Carolinas, LLC (“Duke Energy Carolinas” or the “Company”) hereby applies to-
the Commission for approval of its demand-side management (“DSM™) and energy
efficiency (“EE”) cost recovery rider, Rider EE, for 2014 (“Rider 5”), which consists of
four components relating to the save-a-watt pilot approved by the Commission in Docket
No. E-7, Sub 831: (l)a prospective Vintage 4 (2013) component to recover the second
year of estimated net lost revenues for Vintage 4 EE programs; (2) a prospective Vintage
3 (2012) component to recover the third year of estimated net lost revenues from
customers who participated in the Company’s Vintage 3 EE programs from July 1, 2012
through December 31, 2012; (3) an Experience Modification Factor (“EMF”) component
which consists of the participation true-up for Vintage 3 (2012); and (4) an EMF
component which consists ot; adjustments to the previous participation true-ups for
Vintage 2 (201'1) and Vintage 1 (2009/2010). ‘In addition, as the save-a-watt pilot expires
at the end of 2013, the Companyrhas filed for abproval of its portfolio of new DSM and
EE programs and a new cost recovery mechanism in Docket No. E-7, Sub 1032, to

become effective January 1, 2014. Accordingly, Rider 5 includes the recovery of
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estimated costs associated with year one (calendar year 2014, or “Vintage 2014”) of the
new portfolio, as well as an incentive calculated pursuant to the proposed new
mechanism.

In support of this Application, Duke Energy Carolinas respectfully shows the
Commission the following:

Name and Address of Duke Energy Carolinas

1. The correct name and post office address of the Company are Duke
Energy Carolinas, LLC, Post Office Box 1006, Charlotte, North Carolina 28201-1006.

Notices and Communications

2. The names and addresses of the attorneys of Duke Energy Carolinas who
are authorized to receive notices and communications with respect to this Application
are:

Lawrence B. Somers

Deputy General Counsel

Duke Energy Corporation

P. O. Box 1551

Raleigh, North Carolina 27602

Robert W. Kaylor

Law Office of Robert W. Kaylor, P.A.

225 Hillsborough Street

Hilisborough Place, Suite 160

Raleigh, North Carolina 27603

Molly L. Mclntosh

K&L Gates, LLP '

Hearst Tower, 47" Floor

214 North Tryon Street
Charlotte, North Carolina 28202

Description of the Company

3. The Company is engaged in the generation, transmission, distribution, and

]
. 2. -
- B3
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sale of electric energy at retail in the central and western portions of North Carolina and
‘the‘ western portion of South Carolina. It also sells clcctﬁcity at wholesale to many
municipal, cooperative, and investor-owned electric utilities. Duke Energy Carolinaé isa
public utility under the laws of North Carolina and is subject to the jurisdiction of this
Commission with respect to its operations in this State. The Company also is authorized
to transact businqss in the Stat_c of South Carolina and is a p'u_blib utility under the laws of
that State. Accordingly, its operations in South Carolina are subject td the jurisdiction of
therPub.Iic Service Comlﬁission of South Carolina, | |

4.  N.C. Gen. Stat. § 62-133.9(d) autﬁorizcs the Commission to approve an
annual rider to the rates of electric public utilities to recover all reasonable and prudent
costs incurred for the adoption and implementation of new DSM and EE programs.
Recoverable costs include, but are not limited to, all capital costs, including cost of
capital and dcprcciation expense, administrative costs, implementation costs; Aincentive
payments to program participants, and operating costs. Such rider shall consist of the
utility’s forecasted cost during the rate period and an EMF rider to collect the difference
between the utility’s actual reasonable and prudent costs incurred during the test period
and actual revenues realized during tﬁ;e test period. The Commission is also authorized to
approve incentives for adopting and implementing new DSM and EE programs, including
appropriate rewards based on capitalization of a percentage of avoided costs achieved by
DSM and EE measures.

5. The Commission approved Duke Energy Carolinas’ save-a-watt portfolio
of DSM and EE measures in Docket No. E-7, Sub 831 on February 26, 2009, and

approved the modified save-a-watt compensation mechanism, as set forth in the

3



SACE 1st Response to Staff
010501

Agreement and Joint Stipulation of Settle_mcﬁt between the Company, the Public Staff,
and Southern Alliance for Clean Energy, Environmcntal Defense Fund, Natural
Resources Defense Council, and the Southemn Environmental Law Center (“Stipulation™),
in its Order Approving Agreement and Joint Stipulation of Settlement Subject to Certain
Commission-Required Modifications and Decisions on Contested Issues issued February
9, 2010 in Docket No. E-7, Sub 831. The approved cost recovery mode! provides that the
Company will be compensated based on predetermined percentages of the Company’s
capacity- and energy-related “avéidcd -costs,” an estimate of the cost of supplying
electricity. These percentages include; 75% of avoided capacity costs for DSM programs,
and 50% of the net present value (“NPV™) of the avoided energy costs plus 50% of the
NPV of avoided capacity costs for EE programs. The Commission also authorized the
Company to recover net lost revenues for 36 months for each installation of an EE
measure during a given vintage year.'

6. The Commission-approved Stipulation provides _for a series of
participation true-ups that will be conducted to update revenue requirements, including
net lost revenues, based on actual customer participation results for each vintage. The
participation true-ups for each vintage will incorporate the difference between the amount
of revenues that the Company is permitted to collect under the Stipulation based on actual
participation levels applied to the initia} assumptions of load impact or independently
measured and verified results as dcscfibed in the Evaluation, Measurement and

Verification Agreement reached- by the Company, Southern Alliance for Clean Energy

! As defined by the Stipulation, a vintage vear is the twelve month period in which a specific DSM or EE
measure is installed for an individual participant or a group of participants.

e
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(*SACE”) and the Public Staff and approved by the Commission in its Order Approving
DSM/EE Rider and Requiring Filing of Proposed Customer Notice issued November 8,
20_‘1 1 in Docket No‘. E-7, Sub §79 (“EM&V Agreement”).
| 7. In addition, in Docket No. E-7, Sub 1032, thg Company applied for
Commission approval ﬁf its portfolio of DSM and EE prbgrams and new cost recovery
mechanism to replace the save-a-watt pilot programs and modified save-a-watt cost
recovery mechanism, rcsj:_ectively. The estimated revenue requirement for the new,
portfolié component of proposed Rider 5 includes an estimate of Vintage 2014 EE.
program costs plus an earned utility in_cenfive, which is based on total program Utility
Cost Test ("UCT™) results, plus year one of net lost revenues. The EE revenue
requirements are determined separately for residential and non-residential customer
classes. Rider 5 also includes an estimate of Vintage 2014 DSM program costs plus an
incentive, which is based on total program UCT results. The DSM revenue réguircmcnts
are determined scparatelj.; for residential and non-residential customer classes.

8. Rule R8-69(b) provides the Commission will each year conduct a
proceeding for each electric public utility to establish an annual DSM/]éE rider to recover
DSM/EE related costs.

9. Pursuant to the provisions of N.C. Gen. Stat. § 62-133.9 and Rule R8-69,
the Company requests the establishment of Rider 5 to recover the second year of net lost
revenues for Vintage 4, a portion of the third year of net lost revenues for Vintage 3, the
true-up/EMF for Vintage 3, and the true-up/EMF adjustment for Vintages 1 and 2, as
provided by the Commission-approved modified save-a-watt compensation mechanism

and Commission-approved EM&V "Agreemcnt. Though the Compaﬁy filed its
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application and supporting testimony and exhibits for the new cost recovery mechanism
and portfolio of programs in a separate Docket (E-7, Sub 1032) to avoid confusion with
the expiring save-a-watt pilot, because Rule R8-69 contemplates a single annual DSM/EE
rider, the Company is seeking to include the rates associated with Vintage 2014 of the
proposed portfolio and new mechanism in Rider 5.

10.  Pursuant to the-provisions of N.C. Gen. Stat. § 62-133.9 and Rule R8-69,
the Company fequests Commission approval of the following annual billing adjuStments

(all shown on a cents per kWh basis, including gross receipts tax and regulatory fee):
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[ Residential Billing Factors T
: - : | ¢/kWh
j Resndcntlal Billing Factor for Rldcr 5 1an
. ‘ -1 0.0269
. - Prospective Components 1
Remdentral Billing Factor for Rider 5 EMF | 0.0800 |
Component (Vintage 3 True-up) ° o
Residential Billing Factor for Vintage 2 True- -up.
0.0364
; -. Adjustment -
Resndenual Billing Factor for thage 1 True- up
- 0.0031
Adjustment -~ - - ‘
Resndcntlal Billing Factor for thage 20]4 '
.0.3032
‘ Prospectlve Component : . -t
\ aag.de._.t.al Rider 5 (Total) 1 0.4495 |
Non- R&cldentlal Blllmg Factors for Rlder 5
" Prospective Components s ¢/kWh
thagc 3EE pammpant . ]6.0071
R thage 4 EE participant 100107 |
Non-Residential Billing Factors for Rider 5
EMF Component (Vintage 3 True-up) | #/kWh
Vintage 3 EE participant 0.0719°
Vintage 3 DSM participant (0.0071)
Non-Residential Billing Factors for Vintage 2
. True-up Adjustment ¢/kWh
Vintage 2 EE participant 0.0651
Non-Residential Billing Factors for Vintage 1
True-up Adjustment ¢/kWh
Vintage | EE participant {0.0017)
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Non-Residential Billing Factors for Vintage

2014 Prospective Components £/kWh
Vintage 2014 EE participant 0.0892
‘Vintage 2014 DSM participant 0.0798

Consistent with the Commission’s Order on Motions for Reconsideration issued
on June 3, 2010 in Docket No. E-7, Sub 938, Rider 5 will be in effect for the twelve
month period J;sxnuary 1,2014 tﬁrou»gh December 31, 2014. Also in acco_rdan‘ce with this
Order, the tcst-perilod for the Viniage 3 EMF component -is the period from January I,
2012 through December 31, 2012; the test period for the true-up ﬁdj'lllstmcnt related to
Vintage 2 is the period from January 1, 2011 through December 31, 2011; and the tcst‘
period for the true-up adjustment related to Vintage 1 is June 1, 2009 through December
31,2010.

11.  The Company has attached hereto as rcquiréd by Rule R8-69, the direct
testimony and c?(hibits of witnesses Kimberly D. McGee,. Timothy J. Duff and Ashiie J.
Ossege in support of the requested change in rates.

AWHEREFORE, the Company respectfully prays:

That consistent with this Application, the Commission approves the changes to its

rates as set forth in paragraph 10 above.
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Respectfully submitted, this the 6th day of March, 2013.

Adair 74,7
Robert W. Kaylor 7 '
Law Office of Robert W. Kaylor, P.A.
225 Hilisborough Street, Suite 160
Raleigh, North Carolina 27603
Telephone: 919-828-5250
robert.kaylon@lduke-energy.com

Lawrence B. Somers

Deputy General Counsel .
Duke Energy Corporation

P. O. Box 1551

Raleigh, North Carolina 27602
Telephone: 919-546-6722
bo.somers(@duke-energy.com

Molly L. Mclntosh

K&L Gates, LLP

Hearst Tower, 47" Floor

214 North Tryon Street
Charlotte, North Carolina 28202
Telephone:' 704-331-7547

melly:mcigtosh@kleates.com

COUNSEL FOR DUKE ENERGY CAROLINAS, LLC
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VERIFICATION

STATE OF NORTH CAROLINA )
COUNTY OF MECKLENBURG )

4 2 JANE.IL: MCMANELUS; being first duly swomn, deposes and says that she is
MANAGING DIRECTOR,‘RATES of DUKE ENERGY CAROLINAS, LLC, applicant in the

above-titled action; that she has read the foregoing Application and knows the contents thereof:

and that the same is true of her own knowledge.

. ‘ Jane L. McManeus

e O § b
Sworn to and subscribed before me ‘-;.’:‘g.s“%o“'““’% ox
this the -5 *44ay of March, 2013. £ 03
C¢ :% F

My Commission Expires:v"___, nheri 3.7
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BEFORE THE NORTH CAROLINA UTILITIES COMMISSION

DOCKET NO. E-7, SUB 1031

In the Matter of

Application of Duke Energy Carolinas, LLC
for Approval of Demand-Side Management
and Energy Efficiency Cost Recovery Rider
Pursuant to N.C. Gen. Stat. § 62-133.9 and
Commission Rule R8-69

i .

DIRECT TESTIMONY OF
TIMOTHY J. DUFF
FOR
DUKE ENERGY CAROLINAS, LLC
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L INTRODUCTION AND PURPOSE
PLEASE STATE YOUR NAME AND BUSINESS ADDRESS.
My name is Timothy J. Duff. My business address is 526 South Church
Street, Charlotte; North Carolina 28202.
BY WHOM ARE YOU EMPLOYED AND IN WHAT CAPACITY?
[ am erﬁp]oyed by Dluke Energy Businesé Services LLC as Geﬁera] Managf;r,
Rétaili Customer and Regulatory Strategy. : |
PLEASE SUMMARIZE YOUR EDUCATION AND PROfESSIONAL
QUALIFICATIONS.
I graduated from Michigan State University with a Bachelor of Arts in
Political Economics and a Bacl'lelor of Arts in Business Administration, and
received a Master of Business Administration degree from the Stephen M.

Ross School of Business at the University of Michigan. I started my career

- -with- Ford Motor -Company -and- worked -in-a -variety- of roles within the

company’s financial organization, inéluding Operatiops Financial Analyst and
Budget Rent-A-Car Account Controller. After five years at Ford Motor
Company, I started working with Cinergy in 2001, providing business and
financial suppdrt to plant operating staff. . Eighteen‘months later I joined
Cinergy’s Rates Department, where I provided revenue requirement analytics
and general rate support for the company’s transfer of three generating plants.
After my time in the Rates Department, 1 spent a short peried of time in the
Environmental Strategy Department, and then I joined Cinergy’s Regulatory,

and Legislative Strategy Department. After Cinergy merged with Duke

-2
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1 - Energy Corporation (“Duke Energy”) in 2006, I started a four-year stint as _
2 Managing Director, ngeral Regulatory Policy. In this role, I was primarily
3 responsible for developing and advocating Duke Energy’s policy positions
4 with the Federai Energy Regulatory Commission. 1 was named General
5 Manager, Eneréy Efficiency & Smart Grid Policy and Collaboration in 2010
6 an(i assumed my curreﬁt position (;f Generai Manager, R‘etail Customer and.

7 Regulatory Strategy in 2011.
: i

g8 Q. PLEASE DESCRIBE YOUR DUTIES AS GENERAL MANAGER,

9 RETAIL CUSTOMER AND REGULATORY STRATEGY.
10 A I am responsible for the development of strategies and policies related to
11 energy efficiency, smart grid and all other retail services.

12 Q. HAVE YOU PREVIOUSLY TESTIFIED BEFORE THIS
13 COMMISSION OR ANY OTHER REGULATORY BODIES?

S 14 A.- Yes- Itestified-in Duke Energy Carolinas;-LLC’s (“Duke Energy Carolinas™ --

1.5 ' or the “Cornpany”)‘ applications to update its demand-side management
16 (“DSM™) and energy f:fﬁciency (“EE”) cost recovery rider, Rider EE, in
17 Docket Nos. E-7, Su‘p 941, E-7, Sub 979 and E-7, Sub 1001, 1 also have
18 | testified in the foll_dwing'matters before the Public Uﬁlities Commission of
19 Ohio: Case No. 11-4393-EL-RDR . in support of Duke Energy Chio, Inc.’s
20 (“Duke Energy Ohio”) EE portfolio and the associated recovery mechanism,
21 Case No. 12-1857-GE-RDR in support of Duke Energy Chio’s application to
22 _ true-up the recovery under its three-year long save-a-watt program; Case No.
23 10-2326-GE-RDR in support of the mid-deployment review of Duke Energy

-3-
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Ohio’s AMI/SmartGrid Program; and Case No. 11-5905-EL-RDR in support
of Duke Energy Chio’s application for a distribution decoupling mechanism.
I also testified in support of Duke Energy Indiana, Inc.’s EE portfolio and the

recovery mechanism for Core Plus EE programs in Indiana Cause No. 43955

-and in support of its DSM 6 cost recovery filing specifically related to the

adjustment of annual incentive targets in Indiana Cause No. 43079. Finally, I
recently provided testimonyi in support of Duke Energy Kentucky, Inc.’s EE
portfolio and associated recovery mechanism in Kentucky Case No. 2012-
00085.

WHAT 1S THE PURPOSE OF YOUR TESTIMONY IN THIS
PROCEEDING?

My testimony supports Duke Energy Carolinas’ Application for approval of
Rider EE for 201.4 (“Rider 57). In particular, my testimony: | (1) provides an
overview of the Commission’s Rule R8-69 filing requirements; (2) gives a
synopsis of the EE and DSM programs included in the four vintages that
comprise the Company’s save-a-watt pilot; (3) discusses our results to date;
and (4) preseﬁts an overview of how these results have affected the Rider 5

calculations.

PLEASE DESCRIBE THE EXHIBITS ATTACHED TO YOUR
TESTIMONY.

Duff Exhibit 1 supplies, for each program, load impacts and avoided cost
re\}enue requirements by vintage. Duff Exhibit 2 contains a summary of net

lost revenues for the period June 1, 2009 to December 31, 2014. Duff Exhibit

-4 -
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3 contains the actual program costs for North Carolina for June 1, 2009
through December 31, 2012 and estimated costs for the Duke Energy
Carolinas system for the twelve months ending December 31, 2013. Duff
Exhibit 4 contains the found revenues used in the net lost revenues
calculations. Duff Exhibit 5 supplies evaluations of event-based programs.
Duff Exhibit 6 contains a discussion of the findings and results of the
Company’s programs and a comparison of impact estimates from the pr«;:vious

year. Duff Exhibit 7 contains the comprehensive list of all program

- modifications that have been made to the Company’s portfolio of programs.

Duff Exhibit 8 contains a summary of program performance and an

explanation of the variances between the expected program results and the
actual results. It is designed to create more transparency with regard to the
factors that have driven these variances. Confidential Duff Exhibit 9 is a list olf
the Company’é industrial and large commercial customers that have opted out
of participation in the Company’s DSM or EE progrﬁms and a listing of those
customers that have elected to participate in new measures after having
initially notified the Company that ﬁley declined to participate, as required by
Commission Rule R8-69(d)}(2).

WERE DUFF EXHIBITS 1-9 PREPARED BY YOU OR AT YOUR
DIRECTION AND SUPERVISION?

Yes, they were.

II. RULE R8-69 FILING REQUIREMENTS
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WHAT INFORMATION IS THE COMPANY PROVIDING IN
RESPONSE TO THE COMMISSION’S FILING REQUIREMENTS?

The information for Rider 5 is provided in response to the Commission’s
filing requirements contained in R8-69 (f)(1) and can be found in the
testimony and exhibits of Company witnesses Duff, McGee, and Ossege as

follows:

R8-69(f)(1)|

Rl

ms 48

LI ey o

‘Locationin ;T estimony &%

(

i)

Pro_]ected NC retall sales for the rate penod

McGee Exhibit 5

(ii)

For each measure for which cost recovery is requested through Rider 4:

(i)

a.

Total expenses expected to be 1ncurred
during the rate period

Duff Exhibit 1

(i)

Total costs savings directly attributable to
measures

Duff Exhibit 1

(ii)

Evaluation, Measurement, and Verification
activities for the rate period

Ossege Exhibit 1

(i)

Expected summer and winter peak demand
reductions

Duff Exhibit 1

(ii)

“Expected energy reductions

Duff Exhibit 1

(

ii)

Filing requirements for DSM/EE EMF rider, i

ncluding:

(iii)

Total expenses for the test period in the
aggregate and broken down by type of
expenditure, unit, and jurisdiction

Duff Exhibit 3

(iii)

Total avoided costs for the test period in the
aggregate and broken down by type of
expenditure, unit, and jurisdiction

Duff Exhibit 1

(iii)

Description of results from EM&V activities

Testimony of Ashlie Ossege
and Ossege Exhibits A-H

(iii)

Total summer and winter peak demand
reductions in the aggregate and broken
down per program

Duff Exhibit 1

| (ii1)

Tota! energy reduction in the aggregate and
broken down per program

Duff Exhibit 1

(iii)

Discussion of findings and results of
programs

Testimony of Tim Duff and
Duff Exhibit 6

(iii)

Evaluations of event-based programs

Duff Exhibit 5

(iii)

Comparison of impact estimates from
previous year and explanation of significant

Testimony of Tim Duff and
Duff Exhibit 6

differences
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. L e s : Testimony of Kimberly
@iv) Determination of utility incentives McGee & McGee Exhibit 1
Actual revenues from DSM/EE and -
) | DSM/EE EMF riders McGee Exhibit 3
. . Testimony of Kimberly
(vi) Proposed Rider 4 McGee & McGee Exhibit |
(vii) Projected NC sales for customers opting out McGee Exhibit 5
_ of measures
(viii) Supporting work papers CD accompanying filing
III. PORTFOLIO OVERVIEW
Q.

WHAT ARE DUKE ENERGY CAROLINAS’ CURRENT EE AND DSM

PROGRAMS?

The Company has two interruptible programs for non-residential customers,

Interruptible Service (“IS™) and Standby Generation (“SG”) that are accounted

for outside of the modified save-a-watt mechanism approved by the

Commuission in Docket No. E-'f", Sub 831. Aside from IS and SG, the

following DSM and EE programs have been implemented by the Company in

its North Carolina service territory.

RESIDENTIAL CUSTOMER PROGRAMS

Residential Energy Assessments

Residential Smart Saver‘jﬁ Programs

Low Income FEnergy Efficiency and Weatherization Assistance

Program

Energy Efficiency Education Program for Schools

My Home Energy Report.

Residential Retrofit Pilot Program'

! This pilot program was not commercialized.
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o Low Income Neighborhood Program
* Appliance Recycling Program
. Power Manager

NON-RESIDENTIAL CUSTOMER PROGRAMS

. Non-Residential Energy Assessments

. Non-Residential Smart $aver® Program
. Smart Energy Now Pilot |

. PowerShare®

ARE THESE SUBSTANTIVELY THE SAME PROGRAMS DUKE
ENERGY CAROLINAS RECEIVED APPROVAL FOR IN DOCKET
NO. E-7, SUB 831?

Yes. While it is substantially the same portfolio of programs that were
approved in Docket No. E-7, Sub 831, the Company has made various
changes and measure additions to the. existing programs, which are detailed
below. The Company has also added three new programs which were
approved by the Commission in 2012.

PLEASE DESCRIBE THE THREE NEW PROGRAMS THAT WERE
APPROVED AND ADDED TO THE COMPANY’S PORTFOLIO OF
PROGRAMS SINCE THE COMPANY’S LAST UPDATE.

On February 22, 2012, in Docket No. E-7, Sub 1004, Duke Energy Carolinas
filed its application for approval of the Residential Low-Income
Neighborhood Program, which offers customers within targeted

neighborhoods (50% of residence at or below 200% of poverty level) an

e
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energy assessment and a comprehensive package of easy to install EE
measures. These directly installed EE measures may include, but are not
limited to the following: energy efficient lighting, minor air infiltration
reduction, hot water conservation measures, and HVAC filters. While the
addition of the Residential Neighborhood Low-Income Program was approved
by the Commission on June 19, 2012, due to unforeseen issues in vendor
selection process, the program was not launched and offered to customers in
2012.

Also on February 22, 2012, in Docket No. E-7, Sub 1005, the
Company filed its application for approval of the Residential Appliance
Recycling Program, which is designed to achieve energy savings by
permanently removing, retiring and recycling _in an environmentally safe
manner eligible operating appliances. The program will pay customers an
incentive to turn in and recycle up to two operatioha] appliances, including,
without limitation, refrigerators and f;eezers, per year. The program was
approved by the Commission on July 17, 2012 and was successfully launched
in the Duke Energy Carolinas service territory in the fall of 2012.

The final program added by the Company in 2012 was the My Home
Energy Report Program (“MyHER”). Based on the success and impacts of a
pilot run of this program in South Carolina, on June 7, 2012, in Docket No. E-
7, Sub 1015,-the Company filed its application to add MyHER to its portfolio
of programs offered in North Carolina. MyHER is an EE program that

utilizes a personalized report with easy-to-read charts and visuals that

-9-
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illustrate how a customer’s home performed in the last month, and how it
trended over time as compared to a peer group of homes of similar size, age,
type of heating fuel and geography. The report utilizes social motivation by

establishing a value for both an “Average Home” and an “Energy Efficient

Home” within the peer group. The report then capitalizes on the engaged and

‘motivated customer by providing targeted EE tips and actionable ideas to

improve the efficiency of their ihome. The report recommendations are

refevant to specific customers baged on analysis of usage patterns, housing

stock and available demographic data. The Commission approved MyHER

on September 11, 2012, and the Company has received a great deal of positive

feedback from customers after the Company began mailing reports to

customers n the 4th Quarter of 2012.

PLEASE DISCUSS THE PROGRAM MODIFICATIONS THAT HAVE .
BEEN MADE SINCE THE COMPANY’S LAST UPDATE FILING.

The Company made modifications to the existing programs in its portfolio in

- two manners during 2012. First, prior to the Commission’s July 16, 2012

appfoval of the Program Flexibility Guidelines as discussed below, the
Company filed two separate applications to modify "existing residential
programs originally established and-approvgd in Docket No. E-7, Sub 831.
On February 21, 2012, Duke Energy Carolinas filed its application to revise
its Power Manager Program to remove the $35 customer fee associated with
the necessary load control wiring, in otder to increase customer participation.

The Commission approved the modification on March 27, 2012. The second

-10-
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application for modification pertained the additioﬁ of the “Tune and Seal
Program (Measures)” to the existing Residential Smart $aver Program. The
Company’s February 22, 2012 application sought to add five measures that
complement its existing efficient air conditioner and heat pump incentives and
was approved by the Commission on August 28, 2012.

The second manner by which the Company modified it existing
portfolio of programs was through leveraging the Program Flexibilityl
Guidelines. Pursuant to the Decretal Paragraph No. 5 in the Commission’s
November 8, 2011 Order Approviﬁg DSM/EE Rider and Requiring Filing of
Propbsea' Customer Notice in Docket No. E-7, Sub 979 (“Rider 3 Order”), the
Company along with Southern Alliance for Clean Energy (“SACE”) and the
Public Staff filed a Joint Proposal regarding the Commission approval of
program modifications in Docket No. E-7, Sub 831. The Commission
approved the Joint Proposal in its July 16, 201.2 Order Adopting Program
Flexibility Guidelines and established important claﬁty' regarding the
foll;:)wing:

¢ Program changes that sﬁould rt;:quirc regulatory approval by the

Commission prior to implementation;

e Program changes that should not reciuire Commission approval but
should require advance notice be filed with the Commission prior to

making such program changes; and
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e Program changes that simply require inclusion in a quarterly report
that will notify the Commission of all program changes made without
Commission approval or advance notice.

On October 15, 2012, Duke Energy Carolinas utilized the Program
Flexibility Guidelines and filed the following Advanced Notice Program
Modifications Reporting Templates in Docket No. E-7, Sub 831: (1) a
template for the addition of specialty bulb measures to the Residential Smart
$aver Program; and (2) a template for the addition of 33 new measures to the
Non-Residential Smart $aver Program. No party filed comments with respect
to the modifications, so the modifications became effective on December 1,
2012.

HOW WILL THE REVENUE REQUIREMENTS FROM THESE
PROGﬁAMS BE ACCOUNTED FOR IN RIDER 5?

The impacts from the - various pfogram modifications are captured in the
Vintage 3 true-up component of Rider 5. The nominal avoided cost benefits
from any participation in 2012 associated with any of the modifications or
program additions also will be captured in the Vintage 3 true-up component of
Rider 5. The projected net lost revenues in 2012 and 2013 associated with the
2012 participation in the program modifications and/or additions and impacts
are also reflected in the calculation of Rider 5.

IV. EE AND DSM PROGRAM RESULTS TO DATE

-12 -
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HOW MUCH ENERGY, CAPACITY AND AVOIDED COSTS WERE
SAVED AS A RESULT OF THE COMPANY’S EE AND DSM
PROGRAMS DURING VINTAGE 3?

During Vintage 3, Duke Energy Carolinas’ EE and DSM programs delivered
nearly 490,000 kWh of energy savings and 712 MW of capacity savings,
which produced nominal avoided cost savings of over $250 million.

HOW MUCH EIFERGY, CAPACITY AND AVOIDED COSTS HAVE
BEEN SAVED AS A RESULT OF THESE PROGRAMS SINCE THE
BEGINNING OF THE SAVE-A-WATT PILOT?

Since receiving approval for the save-a-watt pilot, the Company through its
EE and DSM programs has generated over 1,550 GWh of energy reductions -
and nearly 840 MW of capacity reductions. These programs have also
generated over $690 million in nominal avoidcd cost benefits for Duke

Energy Carolinas’ customers.

.HOW DO THESE RESULTS COMPARE WITH THE

PERFORMANCE TARGETS IN DOCKET NO. E-7, SUB 8317

During the first three vintage years of the modified save-a-watt pilot, the
actual nominal avoided cost b;:neﬁts generated by these program's are over
150% of the target to achieve shown in Exhibit B to the Agreement and Joint
Stipulation of Settlement between Duke Energy Carolinas, the Public Staff,

SACE, Environmental Defense Fund, Natural Resources Defense Council,

and the Southern Environmental Law Center filed June 12, 2009 in Docket

No. E-7, Sub 831. Similarly, capacity impacts are nearly 115% of the original

13-
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target, and energy impacts are over 170% of the original target. However, the
Company understands the economy, which affects customer income available
for efficiency upgrades, and changing codes and standards may greatly affect
Duke Energy Carolinas’ ability to meet or exceed future targets. In fact, while
the Company is exceedingly pleased with its 2012 accomplishments, it is
important to note that its achievements were actually less than what it
achieved in 2010 and 2011. :

DOES THE COMPANY EXPECT HIGHER—THAN—INITIALLY-
EXPECTED RESULTS TO CONTINUE IN LIGHT OF INCREASING
BUILDING CODES'AND EFFICIENCY STANDARDS?

No. While Duke Energy Carolinas will continue to develop and offer new EE
programs, the changes to building codes and efficiency standards for
appliances and lighting, as well as market saturation, will reduce tﬁe impact or
poténtially eliminate some of the most cost-effective EE measures from the
Compar.ly’s current portfolio. For exa.mble, higher efficiency lighting over
time willl gradually become incorporated into the baseline standard beginning
in late 2012, which going forward will likely diminish the impacts that CFLs
will contribute to the energy savings attributable to many of the Company’s
most successful programs to date. The Company will need to continually add
new measures, innovate its program design, and introduce new programs and
measures in order to fill the performance gaps. For example, on October 15,

2012, the Company, utilizing the recently approved Program Flexibility

Guidelines, filed an Advanced Notification Template that included the

-14 -



10

11

12

13

14

15

16

17

18

19

20

21

22

SACE 1st Response to Staff
010522

addition of a number of specialty lighting measures. The addition of these
lighting measures, many of which target sockets that its current residential
lighting program CFLs do not, will drive additional lighting efficiency within
the residential market.

HAVE ANY PROGRAMS SIGNIFICANTLY OUT-PERFORMED
RELATIVE TO THEIR ORIGINAL ESTIMATES?

Yes. The Company’s portfolio cogtinues t.o see the majority of its impacts
delivered from lighting measures in both the residential and non-residential
markets. For this reason, both the Residential Smart $aver® Program and the
Non-Residential Smart $aver® Program have seen elevated participation and
customers adopting measures at much higher rates than originally anticipated.
HAVE ANY PROGRAMS SIGNIFICANTLY UNDERPERFORMED
RELATIVE TO THEIR ORIGINAL ESTIMATES?

Yes, the same two -progra:ms that substantially uﬁderperformed during Vintage
1 and. Vintage 2 continued to underperform during Vintage 3. The Low

Income Energy Efficiency and Weatherization Asststance Program continued

“to underperform in 2012 primarily due to the American Reinvestment and

Recovery Act related funding provided by the federal government that has
supp'lanted the Company’s original program objectives. As stimulus funding
ran out in late 2012, Duke Energy Carolinas began efforts to support its Low
Income Energy Efficiency and Weatherization Assistance Program ramping

back up in 2013.

-15-
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The Energy Efficiency Education Program for Schools also continued
to struggle in 2012 versus its original as-filed targets, but saw a dramatic
improvement versus its performance in 2010 and 2011 due to the
modiﬁcatioﬁs made to the program in late 2011. Due to these continued
struggles of its program veﬁdor i 2010 and 2011, the Company switched to
the National Theatre Company as the program vendor, which has allowed it to

bring the program to market in a new way. Rather than delivering the
|

* curriculum to students in the traditional classroom setting, the new vendor

puts on a live theatrical performance at a school assembly. This delivery
approach is designed to be more engaging and to make learning about savirig
energy more fun for the students and has been very well received across the
service territory by faculty, students, and parents. In 2012, Duke Energy
Carolinas saw nearly an 1,100% iﬁcrease in the EE impacts achieved through

the program versus the results achieved in 2011.

V. RIDER IMPACTS

HAVE THE PARTICIPATION RESULTS AFFECTED THE VINTAGE
3 EXPERIENCE MODIFICATION FACTOR?

Yes. The Experience Modification Factor (“EMF”) in Rider 5 accounts for
changes to actual participation relative to the forecgsted participation levels
utilized in the Company’s Vintage 3 Rider EE. As the Company receives
actual participation information, Duke Energy Carolinas is able to update
participation-driven actual avoided cost benefits and the net lost revenues

derived from its EE and DSM programs. For example, as mentioned above,
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the Low Income Energy Efficiency and Weatherization Assistance Program
and the Energy Efficiency Education Program for Schools have
underperformed relative to their original participation targets. As such, their
portions of the EMF will be reduced to reflect .lower-than-anticipated
participation. On the other hand, the Company saw higher-than-expected
participation in its Non-Residential Smart $aver® Custom Program and the
CFL component of the Residential Smart $a\i'el® Program. These results will

also be included in the Vintage 3 EMF to reflect actual participation.

- HOW ARE THE RESULTS OF EVALUATION, MEASUREMENT

AND VERIFICATION APPLIED TO THE COMPANY’S EE
PROGRAMS?

As further explained in Witness Ossege’s testimony, Evaluation,
Measurement, and Verification (“EM&V™) is a comprehensive assessment
and data collection methodology utilized by the Company to determine the |
achieved load reductioné, actual free ridership, and the effectiveness of
program- design for each measure or program. Pursuant to the agreement
r.eached by thé Company, SACE and the Public Staff and' approved by the
Commission in the Rider 3 Order (“EM&V Agreement”), for all EE
programs, with the exception of Non-Residential Sma;‘t$aver Custom Rebate
Program and Low Income Energy Efficiency and Weatherization Assistance
Program, EM&YV results shall be applied retrospectively to the beginning of
the program offering. For the purposes of the vintage true-ups, these initial

EM&V resuits will be considered actual results for a program until the next
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EM&YV results are received. The new EM&V results will then be considered
actual results going forward and applied prospectively for the purposes of
truing up vintages from the first day of the month immediately following the
month in which the study participation sample for the EM&V was completed.
This EM&V will then continue to apply and be considered actual results until
it is superseded by new EM&V results, if any.

For all new programs and pilots, the Company will follow a consistent
methodology, meaning that initial estimates of impacts will be used until
Duke Energy Carolinas has valid EM&V results, which will then be applied
back retrospectively to the beginning of the offéring and will be considered

actual results until a second EM&YV is performed. The Company believes that

since the energy saving impacts underlying MyHER are based on the EM&V

results from the pilot conducted in the South Carolina region of the Duke
Ehergy Carolinas’ service territory, the next EM&V will only need to apply

back to the first day of the month after the sample was completed.

-18-
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HOW WILL EM&V BE INCORPORATED INTO THE VINTAGE 3
TRUE-UP COMPONENT OF RIDER 5?

All of the final EM&V results that have been received by the Company as of
December 31, 2012 have been applied prospectively from the first day of the
month immediately following the month in which the study participation
sample for the EM&V was completed in accordance with the EM&V
Agreement. So, for any program for which the Company has received EM&V
results, the per participant impact applied to the projected program
participation in Vintage 4 is based upon the actual EM&V results that have
been received.

PLEASE DESCRIBE HOW FOUND REVENUES WERE
CALCULATED.

Consistent with -the “Decision Tree” found in Appendix A of the
Commission’s February 8, 2011 order in Do.cket No. E-7, Sub 831, possible
found revenue activities were identiﬁed, categorized, and netted against the
net lost revenues created by the Company’s EE progralﬁs. Found revenues
may result from activities that directly or indirectly result in an increase in
customer demand or energy coﬁsumption within Duke Energy Carolinas’
service territory. However, load-building activities such as these would not be
considered found revenues per se if they (1) would have occurred regardless
of the Company’s activity, (2) were a result of a Commission-approved
economic development activity not deterrﬁined to -ptl'oduce found revenues, or

(3) were part of an unsolicited request for Duke Energy Carolinas to engage in
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an activity that supports efforts to grow the economy. On the other hand,

. found revenues would occur for load growth that did not fall into the previous

categories but was directly or indirectly a result of Duke Energy Carolinas’
activities. Additionally, the $10,000.scrivener’s error in the 2010 Vintage
Year 1 Found Residential Revenues set forth in ‘Duff Exhibit 2 in the
Company’s Rider EE application in Docket No. E-7, Sub 1001 has been

corrected in this year’s calculation of found revenue. Based on the results of
|

- this work, all potential found revenue-related activities are identified and

categorized in Duff Exhibit 3.

PLEASE DESCRIBE HOW THE COMPANY WORKED WITH THE
PUBLIC STAFF AND SACE TO IMPROVE THE FORMAT USED TO
REPORT THE PERFORMANCE OF THE DSM AND EE MEASURES,

PROGRAMS, AND TOTAL PORTFOLIO.

In response to the Commission’s Order Approving DSM/EE Rider and

Requiring Filing of Customer Notice issued in Docket No. E-7, Sub 1001, in

which the Commission directed the Company to work with the Public Staff

‘and SACE to improve the format used to report the performance of the

Company’s DSM and EE measures, _programs and total portfolio, th;a
Company developed a template to be_ included in its annual Rider EE filings |
that would create more transparency regarding what factors were driving the
variances between projected program performance and actual program
performance. The Company shared the template with the Public Staff and

SACE and has incorporated their suggested revisions. After working through
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1

a number of iterations of the variance explanation template, the Company,
Public Staff and SACE reached agreement on a new exhibit to be included in
the Company’s annual filing Rider EE filing — Duff Exiﬁbit 8.

HAS THE OPT-OUT OF NON-RESIDENTIAL CUSTOMERS
AFFECTED THE RESULTS FROM THE PORTFOLIO OF
APPROVED PROGRAMé?

Yes, the opt-out of qualifying non-residential customers has had a nelgative
effect of Duke Energy Carolinas’ overall non-residential impacts.f For

Vintage 3, the Company had 1,028 eligible customer accounts opt out of

'pa.rticipating in Duke Energy Carolinas’ non-residential portfolio of EE

programs. While this represents only slightly over 10.5% of eligible customer
accounts, these same customer accounts represent nearly 44% of the load for
all eligible customers. Essentially, this means that Duke Energy Carolinas caﬁ
only deliver the efficiency benefits associated with its non-residential
programs to only slightly more than 55% of its non-résidential customers.
WHAT HAS THE COMPANY DONE TO ENCOURAGE NON-
RESIDENTIAL CUSTOMERS TO OPT-IN TO ITS PROGRAMS?

Duke Energy Carolinas continues to explore ways to make its non-residential
programs more attractive to customers and hence reduce the number of
customers that choose to opt out. The Company evaiuate§ a number of ways
to make the improvements, whether it is through improving the delivery and
administration of the program, or by adding ﬁew measures that incorporate a

wider variety of energy efficient technologies. The Company has worked to
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educate vendors, trade-allies, and suppliers to help them incorporate
incentives from EE programs into their offers for customers. The Company
has also improved its outreach activities, using its account managers, website
portal, email, and traditional -mail to notify customers of energy-saving
opportunities.  Finally, as previously mentioned, in 2012, Duke Energy
Carolinas added over 30 new measures to the prescriptive component of its
Non-Residential Smart $aver Program through the Advanced Notification
Template under the Program Flexibility Guidelines. The Company believes
that on an on-going basis, the Program Flexibility Guidelines will enhaﬂce its
ability to respond to changes in the non-residential market and the

introduction of new technologies in a timelier manner.

VI. CONCLUSION
DOES THIS CONCLUDE YOUR PRE-FILED DIRECT TESTIMONY?

Yes.
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DY Exhibit 1 pg. 1
Duke Energy Corolinas
Actuals for hne 1, 2008 to December 31, 2009
Docieet Number -7, Sub 1031
Load Impacts and Avolded Cost R » Requir by Program
' A T T
' NC Residantis) Avolded Costs
MC Retall kWh Sales
Swstem KW Raduction - System Energy System Avoided Cost Aliscatien Factor {McGee A
Residential Programs Summer Peak Reduction (kWh) Revenue Requiremen EdMics, Py 1)
EE Programs (at 50% Avolded Cost) : )
1 Agpitsnce Racyding S - 73.0077318% 181 -
2 Resio Energy A ' ) L0s? 3,363,452 $ 1,106,481 73.0077318% s 807,017
3 Smart Saver® for Residantial Customens ) i 1592 12547019 5 1,540,744 73.0077318% 5 1,416,892
4 Low income Energy Efficency snd Weatherization Assistance . | L354,09 $ 41,337 71.0077118% s, 103,187
§ Engrgy EMiclency Educetion Program for Schools ’ . 13 303,763 $ 55,373 73.0077318% 5 0,427
& Residential Retroftt Plot ’ . T - s - 73.0077315% $: .
7 Home Ensrgy Comparison Repart (My Homa Energy Report) = - s : 73.0077310% Y .
3 Total for Resldential Conservation Progrars 1 L3 21,575,141 3,243,936 2,368,324
f NC Rasidentia) Peak
. Demand Allocaton Factar
i {McGes Exhibit 5, Pp_ 1) A8y
.9/ Totaf DSM Programs {at 75% Avolded Cast) 116,172 5 4,655.124 32.9010659% 5 1.578,137
;
; NC Non-Residential Avolded
1‘ Costs
\ - NC Ratall aWh Sales
System AW Reduction - System Envergy AT A Ot pgtocation Fecior (McGes Avs
Sumener Pazk Reduction (kWh) equiremnt Exhibit 5, by 1)
Non-Residentlal Programs ‘
€E Programs (at 50% Avoided Cost) A !
10 Smast Saver® for Non-Residentlal Customars Lighting 5267 28,004,505 $ 5.247,545 71.0077118% $ 3,231,113
11 Seman Suwer® for Nos-Residentia) Customers Motors o1 624,404 $ 183,846 73.007T7318% $ 134,222
12 Smart Savar® for Non-Residential Customers - Other Prascriptive (Process Equipment) . B $ - 72.0077318% H -
13 Smart Saver® for Non-Residential Customers - Energy Star Food Service Products Yo . 257738 $ 67,096 . 72.0077318% H 48,935
14 Smart Saver® for Non-Residemial Customers - HVAG 1287 765,127 s 295,533 . 730077318% H 215762
15 Smart Sevar® for Nom-Residential Customan - Cittom Rebata ST ) 222,797 $ 30,165 73.0077118% H 22,023
16 Smart Ensrgy Now 1. -8 - 73.0077318% $ -
17 Tota! for Nar-Residential Co Prog | 5724 25,884,571 3 5,824,134 $ 4,252,105
' NC Non-Retiderntial Peak
e ' Demand Allocation Factor
i {McGes Exidit 5, Pg. 1) A18® 818
18 Total D5M Programs (at 75% Avoided Cost) ’ 116,172 H 4,655,124 39.9179304% H 1,858,230
| NC Retad! Pagk Damand
] Allocation Factar {(McGaw
Total DSM Program Breakdown : , 1 Exhibit 5, Pp.1) A21* 821
19 Power Manager [Rusidential) 57,494 - $ 1,082,269
20 Power Share (Non-Residentlal} i 50678 - 1.572,855
21 Total DSM 16172 . - $ 4,655,124 73.8150004% 5 3,436,356

(1) Total System DSM programs sllocated to Reﬁdm;inl and Non-auideqml based on contribution to retal system peak
Note: schedule may not foot due th rounding i |
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Duff Exhibh 1pg-2

Duks Energy Cnrolines
Actnls for lenaary 1, 2010 to December 31, 2010
Oocket Number E-7, Sub 1031
Load tmpects and Avoidad Coet R " by Program .
A s c
! - Y
, ! NC Raaldential Avaided
. Costs
- . NC kWh Saies Allocstion
System kW Reduction - $System Enesgy ‘““"‘"“‘f"“’" T . actor {McGee Exhibht S, AcE
Residential Programs Summer Peak Reduction own)  Tronue Requirement:, o W2,
EE Programs (at 50% Avolded Cost) ! i : -
1 Appltance Recyding oo . $ . TLI0TIIN s v
1 Residential Energy A 1,563 11703 $ 1,549,012 7LI072722% H 1,126,244
3 Smut Saver® for Resldentla) Customens I 497 mrm 8 41,560,548 7070127221% $ T 0,944,614
4 Low tncgme Energy EMciency and Weatherization Assistance 1 599 5663263 $ 591,118 72.7072721% $ 429,786
5 Enargy EMclency Educaticn Program for Schosl ! 453 516416 § 460,540 . TLIONRTIIN H 334,045
6 Rusidential Rewofit Mot ' Lot . *S s TLI0TITIN $ .
7 Home Energy Comparisan Report bty Homa Energy Repart) , : 159 BS54 645§ 24,503 TLI0I1T2I% H 17,816
# Total for Residéntizl Canservation Progrm ’ : L 401,999,461 45,185,722 i 5 32.853,306
. NC Rasidentisl Pask
J Demand Allocktion Factor
{ - _{McGee ExhbItS pg 3) As* ey
9 Total DSM Programs (at 75% Avolded Costs} b oasne3s $ 23,515,262 34.4404513% s £,093,762
\ .
i R
‘ NC Non-Residential
: Avolded Coit
: ‘ Systam Avelded Cost NE kWh Sates Allocation .
System kW Reduction - System Enargy Revenue Ryquire t Facter [Micles Exhbi S, A*D
Summer Pesk Raduction [kWh) g2
Non-Residential Programs . . -
EE Programs (st 50% Avolded Cost) : .
10 Smart Saver® for Non-Reskiental Customers Lghting [ 1na86 68411677  $ 13,710,093 TLIOCNT% s 9,968,234
11 Smart Saver® for Mon-Residantdsl Customers Motor T : 533 27U 798,480 TLION272I% - s 580,553
11 Smart Saver® for Nor-Residential Customers - Orther Presoriptive {Procass Equipment} : ] < M0 s -4 TLIOTIT% s 31
13 Smart Sever® for Non-Residential Customers - Ensry Star Food Service Procucts ‘ ! 155 a3 $ 191,588 TLITIINN $ 139,298
14 Sert Saver® for Non-Rusldential Customers - VAL ‘ ' 1586 : 3964553  § 1,734,583 72.7072711% s 1,261,168
15 Smare Saver® for Non-Residential Customers - Custom Rebate S ¥ 4 1 1208380  § 3,608163 LTI s 2,613,397
16 Emart Energy Now' : - - $ . 72.7072721% 5 -
17 Total for Hon-Residential Conservation Progra ' 10,456 97,095,050 $ 20,047,949 3 14,572.682
|
f NC Mon-Rasidential Peak
1 Demand Allocation Factor
| McGes Exhiblt S, pg. 2 A13* B18
|
18 Tatal DSM Programs (at 75% Avoided Cost) i 438,636 $ 23515262 40.3189126% s 9,488,153
|
i NC Ratall Pesk Demand
i Alocation Fartor {McGee
Total DSM Program Breakdown H Exhibit'$, pg.2) A21" 823
19 Power Manager (Residential) o asan . 5 12,245,662
20 Power Share [Non-Residential) | _nans - 11,765,600
11 Totat DSM 0 - $ 23515262 74.7833618% s 17506915 B

H dwo Hrntial and N
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Note: Schedule may not foot due to rounding
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12 Smart Saver® for N

13 Smart Saver® for Nor-Rasidential Customers - Enargy Star Food Service Procucts
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16 Smart Energy Mow
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1
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Duka Energy Carclings
Achuals for tacusry 1, 2011 to December 31, 2011
Docket Numbar E-7, Sub 1031
B e Avcided Cost R Requl by Program
| A R £ it
! -
| NC Residantisl Avoided
I Coses
System kW Raductlian - Systam Energy sm“.‘u':‘:m NE kWh Sates Allocatlan Factor AtS
Summer Peak Reduction {(kWh) R [McGan Exhibit 5, pg. 3)
} . . s . 72.6972151% s -
1.306 9,227,946 $ 1314136 726972151% $ 953,340
39.712 367,409,449 $ 40,319,118 12.6971151% $ 9,310,876
" 52 AR, 949 s 50,792 72.6972151% $ 36,924
| 262 1413208 [ 155,292 T2.6571151% H 192,860
P 126564 . § 40,936 71.69T2151% s 19.75%
1% 356.218 $ 30,711 12.6972151% $ 22,326
ara19 319,022,334 5 42,020,584 [ 30,542,085
NC Rasidential hesk Demand
) Allocation Factor {McGes Exhibl S,
: _ Y A3 Ay
i e
542,325 ' $ 30,131,132 FER-LHTELY By 9,711,058
'
) NE Non-Residentlal
Avolded Costs
‘ . System Avolded Cogp
System kW Recuction - System Energy Rvenus Requiremant NC kWh Sales Altocstion Factor ATE
Surnmer Peak’ Reduction (kWh) (McGue Exhibh 5, pg. 3)
i
1]
1
1218 64,190,217 - 13,497,639 726971151% $ 9,812,407
1107 5,750,908 $ 1,186,403 T26972151% s 935179
| B 503,823 H 54,884 72.6972151% $ 39,899
1184 1.012,402 s 263,359 TLE972351% s 181,454
1869 4987201 5 2094930 72.6972151% 3 1522956
6,505 55,974,704 $ 11,605,896 72.6972151% H 8,437,163
1344 7,159,090 $ 825,610 72 6972151% 5 600,195
22,500 139,578,375 $ 25,628,719 5 21,539,254
. NE Nan-Resk Perk O
; Allocstion Factor {McGes ExhibR 5,
! - 1)) All "B1S
' San.338 $ 30,131,132 42.2250050% $ 12,725,885
|
\
‘ NC Retall Feak Demand Atiocatlpn
R Factor {McGen Exhibht §, pg. 3) A21° 81
1264935 . H 12,470,132
! 321,400 - 17,661,000 .
548,335 B $ 30,131,132 T4 A643230% 5 22,436,943
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. EE Programs {at 50% Avoided Cast}
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3 Sman Ssver* for Residential Cusmoenars
4 Low Incams Enengy Efficlency and Weather zation Asd.m:qn

5 Energy EMidency Education Program for Schoals - ‘
§ Residewtial Ravrofit PRox -
7 Homae Energy Compartson Report (My Home Enerly Report) -

& Towl for L Progr

s Total DSM Programs (at 75% Avoided Cost)

Non-Residential Programs
EE Programs (at 50% Avolded Cost}

10 Smart Saver® for Non-Residentiat Customers Lighting
11 %nart Saver® for Non-Resldentisl Custormers Motors

12 Smart Saver® for Non-Resldential C wra- Othet Prascriptive (Process
13 Smart Swvir® for Now-Resicentlsl Customars - Energy Star Food Service Products
14 Smert Saver® for Non-Resldermisl Qustomess - HVAC

15 Senart Sxver® for Non-Residential Customers - Custom Rebate

16 Srart Enargy Mow

17 Totsl for Nom I Co lom Progr

13 Total DSM Programs {at 75% Avalded Cost)

Total DSM Program Breakdown
19 Power Manager (Reaidential}
10 Power Share {Non-Rasidentisl}
21 Total DM

{1} Tatsl Systam DM progs 1 d to 13l and No
Note: Schadul miy not koot due to munding

Load

|
|
!
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Oufl Exhiblt 1 pg, &

Cruke Energy Carofinat
Acxuialy for Lanuary 1, 2012 to December 31, 2012
Dociuet Number E-7, Sub 1031
tp end Avoided Cost T by Program
|
I
' A » <
i —
i NC Residantial Avolded
Systern kW - Sumuner Systam Energy System Avolded Cost NC kwh Sxfey Allocation Factar .
ok’ Reduction (kwh) Revenie Requirememt  ~ (Mcies Exhibit 3, px. 4} - AtS ;
e
. | 366 1,971,543 $ 389,649 * TLTIHMETS% $ 283,151
| 1376 949973 1,453,167 72.7154575% H -1,056,738
, 409 224,983,045 5 26,147,411 - 12.7184575% $ 19,0417
S - $ - T2IIMS TN % -
| 1463 0963453 . % 171,508 TLIIMETER - H 1,208,231
] mss § 94,987 ‘72.71945T5% $ 59,074
10451 49,335 454 H 142K 655 T1.1134575% : 1,038,918
[TEF) 295,040,918 $ 31,285,416 B -8 22,750,585
. . ® ‘.
NC Residential Pesk Demand 4
Allocation Factor {McGee Exhith S, )
! P4} AS* 5y
| .
545 443 $ 36,253,911 4 43REIIN s 12,665,291
NE Mon-Residentiat
Avoided Costt
System Avolded Cozt
Systam kW - Summaer Syttem Energy Reverus Requirement _NC KWh Sales Altncation Factor At
Poak! Raduction (kWh) {McGee Exhbit 5, pg 4)
)
! .
| 1200 A918014  § 14,545,041 T2T184575% $ 10,362,430
, L 5967650 1,316,295 71.7184575% $ L008,106
. . $ - 72.7194575% H .
. 1 1950.054 | § s13.11 . T2IIAS5TI% $ 373,205
Toane 4,120,481 $ "2,004,592 | 72.7194575% H 1452,70
! 1san 113,380,706 $ 24,480,159 FLTI945T5% $ 17,801,039
! annae  § 480200 TLT194575% s 55,016
. 30,561 194,337,715 $ 43,330,298 s 31,864,574
" NC ow- | Peak ']
Allocation Factor {McGee Exhibit 5,
oL 4) A18” B4
i GASAL3 ‘ $ . 36,333,911 3SIEUTAIEN H 14,450,246
1
|
! NC Rutall Pesk Demand Afincation
: Factor (Mctiee Exhibit S, pgA} A21" B21
268,708 - H 18,134,607
376,735 - 11,218,303
645,443 - s 36,353,911 74.7197120% $ 27,163,537

éal Based on contribution ta retall system past
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j
! Duff Exhinht
. ke Erargy Cornlngs
| Fat the Perind June 1, 2009 - Dectwher 31, 2024
Ouxlurt Number -7, Bui 1231
Narth Caraling Net Lot Revanues Luywnary
Yeor  wnal Year 2
Vintags 1 2008 010 w13 1 Mith 2012 012 013 2014% Toul
i
Resibvelsl
1 Aspfianca Recyding -' = * B - :
2 Rashibertis! Enargy Asssstments "y *rsn 51187 [ L3 RS . 1,512,391
3 Sennct Spwer* for Asisewels) Cuntamery. 7.9 5073454 15,6105 1LIT8.457 R - .58 602
4 Lirer mcoma Enatyy PMiclency and Westhericetien Sacremey 2111 M 4% 288,617 318 [ - '.' S17, 719
5 Enargy EMickincy fducation Pragram for Schaoks . ! " SLT34 109067 2,760 - i 171,582
& Patidontul Ratreft Prioy f - . - - . . . .
7 My Howne Enargy Repory t - - - . + . - .
8 Total Loct Revarans. I [T SYMALS 16774, 180 1481197 B ; = FTETIR T
9 Founad Reskdential Rivenoe * ‘{ 10,544 108443 143,210 15433 - - - 2346
10 Nat Lost Rasiclantisl Revenees JE-FTH 5.273,850 14,625,040 LASLEAY . - . 14,097,213
i
Non-Suskientlal | 2008 e ot} 1 Mth 2012 013 018 o Totw
11 Sonert Saver™ i Now-Rasidentis! Custumen Uighting i 267,995 1540568 7.140019 1msn : i 4150858
11 Smart Savar® for Non-Resldentis! Customners Motars | 1,508 35 AT 349 an - "y
13 Smart Srver® for Now-Risdential Curtaman - Other Prascriptive Process Ceulament) , - 4 10 b = 13
14 Smart Savar® far Nen-Rrcidencs] Custumers « Earyy S Food Service Prodocts i 141 W L3 wm e . @03
15 Sanart Sawer® far Wen-Sesidantiel Cuvimmen - HVAC 44 s10% 114,704 2 - B B 190304
16 Smart Saver® for Non-Residentis! Cumemars  Cartors Redste bE.] 1, An,378 wmen o : - s92018
17 Smart Enargy Now' L] - . - b} - = -
20 Tot) Lot Revenues - . 275,947 LU FXTEAT 3541 - - - I3
19 Fauny Mon-Retkismial Revanugs* } 19, %2 1170610 1821460 133,331 - - - 3,134,503
10 Mat Lt Mon-Residemisl espnues | e “roae LIS 1bo,317 - . B 1,363,193
H Yew 3 ane Yeor 2
Vindyge 2 . 08 010 Wi 1 Mth 2012 w12 2013 o Total
21 Appliance Rucyding : - ¥ s . N
12 Washtenely) Emtryy Ausenmems ! . 199,108 = e oo $19.520
11 Semart Srver® for B atiintie! Customeans | u- SO0 yau 17433492 - WrN
14 Low ncome Enargy Efciency snd 4 ! - 504 18317 > e} 133
15 Energy CMickency Educetion Irogram for Scheals | e - W08 35,110 * aty 12.158
26 Rualdduntisl Ratrwfi Miw i - LN (21 6393
17 My Heme Everpy Bepart 1 - e * - = —_—
22 Votal Last Rewerws ‘u B . 1017545 - 10, 1409446 B B 144380
19 Fourd Reshdemisl Rrvenug © ' i % 408 . SLue - o T ursm,
33 Nt Lt Peclabentisl Re iy { .. - 13N A58 - BT Y T %] . . FIXTIET])
i
HEN oy
Men-Residentiy) 1 08 2010 2011 1 Mth 2013 1012 w1 Fo )V ok Teedl
$1 Sewast Lyver® for MorRrsidential Customms Lighting ! = o LO00.208 . 212887 5 ~ LINI%
31 Sert Saver? far Man-Aesidentist Custowsers Mean - - 42267 - 2,407 = pLoT
33 Smart Lyver* fur Non-Res [ - Othar {Pratey: - B 5600 ‘ 16,602 i mm
34 Srrt Saver® for Men-hethiantisl Customars - Erargy Tor Fesd Srvice Prevhces - - ans - 13,354 - 41840
15 Samart Savpr? for Man- Rurthiortisl Cughwerary - NVAC : . 5330 - 151,187 z 04,534
34 Sarmrt Sarvar® for Mon-Sesitentipl Curtumacs - Castom Relns . K] 595,702 - 1414347 - 2,010,574
37 Semart Energy New . : 44,531 : Loy : 345,547
34 Total Lewt Ravanues . - LI5T.084 - 4,118.433 B 5095514
3% Favnd Men-Resideats! Roverney® - - 40,433 3 K1i N, . LI7e.201
A0 Nat Lot Besidurecisl Rarssrons T B 1351 - LIRLEM B

4118236
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Yant 1 orad Yoor ) Eriimata
e 09 2018 Iy 1 Mih 2012 w12 13 014 Tou
|
Besidertl |
41 Appiisncs Ratycing . . - - jLE. ) - 1633 mnrs
43 Reukdentis! Energy Asasememty i - - - - 140,137 e 129.%07 HI M3
43 St Saver® fur Residerrtisl Curtman: i - - - - LY T8 - 1rean 5TRICE
44 Low tneeme Energy arel i - - . - . - - .
43 Energy I fichncy Esucavion Pregrim fav Scheols | - - . . 1,193 - IR, FETETS .
4§ Rushientic] Retrofi A0St | . - - . 10519 - (205 17841 ’
47 Hema Energy Comparisan Repent ! . - - . 1523841 . . 1,323,842
4 Torsd Lost farer musg ) ] -t - - . A.5034 i 3,014,452 12,004,793
wp Pyl Rashontiol Reverisss ; . : - I 30731 = 5380 = 34111
SO Nt Lost Residantial Revenses ! : B - e [TRIT) - [TYH 1L0464,653
- - -
Non-Revdenttal L 200 010 ™11 1 wth 2012 o2 2013 2014 Ten
! Ea - W
51 St Savar fur Nem vighting. ! - . . R PO 2 8,29 1684511
52 Savert Sawer® for Non- Sushiential Custemers Meter | - . - - L] o b7 T | won
$3 Smart Spver® fae N [~ - Cthwar Py Proanss Cyulymant} 1 - - - - - - = -
54 Jonart Kever™ or Man @ - Enargy star K Produuts P { - . A . 1‘-0::;. . D.!z; ,;;::: . )
53 Smart Siwer® for Mas-Red emtiat Crtomrs - HYAL i - - - - 50 a 551
56 Smart Sover® for Nen-Reslsentis) Curmmar - Custem Rehate \ - . - 1.::0:‘:: : < 1451 Lm - .
37 St Enargy Now - . . . 88T . -t
34 Tothl Liet Ravemns ! - - . - LMLETT . 1312452 5,254,123
39 Found Mon-Reaidentie) Resinues * ; - . : - ___unu - 16,076 ST1324
60 Mgt Lot hon-Rasdentlal Rrsgnuty i - - - LI 1497 234 - 1106478 4801399 re
i =
p Yuar 1 Estimats v
- Vintage & o0 e 1 1M 201 01 1613 o Toral
Retsuertisl -
! - . .
41 Applience Aaxyding | - . - = o - b 1171 | T
41 Reakdemial Enargy Asetsmimts | - - - a - 185,704 163,736
§3 Jerirt Saver® fov Ruimntis) Cugtaimen ; v - . - - [ 2009316 2,009,236
4 Low bucsar Eargy 1ck 2hd Weather ' - - - . Y H a4 107 A% 207
€3 Lnergy [Mickency Eucation Program fer Schosl l . . . - 210,200 10,100
45 Rasideniis) Rewetn Mot ’ | i - - - - - .
§? Homa Enogy Compartien Tepert [N - - - - . . -
&5 Tatal tast Revanuey . ‘ - - - . - . 1675, 41 2675341
9 Pouna Nasidential Rivenusts ® ! - - - - - - 43118 a3
70 Wt Logr Rasidential Riverury . | - - - - - 1,839,113 [T RZT]
e rsictential | w0 mp 011 201 013 e Tosd
71 Smart Laver® for Ner-Recdent Lighting I e b - . 1.525.000 1.525.008
T2 Sanart Sawir® far Now-Aesidartisd Curtouners Matery I = . - - . 130374 13574
73 mnwm‘mw-mmmml - T - - f i a1
78 Sanart Sowar® for Hon-Reikbantis Curomers - Enargy Har foud Sarvice Preducts ' - - wi 1358
73 Skt Saver* fov Non-kmidentisl Custemers - HYAL i -~ - - 130,039 1,059
76 Sanart Saver® for Nan-) Q - Custan Rty | - . - 214259 AL
T7 Sunart nangy Now . ; - - - - - - -
7B Tota) Last Rerwkrasts - : S - 3955158 135,19
79 Fearmd Won-Rathdontial Revenaes ¥ i - hd - b . - §40,133 40,13
B0 Mt Lant Non-Reshieatial Rervenees 1 - . - . - - B MA M 1,414,943
* tound Ravarnms + see Oull bt 4 | - .
by i rvmtera Lost por KWh Ealen. Sew Mctiee Eximbit S Pape & .M

(o} Lat e

(bl Vintage 3 Last Revenues were bised on PerUicipsa chring uip - December 7012
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t

Residential Energy Assessments
Residential Home Retrofit
Residential Neighborhood Program
Home Energy Comparison Report
Residential Smart Saver

Appliance Recycle Program

Low Income Services

Energy Efficiency Education
Nonresidential Energy Assessments
Nonresidential Smart Energy Now
Nonresidential Smart Saver

Power Manager

Power Share

Total Energy Efficiency & Demand Side Program Costs

Duke Energy Carolinas

For the Perlod June 1, 2009 - December 31, 2012

Docket Number E-7 Sub 1031

Actual Program Costs Including Overhead

SACE 1st Response to Staff
. 010536 y

Duff Exhibit3

Carolinas System

. Carofinas System Carolinas Systern Carolinas System  Estimated Costs - 12
Carolinas Systam Costs .- Costs - 12 Months Costs-12Months  Costs - 12 Months Months Ended
6/1/2009:12/31/2009 _Ended 12/31/2010 . Ended 12/31/2011 Ended 12/31/2012 12/31/2013
2,012,300 2,501,875 2,683,722 2,820,270 2,273,277
v & 123,262 119,486 158,086 -
' : 110,485 - 2
3,026,124 9,646,374
! 2,651,125 26,088,102 23,136,717 19,587,897 17,599,484
! 303,920 3,106,761
| 106,999 398,449 1,304 20,256 7,414,484
! 2,147,159 2,283,886 796,090 2,906,659 2,099,554
! 162,538 1,115,776 2,533,693 1,473,459 1,804,438
; - » . 2,081,419 1,066,811 1,415,100
. 1,839,260 7,019,303 12,214,462 19,068,455 19,485,361
I 2,333,129 9,463,992 14,473,943 12,595,325 15,995,608
' 762,568 8,024,339 13,872,741 15,462,796 20,390,106
I
| 12,015,079 57,018,984 71,913,577 78,601,543 101,230,547




Bollers (unmetered)

Boilers (metered) '

Ecenomic Devetopment

Plug-In Electric Charging Statlon Pllot
Food Service

Process Heat

Lighting

8 Residential

g9 Non Residential {Regulated)

10 Non Residential {Non Regulated)}
11 Total KWH

- e W

12 Total KWH Included

13 Total KWH Included {net of Free Riders 15%)

14 Annualzed Found Revenue - Non Resldential
15 Annualized Found Revenue - Residentiat

16 Vintage 1-2009 - Non Res
17 vintage 1-2010 - Non Res
18  Vintage 2011 - Non Res
1§  Vintage 2012 - Non Res
20 Vintage 2013 - Non Res
21 Vintage 2014 - Non Res
22  Vintage 2015 - Non Res
23  Vintage 2016 - Non Res
24 Vintage 2017 - Non Res

Duke Enargy Carolinas
June 2009 - December 2012 Actuals
fanuary 2013-Gecomber 2003 Estimates
Docket Number E-7 Sub 1031
Narth Carofina Found Rewenues

.. Arctual/Reported KWH

12010 i 20 2010

] . . . . -
93,990,500 104,307,244 117,082,547 416539426 . -
. - 8,246 218311 138,695 238,696
693,553 949,022 713,338 1,204,245 464,224 453,169
31,014 1,783,740 2973045 1001303 949,906 990,616
102,492 169,991 162,984 76,420 76,420 76,420
112,286 175,553 129,569 77,423 93,289 93,289
3,630 3630 2,146 - -

95

509,66 107,389,180 . 121,081,571 419,118,139 1,822,536 1,857,191

1,518,966 3,081,936 3,991,183 2,360,401

1,563,839 1,518,454

15431 . I6I56A6 3392506 3006341 1346263 1375720
. ,_.
$ 509,535 |5 1,111,621 $ 1,375,791 | § 965,817 [ 5 640,232 § 654,950
5 55308 | 5 93912 |5- « 91,169 |5 45228 {5 45,228 5 - 45228
B 1 - e -
I 2009 T 2010 ] zom i | 2012 | 2013 | z014 ]
s 195,302 509,839 509,839 [

25 [Rate Case Adjastmen - Non Res ©

s e6L773 L1621 L oLnig.
§  Ap3A9L 1375791

354,765 -

-

FT.350,036)F C (L0047 24) 1 (1,816,0811}

“Subtotal - Non Res .
26

196,302 5 1,171,619 $ 2,024951 $ 1957361 $ 2,137,517 51,121,073

27  Vintage 1.2009 - Residential 5 18,544 55,308 ss..’.rns

28 Vintage 1-2010 - Residential '$ 48357 93,912 13,91

29 Vintage 2011 - Res . $ 46,409 91,169

30 Vintage 2012 - Res S 1 ¥ 2

31 Vintage 2013 - Res b $ 24499 45,228

32 Vintage 2014 - Res [ 24,499

33 Vintage 2015 - Res foa !

34 Vintage 2016- Rus !

35 Vintage 2017 Res. i !

JRite Cate Adjustment -Residenial ., o ) | R IT8041) s {78,185) % (34,108},

36  Subtotal- Residentist 3 10548 § 103664 § . 195629 § 133,835 § 128267 $ 75607
Total Found Revenues. [s 714845 |5 1,275,283 ] & 2,220,580 5 2,081.197 |5 2,265,784 1 & 1,196,679 |

* Remowves amounts to be recovered In base rates,

Duff Exhibit 4

Box 6-include |
Box 6-include
Box 5 - exclude

Rox 3 - exdude

Bax 6 - Include
Box 6 - Include

Box 6 - include

Box 6 - include
Bax 6 - include. -

SACE 1st Response to Staff
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Duff Exhibit 5
Duke Energy Carolinas
! .
System Event Based Demand Response January 1, 2012 - December 31, 2012
Docket Number E-7 Sub 1031
Date State Program Name Event Trigger High Temperature  Customers Notified  Customers Enrolled MW Reduction
6/29/2012 NC and SC Power Manager High Prices 103 N/A . 172,232 152.1
7/9/2012 NC and SC Power Manager High Prices 94 ' N/A ‘ 172,232 -113.4
7/17/2012 NC and SC Power Manager : High Pricés ) 93 N/A . 171,531 141.5
7/26/2012 NCand SC Power Manager High Prices ' 95 N/A 171,531 142.9
7/27/2012 NCand SC Power Manager High Prices 95 N/A " 171,531 152.1
7/27/2012 NC and SC PowerShare CallDption High Pricés g5 1 1 0.2

Note:

A loss adjustment has been included in the MW values. ‘ |

The high temperature is the average of the high temperatures from 3 v{teather stations.

The values for MW reduction are based on the average across the'hourls of the event.

Customers Notified is the number of participants notified that they should participate or have the opportunity to participate in the event.
For Power Manager events, the Customer Enrolled value represents théa- load control devices activated for the event.

!
!
!
!
!
f
i
|
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Executive Summary

B UL =

A. Description _
During the 2013 first quarter Duke Energy Carolinas.Collaborative meeting, Duke Energy Carolinas,
L_LC (the “Company") will provide an update on the performance of ils energy efficiency and demand
side management programs for 2012, Vintage 3. Product managers have prepared reports on each
of our pilot/programs describing ;the offerings and details on pilot/program perfomance.  This

Executive: Summary describes how the Company performed in regards to the demand side
management performance in Vintage 3. Pilot/program details are in the individual reports,

Pilot/program reports include:

St = -t

e QT

Audience
Al retail Duke Energy Carolinas customers who have not opted out:

_B&C.Impacts, Participantsand Expenges .~~~ I .

The tables below include results for Vintage 3. The Company has included nominal avoided cost rather
than present value of the avoided cost because our targets for save-a-watt purposes are based on
nominal dollars. Please note that because North Carolina and South Carolina have slightly different
avoided costs rates, the targets for each are different:

The Company has not included the number of participants fram the filing as well as the percentage of
target for participants in these reports: The reason for this is because participants from individual
measures can represent, for example, one CFL bulb in one measure or one six pack in another.
Due to the multiple measures in programs, this ¢an skew participation targets. To minimize
confusion, this information was excluded from the report  Actual participants are included,

In 2012, the Company’s achievements are above the avolded cost target for Vintage 3. This is
primarily due'to high impacts in the energy efficiency programs — Residential Smart $aver and Non:
Residential Smart Saver; Although the avoided cost is higher than target, the program cost is lower
than filed at a system level.,



Executive Summary

North Carolina System Summary®

vintage 3 vintage 3 %eof |

S in rvitlioos As Filed Becember 37, 2012 Tatpot

- ||INominal Avoided Cost 1%

Propamco-st’ ‘ $79.0 76 | 100%

" MW from Vintage 3* 655 ‘710 WwE%

. Incremental € MW from Vintage 2’ 38 X 158%

Incremental EE MW from \ﬂntage 1’ 43 -59 149%

Total MW Achieved® e 736 - ‘s34 113%

MWH . 181,914 493,508 - 1209%
[Uﬂlb . -7,046,125 B

Motes on Tables:
1) Numbers rounded.

2} As ﬁled program costs do not include MEV, Actual costs mavlm:lude MEY,

3) As 'ﬁled MW are annua! maximum peak We track ooinddent peuk torimpacts::
4) Per the orwna! SAW ﬂllngs. Vintage 3 MW targets Indude MW achieved from

Vintage 1 and vintage 2 conservaticn programs.

South Carolina System Summary’

Nominal Avoided Cost 52419 E
Cost’ ' T T s | sme ] eew
MW from Vintage 3'| 815 .o | a%
mmmmalsrmwmmwmu‘_ a3 64 .- lisom
lncrumerrtdEEMWfrunVintngel 37 59 - 159% |
Total MW Achieved" 85 | e .. | @
MWH 385,959 453506 ~ | 128%
Units - 9230 | -
NotefﬂTables' S O .
1) Numbers rounded. °

2) As filed program costs do’ not include M&V Actual costs may indude M&V

3) As filed MW are annual maximum peak. We track coincident peak for |mpads
4) Per the original SAW filings, Vintage 3 MW targets include MW achieved from
Vintage 1and Vintage 2 conservation programs. Vlntage iin South Carohna :
covered February 2010to De:ember 2010. - : =

SACE 1st Response to Staff
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Energy efficlency impacts have primarily been driven by. Ilghtmg measures in both the resldentlal and
non-residential space. As a percentage of the target; the non-residential and residential portfclios

have exceeded expectations to date. This is a:result’of a higher take rate for CFLs offerings than_

originally projected.

The DSM portfolio is divided between the PowerShare (non-resudentlal) and Power Manager
(resudentlal) programs: The Company is above target in North-Carolina and slightly below target in
South Carofina for avoided cost KW, Program costs are alagned comparison to achieved avoided cost

*for both North Carolina and South Carclina.;

s e R
B e
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. ‘1
Carolinas Conservation Summa

a A e ) De arge

‘INorth Carolina Nominal Avalded Cost |- $166.9 “$205.6 13%

South Carolina Nominal Avolded Cost $180.4 " $197.8 110% § -
| Program Cost’ $56.3 $49.9 %

MW . 72.2 " 69.8 97%
AMwH 385,959.8 | - 493,505.9 128%

Units T B na:.sss ‘

Notes on Table: : :

56.8M, 70.4 MW and 381,914.2 MWH

- [ 1) Numbers rounded. As filed impacts and program msts are frum the South Carolma
MSAW settiement. North Carolma as filed for program costs, MW and MWH are '

2) As flled program costs do not indude Mav. Actual msts rnay lnciude M&V .
Actual program costs include amOunts for Nelghborhood Low Income and Applianoe Recyde
3) As ﬂled Mw are annual maxlmum peak We trad: coinddent pealt for |mpacts

Note: The EE portfolio kWh targets and DSM portfolio kW targets for North Carolina and South
Carolina are different While the North Carolina EE docket was never closed, the original South
Carolina EE docket was closed, included in the South Carolina rate case, and was adjusted up after
the North Carolina filing.. Both states have limitations on how much DSM can count towards the four-

year avoided cost, with South Carolina hav:ng a higher percentage due to the higher kW target.

vinlage 3

Vintage 3

% of

in myltions | AsFiled = December 31, 2012 © Target
Nominal Avolded Cost i :
p__mp_m:ast P $222 “$28.7 130%.
) - . 535.1 6R0.7 . 110%
MWH - © N/A . CINJA L
Unlts DA ey PO Gups U ... SN .

Notes on Tables:
1) Numbaers rounded.

contract pertod

2) As filed pragram costs do not inciude M&V. Actlial msts rnay include M&v -
MW capabillty derlved bytaklng average over Powelshare and FowerManager -

South Camlina Demand Response Summa

Sinmilligns

Vintage 3

As Filed

Vintage 3

% of §
December 31, 2012 Target

Nominal Avolded Cost $61.5 $54.3 2%
Program Cost’ B $34.8 287 ¢ | gIm
mw’! 743.2 6407 | 86%
Pawn NJA - CNJA

i T T

Notes on Tables:
1) Numbers rounded

contract penod

2) As filed program costs do not include M&V Actual costs may include M&V. -

MW capabnilty denved by talung average over Powershare and PowerManager ‘
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~ Executive Summary

D. Qualitative Analysis
Highlights

Energy Efficiency

To date, customer participation has been driven primarily by lighting and assessments programs.
These measures provide customers with a relatively low cost efficiency upgrade, with minimal hassle,
creating a positive initial energy efficiency experience. The Residential Smart $aver program
continues to achieve greater than expected participation: This increase has been primarily driven by
the overwhelming participation in the residential CFL offering. The increased participation is atiributed
to expanding the channels for customers to request CFLs. The new channels allow customers to
request CFLs via the IVR/Web channel. These channels are lower in cost, provide an improved
customer experience, and allow the Company to recognize participation in a timelier manner.

The Non-Residential Smart $aver Custom program has achieved greater than expected participation.
The established trade ally network has enabled the Company to minimize acquisition costs by using
trade allies as an extended sales force. Providing the trade ally network information on our incentive
structure has enabled them to market the incentives to customers. -

Demand Side Management {(DSM)

The capacity for both the PowerShare and Power Manager is above target for North Carolina but
slightly below target for South Carolina.

There have been a number of issues that have negatively impacted Compam) specific energy-

efficiency programs. These programs include Low Income Energy Efficiency and Weatherization
Assistance Program, Residential Energy Assessments and Energy Efficiency Education Programs for
Schools. Potential program changes to improve program performance are addressed in the individual
reports.

Potential Changes

Several programs are reviewing their curent processes and are considering potential ‘changesto

increase customer adoption. Potential changes are discussed in individual program reports,
E: Marketing Strategy o - T ve e
Located in individual reports.

F. Evaluation, Measurement and Verification

Locatedin individual'program reports: = — -~ - "= = = - == - - o
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A. Description .

The Non-Residential Smart $aver® Prescriptive Program ("Program™) provides incentives to Duke Enargy

> Carolinas, LLC's (the "Company”) commercial and industrial customers to instalt high efficiency equipment in

applications involving new construction and retrofits and to replace failed equipment Incentives are provided

_based on the Company's cost effectiveness modeling to assure cost effectiveness over the life of the

measure.

Commercial and industrial customers can have significant energy consumption but may lack knowledge and
understanding of the benefits of high efficiency altematives: The Program provides financial incentives to
help reduce the cost differential between standard and high efficiency equipment, offer a quicker retum on
investment, save money on customers' utility bills that can be reinvested In their business, and foster a
cleaner environment. In addition, the Program provides market demand where the dealers and distributors
{or market providers) will stock and provide these high efficiency alternatives as they see increased demand
for the products. Higher demand can result in lower prices.

The Program promotes prescriptive incentives for the foliowing technologies - lighting, HVAC, motors,
pumps, variable frequency drives, food services and process equipment. Equipment and incentives are
predefined based on current market assumptions and engineering analysis. The eligible measures,
incentives and requ:rements for both equipment and customer eligibility are listed in the applications posted
on the Company’s Busmess and Large Business websites for each technology type.

Prior to 2013, the Company contracted with Wisconsin Energy Conservation Corporation ('WECC) to
administer the fulfilment responsibilities of the Program and to provide training and technical support to the
Company's trade ally network, _Beginning January 2013, Ecova replaced WECC and retains responsibility
for fulfilment activities and Trade Ally outreach and support as well as call center services: Prior to
Ecova assuming responsibility, CustomerLink provided call center services to customers who called the

Program'’s toll free number which is specific to the Smart $aver® Prescriptive Program.

" Audlence

All of me Company's non-resndentlal electric customers excepl those that choose to opt out of the Program,
are eligible,

B& C.*lmpacts, Partlclpants and Expengeg — o7 o e e e T e

Conslstent with other state pirograms, High Bays, occupancy sensors;: compact fluorescent lighting, LED
Case Lighting and T12 conversions provided a significant portion of impacts and participation during 2012;
Lightmg instaltations have a shorter payback period than most other technologies,: making lighting financially
more attractive for customers to pursue: Subsequent to:lighting; variable frequency drives and HVAC

1
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equipment continue to drive impacts.

" Favorable avoided cost and irnpact variances to filings are atiributed to success:

. Trade ally outreach efforts — providing training and support to our trade allies who are often the first
point of contact for unassigned business customers evaluatmg energy effidency projects.

. The Compenys internal customer focused outreach teams and targeted customer campaigns —
providing outreach, education and support to customers..

To date, the leveraging of support costs ‘and the trade ally fetwork across regions has helped to
minimize marketing and administrative costs and atiributed to the favorable year-to-date variance, 'However,
the potential exists that acqmsmon cosls may increase as the Program continues to mature..

D. Qualitative Analysis
Highlights L

Trade ally b'uygin has proven.to be the most effective way to promote the Program to_the Company's
business customers. At Program rollout, the Company and WECC took an aggressive approach to
contacting trade allies associated with the technologies in and around the Company's service territory.
Existing relationships continued to be-cultivated during 2012 while recruitment of new trade allies also
remained a focus. To date, approximately 450 trade allies across both North Carollna and South Carolina
representing the different technologies are signed up as participating trade allies, Their company’s name and
contact information appear on the trade ally search tool located on the Program's website. This tool was
designed to help customers who are not aware of a local trade ally locate a trade ally:in their area who can
serve their needs and has been rewsed to incorporate enhanced search criteria functionality. The Company
continues to look for ways to engage’ the trade allies In promotion of the Program as well as more effective

targeting of trade allies based on market opportunities.

During a focus group of lighting and mechanica) trade allies that was conducted in December 2011, a
suggestion was provided to develop an on-line application submission and status verification system. An:
on-line application and status verification platform is under development with Ecova and is anticipated to

The Company recently completed an automated marketing campaign focused on !rghtmg through the use of
emailed newsletters and post cards.. The marketing campaign was designed to genemte leads based.on
activity taken by the email recipients to the content received. Personalized follow-up is underway based on’
the leads generated. A second automated campaign |s scheduled for 2013 that will focus on HVAC, -

An Energy Efficiency Store is also under development wlth a second quarter 2013 launch planned; that
will provide customers the opportunify to take advantage of a’limited number of incentive measures by
purchasing qualified products from an on-line store and receiving an instant lncentive that reduces’the
purchase price “of the product.  The Incentlves offered in the “store “will” be “consistent with current
Pragram incentive levels.. e ‘

Issues

Partlcipatlon in lighting contlnues to be better than expected However there are other measures that
provide savings to customers that continue to have little or no participation. Examples of these are food -
services and process equipment. HVAC participation is challenged given dependencies cn failed equipment
and facility expansions (existing and new construction) that result from measure design. The Company
continues to work with outside consultants and internal resources to develop strategies to understand
equipment supply/value chains and increase awareness of these measures golng forward:- Additionally,,

evaluations of alternative HVAC incentive designs geared to drive early equipment reptacements continue;

Another persistent challenge is the continued slow economic recovery which has lead to a reduction in
customer payback thresholds and thus reduced elective participation in certam measures;-
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Potential Changes

Standards continue to change and new, more efficient technologies continue to emerge in the market. The
Company will continue evaluating the opportunity to add measures to the approved Program that provide
incentives for & broader suite of energy efficient products,

E. Marketing Strategy B -

Non-residential customers are informed of programs via targeted rriarketing material and communications.
Information about incentives is also distributed. to trade allies, who in tum sell equipment and services to all
sizes of nonresidential customers. Large business or assigned accounts are targeted primarily through
asslgned Company account managers. Accounts that do not have an assigned account manager receive
information about the Program through direct mall, emall and other direct marketing efforts “including
cutbound call campaigns.

The intemal marketing channel is compnsed of assigned Large Business Account Managers, Segment
Managers and Local Government and Community Relations who all identify potential opportunities as well as
distribute program ‘collateral and informational material to customers and trade allies. In addition, the
Economic and Busmess Development groups also provide a channel to customers who are new to the .
service territory.

Marketing Materials

North Carolina Website
ttg !Mww duke ene[gy comlnorth-carol|na-busnnesslsmart—saver—mcentwe—proqram asp

South Carolina Website .
httg.l .duke—enerqv.comlsouth-carolina~bi.|5inesslsma ave

F Evaluation, Measurement and Veriflcation

TecMarket Works, the tndependent third-party evaluator provided a memo to the Company pfesenting
impact results of VFD measures on February 2, 2012 The information in the memo was presented to the
Company's Collaborative-in-June 2012 - R T T

~ The savings were summed over each of the VFD measures in the program tracking database: Because the

DSMore meas‘ure\library is not static and grows over time, results are depicted in-two ways depending on- - - -
whether results were intended to be applied to replace initial estimates or prospectively.. To replace the initial

estimates, an average savings value per VFD was calculated for each of the VFD size and type categories

used in the DSMore runs.. The prégram savings claim did not dlstlngunsh between pumps and fans so the

HVAC related savings were averaged across the pump and fan savings at each VFD size.. The results of this

analysis are shown in Table 1,. . e . - - - -
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Table 1. VFD kWh and kW Savings by Size and Type

AT

HP\Type |

" " Process

T KWRNFD

“WWIVFD

KWRVFD.

KWIVFD

15

1787

BCERE

1436

039

' 2401,

7036

1914

052

3834

051

2871

078 |

g

6,181

045

o

1.04

8747 |

0.81

4,785

130

s

10128 |

BT

T 7478

185

10

14.541 -

180

9.570

260

115

24,85

-1.2.82

114355

380 -

463

19,140

520

41,370

T

23,025 -

650 |

49497

526

1728710

780

66577 |

5.05

|- 38.280

~10.40

T 79.738

'8.70

| 47.850

1360 |,

—

RS

The program savings claim assumed ali HVAC applications were VFD pumps; however, most of the
applications were HVAC fans, which camy a lower savings value. Consequently, the savings per VFD were
reduced by this analysis.. A comparison of the savings per VFD-from the original program filing and this
analysis is shown in Figure 1, .

e e o
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Figure 1. Comparison of Filed Savings with Updated Engineering Estimates. :
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A. Description

- Duke Energy Carolinas, LLC's (the “Company”) Non-Residential Smart $aver® Custom Incentives (the
“Program®) offers financial assistance to qualifying commercial, industrial and institutional customers (that
have not opted out) to enhance their ability to adopt and install cost-effectlve electrical energy efficiency
prajects.

The Program is designed to meet the needs of the Company's customers with electrical energy saving
projects involving more complicated or altemative technologies, or those measures not covered by the
Non-Residential Smart $aver Prescriptive Program.. The intent of the Program is to encourage the
implementation of energy efficiency projects that would not otherwrlse be completed without the
Company’s technical or financial assistance..

The Program's application is for projects that are not addressed by the applications for the Non-
Residential Smart $aver Prescriptive Program. Unlike the Non-Residential Smart $aver Prescriptive
Program, the Program requires pre-approval prior to the project implementation Proposed energy
efficiency measures may be eligible for customer incentives lf they clearly reduce electrical consumption
and/or demand.

Currently, the following application forms are located on the Company's website under the Smart $aver
Incentives (Business and Large Business tabs)::

» QOptional plannlng form that allows customers and their vendors to submit preliminary project
information and receive feedback on potential eligibility and tips on filing out the application form.

+ Custom Application offered in Word and pdf format with the designated worksheet in Excel format.
Customers can request the worksheet in another format if preferred. Customers or their vendors
submit the forms with supporting documentation.: Forms are designed for multiple projects and
multiple locations.  Custom Incentive Application (doc or pdf), are subm|tted with one or more of the
following worksheets:

"o Lighting worksheet (Excel)
s Variable Speed Drive (VFD) worksheet (Excef)
» Compressed Air worksheet {(Excel)
'« " Energy Management System (EMS) worksheet (Excel)
» Genera worksheet (Excel} to be used for projects not addressed by or not easily submrtled using
one of the other worksheets

The Company contracts with Ecova to perform the administrative review of applications, fulfil payment
requests, provide training and technical support to our Trade Ally network and provide call center
services to customers who call the Program’s toll free number which is specific to the Smart Saver
Program.. The engineering fim AESC performs the technical review of custom apphcatlons All other
analysis is performed Interna||y at the Cornpany.

Audience

The Company's non—remdentlal electric customers, except those that:choose to opt out of the Program,
are eligible.
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B & C. Impacts, Participants and Expenses

Smart $aver for Nan-Residential Customers - Custom Rebate'

Vintage 3 Vintage 3 % of -~
Sinmilligns Asfiled YTDDecll, 2612 Target
North Camllna Nominal Avoided Cost $19.9

South Carolinz Nominal Avoided Cost ~~ $20.7- | - 569.1 335%
|programeost® . . - .. %89 I* $120 | in%
mwt RS R Y 15.4 363%
-[oAWH - ] .. 26,630.6 | 113,380.7 26%
Units ) 657,339 s

Motes onTahIe R

1} Numbefs rounded: As filed impacts and program costs are from the South Carolina
Msaw semement North Carolina as filed for prograrn costs; MW and MWH are
$10.2M, 4.3 MW and 26,863,7 MWH, respectively.

2) As ﬂled program costs do net include MEV. Actual! costs may inciude ME&V.
Program costs incdlude $0. 5M of Mon Residential Energy Assessments.

3} &s filed MW are annual maximum peak. We track colnddent peak fof impadts.

D. Qualitative Analysis
Highlights

Customer interest and participation exceeded expectations in 2012; An average of 44 new applications
per month was received in 2012, compared to 25 per month in 2011 and nine per month in 2010. Total
amount of custom incentives paid during 2012 was equal to 240 percent of the amount paid in the year
2011. Customers are consistently ‘investing in efficiency projects that are not addressed by the
prescriplive incentives. Customers would be able to plan better and Program administrative costs could
decrease if some of the measures offered as part of the Program were added to the list.of prescriptive
incentives,

Efforts to educate the vendors who sell energy efficient equipment (trade allies) have been very
successful. \ :
barrier for customers that do not have the resources 1o devote to completing the application.

Issues

The Program application process is considered burdensome by some cuskmers due to the technical
review required for all projects applying for a custom incentive. The technical review often requires
customers {or their vendor) to quantify the projected energy savings from the proposed project. This can
be a lengthy process that may require some level of engineering expertise. This requirement will
continue, thus ensuring that incentives are being paid for cost-effective verifiable efficiency gains.. Those
technologles that seem to be a good fil for the Non-Residential Smart $aver Prescriptive Program will be

Residential Smart $aver Prescriptive Program, the fewer burdens there are on the customer that prevents
particlpation in the Smart $aver program; }

While the level of interest in custom ‘incentives has increased;, the custom‘incentive team has worked
diligently to reduce average application review times: Customers receive an estimate of the total review
time with the apphication receipt acknowledgment. Expedite requests are accommodated whenever
feasible without adversely affecting other application reviews.:

Potential Changes

In many_cases,_the_vendor. will_submit the paperwork for the_customer which_eliminates a
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An online application form is in development with the goal to continue to improve customers' experience
with custom incentlves.,

D. Marketing Strategy
The markeling strategy for the Program is. the same as the Non-Residential Smart $aver Prescriptive

Program. The strategy'is to promote prescriptive incentives, which show pre-approved incentive amounts
that get customers interested in a project and are designed for a high volume of applications, Then, if a

customer's project does not fall under prescriptive incenfives, the custom appllcatlon is there to offer an - L

alternative:
E. Evaluation Measurement and Verifi catlon

The process evaluation results were presented {o the Collaborative in the meeting held in June 2012,
The impact evaluation is scheduled for completion near the end of the first quarter of 2013. The impact
evaluation will include a tracking system review, sample design and selection, an engtneering review of
the custom program applications, field measurement and verification of selected projects, data analysis
and reporting: This impact evaluation will include case studies of a sample of custom applications
covering lighting, process and HVAC technologies.
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A. Description

Duke -Energy Caralinas, LLC (the "Company’) received regulatory approval from the North Carolina
Utilities Commission on February 14, 2011 for the Smart Energy Now® pilot program (“Smart Energy
Now" or "Program®). The! Program is designed to create energy and capacity reductions through
behavioral modifications by: leveraging the community's commitment to create an environmentally
sustainable urban core.. The Program targets both occupants and managers of commercial buildings by
providing them with more :detailed information on the building's energy usage and providing the
community's aggregate energy usage data coupled with a custornlzed employee and tenant engagement
plan to reduce wasted energy.

Audlence ' . .

) - . o

»

This Program targets customers occupying commercial office buildings in community settings: The target
audience is approxnmately 65 commercial office bulldings (buildings with a minimum of 10,000 square
feet) within Charlotte city center (as defined by the 1-277 loop — see diagram to the right). Building
owners, facility managers and building occupants are part of the Program, each playmg an |mportant role
in achieving energy savings with the commercial office sethng

B&C. lmpacts. Partlclpan_ts and Expenses

x . - . b
R R G

L ok, Tl

Smart Energy Now'?

Vintage 3 Vintage 3 % of

2) Thereis no as—ﬂed companson for Smart Energy Now because it was anew pllat
in 2012 and was notincluded in the onglnal i hng ‘
3) Units represent the number of customer accounts enrolled. T .

CRmlC

D. Qualitative Analysis . ' ' ) ST .

Highlights

et

I 2012, the Program team focused on executing on the cemmunity engagement strategy and Ievef'aging

its leamnings to date as well as the input of experts’in the field: This meant that the Program was primarily

focused on training occupants and property managers from each of the buildings, building relationships
with tenant companies and utilizing relationships with facilities personnel'in each building. This strategy
included both high level awareness activiies'in the community as weli as targeted activities for each of
the different buildings. )

. Sinmillions AsFiled YTDDec31,2012 Target |8

North Carolina Nominal Avoided Cost ]l . %10

South Carofina NomlnalAvolded COst o IR R SR

Program Cost : R R 3 5 |

MW Y 0.8

MWH, . T T T . '4,127.2 )
“funtes® TThITIITT T T e IR e Y. S L e B
‘NotesonTabler = & T T — |

1) Numbers rounded. e : S : g
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Key aspects of the project:
Kiosk/Content Design:

‘A few minor changes have been made to content shown on the kiosk. Several building owners have
requested the option to display their building’s individual usage on the kiosk. This option is available and
several buildings have decided to pursue this option.. By displaying this information, tenants will see how
their building relates to the community and track progress of their building.

Midway through 2012 and prior to the Democrafic National Convention in Charlotte, the team elected to

move forward with changes to the kiosk and website that would better engage users and better align the

* Smart Energy Now and Envision Charlotte brands. This included a full design overhaul, a rotating attract '
loop with and program information,, a design that helped to mcrease the speed of the touch screen and
interactive energy saving infermation. The changes 1o the website mirrored the kiosk in design along with

better functionality and Informatlon for people, groups and companies to “get involved™ through launching
campaigns or making * pledges to save” on the site..

Normalization of Data:’

The Company and Performance System Development (PSD").completed the work on the Compass Tool.
With the completion of the Compass Tool, facility engineers and property managers can log in and see
how their building is performing and use the real time 15-minute interval data to make informed decisions
on how to best operate their building. .

Customer/Community Outreach: . _ o N

During the first haif of 2012, the majority of participating buildings received training on the pilot's energy
champions program. The fraining includes an overview of the Program, : ‘information about actions that
can be taken in the office space to increase energy efficiency and ending with a brainstorming session on
what that specific building could do to kick off an energy saving campaign. Over 800 individuals/
occupants located in the buildings participating in the Program have attended the training. Upon
completion of the energy champion training in the majority of buildings, the Pragram refocused its efforts™
on building relationships with each of the tenants. The Program team reafized that in order to drive
change. the messaging needed to come with support from the leadership of each company,: so the Smart
Energy Now® Team developed the Declaration of Change to get commitment from the leadership of -
Uptown companies. This has created a top-down approach to compliment the bottom-up approach of the
energy champion training: The Declaration of Change campaign is currently in the process of gaining
commitment from each company located in Uptown Charlotte to support Smart Energy Now®, promote it
to its employees and promote energy conservation in the workplace., The new initialive has had great
success and recéived 40 signed declarations by the end of 2012. This effort will continue through the end
of the Program. In addition o the energy champnon training, the Smart Energy Now Team has conducted
outreach at tenant engagement breakfasts hosted by the property management companies.. The Smart
Energy Now Team presented program information, energy saving, mformatlon details on what companies
across Uptown Charlotte are accomplishing through energy saving campaigns and how their company,.
fioor- or departiment could get involved,

In support of its Smart Energy Now Program, the Company has formed strategic partnerships with the US
Green Buildings Council (USGBC) and the International Facility Managers Association (IFMA) to continue
offering quarterly forums, or Town Hall Meetings.. These gatherings are a way for Facmty Managers to
share best practices and leam about new trends in the industry from experts brought in specifically for the
Program, The Smart Energy Now team launched a building recognition program in the last quarter of the

2

3
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year. This component of the Program recognizes the top performing and top saving buildings to
recognize the most dedicated facility engineers in the city, The Smart Energy Now team will utilize the
data capltured in the Compass Tool to determine those recognized. The recognition event is scheduled
for March 2013.

Issu.es:
. There are no major issues to repbrt
Potential Changes:
No significant changes are planned at this.time. | :

E. Marketing Strategy

The Smart Energy Now team leverages many commumcatuon channels to engage tenants, build program

awareness and promote energy saving tips and other pertinent information on energy efficient behavior
and sustainability. The Program has a communications calendar that lays out bi-weekly emails, bi-weekly
blog posts, quarterly newsletters and almost daily tweets. The Smart Energy Now team also leverages
social media to engage the Program audience via LinkedIn. Smart Energy Now has 750 followers on
Twitter, 430 members in the LinkedIn Group and 700 subscribers to our email list to date.

F. Evaluation, Measurement and Vedﬂcatioh

TecMarket Works (“TMW") has been evaluating the Program since its launch. The evaluation team
meets with the program managers for regular update meetmgs that include the review and modiflcation of
the evaluatlon plan as Program activities evolve. .

For the process evaluation, TMW has been conducting interviews with the program manager and other
member of the Program team. In addition, the evaluation team conducted an gnsite occupant behavior
baseline survey in the fall of 2011.

For the impact evaluation report, the original timeline as filed in Docket No--£:7;-Sub 1001-Ossege-Exhibit
3 indicated that the full report presenting both the process and impact evaluation results would be final in
June 2013. However, fo ensure the evaluation reflects the Program performance for the three:year
Program term, TMW recommends moving the completion date for the impact evaluation report to Q1 of
2014,

For the impact analysis, TMW has been monitoring participants in order to select the sample buildings for

the impact evaluation. The team has also constructed and implemented a Building Operators Baseline:

Practices Survey, conducted a review of-the Building, Operator Training Sessions and designed and
reviewed the implementation of the Facility Mariager Actions feature available the Compass Tool.
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A. Description

PowerShare® ("Program™ is a demand response program offered to commercial and industrial
customers. The Program is made up of Mandatory ("PS-M), Generator (‘PS-G"), Voluntary (PS-V") and
CallOptlon options, and customers can choose from a variety of offers. Under PS-M, PS-G and
CallOption;: customers:receive capacity credits for their wilingness to shed load during times of peak
system usage. These oedits are received whether an event is called or nol. Energy credits are also
available for participation (shedding load) during curtailment events, The notice to curtant under these
offers is often rather short (15-30 minutes). Failure to comply during an event will result in penalties.

Audience

The Program is offered to Duke Energy Carolinas, LLC's (the ‘Company®) nonresidential customers
who have not opled out and are able to meet the load sheddlng requirements.

B & C. Impacts, Participants and Expenses

North Carclina PowerShare® |

North Carolina Nominal Avoided Cost $256 | - - %283 111%

[Pragram Cost” 1 $158 %164 102%
vw’ : PRI, Mo | - a2 o | 110%
[V . : N/A NA
Momis —— = .

South Carolina PowerShare®

. Vintage 3 Vintape 3 % of
Sinmillions  AsFiled December 31, 2012 Target

Jsouth Carolina Nomina) Avoided Cost %368 | - s317 86%
' A .420.3 . 8151 o | s0%
. - are | 32 | e

{(MwWH oL | oNIA N - o o o

Units L . io.m
| Notes on Tables: - BT

' 1) Numbers rounded. -

'| 2) As filed program costs do not include M&V Actual costs may include MBV. ‘
Program costs include approxnmatety $0.7M In Non Residential Energy Assessmems

3} MW capablllty derived by taking average over specnfic PowerShare :
. contrac' penods : - :

Variance - - L

Growth in customer pamcnpatlon has remained slowed in recent months—adding about 9 percent in MW
ina202. .

D. Qualitative Analysis
Highlights
PS-Mandatory and PS-Generator have been well: recewed by customers in both North Carolina and

South Carolina. Most of the legacy customers enrolled in Interruptible Power Semce . lS') and Standby
Generator (‘SG') programs in South Carolina and many in North Carolina transitioned to PS-M and PS-
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G, respectively. ' The legacy SG customers that did not switch are often smal generators and do not
qualify for P$-G becalise of the minimum curtailable load requirement

Issues

In March 3, 2010, the U.S.. Environmental Protection Agency (EPA) promulgated national emission
standards for hazardous air pollutants (NESHAP) for existing stationary compression ignition
reciprocating internal’‘combustion engines (RICE). The EPA incorporated this new requirement into 40
CFR 63 Supart ZZZZ on May 3, 2010. Included in these rules were limitations on the use of “emergency

generators” in demand response programs—inaximum of 15 hours per year. For example, the current-

maximum hours for PS-M and PS-G are 100 hours annually. The EPA opened a period of additional
comment upon this restriction In February 2011:. It is anticipated that the EPA wili release any changes
resulting from the comment period later this year. The compliance date for exisling diesekfired -RICE
engines is May 3, 2013." In December 2011, the EPA reached a settlement with several interested parties
where the rule would change to a maximum 60 hours annually. In May 2012, the EPA Issued a notice

- that they wished to change the rule to 100 hours maximum—including testing. it'is anticipated that this

will result in a change to the rules by January.14, 2013.

The Company continues to see significant participation from the industrial customer segment. The
Company is actively reviewing opportunities to increase participation by commercial customers. These
businesses have a focus on ensuring tenants and/or customers are comfortable and the major electric
end-uses are primarily HVAC and lighting.. Therefore, it is difficult for many of these customers to curtail
load threugh the programs up to a 10-hour interruption period. In addition, these customers are less likely
to have on-site personnel to manually intervene in systems and settings for curtailment events, On the
other hand, the Company has some existing Program participants who indicate that they ‘have the
capability and willingness to curtail load on even shorter notification such as five minutes or less. In both
of these cases, automated processes to connect the utility signal of a demand response event with the
customer's equipment (end-use or generator) would be necessary )

Potential Changes

The Company continues to evaluate some of the nuances of the recent EPA notice of changes to the
NESHAP RICE rules. The Company bel:eves at this time that no change to the existing tariffs w:ll be
TpECeSSAry. T T TTTTTI mmot. mmrm s sm o - oo oo oo

The Company entered into an agreement with interested parties in 2011 to create a new measure offer

for PowerShare® CallOption. This offer would allow for up to 200 hours of “economic curtailments”™ and
pay the customer a $50/kW per year capacity credit This measure has been evaluated and found to be
cost effective. The Company filed the PowerShare® CallOption 200/5 measure in November 2012

....

The Company is explonng Automated Demand Response technologses that have been deployed in other
jurisdictions that could simplify the ways for commercial customers to curtail. By combining these effects

across many facilities; like those of a national chain account, load-shedding strategles could be staggered

across several stores in order to give a substantial amount of curtailed load without unduly impacting the
end-use customers operation, Program changes that allow for aggregating accounts for the purpose of
demand response would be one of the areas that would need to be addressed: These same
technologies would enabie “fast-DR” strategies with customers who have the capability to. curtail foad’in
five minutes or less.

E. Marketing Strategy

Marketing efforts for the Program have focused on the relat:onshlp between. the Com pany s account
managers and their assigned customers: As part of their normal contact with customiers, the Account

Managers introduce the Program, including any new options/offers; while explaining the value proposition = .

to the customer.. Account Managers share “in-house analytical spreadsheets that show the specific

2
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PowerShare@

incentives for each offer as applled to the customer’s specific load profile as well as collateral to explain
the details of all the Program offers.

F. Evaluation, Measurement and Verification.

TecMarket Works, the Company’s third-party evaluator, provided the process report for the Program for:
2010 and- 2011 in January 2012 Several recommendations were induded in this report based on
interviews with program management and current customers. The results of this evaluation were
presented to the Company's Collaborative in June 2012,

Based on the evaluation performed by the Company's staff following the procedures discussed above,
" the resulting Program impacts during 2011 are produced from the M&V process and should be viewed as
the actual load reduction impacts received on event days in 2011. The results of this evaluation were
presented to the Company's Collaborative in December 2012

The Impact evaluation report for the 2012 Prbg'ram is scheduled to be completed in Q2 of 2013. -

i



SACE 1st Response to Staff
010558

Residential Energy Assessments
A. Descrlbﬂon
The Residential Energy Assessments program includes two programs:. 1) Personalized Energy
Report® and 2) Home Energy House Call..

. The Personalized Energy Repor't’,("PER"j Program provides targeted Duke Energy Carolinas
LLC's (the "Company®) customers with a' customized report'aimed at helping them better manage
their energy costs., -

This report provides customers: B
* Up to 12 months of energy usage history
+» Pie chart breakdown of where energy is being used .
+ Comparison of their energy usage to similar homes )
+ ' Customized energy tips to help save energy and money

The PER Program utilizes -two' primary. marketing channels to acquire customers, _ Customers
receive a direct mai offer that allows them to complete a home energy survey either in hardcopy
format or onfine where customers sign into their Online Services (OLS) bill pay and view
environment, ' Customers who participate in the mailed offer are asked to complete and return the
enclosed survey. Once the survey is processed, the customer's Personalized Energy Report is
malled to the customer. Online participants can view and print their report in a PDF format
immediately after completing the online survey. .

The Company partners with several key vendors in support of the PER Program: McKay. Aclara
and Niagara: McKay is responsible for printing the solicitation letters, surveys and final reports..
Aclara combines customer usage data with survey responses, provided by Kindred, to produce the
customized report. Niagara provides fulfillment of the six CFL bulb incentives. ‘ -

The Home Energy House Call (“HEHC") Program is a free in-home assessment designed to help-

customers reduce energy usage and save money. An energy specialist completes a 60 to 90 minute

walk through assessment of the home and analyzes energy usage to identify energy saving

opportunities. The Building Performance Institute ("BPI") certified energy specialist discusses

behavioral and equipment modifications that can save energy and money with the customer, A

customized report is provided to the customer that identifies actions the customer can take to increase —— — — - -——-
their home efficiency. Example recommendations might include the following:

Turmning off vampire load equipment when not in use
Turning off ights when not in the room

Using CFLs in light fixtures

Using a programmable thermostat to better manage heating and cooling usage - . -
Replacing older equipment ' '
Adding insulation and sealing the home

Customers receive an Energy Efficiency Starter Kit with a variety of measures that can be directly
installed by the energy specialist: The kit includes measures like CFLs, low flow shower head, low fiow
faucet aerators, outlet/switch gaskets, weather stripping _a_nd energy saving tigs booklet, .

The Company partners with several key vendors’in support of the HEHC program: Wisconsin Energy
Caonservation Corporation (WECC"), Proto Type, Customerlink and AM Conservation. WECC
administers the assessment component of the program:  Additional key vendors include ProtoType for
mailing services, Customertink for customer care support and scheduling (cal center and back office), and.
AM Conservation for fulfillment of the Energy Efficiency Starter Kits:
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Residential Energy Assessments

Audience

PER targets the Company's residential customers that own a s’ingle:famiiy home with at least four months oy
of billing history. ! : .

HEHC: targets the Company's residential customers that own a single-family residence with at least four <
months of billing history and have central, air; electric heat or an electric water heater.

1

‘B &C: impacts, Participants and Expenses .

Residential Energy Assessments™

Vinlage 3 Vintage 3 % of
I ) Sinmillions  Askiled  YTD Dec31, 2012 Tarpet
North Carofina Nominal Avoided Cost~ ~ ~+  $15.9 . 86 1 %

South Carolina Mominal Avolded Cost * . - $123 | $34 - a%
erogameost® o i Lse2 ] o s2a | asw’|
R 81 14 %
Jinawen 7 545134 .} - 94997 Y| 17X
e | 27,134 .

‘Motes on Table:
1) Numbers rounded. As fited impacts and program costs aré from the South Carolina

| Msaw settiement. North Carclina as filed for program costs, MW and MWH are

$6.2M, BIMW and S4,990.7TMWH.

-} 2) Néw impacts per M&V ex{endéd measure lives by 1 year for Persanalized Home ERérgy
report and Oriline Audit, ) .

3) As fited program costs do notinciude M&V. Actual costs may include M&V.

4} As fifed MW are annual maimum peak. We track colntident peak'for Impacts.

D. Qualitative Analysis

Personalized Energy Report Program
 |ssues et e e e e
The 2012 Carolinas PER campaign had a 17 percent response which is lower that past response rates of
20 percent. The Company has reached a saturation level with:the PER Program.

Potentlal Changes

The Company's customers will no longer receive CFL bulbs for completing the survey and there will no

longer be a hardcopy version of the survey or report: However, customers will still be able to complete

the survey online and view their Personalized Energy Report® (PER) online instantly after completing the
" online survey.. - ‘ ‘ ' )

Home Energy House Call Program
Highlights

Smaller and more frequent direct mail campaigns have. reduced the wait time between enroliment and
assessment completion. Customers may schedule an appointment as early as the next day if they
choose or schedule out as far as six weeks, The scheduling tool allows a customer service
representative to ease the scheduling process for the customer: The Company has determined that by
making this change, customers are less likely to cancel their appointment; ensuring all energy specialists -
have a full schedule and maximizing their efforts. The HEHC Program has brought on additional energy
specialists to handle any over fiow of appointments and ensure all customers are, served within the
appropriate window of time, even those who were not targated by a direct mailfemail campaign.
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_Residential Energy Assessments

HEHC continues to test email communications as another potential marketing channel. The test included . -
customers who had. elected to receive email correspondence. The response rates are similar to the ’
Program'’s direct mail rates of 1% to 3%, but the cost per acquisition was much lower. An example of the
email message is available in the Appendix. The channel reached an untapped market that may not have
responded to the direct mail marketing. HEHC will continue to use this channel and revise messaging to
the appropriate audience based on customer PRIZM data,

Analysis has been completed to improve the overall customer experience for the 60 to 90 minute :
assessments, In addition, assessment questions and procedures have been reviewed to improve the . ... _ ..
process flow and clarity of energy saving opportunities. - Cross selling opportunities of other energy .~ oL
efficiency programs have been incorporated into the assessment to allow customers an opportunity to .. ... e e
take action in improving their home's efficiency. Face-to-face training has occurred with all of the energy- - —
specialists which addressed the items listed above. Based on secret. shoppers’ feedback and quality - '
inspections, the.- HEHC énergy specialists appear.to be performing better than ever while engaging with "~ 7 "
the customer. : ' ST ' : L T

5 : A ' : . :
The marketing strategy executed from January 2012 through September. 2012 did not yield the expected: = '
response rates. A new marketing strategy has been developed to address the low response rate.- .- -
Printed marketing collateral for the HEHC Program has been. revised, and promotion of the HEHC
Program has been added to the Company's online services home page.’ As a result of these changes;:
the response rates have doubled from 1% to 2%. ‘ '

Issues

HEHC Program participants were sent a follow-up letter: reminding the customer of the audit and
providing additional low to no cost ways to continue improving the efficiency of their home. The Company
determined the letter did not add any additional value from the audit and sparked more customers asking
the Company to provide an extra Energy Efficiency Starter Kit. '

Potentlal Changes

Some program enhancements to increase program impact ralse participation satisfacton levels and
establish the Company as a preferred energy provider being considered includes:

» Evaluating other measures for the Energy Efficiency Start Kit. Current analysis is taking place to
determine market opportunities. _

» Removing the geographic limitation and begin to mass promote utilizing our delivery channels
and possibly adding new channels through the Company's online services homepage.. Expected
implementation January 2013. B

» Creating a separate customer wait list for those willing to accept last minute appomtments..

E. Marketing Strategy _ .
Personalized Energy Repart Program - R

In 2012, the marketing of the Program focused on improving new customer acquisition through the direct
mail channel. Homeowners with 12 months of usage history were targeted in order to show a trend in
energy use.. Additional criteria included custorers with above-average energy use who had few CFLs
installed in the home.

Targeted customers received a cover letter explaining the benefits of the Program and a survey to
complete with a postage-paid retumn envelope. Within four to six weeks, participants received a
Personalized Energy Report ® and a free six-pack of CFLs. A postcard was placed in the bulb packaging
that encouraged customers to go online and check their eligibility to receive additional free bulbs.
Examples of these marketing materials are avaitable in the Appendix,
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Home Energy House Call Program

* Program participation is pri‘fnarily driven through'largeted mallings to pre-qualified residential customers.
To supplement this activity and keep acquisifion costs low, email markeling will be used when targeted
customers have elected to receive offers electronically. Ufilizing two different marketing channels will
increase awareness levels of the Program, thus potentially increasing program participation..

Home Energy House Call program information and an onfine assessment request form is available at

www.duke-enerty.com..

f. Evaluation Measurement and Veﬂﬂéatlon )
Personallzed Energy Report Program

Evaluation activities are currently iniprogress: The next evaluation Is scheduled for the first quarter of

2013. C ' : i ’ :
. }

Home Energy House Call Program -

TecMarket Works began the process evaluation with interviews of program management and é sample of .

participants in the second quarter of 2012:- The next process report and impact report is expected in the
first quarter of 2013: ‘




SACE 1st Response to Staff

010562
_Residential Energy Assessments

G. Appendix

Personalized Energy Report - Cover Letter P
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Personallzed Energy Report Bulb - Packaging Postcard

> :d‘yo_u know you may be eligible to receive
-additional free CFLs from Duke Energy?

Congratulations on taking the first step toward saving enetgy
and'money. Your new CFLs will:

* Help you save on your electric bill - about $30 over the
lifetime of each bulb.
- Last up 1010 times longér than standard bulbs.

+ Provide the-same amount of light as standard bulbs but
use about 75 percem Iess energy

o i A e e i

| To see If you're sligitle for more bulbs, call- i-800-943-7585 and
H._-a.,_a't press optlon 1. Or visit www.duke-energy.com/per-cfi..
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Home Energy House Call Direct Mall Message {(January - September)

SAVE SOME GREEN —_—
WITH A HOME ENERGY HOUSEC.-LL . .
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Is your home as efficient as it could ba?
Find out with a Home Energy House Call.
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Residential Smart $aver®

A. Description

The Residential Smart $aver® Program ("Program”) offers a variety of measures that allow customers to
. take action and reduce energy: consumptfon. The Program includes offers for. lighting measures and

HVAC measures.

Compact Florescent Lamps Measure

The Compact Fiuorescent Lamps (CFLs) measure is designed to increase the energy efficiency of
residential customers by offenng customers CFLs to install in high-use fixtires within thesr homes.

The CFLs are offered through multiple channels to eligible customers. The on-demand ordering platform
enables eligible customers to request CFLs and have them shipped directly to their homes. Eligibility is
based on past campaign participation {i.e., coupons, Business Reply Cards (BRCs) and other Duke
Energy Carolinas; LLC's (the."Company") programs offering CFLs). Bulbs are available In 3-, 6, 8-, 12-
and 15-pack kits that have a mixture of 13 watt and 20 watt bulbs.; The maximum number of bulbs
available for each househotd is 15, but customers may choose to order less.,

Customers have the ﬂexlblllty to order and track their shipment through three separate channeIS'

1) Telephone: Customers may call a toll-free number to access the Interactive Voice Response
{IVR) system, which provides prompts to facilitate the ordering process. Both English and
Spanish-speaking customers may easily validate their account, determine their eligibility and
order their CFLs over the phone,

2) The Company. Web Site:. Customers can go online to order CFLs. Ellglbmty requrrements and
frequently asked questions are also avaitable.

3) Online Services (OLS). Customers enrolled in the Company’'s Online Services may order CFLs
through the Company's web site, if they are eligible. -

The benefits of providing these three distinct channels include;: )

*~" Improved customer experiénca -

» Advanced inventory management

s Simplified program coordination

+ " Enhanced reporting '

¢ Increased program participation

* Reduced progr'am costs . IR L
Property Manager Channel - T C
The Property Manager Channel (the 'Channel') allows the Company to target muttr-famlly apartment
complexes to direct install CFLs. Honeywell, the third-party vendor, manages distribution of CFLs via this

_Channel and partners with propeny managers in both North Carolina and South Caro[ma to enroll multl-

family properties,

This Channel allows property managers to upgrade'lighﬁng with CFLs, reductng maintenance costs while
improving tenant satisfaction by Iowenng energy bills. Each apartment may qualify for up to 12 CFLs per
.unit depending on the size.. .

Once enrolled;. the property manager identifies the number of permanent Irghtmg fixtures available. The
Company provrdes the CFLs but the property manager pays for all shipping costs; The CFLs are
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| A Numbers rounded. As filed impacts and program costs are; ‘from the South Carolma
1 $7.3M, 8.6 MW and 55,066.1 MWH respectwely ;

I 3y As filed MW are annual: mammum' eak Wetrack coinddent eak forlm acts:
D. Qualitative Analysis

___Residential Smart $aver® = .

installed in permanent fi fitures during routine maintenance visits: The property manager reports the
number of bulbs'installed to_the Company. Heneywell validates thls information and provides a report for
each individual unit on the property.

Residential HVAC Measures

in both' North Carolina and''South Carolina, the installation of a high-efficiency heat pump or air
conditioner will result in a $300 Ince_r'ltive.‘ For replacement of an existing system; the Company’s
customer receives $200, and the HVAC contractor receives the remaining $100. For new home
construction, the home builder recewes the 5300 incentive but has the option to pass the lncenhve on to
the customer.

- The Company filed an apphcatlon to add tune—ups and seal measures to the Program in both North

Carolina and Souih Carolina. The Public Service Commission of South Carolina issued an Order
approvmg the apphcatlon on May 23, 2012, and. the North Carofina Utiities Commission issued an Order
approving the apphcatuon on August 28, 2012. ' Eligible customers will receive incentives for the
installation of measures such as sealing leaks and upgrading insulation in the attic (initial amount of
$250), upgrading ductinsulation (initial amount of $75), sealing duct systems (initial amount of $100) and

‘tuning up a heat pump or air conditioner ($50).. All-incentives will be paid directly to the Company's

customers., - -

GoodCents administefs the HVAC segment of the Program and establishes relationships with home
builders and HVAC and home performance contractors (“trade allies”) who interface directly with
residential customefs. These trade allies adhere to Program requirements and submit the incentive
application. Once the application is processed, GoodCents disburses the incentive checks to the
customer.. S

In addition, GoodCents is responsible for processing calls from trade allies and customers about the
HVAC segment of the Program. :

s -

Audience. . . .

The Company's residential customers that meet the eligibility requirements of the Program..

B &C. Impacts, Parhclpan& and Expenses .-

e F el R - e - -

Residential Smart !‘»a\mrl B B . ” e

0 DD D arg
North Carolina Nominal Avolded Cost . $22.0 4534 | 83%
South Carolina Nominat Avoided Cost - $23.7 '$63.1 - . | 267%
Program Cost’ oo ol smas T $196 - 272%
mw’ A B X - 204 " | 285%
TawH- . - - T 58,553.4 .- 224,983.0 - | 384% |
Units . - = S N N | - 5,854,957 - - L

“Notes on Table: -
"MSAW senlement North Carctina as filed for program costs, MW and MWH are’

2) As fited program costs do not lndude ME&V. Actual costs may i mclude MEV.

2
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Residential Smart $aver®

CFL
Highlights

Many customriers have part:apated in the CFL Program by ordering bulbs through.the IVR, OLS and the
Company's website. Customers find this process simple and enjoy the convenience of bulbs being
shipped directly to their homes: Over 428,298 orders were placed in 2012. Participation is tracked at the
account 'level which allows the Company to focus its attention and resources on non-program
participants. Over 49% of the orders were placed through the toli-free phione number, whtle 26% of the
orders were placed through OLS and 25% through the Company s website:

Analyzing customer data an_d',ﬁnding ways to effectiVer market to nompartlcibating customers: '
Potenti'al Changes

Innovative marketing campaigns will be ufilized to improve awareness for hard-to-reach and late-adopter
customers:-

The Company filed notification under the Flexibility Guidelines with the North Carofina Utilities
Commission on October 15, 2012 to expand its lighting offer to include speclalty bulbs, such as indoor
recessed lights, candelabras, three-way bulbs and dimmable bulbs. Building on the insights and lessons
learned from the current CFL promotion, the Company. will determine best practsces and go to market
options to inform customers of the specialty bulb offer: The Company plans to offer specialty bulbs in the
second quarter of 2013.

CFL offering via Property Manager

Mighlights .l
The Property Manager Program has been well received in both North Carolina and South Carolma
Marketing efforts ‘including direct mail postcards, email ‘campaigns,: outbound calls and face-to-face
meetings-increased participation in the program in 2012-. Over, 239 propemes in North'Carolina and 94
propertles in Soulh Carolina have suocessfully installed energy efﬁclent CFLs totaﬁng over 417,000 bulbs:

EE

During' the summer months; many properties do not have the resources avaiable 1o prioriize CEL: ~
installation. Higher unit tumover and air conditioner maintenance and repairs. require the maintenance

crew's aftention. To address this issue, the Company allows property managers S0 days to complete
mstallahdn , . ) .

Addmonally. property managers express concern about paylng for shlpplng the bulbs wh|ch contributes to
lack of parficipation in the Prograrn

Potential Changes
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- Residential Smart $aver®

To minimize overages, Honeywell will begin subtracting 20% of the bulbs ordered by property managers.
Honeywell will continue to educate apartment associations about the Program to increase awareness and
participation in the Program. "Honeywell will address the shipping issue by paying the shipping cost for
the properties which should increase participation:

Residential HVAC !
Highlights

The Company and Gooddenls continue to form strong relationships with valuable trade allies across both
North Carolina and South Carolina. These partnérships help ensure gpplication ful_ﬂllment and prompt
payment of incentives, as well as maintain top-of-mind awareness of the Program and its benefits.

Issues

The buy-ih and participation of the trade ally network is vital to the success of the HVAC segment of the
Program. The Company and GoadCents continue to inform the trade ally network of the new measures;
however, the Program aims to shift market practices away from some of the more commonly utilized
practices which rely heavily on decentralized training and varying knowledge levels, as well.as imprecise
and manual field calculations, towards industry trained and certified trade allies using higher quality
instruments and processes which has proven challenging and has slowed the recruitment process. While
some trade allies have registered and are capable of offering the:new measures, the Company expects
the quantity of trade allies to increase during the coming year due to recently avallable equipment and
increased customer demand.

Potential Changes

Electronic submission of the incentive application’is also under development to expedite fulfilment and
payment disbursement:

CFL

The overall strategy of the Program is to reach residential customers who have not adopted CFL bulbs,
The Company will continue to educate customers on the benefits of CFLs while addressing barriers for
customers who have not participated in the Program. Additionally, the ease of Program participation will
also be highfighted to encourage use of the on-demand ordering platform;

Direct mail market‘ing has generated a siﬁniﬂcant number of orders 1 both North Caralina and South
Carolina: The'individual response rates to the different campaigns have averaged-around 13%. Samples
of the marketing collateral used for these campaigns are available in the Appendix..

‘Honeywell markets to Carolina property managers through various channels induding tradeshows, email

and Apartment Association events. Additionally, the Company maintains information on the My Duke
website. “Multi:family properties‘in the Carolinas see a promotional offer when they log'in to their My Duke
DTOﬁle.:

Residentlal HVAC
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Promotion of the HVAC segment of the Program is pnmanly targeted to HVAC and home performance
contractors as well as new home builders. Trade allies are Important to the Program's success because
they interface with the customer during.the decision-making event, which does not occur often for most
customers, .

GoodCents is responsible for promotion of the Program directly to potentia! trade allies including HVAC
and home performance contractors and new home builders. Program information and trage ally
enrollment forms are available on the Program’s website to encourage participation. By increasing the
particlpation of trade allies, it ensures mare customers are aware of the Program at time of purchase.

The Company implemented-several customer'market‘rn'g campaigris during the third and fourth quarter of
2012 using both the direct mail and email channels to reach customers in South Carolina and utilized the

email channel to reach customers in North Carolrna dunng the fourth quarter

f. Evaluation, Measurement end Verlﬂcatlon

CFL

The final process and impact report for the 2011 Smart $aver Residential Energy Efficiency CFL program
was finalized on September 28, 2012, The findings from the report were shared with the Company's
Collaborative in December 2012.

Table 1. Estrmated Overall I mpacts

e s, — - T

Gross Savlngs | NetSavlngs

Annual Savings Per Bulh Dletrlbuted

wn 1. 336 T %06

P P —em e e s i e — = S m—— ey

W T o.ooes [ 00051

T i ottt - B amie e IRt e o e T

The impacts in thls table were calculated using engineering aigorrthms These estimates also take into
account a participant's tendency to over-report operating hours and the Iength of daylight at the time of
the year the survey results were collected.  These two factors and the reasons for their inclusion are
explained in their respective sections m the report: The net-to-gross ratio used to calculate net savings is

. 91.00%; This ratio includes freendershtp and spitlover and’ Is described in detail in the report.

Significant Process Evaluation Flndings

From the Management Intervicws - '
» Overall, this Program was highly successful in meéting its goals and is not experlencing any
significant problems. A member of the Company’s program management summarized it as
“working wonderfully.” The IVR and online platforms have performed well and exceeded all goals
for increasing CFL participation,
¢ The Company wants to grow the portfoho to include specialty bulbs in thelr promotlonal offer.,
TecMarket Works agrees with this expansion of program offerings.
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« Consumer education is an area for potentially enhancing CFL acceptance and adoption:

From the Partlcipant Surveys -
s Overall program and CFL satisfactian levels are very high, and overall the Company's satisfaction
is high.

¢ The direct mall CFL program in.the Carolinas is doing an excellent job of targeting participants
with little or no prior CFL use. Prior to the program, CFL saturation was low within the direct mail
CFL partlclpanl population:

« The desire to “save on utility costs was the most influential factor in their decision to obtain CFLs
via the prograrri *Desire to save energy” placed second.

e For those participants that used the online CFL order tracking system the mean satlsfactlon
rating is very high.

e While the two hlghest rated factors Inﬂuencmg bulb purchasing were energy-savings and cost
savings, factors oﬂen percenved as bamers to.CFL adoption such as aesthetics, mercury content
and availability of dlmmable bulbs were among the lowest rated factors having fitle effect on
adoption and use, ’

s Qutdoor ﬂoodlrghts and dimmable CFLs appear to be the best candidate for a spemalty CFL
discount program targeting all current CFL participants:

From the Non-Participant Surveys

e Overall satisfaction with the Company across all non-participants surveyed averaged 8.5 out of

~ 10. A high score.. o ‘

+  The most poputar reason for not participatingin the Program was because customers did not find
the offer compelling enough to fake action.

» Despite not participating in the Program, neary two thirds of the non- participants surveyed
indicated that learing of the Company's CFL program had increased their awareness about how
to save energy by using CFLs. This suggests that the Program [s hawng an energy savings
transformative effect on non-participants..

+ The desire to save on utility costs and the desire to be enwronmentally responsible fied as the
““mostinfluential factors on CFL purchases by norrparuclpants TTTTTTT T T T o

Significant Impact Evaluation Findings _
' » Average wattage of a replaced incandescent is 64. 5watts..- - : - -
« A first year installation rate of 67.2% was reported, with an ISR of 80.0%,
e . Livingffamily room, rhaster bedroom and kitchen,.in’that order, are the three most popular: roomf
types for bulb replacements; together they make up 63% of all bulb instaliations.
s Surveyed participants report slightly Increased operating hours when swztchmg from an
-~ incandescent to a CFL having a very small effect on energy savings. - -

HVAC

The impact report for the 2010 Residential Smart $aver HVAC program was finalized on January 27,
2012, The findings from the report were shared with the Company's Collaborative in June 2012..

Table 2 presents a summary’of savings associated with the Residential Smart $aver program.. These
results were obtained based on a madel which uses the results of the engineering analysis within a
statistical b[lhng data analysis (the SAE approach). Program partlmpatlon by HVAC system type,.size,,
SEER and location were applied to the savings per ton obtained in three geographic locations to compute
the ngram savings:
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Table 3. Summary of Program Savings by Measure
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) ;_.;"."z;rf;:_;.;‘l_\n.etrlc e _Air_f:ondiﬂoner.- B : _'."He.at Pump
T Pariepaton Commt— 2075 ' "3.588
[ Gross KW per an :- ozso' 035
[ Gross KWh per unlti‘. — ; 270 6 65 '
Freendersmp rate- , | 321% T 32.i%
"Spillqverrater-' I . T .O%l i 0% -
TNTG o l - 67.5% e
Net kW per.unit- { ' 0177 N 0227 " _ .
[ NetkWh porumt 184 T
Measure Life (yearsf)“_". — — -15 EEE :'-
| EUL net KWh per unit - ) .' ._2760 ‘64.80 _
[ Gross Ex Post KWh Savings. 485 2285510
[ Gross Ex Post kW Savings 540 — 7201

Bl

- —The impact report for-the 2011:2012- Residential"Smart"$aver Program should be cornplete by Q2 of

2013

The process report for the 2011- 2012 Residential Smart $aver Program was ﬁnallzed on November 21,
2012, The fi ndlngs from the report were shared with the Company's Collaboratlve in December 2012..

Key Findings from the Management Interviews
o The Residential Smart $aver Program offered in the Companys service temitory as benefited
from the experience. that the Company -has galned from lmplemenhng Sman $aver in the
Midwest.:
+ The total processmg time from application to approval to the time the incentive checks were sent
out was eight busmess days. From an mdustry standpomt, this performance consmuted best in

class. . )

v Effective Useful Life (EUL); taken ﬁ'om 2011 Database for Energy Effi cncncy Resources,(DEER) updite sludy
See www.deeresources.com .
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Key Findings from the Trade Ally Interviews
« A magjority (13 out of 21, or 62%}) of the trade allies mentioned that they thought ductless air
conditioning units and handlers should be considered for the Program — eight trade allies in North
! : Carolina and five in Scuth Carolina mentioned the technology.
¢ Trade allies mentioned inverter heat pumps and ductless mini-split systems should also be
considered for the Program. e . ) . . S :

¢ .

Key Findings from the Participant Surveys ) I
« Customers who participated are generally very satrsf ad with the HVAC Srnart $aver Program :
' o B88.2% rated their satisfaction with the Program an "8 or htgher" ona 10-po|nt scale, while . : L
40.9% rated their satisfaction a *10 ‘out of 10" . o
. o 'Formost customers, their favorite part was saving money through an’immediate rebate I
‘ (66.3%), while savmg energy was secondary (menhoned by about 30%, including those
- who hope to save money from increased efficiency’). A large majorlty (81 8%) could not o e
" .name a “least favonte aspect of partrcxpatmg in Smart $aver. - . .
¢ About one guarter of partlcrpants lntend to do more than Just HVAC Smart $aver to improve

energy efficiency: - P
o 28.9% of parhdpants said they have taken other energy effi crency actlons influenced by
HVAC:Smart $aver. 4

o 22.5% of partrdpants rntend to make other major purchases to improve energy efficiency
" inthe next three years..
» Trade allies are very important to spreadmg awareness (87.7% of customers heard about Smart
$aver from a trade ally) and for getting customers to parﬂcupate (trade a!lles filled out Smart $aver
paperwork for 80.7% of customers). N
' ‘o Trade allies are especially lmportant for larger installations (multIple rebate househotds)
-0 Not that many customers heard about Smart $aver directly from the Company via
brochures (2:7%), or the web site (2 1%), or even advertislng (6.4%).,
e Customers are also generally very satisfied with the Company:
o 87.2% rated their satisfaction with the Company an *8 or higher" on a 10—pomt scale.
“while 41.2% rated their satisfactién a "10outof 10." 7~ — m——— =
o Dissatisfied customers most often complained of rate increases and the price of energy in
general Some also mentioned problems with loss of power.:

Recommendations

Based upon the management rntemews the evaluation team has no recommendatlons for Improving the

Program at this time. However, because the Company has selected a new veridor to manage the trade

ally network and to process the applications; we racommend that the Company monitor the performance

of the new vendor to see ifthey are able to maintain the high participation rates that the_Smart $aver . _  _
Program historically enjoys.. If participation drops, whether from-trade allies or customers, the Company -

may wish to consider another process evaluation to determine the cause of the decrease. Otherwise, the
evaluation team recommends that the new vendor be given one year to two years to |rnp1ement Smart

$aver before another process evaluation is conducted. - - -

1

? This percentage also includes those that.fésponded with “fike savmg energy and being more efficient in general”
and “like ieaming about how to be mwore energy efficient in the fuwre,” and “like saving resources/
conservation/benefiting future generauonslgomg green:™
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CFL - Bill Insert

g bi - . R - . -1 . Duka Energy want you to think about energy savings
: . ; 1 & whola new light. That's why wo'ns giving sway
FREE CFL bulbs. They're mare sificlent than standard
Im:u;\dumnl bulba anc [pst & [ot lenges, moking .
thase baautilul buibs a perennial (avorite.

Cumpoct Fluorescent Light (CFL) bulbe: .

e e Tt e ey
L

- Use 75% lass ansrgy and tasi up to siv Iimes longer
then incandeacents ’
- Provide morm than §40 in 30vTngs aver tho Riotime
of ench CFL . -t . >
e emr

- Produce about 75% lass hea! than siandard bulus,
making them saler ord [ess of a draln when cogling
your house .

Get your FREE CFLs now. Simply call
800.943.7385 {seclect option 1} o visit us . “Prav10us petdespouon a o af our Ight bulb ogrume may ba
enline at duke-anergy.com/GrowMySavings | refiaciadfn the numge: af bu'be Tt voy mav 28 sliyible i racer
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CFL - Direct MaII‘C'ampaIgn Targeting New Cqstomers )

f -
- ’ T e L
.

They say i Lighten your
' energy bill without
+ dimming your lighting.

the best things
. in life are free.

Catch them
while they last.
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CFL ~ Newépaper Advertisaments

BUY NONE !
GET SOME | .

T

: !
X -
. ; ;
; Want to save big now
' and save even bigger
© later? Great! Bécause
Duke Energy Is giving
| away FREE enermy
efficient ight bulbs to :
customers’—na strings )
attached. Heck,;: we'll; . - -
even deliver them
tor FREE!
So, how do you take _ B
| advantage of this stedi. - - -
i of a deal? it’s easy,. - - -
. o ; 3 e '
| can 800.943.7585 (select option Dy orvisitus . K
| online at wwwiduke-energy.com/CFLcoupon - I S - -
! ; -
] ’ & Energy. ‘
Ii gy e o prones st in o O ey ey - S
CITOTECY PrOgTRAnL - s e -
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Property Managers
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CFL Property Manager Channel - Direct Mail Promotions :

Property Managers enjoy trea CFLs
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0 E0RY'S maTket, yOu reed ways (o sat yourse(' abwe yOus compeitbon, - - . . i : . . .
Duka Energy can hetp by providing you with upto 12 FREE‘ cnmp-:! fluorescent bulbs (13w CFLs) per unit
for your communiy. . i
How you can benefit: - o . . '. :
_— - I « Savings o Your, Bottom 'I.}ne CFlamsiuplo 1 limy Imger than tradtions! buths it tobu vt to rephnu : P . _

ncandescent bulbs. Changing the bdba 7 wasy #nd bufba can te matabed during reguhﬁy m\eo.dec maintenance vala

+ Increase Tenant Satistaction -On avuagc aach CFLwil save your tenancs about $40Tn PRy CoSts over the
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Residential HYAC = Oniine State Landing Page Promotions

8 Smart $aver®

" Control your energy costs
and earn up to $550.

Save BIG with Sman Saver® Incentives.
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Residential HVAC - Online Services Promotions -
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Smart Savef’~ —f Smart $aver,

B

and reduce . 7700 AL and reduce = 1.

your energy bill” /'/ / B your eneigy-bill. ¢
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Eam a rebate ' Fam arehate 4.
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Rasldentlal HVAC - Direct Mail Promotions
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Control your energy
costs and earn up

to $625! .

Ouke Enstgy's Smart $aver® |
program cen heip you save roney..
improve comfart and become mare
B energy efficent. !
A 1

Lesm more st
Duke-Enargy.comfimprove

First Clasa Mall !

us Pt ;

Duke Energy i PO ;
EC22A1 526 8. Cnurdrs;.“'_ Duke Energy :
Chariolie. NC 25202 :
:

Act now.

~~  Earn $50.
Save energy.’

8e cool and comlfonable. Complete
a Smart $aver Health Check 1o get

the'mest-out-of your-cooling systesm: -

Health Check Highlights:

» Goes beyond an average wna-up R - f -
to optimize your system.

*» Performed by local Indtfsu:y-qori_ﬁlod
and program-trelned technicians,

= Spaclalized equipment analyzes
HVAC sysiem and-ldentifes any Issues,

Learn more: Duke-Energy.comfimprove

* Servico coms wil very dopendhing on your selectad conTaciorn,
InGentive i £ad vpon Helth Check complotion
Son'webamn o coll BBS-TBS-6209 v loavn moie
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Low Income Energy Efficiency and Weatherization Assistance Program

A. Description

The purpose of the Low Income Energy Efficiency and Weatherization Assistance Program (*Program®) is
to assist low income customers with energy efficiency measures in their home to reduce energy usage.
There are two offerings currently in the Program: weatherization and equipment replacement

Weatherization and Equipment Replacemen{ Assistance is available for up to 5,000 qualified customers
on the Duke Energy Carodlinas, LLC's (the "Company"”) system in existing, indivdually metered, owner-
occupied single-family, all-electric residences, condommiums and mobile homes

« . Funds are available for {i.) weathenzatlon measures, and/or (ii.) refrigerator replacemeni with an
Energy Star appliance, and/or (iii.) heating system replacement with a 14 or greater SEER heat
pump. The measures eligible for funding will be determined by an energy audlt of the residence.
A home energy audit will be provided at no charge to the customer. ]
Participants are not eligible for payments under any other of the Company's energy efficiency

" programs for the same energy efﬂcrency measure provided under this Prograrn
. ' ‘ A

The weatherization and equlpment replacement programs were not implemented in 2012 The

Company planned to work with the state weatherization program administrators from North Carolina

and South Carolina to provide a ulility offered weatherization program to eligibility customers..

However, due to the distribution of American Recovery and Reinvestment Act (ARRA) funds in 2009,

both North Carolina and South Carolina state weatherization program administrators requested:the

Company - delay the- utility-offered weatherization and equipment programs,. The- Company Is

currently working with contacts from the state administrator's office for North Carolina and South

Carolina to implement a utility-offered program.

Audience

Availability of this Program will be coordinated through-local agencies that administer state weatherization
programs, and the agency must certify that the household income of the participant is between 150% and
200% of the federal poverty level. .

B &C. Impacts, Participants and Expenses

Low income Energy Efficiency and Weatherization Assistance®
Vintage 3 Vintage 3 % of
Sinmillions AsFiled YIDDec 31,2012 Target

North Carolina Nominal Avoided Cost - $16,2 - $0.0 0%

south Carolina Nominal Avolded Cost $17.9 .~ %0.0. %

|Program Cost® : - -] a2 500 0%

mw? oo s b e L o -
MWH o | 53,9246 000 0%

Units . — 1. 1 90

Notes on Table: ; . :
A 1} Numbers rounded. As filed impacts and prograrn costs are from the South Carolma .

MSAW settlement. Nnnh Carolina as tlled for program cnsts, Mw and MWH are--

$9.3M, 7.4 MW and 54,336.7 MWH, respecﬂvely ' S

2) As filed program costs do not mclude Mav. Actual costs may include M&V.

3} As frled MW are annual maxlmum peak We trad: cofncldent peak for Impacts

T Rtmm e e AT o aete o e T PRI e



““There are no evaluations scheduled at this time.
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Low Income Energy Efficiency and Weatherization Assistance Program

D. Qualitative Analysis
Highlights

The residentiali Smart $aver® program offers CFLs to eligible residential customers in North Carclina and
South Carolina through the automated Interactive Voice Response (IVR)Waeb platform. The number of
income qualified program participants requesting free CFLs from the residential Smart saver® CFL
program far exceeds the participation rate achieved in the Agency Assistance Kit program,

The Company continues to 'partner with local agenmés by providing CFL postcards that include
information on the free CFL offer and instructions on how to place orders. An example of this postcard is
included in the Appendix.. _

Issues

Both the state of North Carolina and South Carolina received extensions to continue funding the state's
weatherization program with ARRA funding: The.Company continues to have active discussions with the
state weatherization prograrn administers for ‘both North Carolina and South Carolina to define a plan for
a utility offered wealherization program that suppons the state’s weatherization program in the post-
ARRA environment.,

Potentlal Changes

The Company is evaluating potential Program changes o the approved weatherization and refrigeratar.
replacement programs in-an effort to align with the state weatherization program in post-ARRA
environment.

E: -Marketing Strategy

Low income agencies receive a supply of postcards to distribule to clients who are customers of the
Company.. The postcards provide instructions for customers to request CFLs by phone or web and have
CFLs delivered directly to their home,

F. Evaluation, Measurement and Verification
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Low Income Energy Efficiency and Weatherization Assistance Program
I S e

G. Appendix

CFL Agency Card (Front)

We il Shlp Them Direct To Your Home - No Obligation!

M Cubey Encrgy. v 'wart apTytit 10 18311 how ner. energy-simng, bulbs can mve ot e hngmlqnisun
FnEmuwlmmnumMmM of ik,

Thase Rew bl - uaupuleWM.nnmmNmMnmmmhom
' + Provithe the Bamid vreound of okt &3 s manderd budh bt use sbout 75 Bancent irs sreigy,
j + Gan b yOU L On youl SleCHiC BT = beat £30 cver the Tkdme £f asch bulb.

‘I'O SEE IF YOURE ELYGIBLE FOR FREE BULES, CALLI-IOO-MS-?SB and press Onlonl Or vistt

Mﬂuh—.ﬂorg'y CDMZ WE LOOK FORWAFD ™ BEN'DM YOU YOUR FREE BULES!

»  CFL Agency Card (Back)

o e

Energy-Savihg Bulbs Are A Bright Idea

. Txday's energy-seding bubs have come a long way from earier. modets
: ~ and provde high-quaky, warm whte ught and no burzing

Don't wait for existing bulbs to burn out. Get your free bulbs ond start *
saving now. |

Here's how: 1 To gat your fme bulbs, call 1-800-943-T585 and pross
_ Option 1 or_visit www.duke-onergy.com/ireectis.

insizll your enaigy-saving bulbs in the most
fraquently used areas of your home.

Erfoy the savings
- - d- o your electric bl

See if you are efigible now, Order your bulbs in less than five minutes!
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_ Energy Efflclency Educatlon Program for Schools

B Gk pore Eavany

A. Description

The Energy Efficiency Education Program for Schools (‘Program”) is an energy efficiency program
available in North Carolina and South Caralina. The Program is available to kindergarten through twelfth
grade students enrolled in public and private schools who reside in households served by Duke Energy
Cardlinas, LLC (the “Company’).

The Program provides pri_ndpéls?ind teachers with an innovative curriculum that educates students about
energy, resources, how energy and resources are related, ways energy is wasted and how to be more
energy efficient. The materials focus on concepts such as energy, renewable fuels and energy efficiency
through classroom and take home assignments enhanced with a live theatrical production performed by
two professional actors, :

The Program pen‘ormance educates students about energy efficiency‘in homes and schools through
innovative lessons based on science and math related curricufum. School principals are the main point of
contact and will schedute the performance at their convenience for the entire school. Once the principal
confirms the performance date and time, two weeks prior to the performance; all materials are delivered
to the principa's attention for classroom and student distribution. Materials include school posters,
teacher guides, classroom and family activity books and interactive activities such as online home audits
that engage famiies in the learning experience..

Students are encouraged to complete a home energy survey with their family (included in their classroom
and family activity book) to receive an Energy Efficiency Starter Kit. The kit contains specific energy
efficlency measures to reduce home energy consumption..

The current Program is targets and educates kindergarten through eighth grade students.. The Company
partners with a third party vendor, The Natlonal Theatre for Children, to administer the Program.

Audience

Eligible participants include the Company’s residential customers who reside in households with schook.
age children enrolled In public and private schools..

B &C. Impacts, Participants and Expenses

Erergy EMficiency Education Brogram Tor Schoote

Vintage 3 Vintage 3 % of

Sinmillions  AsFiled  YTDDec 31,2012  Target §
North Carolina Nominal Avoided Cost 4418 . %46 ] 1%
SouthamlInaNnmmaIAvoIdedCost 90 - 843 | % |
Program Cost? Co sz . s29- - | n% |
w® . RN B X I R A .
MWH © T T T o T inee1? ol Te,983.8 ™ - -
Units - L , 1. 40485 .
Notes on Table: L : : =

1} Numbers rounded. As f:led :mpacts and pmgram costs are frorn the Somh Caro!ma b o
MSAW set‘tlemem ‘North Carolina as filed for program costs, MW and MWH are o ; .
$13.7M, 24.2 MW and 123,043.8 MWH, respectively. - ' ’
2) As filed program costs do not include M&V. Actual ousts may intlude M&v
3} As filed MW are g_nnual maxlmnm_ peak. We track mml_:ld_ent peak_fqr Irnpacts.' '
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Energy Efﬂclency Educatlon Program for Schools

D. Qualitative Analysis
Highlights

The Company is helping.bring arts and theatre back into the school while providing an importani message
about onergy efficiency through a new irhovative delivery channel for children: Enhancing the message

t1 with a live theatrical production trily captivates the children’s aitention and reinforces the curriculum

material provided by teachers: In advance of the live performance, schocl administrators are sent printed
materials including workbooks, teacher guides;: and classroom and contest posters. The recruitment
approach of contacting the principal has been extremely successful. Throughout the 2011-2012
academic year, 762 schools participated in the Program across ‘North Carolina and South Carorma
exceeding the goal of 600: Projechons for 2012-201 3 are to reach over 700 schools"

The Natignal Theatre for Children has a database with pnncrpal ‘and teacher information that can be

overlaid with the Company's service territory to determine the areas. with the highest propensity of the
Company's residential customers: - The Program opened with 16 sets of actors during the 2011-2012
academic year throughout the’ Company's service temitory. The logistics of these "troupes™ and the
scheduling tool of the National Theatre for Children minimize scheduling constraints resulting in less than
five percent of schools canceling and not rescheduling their performance.

Through the performance, Nikki Neutron, the energy hero, ancourages students to go onlfine to complete
their survey and receive their Energy Efficiency Starter Kit and help save the world.. With this message to
students, the response rale for online survey completions has been successful. Surveys can be
completed online or by paper, with the majority being completed online: During the 2011-2012 academic
year, two schools per state were awarded a $1,000 cash prize for completing the most surveys. Winning
schools were those with the highest raw number and highest percentage of home energy surveys
submitted. The Company will continue to recognize schools for the 2012-2013 academic year to enlist
survey signups for Energy Efficiency Starter Kits. A website was developed, trackmysignups.org, for
principals, teachers and students to view their schoal’s progress and compare sign ups to ather schools
in the area which helps foster community involvement

AM Conservation; the kit vendor, pre-builds the Energy Efficiency Starter Klts which shortens the kit
delivery time.. When the Energy Efficiency Survey'is completed and ehglblﬁty is determmed the kit is
shipped-and-received-within-two-10-four-weeks.-The-quicker-turnaround_time-of_the- Energy.Efficiency.

Starter Kit creates a higher levél of engagement along with an increased fikefihood that the customer will
install items from the kit and retum the Family Business Reply Card (BRC). The BRC provides the
Company the opportumty to soficit and receive feedback from the customer and valrdate Items in the klt
being instalied..

To ensure customer satisfaction with the Energy Efficiency Starter Kit and installation of items takes

place, the Program team developed an email campaign to send emails to families. The email includes a
reminder which is sent two weeks after successful kit delivery to encourage families to return their 8RC.,
To further encourage BRC returns, ong family per academic year-wins a cash prize as part of a famlly
contest drawing. During the 2011-2012 academic year, BRC response rates were 25 percent.

Issues
1 N

The-Nattonal Theatre for Ctuldren has overcome several challenges.- With-the Ievel of .success the.

Program has achieved, new challenges arise such as

. Developing a strategic acquisition approach to mmrmize non-Company student partrcrpatron in the
Program;
. -Determining a way to continue to engage children who have already participated in the Program

but are disqualified from receiving the same Energy Efficiency Starter Kit year after year.
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Energy Efficiency Education Program for Schools

Potential Changes

Py

The National Theatre for Children is working ciosely with the Compahy to enhance the Program by:

. Partnering with the Company’'s Large Business Account Managers and Community: Relations
District Managers toleverage existing relationships as an additional acquisition channel.. .
Developing an altemative kit for customers who have already participated in the Program.

Enhancing all data processing methods,

As the Program continues to evolve in 2013, thiere will be additional enhancements to be mads and
improve the customer’s experience when particlpating in the Program. Lo , .

E. Marketing Strategy . -

The National Theatre for Children is responsible for all marketing campaigns-and outreach. The National
Theatre for Children utifizes direct,gnail and emall sent directly to principals for Program acquisition..

F. Evaluation Measurement and Verlfication

TecMarket Works conducted a process evaluation of the Program during ‘2012 with a final report
presented on November 27, 2012. The impact raport is scheduled to be completed in Q1 of 2013.

Significant Process Evaluation Findings

Key Findings from the Management Interviews

* The Program is a solid, well-run program with an excellent network of implementers o support and
exceed the Company's distribution goals for the Program. Although the Program has only been
offered since 2011 in the Carolinas, theé Program is exceeding its goals for Energy Efficiency Starter
Kit distribution. ot : . :

Key F Indings from the Performance Reviews ; i .
» The performers are professional and courteous. They arrived at each school on time and always set

up-and-readied-their-efforts-well-before-the students-arrived:

» “The Energized Guyz? performance was well-received by the students and got children excited about

and focused on receiving their Energy Efficiency Starter Kit- _
. » Every staff person we spoke with indicated that The National Theatre for Children was ‘wonderful’ to -

work with, o : .

e The troupes successfully altered the complexity of the matenal presented to match the
comprehension ability of the age of the children attending.. This is, important because if the
‘information is too advanced to understand, the lessons are lost to the younger children, and if the
lessons are too sl'mplq, the older students lose Interest.

Key Flnd!ﬁgs from the Particlpant Surveys : -
Two hundred and two (202) participating student families that live in the Company's service teritory In the
Carolinas participated in an online survey which asked about what kit items they used and their

satisfaction with the items.- Surveys were completed by 102 households. in North Carolina.and 100 -.-

households in South Carolina, -

The most commeonly installed items, with installation rates of 75% or higher, were the kit's lightingiitems::
13-watt CFLs (87.6%), 18-watt CFLs (77.2%), and the night light (78:7%). These data indicate the kits
are being well received and the Kit items are being installed. The Department of Energy (DOE) booklet
was the only other item used by over half of respondents (68.8%), although most of the remaining items
had installation rates of over 40%, The kit items that respondents were least likely to;use were the
bathroom aerator (31.7%) and the water flow meter bag (21:3%). Ratings of satisfaction by those who

3



installed the kit items generally range from 8.5 to 8.5 on a 10-point scale, except for the water flow meter

bag (mean rating 7.95).

__ Energy Efficiency Education Program for S
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chools

o AN -

Smeianid craeed | s [TEnreT oA i - ['Percent InstalledorUsléd. | -Mean-Saﬁ#facZﬁon Score

T T T oL 5To% — 8.53
A T w% 54

- ' 18-watt CFL 7% 509

. [booker? BT 922

" [idichenaemator . © 480% il

e T Tiow ﬂb#showefﬁéécjli_?l TI55% ‘.8;3'.8 '
- watert-emp-t.:ard I 426% ”9-.30
Switch and oullet gaskets A% 893
+ bathroom aerator - - I 31.7%“ ' 9.09
[water flow meter bag 213% - 7.9
Recomuieﬁdaﬂons— i o o N

« Consider the development of a second kit so that troupes can visit a school more than once’in a

“—grade students process 124128 words per minute’:

three-year period, as long as cost effective savings are achieved. .

Inform troupes that slowing their rate of speech' may improve students’ comprehension of the
material they are presenting. The typical adult speaks 160 words per minute. The central nervous
system of pre-schoot through third.grade children can process about 120 words per minute, Fourth

Consider revising the script so that saving energy is.equated with their families lowering their utility

bills and supporting environmentat stewardship.. :

Distribute the kit's “Decoder-Ring” to each of the troupes. This ring was much more effective than the .
night light in getting the children excited about ordering the kit. and it can be easily incorporated into

the script. : ©os

 wgpot checks” were conducted on portions of the performances using a timer and the known count of words used
by the actors from.the script. While these checks were not scieiitific, overall speech rates were found to be slightly
100 fast for the ages of the audience.. ) _ ’ :

2 Banotai, Alyssa, “How to Talk to Children;” ADVANCE Speech-Language Pathologists & Audiologists, Vol. 18;

1ssue 3, January 215 2008,

htlp:llspeech-languagc-patholﬁ'gy—audiology;ad"\%‘qriéeweb.conlfArfic:[Ielljow-m-Talk-to-ChiIdren.aspg;



Residential Retrofit

A. Description
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B The purpose of the Resndentlal Retrofit program ('Program ) is to aid residential customers in assessing

. their energy use, to provide recommendations for more effident use of energy in their homes and to T i
encourage the installation of the energy effidency improvement by offsetting a portion of the cost of
implementing the recommendations, ‘The Program was approved by the Public Service Commission of [URp—

South Carolina on February 24, 2010 and the North Carolina LthllltIES Commission on January 25,2011,

Audience

The Program is available for up to 300 customers in North Carolma and up to’ 100 customers in South La

Carolina wha live in owner-occupled single-family residences served on a residential rate schedule from

Duke Energy Caralinas, LLC's (the “Company”) retall disirlbutlon system,

B &C. Impacts, Partlclpants and Expenses

ce e . I L

]
1

Residenfia! Rewofit? ¢

Vintage 3

Vintape 3

_in 2011 and was not included in the original filing.

1) Nurnbers rounded. B S :
2) There is no as-filed companson for Resudentnal Home Retroﬂt because it was a new pulot ‘

1
|

% of
S tn millions As Filed YTD Dec 31, 2012 Target

North Carolina Nominal Avolded Cost 503

South Carolina Nominal Avnhled Cost - ! $0.3

Program Cost : ; .. $0.2

Mw ' 0.0

MWH ‘283.7

Units - " 63

Notes on Table: o "

D. Qualitative Analysis

South Carolina Pilot ~ ~ ~ R .

Highlights

The South Carolina Residential ‘Retrofit program launched in August 2010 as Energy Solutions @ Home
(ES@H):: ES@H was designed as a bundled energy efficiency solution for homeowners where frained
energy professionals identify “and install high impact energy home improvements. When homeowners
make energy improvements to their homes, they receive on-going energy savings from lower heating and

. cooling costs because the leaky gaps and non-insulated areas of their homes are efliminated. It is an
easy process for the customer because the Company identifies the most effective energy—sawng home
improvements, provides a team of energy experts-including skllled contractors and offers an lncentwe to- -

lower the customer's installation cost: -

!

The Program focuses on the top four energy home |mprovements air sealing, attic insulation, duct
sealing and duct insulation: Offered individually of' in combination, when these, improvements are
correctly installed, they substantially lower the amount of energy loss in a-home and prov:de the greatest

energy savings opportinities:.

3

. |
The process includes three steps and begins with a phone call
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" ResidentialRetrofit

Step 1: Phone Assessment

" The Company helps customers determine if they are a good candidate for the offer via & short phone -
‘ conversation with one of the Company's Energy Experts ("Expert”). The Expert uses energy audit:
software to conduct a high-level assessment of the customer’s home considering the home’s age, size,.
heating equipment, electric use and estimated insulation levels. The customer receives the following

results during the call:: <
« instalfation recommendations ‘ '
e anticipated energy savings and payback
e estimated installation cost,

.o estir;rflated‘lricentlve amount -
With the Expert's assistance, customers decide if these improvements are right for them. If so, the Expert
then helps the customer take the next step by scheduling an in-home assessment

Step 2: In-home Assessment oo C

A Building Performance. Institute (BPI) certified assessor visits. the home, listens to the customer's
concerns and verifies. or,upd_gtes_,the information collected during the phone call, Using the same audit
tool, the assessor produces’a final project-pian orrsite with the final recommendations,. exact costs,
custom incentive’ and out-of-pocket payment amount.  In addition, the project plan includes the estimated
energy savings and project payback period. . . .
Step 3: Installation _ 3

Customers who agree to the project plan are contacted by their assigned program contractor to schedule
the installation. When the work is complete, the utility-offered incentive is deducted from the contractor's
Invoice as an immediate customer benefit. | , :

Issues | " i

The Program was based on the hypothesis that customers wanted a high touch turn-key offer, and &
custom Incentive that paid a higher incentive to the more Inefficient homes would drive demand from
inefficient customers., A bidding process was used to select,two local building envelope confractors to

handle-the.energy-efficiency-instatlations. The_Program_was_marketed to_homeowners_in the Gaffney,

i

Spartanburg and Greenville areas from August 2010 through March 2011: Over 5,800 customers were
targeted in one of five different direct mail campaigns, Only four South Carolina pilot participants
completed the full program requirements by installing the recommended improvements in their homes.
The achieved Program participation was miuch lower than expected; Oue to low participation, the
Program was deemed non-cost effective. - J :

i

Customers were reluctant to commit to a program with a custom incentive because of the uncertainty of
the .amount of-incentive.they would receive. Customers wanted greater flexibility in selecting an
installation contractor and the types.of improvement installed. Many customers did not believe their
homes were inefficient, therefore they did not feel the offer applied to them: ~

. P

Past-Pilot Plans

A high touch turn:key approach did not detiver:the level of participation expected: Due to results of the
pilot program, the Company will not move forward to commercialize this Program.  Instead, the Company
filed to offer attic insutation and air sealing, duct insulation and sealing, and HVAC tune-ups as part of the
residential Smart $aver program as a prescriptive offer. The Public Service Commission of South
Carolina approved the Company's request to add:tune-ups and seal measures to'the residential Smart
$aver program on May 23, 2012: L .

t

i
t
'
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Residential Retrofit

North Carolina Pilot
Highlights

The Program was. approved by the.North Carolina. Utilities Commission on January 25, 2011. The
Company, through ils partnerships withithree cities — Carrboro, Chapel Hill and Greensboro =- offered the

Program to eligible customers.. The Carrboro program began June 1, 2011 with information on the City of

Carrboro's website and contractor education, The Chapel Hill program began in July 2011, and the

Greensboro program began in December 2011. The Company provided sales training to contractors in

each of the pilot locations on June 15 and 16, 2011 to help the’ mstallers and contractors close more
projects,

The Company supported the cny-offered Program by prowdlng a financlal ‘incentive to encourage the
installation specific high efficiency home. improvements, attic insulation and air. sealing, duct sealing and
duct insulation, Incentives offered by the Company were paid after verification that the qualifying
improvements have been installed. The incentive offered by the Company was in addition to the
incentives provided by the City's Program..The Chapel Hil/Camrboro Program had 57 participants, and the
Greensboro Program had 33 participants.

lssues
There were no'issues with this Program.,

Post-Pilot Plans

TecMarket Works completed a Desk Review on the Program offered to North -Carolina pilot participants.
Based on results of the Desk Review and information learmed from pilot participants, the Company will not
file to commercialize the Program. Instead; the Company filed to offer attic insulation and air sealing,
duct insulation and sealing, and HVAC tune-ups as part of the residential Smart $aver program as a
prescriptive offer. The North Carofina Utiliies Cammission approved the Company's request to add tune
~ups and seal measures to the residential Smart $aver program on August 28, 2012. On October 19,
2012, the Company filed notification that the Program would not be fully-deployed

E. Harkehng Su'ategy

South Carolina Pllot

Marketing for the South Carolina pilot Program began in August 2010 using direct mail to reach the
targeted customers:: The multiple campaign mailings were mailed based upon customers’ geographic
location: The mail drops allowed contractors and auditors to serve customers efficiently, with minimum
travel between the homes of pilot participants: The Program tested several direct mail campaigns to
generate interest in the Program: The direct mail campaigns tested include a self-mailer, a postcard, a
series of three postcards on the same theme, and a letter followed by a postcard coupled ‘with outbound
calls: in additlon; the Company marketed the Program via the website where program descriptions, video
and frequently asked questfions prowded the customer with detalled information on the Program..
Marketing of the pilot Program ended in March 2011 due to Iow pamr:lpatxon .

North Carolina Pllot

The Company partnered with three Eities and their Program contractors to promote the pilot Program.
Contractors were provided ‘information on the Program glong with marketing collateral to educate
customers...The Company's offer was also promoted on.the Program websites, :

a
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N EE . N "

F. Evaluaﬂon Measurement and Verification

The desk review completed by TecMarket Works was filed on October 19, 2012 with the North Carolina
Utilities Commission:: i
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A. Description

© The My Home Energy Report ("MyHER" or the “Program"), formerly known as the Home. Energy
- Comparison Report (HECR), is a periodic comparative usage report that compares a customer's energy

use to similar residences in the same geographical area. The report provides customer specific energy

saving recommendations for more efficient use of energy In the customer's home, .
The reports are distributed in printed form up to 12 times per year {delivery may be interrupted during the
off-peak energy usage months in the fall and spring). The report delivers energy savings by encouraging
customers to alter their energy use.. The monthly energy usage of each home is compared to the average
energy usage of:neighbors in similar home types for the same period as well as the most efficient
neighbors in similar home types for the same period: Suggested energy efficiency improvements, given
the usage. profile for that home, are also provided. In addition, measure-specific offers, rebates or audit
follow-ups from other Company offered programs are offered to customers; based on the customer's
energy profile. ! = .

Duke Energy Carclinas, LLC (the "Company”) piloteld the Program under the name Home Energy
Comparison Report in South Carolina. The Public Service Commission of South Carolina approved the
commercial program on May 2, 2012. The North Carolina Utilities Commission approved the commercial
fiing on September 11, 2012, : - .

. rE

Audience

The audience is the Company’s customers, identified through demographic information, who are likely to
decrease energy usage in response to the'information contained in the MyHER report: These customers
resided in individually-metered, single-family residences receiving-concumrent service from the Company.

B & C. Impacts, Particlpants and Expenses

Vintage 3 Vintage 3 % of

P T T L S i

Sinmillions As Filed YTD Dec 31,2012 Target .
—— +ie.e. |North Carolina Nominal Avolded Cost .. - —$29—-— | — - - —
South Carolina Nominal Avoided Cost ' $3.1 . -
|Program Cost - $3.0
Mw’ T 1 105 -
Imwn? ST (IS 49,339.50
Units ) i . L 702,215
Notes on Table: T o T
|1} Numbers rounded. L . . ]
‘|2) There s no as-filed comparison for My Home Energy Report because it was a not T "
included in the original filing. .~ = I
3) Impacts incremental to 2011 achievement. . -~ -

D. Qualltative Analysis S

Program participants are encouraged to contact the Company with their questions, .comments and report

corrections, Customers contacting MyHER customer support represent eight percent of all customers

recelving the reports. Report corrections continue to generate the largest number of inquiries;

Customers wishing to be removed from the Program represent less than one percent of program
" pariicipants.. _ .



SACE 1st Response to Staff
010600

Highlights

The Company has received calls, letters and emails from customers thanking the Company for offering
the Program. Customers have given examples of how they have used the information provided in
MyHER to reduce their energy usage. Customers not receiving MyHER find out about the Program from
their neighbors and have called and asked to be added to the Program. ~ = - :

A high percentage of calls to customer support are unrefated to MyHER. The calls are related to billing
concems or to outage reporting. - The Company believes that many customers save their reports for
referenca, and the phone number included for customer support is easy to locate and call. The Company
installed an integrated voice report system (IVR) for the MyHER customer support line, With the
implementation of the IVR, the number of calls routed to the MyHER customer support team has declined
by approximately 40%. . , : : ¥

- . : i

Potentlal Changes - '
The Company modified the report of customers who are more efficient than the average home to show
their comparison with_an “Efficient Home." The Company is researching opportunities to expand the
report to additional residential customers. R

ty

E. Marketing _Slfategy

Marketinb for the Program consists of proactive reports currently distributed through direct mail and
supported-with a: program website featuring additional information on the reports, Frequently Asked
Questions (FAQs) and contact resources.. -

F. Evaluation, Measurement and Verification
The proposed Evaluation;*Measurement -_B.,,,Vé'riﬂ'cétidn {EMBV) plan includes:a process for isolating

energy savings attributable solely to the’ Program and-an analysis of persistence on an annual basis:
Upon receiving the Order from the North Carolina Utilities Commission, the EM&V plan has been revised

to indude an analysis of the impact_ of tariff§ on potential program savirigs; provided that"there’is a
sufficient pool of participants. A process and impact evaluation is currently being conducted for the 2012
program year.. N



SACE 1st Response to Staff
010601

Appliance Recycling Program

A. Description

The Appliance Recycling Program (Program®) promotes the removal and responsible disposal of
operating refrigeratars and freezers from Duke Energy Carolinas, LLC's (the "Company”) residential
customers, The refrigerator or freezer must have a capacity of at least 10 cubic feet but not more than 30
cubic feet. The Program recycles approximately 95% of the material from the harvested appliances.

Audlence : - ‘ .

- Eligible Program parﬁcnpants include the Company's residential customers who own operatlng
refrigerators and freezers usedin indlwdually metered resudences

B &C. Impacts, Participants and Expenses

Vintage 3 Vintape 3 % of

" D.Qualitative Analysis

Key Achvltles

Sinmillions AsFiled YTDDec31, 2012 Target |
North Carolina Nominal Avolded Cost $L0 ' .
South Carolina Nominal Avmded Cost $0.0 $1.0 ’
Program Cost o $0.0 $0.3
MW o i $0.0 : 0.4
MWH o ] so0 |- 1975
Notes on Table: o T i

11) Numbers rounded. . :

2} There is no as- -filed comparlson for Appliance Recycltng hecause it was not
included in the ongtnal fi lmg : :

Highlights

_ The Program launched on August 21, 2012 and features a state of’ the art recyclmg center.in Charlotte

The Program's website Is operatlonal and can be viewed at http:/fwww. duke-energx com/south-.

.. arolma!sawngslaggt|ance—recgglrng asp:- Screen captures of the websrte are’included in the Appendix:-

The Company selécted JACO as’the thlrd party Program administrator by using a competitive bid
process

- Cerimd tea pme e L [ — P — L = — e = e mm = _ - R =

The Program was promoted thruugh bill'inserts; the Companys website, . digital med‘la mass media,.;and
publlc relations. _ o -

The Program was approved by the Public Service Comrmssnon of South Carolina on May 9,-2012 and
North Carolina Utilitles Commission on July 17; 2012: As a result of launching late in 2013 the
participation for 2012 was lower than originally estimated for the year.
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Appliance Recycling Program

E. Marketlng Strategy

ks

¢ The marketing campaign mcorporates the followmg three-pronged approach to reach customers and
promote the Program:. -

Mass medlaladverllsmg

o Major TV broadcast media fimed and aired Program collection crews making home
appliance pickups in both states.,

Public relations = '

o The Campany’s Corporate Commumcataons and Runyon Saltzman & Einhomn - JACO
advertising agency - developed and released Program launch alerts to key media outlets
in NC and SC:,

o Media was invited to the new Carollnas Recycle Center in Charlotte to view the recycllng

. of the appliance picked up, dunng the Program launch ‘
~ Retail marketing/promotions.

'o The Company . and JACO are developlng a retall programlwrth one or .more ma;or‘

appliance retallers to gauge customer acceplance ‘of the channel ) o 2

e ¥ .
. - P £

Program markelmg channels include but not Irmrled to:

Bill Inserts
o 34% of Carolinas customers surveyed indicated bill Inserts as “How they heard about the
Program” -
State landing page promos on duKe-energy: com
On Line Services web site promos
Press releases and press events
Retail store point-of-sale .
o . Planned for 2013

_ Newspaper ads and advertorials o B Co ’ s

Residential opt-in email blasts a ' T )
Direct mail with refrigerator magnet -
Digital marketing

S Web banner ads and intéfnet radio —-- - -

The marketing campalgn accentuates the following key messages::

An older, inefficient refrigerator or freezer typically consumes 1,600 kitowatt hours annually: A
new Energy Star® rated urit typically consumes 400 to 500 kilowatt hours annually:

Older refngerators may-use up to four times more electricity than newer Energy Star® rated
units.” Many second refrigerators are used only occasionally or are not full, wasling even more
energy.

JACO will remove the old working umt and dispose of itin an environmentally safe way
Customers will receive an.incentive for recycling an eligible appliance. -

F. Moasurement and Verlﬂcatlon

Process evaluations will began in December 2012 and continue through Aprtl 2013 which includes the
development of the survey instruments for Program management and Program pamc:pants Analysls and
tha final process report are anticipated for the third quarter of 2013.

In response to information in the Order rssued by the North Carolina Ufilities Comrnlsslon on July 17, .A

2012 for the Program; the impact evaluation plans are currently under revrslon to include a billing analysis
in addition to the engineering analysis proposed. This requires an additional ameunt of pre— and post-*
mstallatlon before impacts can be assessed:
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Appliance Recycling Program

G. A-ppendix

Appliance Recycling Program = web pages

_G_o_t] fridge?
- Got freezer?

Save $160 in energy costs.

Appliance Recycling ! L
Pragram onnmoaehiwz ; i

g [Scheditc Pt G Siad) Bl . -
| I - i KB
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2! B EITVY B R oty Ary=en - -1 3t FAES wingerm oz e
r:lq lu kAt b A R 1) yan vt 330 for ppmopeney

s mm!nhlip ywnﬂnnu-umzulum .
‘Saroramy TMGERILN 472 freacans cIn 332 43 13 100 W YOI Doy n‘n-ﬂ) v
Rezysiny yue :ma Fas yx AU o etey LB e m-r.‘Jr-z iy ..I EH
[
Hetys hc-r he lppllmo Huydmp progrm, \nnt
L3 Scu.l.‘l m af.h- .
= ‘A‘ﬂ T ymr [N TES SR B ) J‘Kl TI0Y WL WET Jor oy - arg li.'k'-l yoor o
- saplaess f i '
IS7] n‘rnw:'nu'drnznn:hﬂm xro. mean B4 owevet of Or vimply call us i
& vl 24 ey e . = 833 ITNE200 - . -
= VISR aard you 3 sk fr A15.0r o Sac doram’ ro‘r..l'.n-:w 13 tnstﬂrl . i ) reoiien
“itwerek BIITETE B, - -

o rogn
7 1
_Ges marmad todny? wmaipa
\!:rr.k-:rmtam-uly &:w:uuwkl‘ma-ﬂa 3352270 Our |
erives B pvalabia Oy hors nnuoe Lam ez Lo SR EIhyE, 383

".g- mipm
NDameztpm L‘h.‘.r:lyl : ’




e - vvarnsan

A. Description w

SACE 1st Response to Staff
010604

al Neighborhood Program

e T e

. .Residenti

gt S L e

Te ) B *

The Residenﬁal'Neighbomogd Program (*Program”) assists low-income customers in reducing energy
. costs through energy education;and by instaling or providing energy efficient measures for each.
customer)s residence. The primary goal of the Program Is to empower low-income customers to better
manage their energy usage.

Customers participating in the-Program will receive an energy assessment to identify energy efficiency
opportunities in the customers home and one-on-one education an energy efficiency techniques and

. measures.

Additionally, the customer receives a comprehensive package of energy efficient measures.

Each measure listed below will be installed or provided to the extent the measure is identified as energy
efficiency opportunity based on the resuits of the energy assessment:

1.

NoOo kW

Audience

The Program is available to Individually-metered residential customers _in neighborhoods_ with

Compact Fluorescent Bulbs - Up to 15 compact fiiorescent bulbs to replace incandescent
bulbs. ’ : ,

Electric Water Heater Wrap and Insulation for Water Pipes. .
Electric Water Heater Temperature Check and Adjustment. -
Low-Flow Faucet Aerators - Up to three low-flow faucet aerators.

.

" Low-Flow Showerheads - Up to two low-flow showerheads..
-Wall Plate Thermometef, -

HVAC Winterization Kits — Up to th_ree‘\Mntérizétion HVAC kits for wallwindow ar

conditioning units will bé provided along with education on the proper use, installation and

value of the winterization' kit as a method of stapping air Infiltration: )
HVAC Filters = A one-year supply of HVAC filters will be provided along v\(ith'instruct‘uons on

the proper method for nstalling a replacement filter;: |
Change Filter Calendar. = *

. Alr Infiltration Reduction Measures = Weather stripping, door sweeps, cau!i(: foam sealant and

p 1

clear patch tape will be installed to reduce or stop air infiltration around doors, windows, attic
hatches and plumbing penetrations.. ) - -

approximately 50% of the homes identified as low Income based on third party and census data. which
includes income level and household size. Areas targeted for particlpation in the Program will typically
have approximately 50% or more of the households with an income equal to or less than 200% of the

poverty level established by the federal govemment. -

B &C. Impacts, Participants and Expenses

Ao

Residential Neighborhood ', " ", .

0 | d DD 0 oo
North Carolina Nominal Avoided Cast | - $0.0
South Carolina Nominal Avolded Cost - : - $0.0
Progrem Cost —_ 01 .
MW - 00 -
‘IMwWH 00
(units? 0 -
INotas on Table: ™ i T o E
1) Numbers rounded.. : il
|2 There is no as-filed compatison for Resideritial Neighborhood because it was not '
included in the original filing... ... !
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___Residential Neighborhood Program

The Program was approved by the Public Service Commission of South Carolina on May 9, 2012 and
North Carolina Utilities Commission on June 29, 2112. The Program will launch in early 2013.

D. Qualitative Analysis
Highlights

Duke Energy Caralinas, LLC (the *Company’) has selected GoodCents as the administrator for-the
Program and is currently preparing for the Program to launch early in the second quarter of 2013,

Issues

The Company and GoodCents will work together to ensure that the Program is launched in a sustainable
manner and garmers support with the community: . C . )

Potential Changes
There are currently-no planned changes for the Program.
E. Marketing Strategy

The Company will target neighborhoods with a significant low-income customer base using a grassroots
marketing approach to interact on an individual customer basis and gain trust, Participation is driven
through a neighborhood kick-off event that includes trusted community leaders explaining the benefits of
the Program. The purpose of the kick-off event is to rally the neighborhood around energy efficiency and
to educate customers on methads to lower their energy bills, Customers will have the option to sign up
for an energy assessment at the time of the event: ‘

In addition to the kick-off event, the Company plans to use the following avenues to inform potential
customers about the Program: : -
+ Direct mail -
Door hangers-
Press releases

.

. .

«— ~Community presentations-and-partnerships
» Inclusion in community publications such as newsletters, etc.

F: Measurement and Verification. . oL

¥
The evaluation activities of the Program are scheduled to begin in early 2013.. Provided that the Program
launches as planned, the process evaluation report will be completed in Quarter 4 of 2013.. The impact
analysis methodology will be determined in Q3 of 2013 leveraging the process avaluation work which will
document the Program operations and'measures; ~ © - - - -

T T e T ———

-~ - . R ) i - & . PO



South Carolina PowerManager ®

)

| Notes on Tables:
11) Numbers rounded,

3} MW mpabiiity denved by takmg averaLover PuwerManaggr oontrac'r perlod
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PowerManagere
A. Description
Power Manager® (‘Program}) is a demand response program that cycles residential central. air conditioning
usage during summer peak demand conditions. Duke Energy Carolinas, LLC (the *Company’) installs a load
cycling device to the outdoor unit of a qualifying air conditioner. This enables the customer's air conditioner
to be cycled off and an when the load on the Company's system reaches peak levels in the summer. In
addition, the Company can perform. a ful shed interruption of participating customers* air conditioning

systems at any time due to capacity problems, .including generation, transmission or dlstnbut:on capacity
prablems or reactive power problems.

- Program part|c1pants receive a financial incentive for pammpahng in this program an $8 per month bill credit

from July through October (332 annually). - . . .

The cycl'ing of the customer's alr-conditioning system has shown that there is no adverse impact on the
operation of the air-conditioning system. The load control device has bullt-in safe guards to prevent the *short
cycling” of the air-conditioning system. The alr-conditioning system will run the minimum amount of time
requlred by the manufacturer.. The cycling simply causes the alr-oonditionlng system to run less, which is no
different from what It does on milder days. Addltionally, the indoor fan will continue to run and circulate air
during the cycling event. ;

Audience

This program is avallable to the Company's residential customers residing in owner-occupied, single-family
residences with a qualifying outdoor central air- condﬂlomng unit..

B & C. Impacts, Participants and Expenses

North Cerolina PowerManager®  _ . N B -

North Carolina Nominal Avoided Cost 5184 © §20.2 110%

erageam cost? = T s64 "$12.6 19a8% |

mw? ] 24 2665 | 100%

MWH . . N/A N/A .- - -
[ |Units ' 186,080

2} As filed program costs do not mclude M&V Actuai costs may mclude M&v

SouthCaroIInaNominalAvoldedCost -§246 -} - S226 9% |t - —--— - R
[Program Cost* L $145 | -~ -s126 . | 87% ‘
Mw’ - .. | 3086 .1 . 265 . | 87%

JlvwH - . wNa N

Junits -~ TR . 185,080 . | o},
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- E.Marketing Strategy -~ — - - - ~ —— 1 —  cee—em o e o

Power Manager ®

D. Qualitative Analysis
Power Manager® Events= 2012

There were five Power Managﬁer0 cycling events in the summer of 2012. The Company cyded customers' !
air-conditioning units to shift demand and lower the afternoon peak on: '

!

. June 29
o July 9. 17, 26 and 27

in addition to these cycling events the Company conducted two successful tests on June 13 and 14 to
‘assess the readiness of the Power Manager° systems. The ﬂrst ‘test ensured the Company's ablllty to initiate

a'full shed of air conqlmonmg load. The following day's test verified that,- if needed, the Company could shift
to full shed while a cycling event is underway.

Power Manager® §§5*'lri§t'allatioh Fee

Tha Public: Service Commlsslon of South Carolina and North Carolina Uﬁlmes Comm|sslon approved the
Company’s request to gliminate the $35 installation fee for Program participants.:

Power Manager® Recogmzed

Power Manager® was recognized with the Outstanding Achievement in Energy Efficiency Technology
Deployment by the Association of Energy Services Professionals at their annual conference held in February

2012. Power Manager's ability to cycle air conditioners to achieve a targeted. kilowatt (kW) load reduction

was the basis of the award.- Following is an excerpt from the award nomination (as submitted by Nick Hall of
TecMarket Works). “Residential load-control switches installed on air. conditioners have typically not been
capable of delivering” foad reductions “from’ a large segment. of participaling customers; who have air -~ -
conditioners that perform within limited duty’ cycles Customers with small homes or with over:sized AC units

could easily recover from the programmed sw:tch control cycle. This resulted in air conditioners that shifted ,
" their normal duty cycle to”be synchronized with the~switch control-cycie-but-provided-no-reduction in-actual———————
load. The new swilch requested by Duke was built by Cooper Power Systems to meet the hfgher

performance needs of Duke’s load control programs. The switch is self-calibrating to the condition of each

home; and then self-formulates a controi strategy for that individual home' so that the level of contracted lpad-- — — -— -
is acquned regardless of the size of the unit or the conditions of the home.. This represents a major break-

through in load control.switches to he!p assure that the joad reduction is achieved from every customer rather _

than a sub-population of customers:™ Lo LT ‘ : o

With the approval of the elimination of the $35 instabation fee,.an email marketing approach was used for the
first time. Power Manager® was the feature topic in the June residential email "Cool |deas for summer heat”
In addition;; this email’ included the debut of the new Power Manager® video. This offer was sent to over

150,000 Duke Energy Carolinas residential customers and resulted 'in a 38% respofse: This email
represented a low acquisition cost approach and resulted'in over 550 enroliments,,

The Company plans to contmue to use email and limited direct maf offers for its near-term Power Manager‘r
marketing; while focusing its technical resources on replacing older Power Manager® devices: In 2012; over -

45,000 of these older devices were removed from the program;, with. ‘the majority of these being replaced with
new equipment:

In 2012, the Company mailed postcards to a sample of South Carolina customers in advance of the
repracement visit by our contractor GoodCents Leamings showed that providing advance notice of the work

2
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Power Managere _

e oy oo Program’s website located at h

and legitimacy of GoodCents improved the customei‘é experience, Plus._ it improves retention of customers
on the Program. This approach has proven to be very successful and will be moved from the pilot stage to
fullimplementation in both North Carolina and South Carolina in 2013..

Program information, such as the online enroliment form and the new video, is available to customers on the
3:/Avww duke-energy.com/nonh-carolina/savin s/power- manager asp:

F: Evatuation, Measurement and Veriﬁcatlor_l

The impact evaluation for the 2011 Power Manager® program was finalized on September 7. 2012, This
information was shared with the Company's Collaborative in December 2012, -

The impact evaluation developed an air conditioning duty cycle model for each air-conditibning unit based on
information from a sample of Power Manager® participants in the Company's system. This duty cycle was 4
then used to simulate the expected natural duty cycle for load control technologies under two different
conditions; 1) during the Power Manager® event days, and 2) under peak normal weather condifions. The
results of these simulations were used i produce estimates of the potential load reduction. These estimates
were then de-rated by the results of various operabilty studies to give estimates of the realized load
_reductions.. Table 1 below summarizes the resulting esfimated actual and the peak normal weather load
impacts at the switch level for the Company's customers, '

Table 1. cérolinas' System' Loaﬂ Impacts per Switch Adjusted for Line Losses

e T St T ORGP S S

- - e —t et Y

- ‘Control Strategy | - 2011impacts” | Peak Nﬁnn:::;veaﬂwr
] TagelCyde (TO) 13and |~ s |
FixedCycle . .~ | =~ 08 - | . . 068
FulCycle . ~ . | - 095" 149 . _

The approach used by the Company's staff is nearly idqnﬁcal to the approach used in the prior evaluations

reviewed by the TecMarket team: o . _ )
Noteworthy additions include:

» The discovery that many Cannon switches deviate substantially from the shed times expected for the - e

+ Target Cycle method;-shedding more like an *inverted® pattem. This results in a significant difference
between the expected Target Cycle shed and the actual shed.. The reported estimated impacts
incorporate this inverted shed;; S T o T . ' '

« It appears that the peak normal impacts now include an adjustment for line losses. This is a

commendable appraach and is rarely done in other evaluations..

A full process evaluation was not conducted for this Program in 2012.. However, the findings of customer
surveys completed after specific event days will be presented during the June 2013 Company's Col!aborative
meeting. These surveys covered customer experiences with the _F'rograrp as it relates to event days‘in 2012

The impacts evaluation from the economic events in the summer of 2012 is scheduled to be completed‘in Q2
of 2013.. ‘
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Power Manager @

G. Appendix : .

.

2012 Seasonal Reminder Postcard .- ) ' oy R _
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Power( Manager® ‘ . 1
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IDuke Energy Carolinas
Program Modifications - January 1, 2012 - December 31, 2012
Docket Number E-7 Sub 1031
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Duff Exhibit 7

: 7 Cost Effectivenass Scores i,
ProgramiNameiueh¥; T|Program Deéscription Lzl M dobmli s 5040 L aE" [Type of Change 545 Status of Change:&| ucT- [ s TrRecg]:RIM | Participant -
' The Company flled in Docket No. E-7, Sub 831 on March 15, 2012,
the revised Program tariff ref!ectlng the removal of the $35
Power Manager installation fee. Participation Implemented 4.46] 85.67| 4.46
The Company filed, in Docket No. E-7 Sub 831 on February 22, ‘
Residential Smart Saver  |2012, an application requesting apbroval to aldd tune and seal
Program measures to this program.' . , |Measure Additions |Implemented. . 225 191} 0.76 4.37
The Company filed the Advance Natice Progr'ém Modifications
Reportmg Template, in Bocket No.E-7, Sub 831 on October 15,
Residential Smart Saver  |2012, which reflects the addition of spemalty bulbs to the
Program* Residential Smart $aver Program. ! I Measure Additions |Implemented 1.54 1.52| 0.66 3.98
The Company fited the Advance Notice Program Modifications .
Reporting Template, in Docket No.!E-'I, Sub 8f31 on October 15, .
Non-Residential Smart 2012, which reflects the rémoval and additioi‘n of.meast.'ires to the |Measure Additions .
Saver ! Non-Residential Smart $aver Program. | ‘o * |and Removals Implemented 4.54 1.97] 1.40 236

! Program chariges submitted in compliance with the Flexibility Guidelines approved by the North Carolinas Utilities Commission
in Docket No. E 7, Sub 831 on July 16, 2012. The cost-effectiveness results reflect one year of program operations,

[ '
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Dot €xhibit 3
Ouks Lrargy Carslinas
s . Ohirtnptd to DIM/EE Gt Recovery Vintage 3 Trum Up January 1, 2012 - December 31, 2012
Changes from Priar Filing Dus ts Application of MAY snd Particlpation
|+ Sywtem kh and kW fmpacts Mat Free Riders ot the Hare
Pusidoriial Program .
i Varisncs sdus Lo Changs In Impacts Yariuace dus o Charge In
Flsad I Daechart £-7, Suk §7% Fllgdd in Ounchrt .7, Suk 1051 Owersll Vartance E-7 Suk 379 E-7 Suke 1831 anal Measurs Mix Particpation Sum of Varisncss
PFrogram Name k'Wh kw kiwh oW ] [ W Syrtemn ; Ewh kw Ewh bw v W
Apzliance Aacyding . B - R % | 1,371,543 386 - - - 1,971,543 366 1971543 285
Acsidentisl Ererpy Asatiamanty THL468 1154 1493,73) 1LI% ) 1,782,285 s 15.7% 14,096,570} (L] 5,835 - 1,788,265 218
Serirt Saver® for Retldental Custorm 71,843,937 o3 ' 224,983,044 24409 153,139,109 18,352 14%8,273 (63,484,913} {7,540 1650002 142192 153,139,109 16352
Low Incoma Enany EMickency and Westherlation Assistence HTEES L ] - . [ {447,655} 111] 00 - - . {447,455) (58 [#47,655] {s&)
Energy Efficency Educrtion Pragram lar Schooks © 6353960 117 2,963,453 1681 2,608,433 a4 6,000 40,485 1930,396) 11 1,508,809 €57 2,608,493 -
Residantal Rutrafit Plot . . 2,311,000 - mn.en a7 i (2,049,122} #91) 1,000 &5 My L] (2.1 800 (a2} 12,049,127) )
Harme Energy Comparisen Repart - - 49,339,464 10461 | 49,138 454 10,461 - 02,215 - - 45,338,454 10,461 49,139,464 10,461
Powerimmager - . - man - 06 - ) - 165.173) .37 186,090 - {11,958 - (53,214 - (65,173}
Residential Fragramu Total E1,605,020 345269 295040818 307028 | 106,351,084 {M.241) 171245 §,313,536 (EL35).A01)  (20,746) 274,704,698 (17,495) 208,351,058 (28, 241)
Non-Rasidertial Fregrem ' 1 . .
. * . + Varlancs due te Changs in impacty Yurlance dum 1 Changs ln
. Fibed In Docket E-7, Sub 878 Fllod in Dockat E-7, 3ub 3031 | Owersll Varlancs E-7 Sub 79 -7 Sub 1031 Delts wrl Meanurs Miy Participation Surm of Variancen
Pragrom Narm T W kWh 3 Y kwh W Syitem Particpatien Participation [T T kwh W kwh [T
Smart r* for Non-Residential Customers Lighting 413,011,995 4,791 58,918,024 11,076 15,906,005 3,285 . 125,004 261,018 35812 10,563,004 1,47 1,417,000 1,438 15,500,009 1,183
Smart Saver® for Non-feskientinl Customers Mators 2,650,M7 fat) ' 5,967,650 ‘1432 ) 3,269,203 613 1,656 5,141 3415 12,409,534) (e 5,678,797 1,092 3,269,103 13
Smart Saver* for Non-Aegidentdal Customans - Other Frescrinthe . 15,95 3 - - ' {15,345} {3 pi=) - 1109 - - §15,945) (£} (15,945) 3
3mart Savar® for Non-Resicentlal Customars - Enargy Star Food Servics Products T 136 1,950,054 »e o 1,197,854 L] 258 1,50 LA {2,712.542) ) 3,910,406 L] 1,192,804 230
STt Savar® far Hor-Resdantial Csomans - HYAC . &, 743,056 13t 4,110,441 176 *(624,575) LI ] 19,341 X 30,263 . (4,278,702} {753) 1650177 1,075 (624,575) ERL]
Smart Srver® for NOn-Residwntial Cumome s - Cuttom Rebats 17,568,517 .79 110,100, 706 15,371 5,815,129 12,572 1,518 E7.33% L1 41 [G65,034,206) LB, 794) FEL 8436 121,366 ¥, 115,129 12,571
Sevvart Envecity Now - - 4,127,119 s 1 4,127,229 ke . H M - - 4127729 s 4,127,229 mwm
PowaiShare - 130,844 - I8 - 55,048 187 171 [126) - 142,206 - (138,157 N - 56,040
Nen-Residential Fragrams Tetal 68,795,010 334,334 184,454,343 44112 119,545,933 73,00 161011 A0S, 6 137,511 (656,367,135} £3.550 TH6.017,069 1%,712) 119,669,913 73,014
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PLEASE STATE YOUR NAME AND BUSINESS ADbRESS.

My name is Kimberly D. McGee, and my business address is 526 South Church
Street, Charlotte, North Carolina.

BY WHOM ARE YOU EMPLOYED AND IN WHAT CAPACITY?

I am a Rates Manager for Duke Energy Carolinas, LLC (“Duke Energy
Carolinas” dr the “Company™).

PLEASE SUMMARiZE YOUR EDUCATION AND PROFESSIONAL
QUALIFICATIONS.

I graduated- from the University of North Carolina at Charlotte with a Bachelor of
Science in Accountancy. I am a certified pﬁblic accountant licensed in the State
of North Carolina. I began my career in 1989 with Deloitte and Touche as a staff
auditor. In 1992, I began working with Duke Power Compaﬁy {now known as
Duke Energy Carolinas) as a staff accountant and have held a variety of positions
in the finance organization. From 1997 until 2009, I worked for -Wachovia Bank
(now known as Wells Fargo) ina varietonf finance and regulatéry positions. [
rejoined Duke Energy Caroliﬁas in January 2009 as a Lead Accountant in
Financial Reportiné. I joined the Rates Depaﬁmcnt in .2011 as Manage-r, _Rates

and Regulatory Filings.

" WHAT ARE YOUR PRESENT RESPONSIBILITIES AT DUKE ENERGY

CAROLINAS?
1 am responsible for providing regulatory support for retail and wholesale rates,
providing guidance on Duke Energy Carolinas’ energy efficiency cost recovery

process.
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HAVE YOU PREVIOUSLY TESTIFIED BEFORE THiS COMMISSION?
No, I have not testified before this Commission.

WHAT IS THE PURPOSE OF YOUR TESTIMONY IN THIS
PROCEEDING?

My testimony supports Duke Energy Carolinas’ Application for approval of its
demand-side management (“DSM?”) and energy efficiency (“EE”) cost recovery
rider, Rider EE, for 201;1 (“Rader 5”). Rider 5 incorporates the second year of net
lost revenues for Vintage 4 of the C01;npany’s EE programs and the third year of
net lost revenues for participants in the Vintage 3 EE programs during July
through December 2012. Rider 5 also includes a true-up for Vintage 3 DSM and
EE programs as well as adjustments to prior true-ups for Vintages 1 and 2. In
addition, as the save-a-watt pilot approved in Docket No. E-7, Sub 831 expires at
the end of 2013, the Company has filed for approval of a new portfolio of DSM
and EE programs and a nev.v cost recovery mechanism to replace save-a-watt in
Docket No. E-7, Sub 1032, to become effective January 1, 2014; Accordingly,
Rider 5 includes the recovery of estimated costs and net lost revenues associated
with year oné of V.intage 2014 of the new portfolio, as well as an incentive
calculated pursuant to the new mechanism. In my testimony, I discuss the key
concepts and attributes of the save-a-wﬁtt'pilot'progr‘am proposed in Rider 5, as’
well as the mechanics and calculations that are incorporated within Rider 5. The
mechanics and calculatiqns of the recovery of estimated costs associated with

year one of Vintage 2014 of the new portfolio will be discussed in detail in the
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testimonies of Company Witnesses Jane L. McManeus an& Timothy J. Duff in
Docket No. E-7, Sub 1032.

PLEASE DESCRIBE THE EXHIBITS ATTACHED TO YOUR
TESTIMONYI. |

McGee Exhibit 1 summarizes the individual rider components for which the
Cofnpany is requesting approval in this filing. As discussed above, Ridér 5
includes amounts related to all four vintages of the save-a-watt pilot and year one
of Vintage 2014 of the new portfolio. McGee Exhibit 2 shows calculations of
rates separately by vintage and separately for' EE programs and DSM programs.
McGee Exhibit 3 shows the amounts that ha;re been collected from customers
through EE riders 1, 2 and 3 related to Vintages 1, 2 and 3, the three vintages for
which a true-up calculation is performed iﬁ this filing. McGee Exhibit 4 presents
the forecasted sales for the rate period (2014) and the estimated sales related to
customers that -have opted dut of various vintages. These amounts are used to
determine the forecasted sales to which the Rider 5 amounts will épply. McGee
Exhibit 5 shows the allocation faétors used to allocate system EE and DSM costs
to North Carolina retail jurisdiction.- McGee Exhibit 6 presents the true-up
calculation for the Residential Energy Assessment: Personalized Energy
Report/Online Audit (“PER”) program overstatement correction estimate filed in
Rider 4. McGee Exhibit 7 is the proposed tariff sheet for Rider 5.

WERE MCGEE EXHIBITS 1-7 PREPARED BY YOU OR AT YOUR

DIRECTION AND SUPERVISION?

Yes, they were.
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L. SAVE-A-WATT PILOT

PLEASE PROVIDE AN OVERVIEW OF COST RECOVERY UNDER
THE MODIFIED SAVE-A-WATT COMPENSATION MECHANISM.
In accordance with the modified save-a-watt compensation mechanism described
in the Agreement and Joint Stipulation of Settlement between Duke Energy
Carolinas, the Public Staff, Southern Alliance for Clean Energy (“SACE”),
Environmental Defense Fund, Natural Resoﬁrces Defense Council, and the
Southern Environmental Law Center filed June 12, 2009 in Docket No. E-7, Sub
831 (“Stipulation”) and approved in the Commission’s Order Approving
Agreement and Joint Stipulation of Settlement Subject to Certain Commission-
Required Modifications and Decisions on Contested Issues issued February 9,
2010 (“Order™), Rider EE is designed to allow Duke Energy Carolinas to collect a
level of revenue equal to 75% of its estimated av_oided capacity costs applicable to
DSM programs .and 50% of the net present value (“NPV™) of estimated avoided
capacity and energy costs applicable to EE programs, and to recover net lost
revenues for EE programs only, Revenues collected under Rider EE are based on
the expected avoided costs and the associated net lost revenues to be realized at an
85% level of achievement of the Company’s avoided cost savings target for the
applicable vintage per the Stipulation.

Billing factors for Rider EE are calculated separately for residential and
non-residential customers. The residential_ charge is calculated based on the

avoided costs of programs targeted to residential customers; the non-residential
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charge is calculated based on the avoided costs of programs targeted to non-
residential customers.

The recovery mechanism employs a vintage year concept, and there are
four calendar year vintages during the limited term of the modified save-a-watt
pilot. The recovery includes annual net lost revenues associated with each
vintage of EE programs for a three-year period; therefore, the recovery of net lost
rever?ues applicable to EE programs for vintage years three and four will extend
one }ear and two years beyond the initial four-year cost recovery period,
respectively, unless terminated or adjusted by another regulatory action.

The Stipulation provides for a series of vintage true-ups, or Experience
Modification Factors (“EMF™), that will be conducted tQ update revenue
requirements, including net lost revenues, based on actual customer participation
results forr each vintage. EM&V results are applied during vintage true-ups in
accordance with the Evaluation, Measurement and Verification (“EM&V™)
agreement reached by the Company, SACE and the Public Staff and approved by
the Commission in its Order Approving DSM/EE Rider and Requiring Filing of
Proposed Customer Notice issued November 8, 2011 in Docket No. E-7, Sub 979
(“EM&V Agreement”).  The true-ups for each vintage will also incorporate the
difference between 1) the revenues collected based on billings at 85% of targeted

savings, which in turn are established based upon estimated participation levels

and initial assumptions of load impacts; and 2) the amount of revenues that the

‘Company is permitted to collect under the Stipulation based on actual

participation levels and load impacts. The vintage true-ups will also provide the

-6-
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opportunity to recover the cost of pilot programs or new programs introduced
during a vintage year.

After the end of the four-year modified save-a-watt pilot, the Company
will perform a final true-up process. This process will inclﬁde a final comparison
of the revenues collected from customers through the Rider EE to the amount of
revenue the Company is authorized to collect from customers based on the
independently measured and verified results as (iiescribed in the Stipulation. Any
difference will be flowed through to custoﬁlers or will be collected from
customers, as the case may be. If there are amounts owed to customers, such
amounts will be refunded with interest.

The final true-up process will also include calculations that determine the
earnings for the entire program and ensure that the level of compensation
recovered by the Company is capped so that the aﬂef-tax rate of return on actual.
program costs applicable to EE and DSM programs does not exceed the
predetérmined earnings cap lc‘:;'els set out in the Stipulation. Any excess earnings
collected from customers will be refunded to customers with interest. The interest
rate on any over-collection will be at a rate to be determined by the Commission
in the first true-up proceeding in which an over-collection occurs.

PLEASE EXPLAIN THE OPT-OUT PROCESS FOR NON-RESIDENTIAL
CUSTOMERS.

In its Order Granting Waiver, in Part, and Denying Waiver, in Part (“Waiver
Order™) issued April .6, 2010 in Docket No. E-7, Sub 938, the Commission

approved, in part, Duke Energy Carolinas’ request for waiver of Commission

-7-



10

11

12

13

14

15

16

17

18

19

20

21

SACE 1st Response to Staff
010620

Rule R8-69(d)(3), thereby allowing the Company to permit .qualifying non-
residential customers' to opt out of the DSM and/or EE portion of Rider EE
during annual election periods. If a customer opts into a DSM program (or never
opted out), it is required to participate for three years in the approved save-a-watt
DSM programs and rider. If a customer chooses to participate in an EE program
(or never opted out), that customer is required to pay the EE-related avoided cost
revenue requirements and thel net lost revenues for the corresponding vintage of
the programs in which it participated. Customers that opt out of the Company’s
DSM and/or EE programs would remain opted-out for the term of the save-a-watt
pilot, unless they choose to opt back in during any of the succeeding annual
election periods, which occur from November 1 to December 31 each year. If a
customer participates in any vintage of programs, the customer is subject to all
truc-up provisions of the approved Rider EE for any vintage in which the
customer participates. |

WHAT ARE THE SAVE-A-WATT PILOT COMPONENTS OF RIDER 5?

The proposed Rider 5 consists of four distinct components related to the save-a-

watt pilot: (1) a prospective Vintage 4 (2013) component designed to collect the
second year of estimated net lost revenues for the Company’s fourth vintage of
EE programs; (2} a prospective Vintage 3 (2012) componént to recover the July
through December portion of the third year of estimated net lost revenues for the

Company’s third vintage of EE programs; (3) an EMF component which consists

! Individual commercial customer accounts with annual energy usage of not less than 1,000,000 kWh and
any industrial customer account. .

-8-
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of the true-up of participation for Vintage 3 (2012); and (4) an adjustment to
previous EMF components. The adjustment to previous EMF components
consists of four adjustments to the previous participation true-ups for Vintage 1
(2009/2010) and Vintage 2 (2011) as follows: (a} a true-up to actual of the
savings estimate related to the PER program overstatement as discussed in the
Supplemental Testimony of Jane L. McManeus (“McManeus Supplemental”)
filed in Docket No. E-7, Sub 1001; (b) inclusion of the My Home Energy Report
program (“MyHER”) approved in Docket No. E-7, Sub 1015, avoided costs and
net lost revenue impacts retroactively applied back to January 2010; (c) true-up of
lost revenues due to a change in the variable O&M adjustment to the lost revenue
rates; and (d) the true-up of estimated revenue collected by Rider 3 in 2012 to
actual collections. These adjustments will be discussed in more detail later in my

testimony.
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WHAT IS THE RATE PERIOD FOR THE PROSPECTIVE VINTAGE 4
AND VINTAGE 3 COMPONENTS OF RIDER 5?

In accordance with the Commission’s Order on Motions for Reconsideration
issued on June 3, 2010 in Docket No. E-7, Sub 938 (“Second Waiver Order”), the
Company has calculated the prospective Vintage 4 and Vintage 3 estimated net
lost revenues components of Rider 5 using the rate period January 1, 2014
through December 31, 2014. i

WHAT IS THE TEST PERIOD FOR THE EMF COMPONENT?

Pursuant to the Second Waiver Order, the “test period,” for purposes of the
modified save-a-watt portfolio of programs, is defined as the most recently
completed vintage year at the time of the Company’s Rider EE cost recovery
application filing date, which in this case is Vintage 3 (January 1, 2012 through
December 31, 2012). In addition, the Second Waiver Order allows the EMF to
cov.er r_nultiple test periods. Accordingly, the test period for the EMF related to
Vintage 2 is january 1, 2011 through [_)ecember 31, 2011 and the test period for
the EMF related to Vintage 1 is June 1, 2009 through December 31, 2010.

RIDER 5 PROSPECTIVE COMPONENTS

WILL YOU PLEASE DESCRIBE THE BASIS FOR THE RATE PERIO])
REVENUE REQUIREMENTS?

The estimated revénue requirements for Vintage 4 (2013) and Vintage 3 (2012)
are determined separately for residential and non-residential customer classes and
are based on the second year and third year (2014), respectively, of net lost
revenues to be realized at an 85% level of achievement of targeted savings. The

-10-
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Company has approval to recover three years of l-ost revenues for each vintage of
EE progfams. As a result, the revenue requirements for the Vintage 4 and
Vintage 3 component of proposed Rider 5 include an estimate of the second year
for Vintage 4 of net lost revenues for EE programs and the third year of net lost
revenues for participants in the EE programs during July through December 2012,
HOW ARE REVENUE REQUIREMENTS FOR THE PROSPECTIVE
COMPONENTS ALLOCATED TO THE NORTH CAROLINA RE;I‘AIL
JURISDICTION AND TO THE RESIDENTIAL AND NON-
RESIDENTIAL RATE CLASS.ES?

The revenue requirements for EE prc;grams targeted at retail residential customers
across North éarolina and South Carolina are allocated to North Carolina retail
jurisdiction based on the ratio of North Carolina retail kWh sales to total retail
kWh sales, and then recovered only from North Carolina residential customers.
The revenue requirements for EE programs targeted at retail non-residential
customers across North Carolina and South Carolina are allocated to North
Carolina retail jurisdictibn based on the ratio of North Carolina retail kWh sales to
total retail kWh sales, and then recovered from only North Carolina retail non-
residential customers. Consistent with the Commission’s prior order, no costs
will be allocated to wholesale jurisdiction. McGee Exhibit 5 illustrates the
allocations described above.

HOW ARE THE BILLING FACTORS FOR THE PROSPECTIVE

COMPONENTS OF RIDER 5§ CALCULATED?

-11 -
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Billing factors are computed by dividing the revenue requirements for each
customer class, residential and non-residential, by the forecasted sales for the rate
period for the customer class. For non-residential rates, the forecasted sales
exclude the estimated sales to customers who have elected to opt out of paying
Rider EE. Because non-residential customers are allowed to opt out of either
DSM or EE programs separately in an annual election, non-residential billing
factors have been separately computed for DSM versus EE programs and within
EE programs, by vintage.

HOW WERE THE NET LOST REVENUES INCLUDED IN RIDER 5
DETERMINED?

Lost revenues were estimated by multiplying the portion of the Company’s tariff
rates that represent the recovery of fixed costs by the North Carolina retail kW
and kWh reductions applicable to EE programs. The Company calculated the

portion of North Carolina retail tariff rates (including riders) representing the

recovery of fixed costs by deducting the recovery of fuel and variable O&M costs -

from its tariff rates. The lost revenues totals for residential and non-residential .

were reduced by North Carolina retail found revenues computed using the
weighted average lost revenue rates for each customer class. The testimony and
exhibits of Company Witness Timothy Duff provide information on the actual
and estimated found revenues which offset lost revenues. Pursuant to the
Stipulation and Order, the Company is not requesting net lost revenue recovery

for its DSM measures.

-12 -
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HAS THE METHOD OF CALCULATING VARIABLE O&M
ADJUSTMENTS USED IN PREVIOUS RIDER EE FILINGS BEEN
AMENDED IN THIS FILING?

Yes. The variable O&M adjustments that were used in the calculation of the lost
revenue rates in previous Rider EE filings were based on the most recent cost of
service study at the time of the vintage (i.e., the variable O&M rates for Vintage 1
were based on tl}e 2009 Cost of Service Study for the computation of rates for the
period June 200§ through December 2009 and the 2010 Cost of Service Study for
the period January 2010 through December 2010). Since the lost revenues rates
are computed by deducting the recovery of fuel and variable O&M costs from the
Company’s tariff rates, it seemed more accurate to use the same cost of service
study as that used in the calculation of the tariff rates. Thus, for Rider 5, both the
tariff rates and the variable O&M costs are baséd on the same cost of service
study (i.e., June 2009 through December 2009 lost revenue rates are computed
using the tariff rates in 'effect during that time period and removing the variable
0O&M costs, both of which are based on the 2006 Cost of Service Study). The
adjustment to variable O&M results in a decrease to customers’ rates.

PLEASE DESCRIBE THE NET LOST REVENUES FOR WHICH THE
COMPANY IS REQUESTING RECOVERY IN THE PROSPECTIVE
COMPONENTS OF RIDER 5.

The Stipulation allows the Company to recover net lost revenues associated with a
particular vintage for a maximum of three years, and provides that the recovery of

net lost revenues shall cease upon the implementation of new rates in a general

-13-



10
11
12
13
14
15
16
17
18
19
20
21
22

23

SACE 1st Response to Staff
- "010626

rate case to the extent that the new rates are set to recover net lost revenues. Rider

5 incorporates net lost revenues for Vintages 3 and 4 in the following manner:

Vintage 3 — The Company has included an estimate of 12 months of net lost
revenues for year three (2014) of Vintage 3 for July through Deceinber 2012
participants in the prospective component of Rider 5. The amount is based on
estimated North Carolina retail kW and kWh reductions and the Company’s
most recently approved tariff rates resulting from its 20iII general rate case,
which became effective February 1, 2012. Because part of Vintage 3 overlaps
with the 2012 portion of the test period for Duke Energy Carolinas’ rate case
pending in Docket No. E-7, Sub 1026, the net lost revenues for January 1,
2012 through June 30, 2012 will be captured in the new rates assumed to be

effective October 1, 2013, and therefore are not included in proposed Rider 5.

Vintage 4 — The Company has included an estimate of net lost revenues for

year two (2014) of Vintage 4 in the prospective component of Rider 5. The

amount is based on estimated North Carolina retail kW and kWh reductions
and the Company’s. most recently approved rates resulting from its 2011

general rate case, which became effective February 1, 2012.

ARE THE PROSPECTIVE COMPONENTS OF RIDER 5 ADJUSTED -

FOR THE IMPACT OF “OPT-OUT” CUSTOMERS?

Yes. Since the revenue requirements will not be recovered from non-residential

customers that opt out of the Company’s programs, the forecasted sales used to

compute the rate per kWh for non-residential rates exclude sales of customers that

have opted out of the vintage to which the rate applies.

.14 -
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WHAT ARE THE COMPANY’S PROPOSED INITIAL BILLING
FACTORS APPLICABLE TO NORTH CAROLINA JURISDICTIONAL.
ELECTRIC CUSTOMERS FOR THE PROSPECTIVE COMPONENTS OF
RIDER 5?

The Company’s prqposed initial billing factor for the Rider 5 prospective
components of the save-a-watt pilot is 0.0269 cents per kWh for Duke Energy
Carolinas’ North Carolina retail residential customers. For non-residential
customers, the amounts differ depending upon customer elections of participation.

The following chart depicts the options and rider amounts:

Non-Residential Billing Factors for Rider 5

Prospective Components . ¢/kWh
Vintage 3 EE participant 0.0071
Vintage 4 EE participant 0.0107

These biliing factors were determined based on jurisdictional revenue
requirement levels that reflect the recovery net lost revenues for EE, calculated in
accordance with the provisiéns of the Stipulation as explained earlier in this
testimony. In addition, the revenue requirement levels included .in the billing
factors are based on 85% achievement of target savings.

TRUE-UP (EMF) COMPONENTS

WHAT IS BEING “TRUED-UP” FOR VINTAGE 3?

The chart below demonstrates which components of the Vintage 3 estimate filed
in 2011 that the Company is “truing up” in the Vintage 3 EMF component of
Rider 5. McGee Exhibit 2, pages 3 and 5 contain the calculation of the true-up for

-15-
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Vintage 3. The second year of net lost revenues for Vintage 3, which are a

component of Rider 4 billings during 2013, will be trued-up to actual amounts

during the next rider filing, when other components of Rider 4 are trued-up.

V3 Estimate (2012) As Filed (Filed

2011)

V3 True Up (2014) (Filed March
2013)

Rider 3

Rider S EMF

Avoided Costs

As filed Avoided Cost Rates from
Docket No. E-7, Sub 106

As filed Avoided Cost Rates from
Docket No. E-7, Sub 106

Lost Revenues

'!

Estimated participation assuming
1/1/12 sign up date

Update for actual participation for
July-December 2012 and actual 2012
rates

Participation  |Estimated participation assuming  [Update for actual participation for
1/1/12 sign up date July-December 2012

Found Estimated according to Commission- |Update for actual according to

Revenues approved guidelines Commission-approved guidelines

M&V Initial assumptions of load impacts  [Updated according to Commission-

approved EM&V Agreement

New Programs

Only includes programs approved
prior to estimated filing

Update for any new programs and
pilots approved and implemented
since estimated filing

WHY ARE THE AVOIDED COSTS RATES UNCHANGED?

The Company’s combined avoided energy and capacity costs have not increased

or decreased more than 25% from those fixed at the outset of the Stipulation.

HOW WERE THE LOAD IMPACTS UPDATED?

For DSM programs, the contracted amounts of kW reduction capability from

participants are considered to be components of actual participation. As a result,

the Vintage 3 true-up reflects the actual quantity of demand reduction capability

for the Vintage 3 period. The load impacts for EE programs were updated in

accordance with the Commission-approved EM&V Agreement.

HOW WERE ACTUAL NET LOST REVENUES COMPUTED FOR THE

VINTAGE 3 TRUE-UP?

-16 -
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Net lost revenues for year one (2012) of Vintage 3 were calculated using actual
kW and kWh savings by North Carolina retail participants by customer class,
based on actual participation and load impacts reflecting EM&V results applied

according to the EM&V Agreement. The actual kW and kWh savings were as

experienced during the period July 1, 2012 through December 31, 2012.

Participation savings for the period January 1, 2012 through June 30, 2012 were
part of the test period of the pending Duke I?nergy Carolinas rate case and will be
recovered in base rates anticipated to become effective October 1, 2013. The
rétes applied to the kW and kWh savings are the rates that were in effect for the
period January 1, 2012 through December 31, 2012. These tariff rates have been
reduced by the fuel and variable O&M costs. The lost revenues were then offset
by actual found revenues for year one of Vintage 3 as explained by Company
Witness Duff. The calculation of net lost revenues was performed by rate
schedule within the residential and non-residential customer classes.

WHAT ARE THE COMPANY’S PROPOSED EMF BILLING FACTORS
APPLICABLE TO NORTH CAROLINA JURISDICTIONAL ELECTRIC
CUSTOMERS FOR THE‘ VINTAGE 3 TRUE-UP COMPONENT OF
RIDER 5?

The Compaﬁy’s proposed EMF billing factor for the Vintage 3 true-up component
of Rider 5 is 0.0800 cents per kWh for Duke Energy Carolinas’ North Carolina
retail residential customers. For non-residential customers, the amounts differ
depending upon customer elections of participation. The following chart depicts
the options and rider amounts:

-17 -




10

11

12

13

14

15

16

17

18

19

20

21

22

23

SACE 1st Response to Staff

010630
Non-Residential Billing Factors EMF
Component (Vintage 3 True-up) £/kWh
Vintage 3 EE participant 0.0719
Vintage 3 DSM participant (0.0071)

ADJUSTMENT TO VINTAGE 2 TRUE-UP

WHAT ADJUSTMENTS HAVE BEEN MADE RELATIVE TO THE
PREVIOUS PARTICIPATION TRUE-UP FOR VINTAGE 2?

Rider 5 includes four adjustments to the previous participation true-up for Vintage
2 (2011): (a) a true-up to actual of th'e es;timated savings related to the PER
program as stated in McManeus’ Rider 4 Supplemental Testimony; (b) inclusion

of MyHER avoided costs and net lost revenues impacts applied back to January

2011; (c) true-up of lost revenues due to a change in the variable O&M

adjustment to the lost revenue rates as previously discussed; and (d) the true-up of
revenue collected by Rider 3 iﬁ 2012 to actual collections.

PLEASE DESCRIBE THE ADJUSTMENT TO THE VINTAGE 2 TRUE-
UP RELATING TO PER.

In McManeus’ Rider 4 Supplemental Testimony, Witness McManeus discusses
an error that was discovered in the kWh/year savings associated with Duke
Energy Carolinas’ PER measure, which resulted in ‘an overstatement of the
amount of those savings by approximately $1.2 million. The Company was still
in the process of quantifying the amount of the resulting correction at the time of
the Rider 4 hearing but agreed with the Public Staff to true-ﬁp the estimate to a
more precise amount in a future filing. The Company has completed that analysis
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and has computed the actual correction amount to be $(1,234,538) (McGee
Exhibit 6). The portion that applies to Vintage 2 is $(291,378). As the original
correction was not broken out into separate vintage impacts, an allocation was
made of the $1.2 million based on the actual Vintage 2 correction amount of
$(291,3785 to the actual total correction $(1,452,398) resulting in the Vintage 2
component of the original correction of $(240,742). The resulting adjustment to
Vintage 2 in Rider 5 for the impact of this true-up is $(6,929), after applying the
85% billing factor.

WHY IS THE COMPANY INCLUDING AN ADJUSTMENT RELATING
TO MYHER IN THE VINTAGE 2 TRUE-UP IN RIDER 5?

The EE program MyHER had not been approved at the time of the filing of Rider
4, which included the participation true-up for Vintage 2. The MyHER program
was approved on‘ September 11, 2612. The avoided costs and lost revenue
impacts have been applied back to January 2011 in lRider 5 and resultéd in a
residential true-up of $19,633, after applying the 85% billing factor.

WHAT IS THE IMPACT OF THE FINAL TWO ADJUSTMENTS TO THE
VINTAGE 2 TRUE-UP IN RIDER 5?

The true-up of lost revenues related to a change in the variable O&M adjustment
to the lost revenue rates as previously discussed in this testimony resulted in a
residential true-up of $(26,312) and a non-residential true-up of $(8,253). The
true-up of Rider 3 collections to actual 2012 collections resulted in a residential

true-up of $(324,827) and a non-residential true-up of $87,441.
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WHAT ARE THE COMPANY’S PROPOSED BILLING FACTORS
APPLICABLE TO NORTH CAROLINA JURISDICTIONAL ELECTRIC
CUSTOMERS FOR THE VINTAGE 2 TRUE-UP ADJUSTMENT?

The Company’s proposed billing facfor for the Vintage 2 true-up adjustment
component of Rider 5 is 0.0364 cents per kWh for Duke Energy Carolinas’ North
Carolina retail residential customers and 0.0051 cents per kWh for Duke Energy
Carolinas’ North Carolina retail non-residential customers.

|

ADJUSTMENT TO VINTAGE 1 TRUE-UP

WHAT ADJUSTMENTS HAVE BEEN MADE RELATIVE TO THE
PREVIOUS PARTICIPATION TRU|E-UP FOR VINTAGE 1?

The same four adjustments made to the Vintage 2 true-up described above are
being made to the Vintage 1 true-up:

(1)  The portion of the $(1,23.4,538) actual PER adjustmént applicable to the
Vintage 1 true-up is $(1,060,730). As the original correction was not broken out
into separ'ate vintage impacts, an allocation was made of the $1.2 million based on
the actual Vintage 1 correction amount of $(1,060,730) to the actual total
correction $(1,452,398) resulting in tﬁe Vintage 1 component of the original

correction of $(876,396). The resulting adjustment to Vintage 1 in Rider 5 for the

impact of this true-up is $(25,224), after applying the §5% billing factor.

(2)  The avoided costs and lost revenue impacts of MyHER have been applied
back to January 2010 in Rider 5 and resulted in a residential true-up of $15,666,

after applying the 85% billing factor.
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3) The true-up of lost revenues related to a change in the variable O&M
component of the lost revenue rates as previously discussed in this testimony.
This true-up resulted in a residential true-up of $(78,877) and a non-residential
true-up of $1,976.

(4)  The true-up of collections from Rider 3 to actual 2012 collections. The
residential true-up is $(736,443) and the non-residential true-up is $444,406.
WHAT ARE THE COMPANY’S PROPOSED BILLING F?CTORS

APPLICABLE TO NORTH CAROLINA JURISDICTIONAL ELECTRIC

- CUSTOMERS FOR THE VINTAGE 1 TRUE-UP ADJUSTMENT?

The Company’s proposed billing factor for the Vintage 1 EE true-up adjustment
component of Rider 5 is 0.0031 cents per kWh for Duke Energy Carolinas’ North
Carolina retail residential customers and (0.0017) cents per kWh for Duke Energy
Carolinas’ North Carolina retail non-residential customers.

IL. NEW PORTFOLIO

WHAT COMPONENTS OF THE NEW PORTFOLIO ARE INCLUDED IN
RIDER 5?
The estimated revenue requirement for the new portfolio component of proposed

Rider 5 includes an estimate of Vintage 2014 EE program costs plus an earned

utility incentive, which is based on total program Utility Cost Test (“UCT”)

results, plus year one of net lost revenues. The EE revenue requirements are
determined separately for residential and non-residential customer classes. Rider
5 also includes an estimate of Vintage 2014 DSM program costs plus an
incentive, which-is based on total program UCT results. The DSM revenue
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requirements are determined separately for residential and non-residential
customer classes.

SUMMARY
PLEASE SUMMARIZE THE SPECIFIC RATE MAKING APPROVAL
REQUESTED BY DUKE ENERGY CAROLINAS.
Duke Energy Carolinas is secking approval of Rider 5, which includes the
formula for calculation of the Rider, as well as the char-ge to be effective for 2014.
As discussed above, the charge for Rider 5 contains a prospective Vintage 4
component; a prospective Vintage 3 component; a prospective Vintége 2014
component of the new portfolio; an EMF component related to Vintage 3 to true-
up participation of custqmers participating in Vintage 3 EE and/or DSM
programs; and true-up adjustments related to Vintage 2 and Vintage 1.
Accordingly, the charge for Rider 5 for the Company’s North Carolina retail
customers is simply the sum of the prospective billing fac.tors and the EMF/true-
up adjustment biHing factors for the components that apply to that customer based
on participati.on. |
DOES THIS CONCLUDE YOUR PRE-FILED DIRECT TESTIMONY?

Yes.
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Duke Enengy Carolnas
DSM/CE Cast Recovery Ridar 5
Docket Mumber E-7 Sub 1431
Exhibit Summary for Ridsr £E Exhiblty and Factors

Resldential Billing Factor
Residentlal Billing Factors for Rider 5 True-Up Components .

,I‘; ¥intage 1 £E True.up Revenus Requirement
131 Projected NC Residanttal Salas {kWh) for rate period
3 snwummw:mm vintoge 1 True-up Residential Rider EF (cermts per kwh)

Yintags 3 EMF
(] tage 2 EE Yrue.up R R f : , »
E] Pro:enid NC Reudential sdu (M) for rate penod
6 SAWEE Aevenue Requirement Vintoge 2 frue.up Residentiol Rider EE {cents per kWh)

.7 Vintage 3 EE Trus-up Revenus Requirgment

8 Vintage 3 DSM Trus-up Revenue Requinement
9 Vintage 3 Total £E/DSM True-up ©

10 Projected NC Residential Sales (kwh) for rate periad -

11' SAW EE/DSM Revenue Requirement Vintoge 3 True-up Residentiol Rider EX (cents par [

of Resid Y R,

Residential Billing Factors for Rider 5 Prospective Components

Reskdenttal EE Rider Revenus R:qulremam Prnspz:tlu- Components

Vintage J EE Prospective A R
Projected NC Residential Sales (kWh) for rate unod
SAW £ Revenue Reguirement Vintoge 3 Prospective Component for Restdential Rider £E {centy per kiwh)

SER

15 Vintage 4 EE Proipeciive A & R ement
.18 Projected NC Rasidanteal Salas (kWh) for rate plﬂod
17 SAW EE Revenve Requirement Wintags 4 Prospective Component for Residentiof Rider EE {certs per kWh)

Rexidential Vintoge 2014 Rider Revenue Requirement Prospective Componenti

18 Vintage 2014 Total EE/DSM Prospective Amounts Reveriug Reguirement
119 Projected Vintage 2014 EE Participants NC Residentlal Sates (kwh) For rate period .
10 EE/DSM Revenue Requirernent Vintuge 1014 Prospective Component for Residential Rider EE (cents per kWh)

b I i n Rl

1 g 0 . B
vintage L EE True-up Revenue Requirement
Vintage 2 EE True-up Revinue Requrement
Vintage 3 Total EE/DSM True-up-Components of unrdenucl Agvanue Requirerieny
) Vll\li't 3 EE Prospective Amounts Revenue Requirement
15 Vintige 4 EE Prospective Amaunts Revenue Raquirgment
18 Vintage 2014 Total EE/DSM Prospective Amolnks Revenue Requirement
Totsl Rasidential Revenos Requirernt in Rider 5
Frojected Vimage 2014 EE Participants NC Resldantial Saies {kwh} for rate period
- Yotal EE/DSM Revarue Requicement for Residentiof Arder EE (cents perkwh)
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Non-Resldential Bliling Factor

Non-Residential Billing Factors for Rider 5 True-Up Components

SAW EE Revenue Requirements True-up

1 Vimage 1 EETrueup Revenue Aequiremant
2 Projected Vintage | EE Particlpants NC Non-Resicdential Sales (kwh) for rate period
3 Saw EF Reventue Aeguiremant Yintope 1 Frueap Non-Residenticl Rider EE (cents per kWh)

4 Vintege 2 EE Tryg-up Revenus Requirement
§ Projected Vintage 2 EE P:mdplm NC Non-Resdential Sates {kwh) for rate period

6 SAWEF A

g# 2 Trre-up Non-Residentio! Rider EE (cents per KWh}

7 WVintege 3 €E Trua-up Revenug Requiremgnt
8 Projetted Vintage 3 EF Particpants NC Non—nesdenﬂu Salas {kwh) for rate penod
4 SAW EE Revenve Apquirement Vintoge 3 True-up Non-Residentic) Rider EE {cents per kWh)

DSM Revernie Requirements Trus-up

210 Vintage 3 DSM Trus-up Revenue Requirement
11 Projected Vintage 3 DSM Participants NC Non.Residential Sides (kwh) for rate period
‘12 SAW DSM Revenue Requirement Vimtoge 3 Tue up Non-Residential Rider EE {cemts per kWh)

Non-Residential Billing Factors for Rider 5 Prospective Components

SAWEER,

I nts Pt

ctive o

L4

" o L'

13 vintage 3 €E Prospective Amounts Revenue Requirement
14 Projected Vintaga 3 EE Partictpants NC Non-Aeudential 5ates {lewh} for rate penod

15 SAWEER R

q

ge 3 EE Frospective G

16 Wintags 4 EE Prospective Amounts Revenue Requlrem:m
17 Projected Vintage 4 EE Participants NC Nonfesidential Sales {kwh} for rate plrlnd
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p for Non
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RESIDENTIAL

1 € Avoided Cost Component

2 Gross Necnpts Tax and Reguintory Few

3 EE Avordad Cost Companient

# Nat Lost Revenues

S Residential Sava-A. Watt Arvanue Requirsment

6 Bitling Factor
7 Rendential Save-A.Watt Revenur Regurement
# Vintage 1 comp of Supgs | Exhilut 1 ady "

§ Total Residental Save-A-Watt Revenue Requirgment

Adjustment to revenues collected:
10 Amount collected through Rider 2 actuat and Ader 3 Estimated
11 Amountt collected through Riders 2 and 3 actual
12 Adpstment for actua| va, esomated Rider 3 callectrons

Total Vintage 1 adjustment for Rider 5:
13 Resdentiai Aevenug Requirement Trus-up Amount i

NON-RESIDENTIAL

14 EE Avowded Cost Component .
15 Gross Recaipts Tax snd Reguiatory Fee
15 EE Avorded Cost Component
17 Total Net Lost Revenuei

18 Non-Retwdential Save-A-Wstt R
19 Bilfing Factor

0 Non-Residental Save-A-watt Revemie Requiremert

* Adjustment to revenues coilected:
21 Amsunt collecred through Rider 2 sctusi and Rider 3 Ecmated
12 Amount collécted through Riders 2 snd 3 actusi
13 Adpuitmaent for actus! vi, efbmated Rudey 3 coltections

- ’

- Total Vintage 1 adjustment for Rider 5:
24 Non-Aeudennal Revenue Reguirenient Trytup Amount -
25 Projected NC Non.Residential Sikes (kWh) for telling perod
6 Non-Residential Kider EX {cents per kWh):

Note; Schedule may not foot due to rounding
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McGee Exhiblt 2 pg. 1
Dukn Energy Caclinas .
EEVintage 1 (June 1, 2009 - Decemnber 31, 2010}
Docket Numbar -7, Sub 1031
Truetip of Cost R Requt & Net Lost & For Vintage 1: Yeers 1,2, and 3
Betall of Adjustments to Vintags 1!
PER Esror
Correction -
Revised Vintage 1 eliminaty R
Rewnus A o ., add Set Lost Renvarrun RSt msc:.nuum:
Requirekmants Vintags 3 actasl HECA . add actual Changa Impact Trus-up
Oulf Exhitit 1 pg. 1 & 2, Line & s 35,221,629 s FILESETE) B ([545,758) § 17,816
1.034554) 1.034554 1.034554 1034554
une1” Line 2 $ 36,430,678 H -[546,188}] ¢ (564,616} $ 15,431
Oulf Exhubat 7, Lme 10 s 24,097,519 1 *[58.910)1 § {496,114} § - $ {82,796)
JunedsUuned 60,536,196 (L135095) 5 (1.060.730H 1840, 152,796}
B5%] ) B5%| 5% . 35% 5%
Ling § * Lne 6 [ $3,45%,767 s (568,831)) ¢ Hs0LE2Y § 15,666 § 72877}
McGee Exhbit 6 S . a7e3ssls §76,3%
Line 7.+ Ling 8 RS (25.22%) 15666 § {78,577}
Pisor Rider Exhibits 3 - 50895286
McGee Exhibet 3, Line 1: 3 aaasasdal
Lire 11 - tine 10 . B 735,443}
R
Alne¥ilnel? . R Y
‘ o See McGee Exhibit 1 for rate
Detadl of Adfustments t Vintage L
BLUZ LA e TP — _
Revenus Adjurtrants to Rats Cangs Nder 3 Collecticms
Requiremants Vintage 1 Impact Trueup
. Dulf €xhibit 1 251 & 2, Lng 17 $ 18,824,789 $ .
T ' 1034554 1034554/
uneld * une 15 s 19,475,261 H -
Dulf Exnlit 2, Line 20 5 1,963,143 ' 2322 |8 2,312
Line 16 + Line 17 $ 21418, 444 $ FEF 1 K 231
B 5%, 85% 85%
Line 18 < Line 19 s 18,222,678 $ 19748 1974
P ? .
Prior Riger Exhibits 8. 14,142,096
McGee Exdubat 3, Line 5 ig 14586502
‘Ure22.pmezt ] . 484406 T 444,408
‘une 10 1neg 23° -1 (442,432)
McGee Exhitut 4 $ 25433749129
{Une 24fUne 25} * 100 [0.0017)
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1 ] 1
’ . . : McGss Exhibit 1 pg. 2
“ : Duka Enengy Carollras
- ~ . N z €2 vintage 2 { Jasuary 1, 2011 Decamber 81, 2011} .
Docket sumber E-7, Sub 1031
True-Up of Avaided Cost Revenus Requiraments & Nt Lost Ravenues For Vintage 2; Yaars 1and 2
Oetall of Adhistmants to Vietige 3
Rpvised Vintaga2 ’ , PEN Error
Yeartand Yesr2 ) Cowrectian - el - .
i Aevenud d) [ (b tmata, Hat Lost Revenus  Trus up of Yesr I Lost mefll:dlu:llml
RESIDENTIAL - Requiremants Virtaga 1 odd actush ~ WECRBDther Nite Changs imgsc  Revenues to Actual Trueup
1 tF Awarded Cost Companant Duff Exiubit 1 pg. 3, Lina # 4 30548085 4 {200,268)] 8 (222,522) § 12154 ‘
1 Gross Rectigts Tax snd Reguhitory Fes 13034554 ) 1034554 1.034554 1034554
3 EE Aveided Cost Component Lire1* Une 2 s 31,603,644 H J20m,2913] 5 {230,211) § 11,?20
& Net Lost Revenves Oulf Exhibit 2, Line 3, H 25,123,933 S B.543,547 |§ {61.167) $ {30,955) § 8,635,669 -
5 Reudentlst Seve-A-Watt Revenug Requiremant uns 3+ Lnas H 56,927,577 5, 8336256 | 5 {191.370) § {30,955 § 8,635,669
& @liling Factor - . - E 85%| [3] 5% . 3% %
7 Rendentlal Save-A-Witt Revenus Requirement puneS*Lne 6 F] [TETTYTT s 7085817 | S (247,671} § 26,311 § 7,340,319
3 vintage 2 comp of Suppd Exhubit 1 ad) McGee Exhibit 6 $ . H ‘(2407821 §° {240,742)
9 Total Residentia) Save-A-Watt Revenue Aequerarment o e 7+ Lnal 5 43383 440 5 7,326,560 | $ (6,929 $ {26,312 § 7,340,319
| Eitieads: i RS i
Adjustment to revenues collected: N ’
10 Amounn tollected through fader I actust snd Rider 3 Estimsted Priar Fudier Exhibity: 5 05708
11 Amount coflectad through Riders 2 and 3actual McGee Exhibrt 3, tne 2 B ' , $ 303471
12 M for actual vs Rider 3 cotl Ling 11+ Ury 10 s - {32a.287) 4 {324,287}
Total Vintage 2 adjustment for Rider 5::
.13 Resdentinl a Tiowup A Une s ne 12 $ 7450847
. . Sae McGee Exhibit 1 for rate !
. .
i
Dutal of Adfurwmenus to Vintage 2
Yazr 1 and Yeae2 ' Natlost Revenue  True up of Year
Reverue Adjustments to Rate Changs  2Last Widir 3 Collwcth
NON-RESIDENTIAL Ryquirements Vintage 2 Impact 1 10 Acryal Trueup
14 EE Avoided Cost Component Ouff Exbabit £ og. 3, Line 17 3 21.535,254 3
13 Gross Mecwipts Tax and Aegulatory fee 1.034554 )
15 EE Avonded Cost Component Une 14 * Line 18~ H 12,283,521 $. - . .
17 Total Nut Lost Revenues Ouft Extubit: 2, Linwe 40 5 4,116,236 s~ e3n31 s, (9.70%) § 1642840
18 Hon-Resdential Save. A-Watt Revanue Requirement Urei6eUnel? $ 26,199,757 [B 1633131 ] 5 19,709) 5 "Led2340
19, Bilng Factor - ) _ o - - wal Y ‘=% e 5%
20 Non-Residential Suve-A-watt M\\mgqt Maquirement Une 18 * Une 19 S .21,433,794 5. f:_l.‘ill,iiTF $ '.(3.253] S L336 414
" Adjustment to revenues collected: s '
21 Amaunt collected through Rider; 2 sctual and Mider § Estimatid - “Prior ider Exhibis s 2,117,646
22 Amount collectad through Nuders 2 snd 3 sctual McGee Exhitut 3, Line & . 5 8,205,087
23 Ady L for actuive, d Arder § 2 Line 22 » Line 21 [ §7 441 ' 3 7,441
N C 1
“Totai Vintage 2 adjustment for Rider 5: .
24 Non.Resdental Tros-up . iLine 20 Lime 23 ¥ 71,300,720
13 Projecied NE Residantial Sales (kWh) for belling period ~ Mgy Exhibit & ' 25 730,978,533
2% Mon-Rusidemtial Riger CE {cants per kWh}. .. R {Linw 24/Ling 25} * 100 u_nuin-i

Nate: Schedule may not foot due to rounding LR
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McGee Exhibit 2 pg. 3
Duka Energy Carollnas '
EE Vintage 3 { January 1, 2012 - December 31, 2012}
Docket Number E-7, Sub 1031
True-Up of Avolded Cost Revenue Requirements & Not Lost Revenues For Vintage 3, Yaar 1 and Estimated Year 3 Net Lost Revenues

a b?
Vintage 3, Year 1
Revenue ' | Year3
Requirement Revenue Requirement
RESIDENTIAL . } Trug-up Estimate
1 EE Avolded Cost Component Duff Exhibit 1pg. 4, Line8 _ . S 22,750,585
2 Gross Raceipts Tax and Regulatory Fee . ) f : 1.034554
3 EE Avoltded Cost Component . Linel*Line2 $ 23,536,709 .
4 Net Lost Revenues . Duff Exhibit 2, Line 50 ' $ 8,958,110 $ 3,010,573
5 RAesidential Save-A-Watt Revenue Requirement Ling 3+ Line 4 32,494,819 3,010,573
6 Billing Factor . - B5% B85%
7 Residentlal Save-A-Watt Revenue Requirement Line 5 * Line 6 . $ 27620596 S 2,558,987
8 Total Collected for Vintage 3/(Rider 3 and RIderA}} McGee Exhibit 3, Line 3 3 8,610,393 'S -.
9 Residential True-up Amount ~ * ' Une7-lines ' $ 15010203 $ 2,558,987
) See McGee;Exhibit 1 for.rate
. @ : b
. Vintage 3, Year 1
) Revenue Year3
. Requirement . Revenue Requirement
NON-RESIDENTIAL , } ' True-up Estimate
10 EE Avolded Cost Component Duff Exhibit 1 pg. 4, Une 17° ' S 31,864,574 :
11 Gross Receipts Tax and Regulatory Fee ‘ 1.034554
12 EE Avoided Cost Component Line 10 * Line 11 ) 32,965,623
13 Tota! Net Lost Revenues Duff Exhibit 2, Une 60 $ 2,497,224 $ 2,186,375
14 Non-Residential Save-A-Watt Revenue Requirement Line 12 + Line 13 5 35,462,847 5 2,186,375
15 Billing Factor - ' ’ . . 85% 85%
16 Non-Residentlal Save-A-Watt Revenue Requirement Line 14 * Line 15 5 30,143,420 ] 1,858,419
i7 Total Collected for Vintage 3 (Rider 3 and Rider 4) . McGee Exhibit 3, l_.ine"“!,‘ ; 5 11,394,699 5 .
18 Residential True-up Amaount Line 16 - Uine 17 . ] 18,748,721 s 1,858,419
19 Projected NC Residential Sales (kWh) for rate period o McGee Exhibit 4 i $ 26,083,585,861 $ ' 26,083,585,861
20 Non-Residentlal Rider EE {cents per kWh) - (Une 18/ Line 19) * 100 0.0718 0.0071

Note: Schedule may not foot due to rounding
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McGee Exhibit 2 pg. 4
Duke Energy Carolinas
EE Vintage 4 {January 1, 2013 - December 31, 2013)
" Docket Number E-7, Sub 1031
Estimated Net Lost Revenues For Vintage 4, Year 2

Vintage 4, Year 2
‘ _ Revenue
RESIDENTIAL i Requirement
1 Net Lost Revenues . * Duff Exhibit 2, Line 70 $ 3,630,713
2 Billing Factor ) : - 85%
3 Total Residential Save-A-Watt Revenue Requirement tinel*Line2 ' o S 3,086,106
: : See McGee Exhibit 1 for rate
) Vintage 4, Year 2
o ‘ g _ ' Revenue
NON-RESIDENTIAL ' | - Requirement
4 Total Net Lost Revenues s - Duff Exhlbit 2, Line 80 S 3,314,963
5 Billing Factor . : 85%
6 Non-Residentlal Save-A-Watt Revenue Requirement " Ihe 4 * Line 5 . ) 2,817,719
7 Projected NC Residenttal Sales (kWh) for billing period McGee Exhibit 4 _ 26,241,390,557
8 Non-Residential Rider EE {cents per kWh) {Uine 6/Line 7 }* 100 ' 0.0107

Note: Schedule may not foot due to rounding



Duke Energy Carolinas
DSM Vintage 3 (lanuary 1, 2012 - December 31, 2012)
Docket Number E-7, Sub 1031 .
True-Up of Avoided Cost Revenue Requirements For Vintage 3

RESIDENTIAL

1 D5M Avoided Cost Component

2 Gross Receipts Tax and Regulatory Fee

3 DSM Avoided Cost Component

4 Billing Factor

5 Restdentlal DSM Revenue Requirement

6 Total Collected for Vintage 1 { Rider 3)

7 Residential DSM Revenue Requirement True-up Amount

NON-RESIDENTIAL

8 DSM Avoided Cost Component
9 Gross Receipts Tax and Regulatory Fee
10 DSM Avoided Cost Component
11 Billing Factor .
12 Non- Residential:DSM Revenue Requlrement
13 Total Collected for Vintage 1 ( Rider 3)

14 Non-Residential DSM Revenue Requirement True-up Amount
15 Projected NC Non-Resldential Sales (kWh) for billing pertod

16 Non-Residential Rider EE {cents per kWh)

Note: Schedule may not foot due to rounding

Duff Exhibit 1 pg..3, Line 9

Linel * Line 2

Line 3 *Line 4

McGee Exhibit 3, Line 4
Line5-Lline6

Duff Exhiblt 1 pg.3, Line 18

Line 8 * Line §

Line 10* Line 11

McGee Exhibit 3, Line 8
Line 12 - Line 13
McGee Exhibit 4
{Line 14/Line 15} * 100

SACE 1st Response to Staff
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McGee Exhibit 2 pg. 5

Vintage 3

.S 9,711,058
1.034554

S 10,046,614
' 85%

S 8,539,622 -
S 10,713,375
- (2,173,753):

See McGee Exhibit 1 for rate

Vintage 3

8 12,725,885
 1.034554
3 13,165,615
~ . 85%
3 11,190,773
12,967,453
(1,776,680)
25,159,472,341
(0.0071)

N




Residentlal
" EE

OsMm

Non-Residential
EE

O5Mm

vl

v2
v3

v3

vl
v2
v3

McGee Exhibit 3
Duke Energy Carolinas '
DSM/EE Revenues Collected from Riders (By Vintage)
Docket Number E-7, Sub 1031
For Vintages 1, 2, and 3 True-Up Calculations
Actual Actual Actual
2010 2011 2012
Rider 1 Rider 2 Rider 3 " Total
* 25,916,921 6,366,243 17,575,779 49,858,943
22,641,;66 7,680,255 30,321,421
: 8,610,393 8,610,393
10,713,375 10,713,375
7,688,412 860,011 6,038,079 14,585{502
7,165,813 1,039,274 8,205,087
11,394,699 11,394,699
12,967,_453

v3

12,967,453

SACE 1st Response to Staff
010642



Fall 2012 Sales Forecast - kWhs
North Carolina Retail:

1 Residential

2 Non-Residential

3 Total Retan]
Opt Out Sales

vintage 1 Opt Gut
4 EE+
5 DSM

Yintaga 2 Opt Out
6 EE
7-05M

Vintage 3 Opt Out
B EE
9 DSM

}:’!n!ue 4 Opt Out
10 EE
11 DSM

Non-Residental Forecast Sales Less Opt Out

1 Total Non-Reskdential
2 Less V1 EE Opt Out
3 Less V1 DSM Opt Out
4 Las: V2 EE Opt Out
5 Less V2 DSM Opt Qut
6 Lass VI EE Opt Out
7 Less ¥3 DSM Opt Qut
8 Less V3 EE Opt Dut
9 Less V3 O5M Opt Qut
10 Sales for Ridar Calculation

SACE 1st Response to Staff

010643
. McGae Exhibit 4
Duke Energy Carolinas
DSM/EE Cost Recovery Rider 5
Dockst Number E-7 Sub 1031
Foracastad kWh Sales for Rate Pertod
“Totai 2014
>
11,045,015,985
34,729,603,451
§5,774,619,336
2012 kWh Usage . .
9.295,854,322
9,845,747,398
6,998,624, 918 i
92,952,030.590
8.646.017.550 :
9,570,131,110
8,488,212,894
5,646,561,762
V1EE Rate V1 DSM Rate V2 EE Rate V2 DSM Rate V3 EERate V3 DSM Rate V4 EE Rate V4 DSM Rate
Comp Comp ts Comp ts Comporients Comp Comp Camponants Camponents
34,729,603,451 34,729,603,451 34,729,603,451  24,729,603451 34,729,608 45); +34,729,603,451 3‘,‘?29,503_451 34,729,603 451
9,295,854, 322 ' - 0T A
9,843,747.398 , '
8,998,624,918
' 9,952,030,590
8,646,017,590 . .
' '9570,13L110:
) 8/ABB 212854 )
9,646,561 762
25433,749,129  A,M43456,053 35730,978.523 24777570861 16G33.SE5,861  25,159,471,341 26,241,380,557  15,083,041,649



Duke Energy Carolinas

EE Vintage 1 True Up for the Period June 1, 2009 to December 31, 2009

B3

. SAW Sales Allocator

1 NC RetailMWH Safes Allocation
2 SC Retail MWH Sales Allocation - -
3 Total Retail

Allocation 1 to state based on kWh sales
4 NCRetail

Demand Allocators

S Residential
6 Non Residential
7 Total

Allocation 2 to state based on peak demand
8 NC Retail

Allocation 3 NC res vs non-res Peak Demand to retall

9 NC Residential
10 NC Non-residential

»

Docket Number E-7, Sub 1031
Allocation Factors

Company Records
Company Records
Line 1+ Line 2

Unel/tline3

Company Records
Company Records
Line 5+ Line 6

;3‘..

~ Line7,NC/ lg_ne 7 Total

system peak™”
Line 5 NC/-Line 7 Total
Line 6 NC/ Line 7 Total -

SACE 1st Response to Staff

- 010644
McGee Exhibit 5 pg. 1
MWH
53,842,194
19,906,425
73,748,619
[ 73.0077318%) .
NC SC Total
5,281,284 1,692,049 6,973,333
6,218,623 2,386,563 8,605,186
11,499,907 . 4,078,612 15,578,519

I ' 73.8190004%'

39.9179344%

'33.9010659%]



Duke Energy Carolinas

EE Vintage ‘__1‘True Up for the Perlod lanuary 1, 2010 to December 31, 2010
- Docket Number E-7, Sub 1031

Allocation Factors

SAW Sales Allocator
1 NC RetailMWH Sales Allocation
2 SC Retail MWH Sales Alfocation
3 Total Retall

Company Records
Company Records
Linel + line 2

Allocation 1 to state based on kWh sales

4 NC Retail Line 1 / Line 3

Demand Allocators

S Residential Company Records
6 Non Residential Company Records
7 Total LneS +Line 6

-

Alfocation 2 to state based on peak demand:
8 NC Retail Line 7, NC/ Line 7 Total

Allocation 3 NC res vs non-res Peak Demand to retail system peak’

9 NC Residentlal; Line 5 NC/.Line 7-Total
10 NC Non-residentlal’ Line 6 NC/ Line 7 Totai’

1

-

i

MWH

57,382,346

21,540,084
78,922,430

[ 727072722%)

NC

SACE 1st Response to Staff
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SC

McGee Exhibit 5 pg. 2

5,494,974

6,437,669 -

1,731,591
2,290,766

Total

7,226,565
8,728,435

11,932,643

I 74. 7893638%' .

34.4404513%
40.3489126%] -

y

4,022,357

15,955,000



Duke Energy Carclinas

EE Vintage 2 True Up for the Perlod January 1, 2011 to December 31, 2011

SAW Sales Allocator

1 NC RetailMWH Sales Allocation
2 SC Retail MWH Sales Allocation
3 Total Retail

Allocation 1 to state based on kWh sales
4 NC Retail ‘

Demand Allocators

+

S Residential
6 Non Residential
‘7 Total

Allacation 2 to state based on peak demand
8 NCRetail

Docket Number E-7, Sub 1031
Allocation Factors

Company Records

*  Company Records

Line 1 + Lne 2

Line 17/ Line 3

Company Records

Company Records
LineS+LUne6 .

Line 7, NC / Line 7 Total

Allocation 3 NC res vs non-res Peak Demand to retail system peak’

" 9 NCResidential
10 NC Non-residential

Line 5 NC/ Line 7 Total
Line 6 NC/ Line 7 Total,

SACE 1st Response to Staff *

010646
McGee Exhibit 5 pg. 3
MWH
55,966,071
21,019,094
. 76,985,165
| 72.6972151%] |
NC 'SC Total
5,179,896 . 1,627,477 6,807,373
6,788,010 2,476,617 9,264,627
11,867,906 4,104,094 16,072,000

I 74.4543230%'

32.2293181%

42.2350050%




Duke Energy Carolinas

SACE 1st Response to Staff

EE/DSM Vintage 3 True-up for the Period January 1, 2012 to December 31, 2012

Docket Number E-7, Sub 1031

Allocatlon Factors
SAW Sales Allocator
1 NC RetailMWH Sales Allocation Company Records
2 SC Retall MWH Sales Allocation : Company Records
3 Total Retail ’ Linel1+Line2
Allocation 1 to state based on kWh sales R : 5
4 NC Retail ' Line1/Lline3
Demand Allocators
5 Residential ) _ Company Records '
6 Non Residential. , Company Records !
7 Total . C . Line5+Line6- !
Allocation 2 to state based on peak demand. 5
8 NC Retail - Line 7, NC/ Line 7 Total

Allocation 3 NC res vs non-res Peak De-rnand‘to retail system peak
9 NC Resldential Line 5 NC/ Line 7 Total
10 NC Non-residential e Line 6 NC/ Line 7 Total

010647
McGee Exhibit 5 pg. 4
. MWH
54,555,907
20,466,527
75,022,434
[ 72.719a575%]
NC 5C Total,
5,588,503 1,732,905 7,321,412
6,397,286 - 2,322,302 8,719,588
11,985,789 4,055,211 16,041,000

{  74.7197120%]

34.8388691%
39.8808428%




Vintage 1
Vintage 1
Vintage 2
Vintage 3

2009
2010
2011

2013

Billing Factor
Revenue Requirement

SACE 1st Response to Staff

010648
McGee Exhibit 6
Duke Energy Carolinas
Personalized Energy Report and QHEC Program True-up
Docket Number E-7, Sub 1031
True-up of Savings Correction filed in Supplemental Testimony in Rider 4
A B boo¢ D= A-B E=D*85%
Supplemental  Supplemental.
Actual PER  Adjustmentto  Adjustmentby
OHEC Rider 4 " Vintage Gross DIff  Diff @ 85%
{535,574} (520,590) (442,501.6'0) (14_,983.48) (12,736)
(525,156} (510,464)  (433,894.70) (14,692.04) (12,488)
{291,378) (283,226)  (240,742.34) - (8,151.74) ' (6,929)
(100,290) {97,484) (82,861.36)  (2,805.76) {2,385) (a)
{1,452,398) {1,411,765) {1,200,000) (40,633.01) {34,538)
85% 85% 85%
- (1,234,538) (1,200,000) {34,538)
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Duke Energy Carolinas, LLC Electricity No. 4
North Carolina Seventh (Proposed) Revised Leaf No, 62
Superseding North Carolinas Sixth Revised Leaf No. 62

RIDER EE (NC)
ENERGY EFFICIENCY RIDER

APPLICABILITY {(North Carolina Only)
Service supplied under the Company’s rate schedules is subject to approved adjustments for new energy efficiency and demand-
side management programs approved by the North Carelina Utilities Commission (NCUC). The Rider Adjustments are not
included in the Rate Schedules of the Company and therefore, must be applied o the bill as calculated under the applicable rate.
Cost recovery under Rider EE consists of two four-year term programs, years 2009 — 2013and years 2014 — 2017 as outlined
separately below.

I. PROGRAM YEARS 2009-2013

GENERAL PROVISIONS

This Rider will recover the cost of new energy efficiency and demand-side management programs, using the method
approved by the NCUC, for programs implemented over a four-year period (i.e., comprising fouf 12-month program years
or “Vintage Years™). [n each year this Rider will include components to recover revenue requirements related to demand-
side management and energy efficiency programs implemented in that Vintage Year, as well as net lost revenues resulting
from the energy efficiency programs. Net lost revenues are revenue losses, net of both marginal costs avoided at the time of
the lost kilowatt hour sale(s) and increases in revenues resulting from any activity by the Company’s public utility
operations that cause a customer to increase demand or energy consumption. Net lost revenues associated with each
Vintage Year will be recovered for 36 months upon implementation, except that the recovery of net lost revenues will end
upon implementation of new rates approved by the Commission in a general rate case or comparable proceeding to the -
extent that rates are set in a rate case for vintages up to that point. To recover net lost revenues for programs implemented
in years 3 and 4, the Rider will continue beyond the four-year period.

Revenue requirements will be determined on a system basis and allocated to North Carolina retail custorners based on the
North Carolina retail contribution to system retail peak demand for demand side management programs and North Carolina
retail contribution to system retail kWh sales for energy efficiency programs. Residential customer classes will pay for
residential programs and non-restdential customer classes will pay for non-residential programs through methods found
appropnate by the Commission for demand-side management and energy efficiency programs, respectively. All allocation
factors will be based on the Company’s most recently. completed cost of service study utilizing the allocation method
approved by NCUC in the Company’s most recent general rate proceeding and will exclude the amounts related to
customers that elect to opt out of this Rider.

TRUE-UP PROVISIONS

Rider amounts will initially be dctermined based on estimated kW and kWh impacts related to expected customer
participation in the programs, and will be trued-up as actual customer participation and actual kW and kWh impacts are
verified. If ¢ customer participates in any vintage of programs, the customer is subject to the true-ups as discussed in this
section for any vintage of programs in which the customer participated.

Participation true-ups: After the complétion of the first Vintage Year, the Rider will include a true-up of previous Rider
amounts billed to reflect actual customer participation in the programs.

Measurement and verification true-up: In the sixth year a final true-up will be based on changes in participation combined
with actuat verified kW and kWh savings.

Earnings cap true-up: In the sixth year, 2 true up will adjust customer bills, if applicable, to refund with interest, amounts
collected through the Rider in excess of the camings cap, in accordance with the following levels of achievement of actual
energy and peak demand reductions and allowed return on investment.

Perceditage Actual Retum on Investment Cap
Target Achievement on Program Costs Percentage
>=00% : _ 15%
80% to 89% 12%
60% to 79% 9%
< 60% 5%

North Carolina Sixth (Proposed) Revised Leaf No. 62
Effective for service on and after January 1, 2014
NCUC Dockets No. E-7, Sub 1931 and 1032
Order dated  ©
Pagc 1 of 4
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Duke Energy Carotinas, LLC Electricity No. 4
North Carolina Seventh (Proposed) Revised Leaf No. 62
Superseding North Carolinas Sixth Revised Leaf No. 62

RIDER EE (NC)
ENERGY EFFICIENCY RIDER

DETERMINATION OF ENERGY EFFICIENCY RIDER ADJUSTMENT
Energy Efficiency Adjustments (EEA) will be applied to the energy in kilowatt hours (kWh) billed of all rate schedules for
each vintage as determined by the following formula, adjusted as appropriate for the time value of money:

EEA Residential (expressed as cents per kWh ) =

(Residenrial Avoided Cost Revenue Requirement -+ Residential Net Lost Revenues) / Forecasted Residential kWh Sales
for the Rider billing peried

Where
Residential Avoided Cost Revenue Requirement = {Residential Demand-Side Management Program Avoided Cost X
75%) + (Residential Energy Efficiency Program Avoided Cost X 50%)

EEA Non-residential {(expressed as cents per kWh ) = l
(Non-residential Avoided Cost Revenue Requirement + Non-residential Net Lost Revenues) / Forecasted Non-
residential kWh Sales for the Rider billing period

Where
Non-residential Avoided Cost Revenue Requirement = (Non-residential Demand-Side Management Program Avoided
Cost X 75%) + (Non-residential Energy Efficiency Program Avoided Cost X 50%)

II. PROGRAM YEARS 2014-2017

GENERAL PROVISIONS

This Rider will recover the cost of new energy efficiency and demand-side management programs, using the method
approved by the NCUC, for programs implemented over a four-year period (i.e., comprising four 12-month program years
or “Vintage Years™).

TRUE-UP PROVISIONS )

Rider amounts will initially be determined based on estimated kW and kWh impacts related to expected customer
participatior. in the programs, and will be trued-up as actual customer participation and actual kW and kWh impacts are
verified. If 2 customer participates in any vintage of programs, the customer is subject to the true-ups as discussed in this
section for any vintage of programs in which the customer participated. . . . -

RIDER EE OPT QUT PROVISION FOR QUALIFYING NON-RESIDENTIAL CUSTOMERS

The Rider EE increment applicable to energy efficiency programs and/or demand-side management programs will not be
applied to the energy charge of the applicable rate schedule for Customers qualified to opt out of the programs where:

a. The Customer certifies or attests to the Company that it has, or has plans for implementing alternative energy
. efficiency measures in accordance with quantifiable goals.
b.  Electric service to the Customer must be provided under;
a. An electric service agreement where the establishment is classified as a “manufacturing industry” by the
Standard Industrial Classification Manual published by the United States Government and where more than
50% of the electric energy consumption of such establishment is used for its manufacturing processes.
b.  An electric service agreement for general service as provided for under the Company’s rate schedules where
the Customer’s annual energy use is 1,000,000 kilowatt hours or more.

The following additional provisions apply for'qualifyipg customers who elect to opt out: -

For Customers who elect to opt out of energy efficiency programs, the following provisions also apply:

+  Qualifying customers may opt out of the Company’s energy efficiency programs each calendar year only during the
annual two-month enrollment period between November 1 and December 31 immediately pror to a new Rider EE
becoming effective on January 1. (Qualifying new customers have sixty days afier beginning service to opt out).

s  Customers may not opt out of individual energy efficiency programs offered by the Company. The choice to opt out
applies to the Company’s entire portfolio of energy efficiency programs.

Neorth Carolina Sixth {Propesed) Revised Leaf No, 62 -
Effective for service on and after January 1, 2014
NCUC Dockets No. E-7, Sub 1031 and [032
Onder dated : i
Page 2 of 4
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Duke Energy Carolinas, LLC Electricity No. 4
North Carolina Seventh {Proposed) Revised Leaf No. 62
Superseding North Carolinas Sixth Revised Leaf No. 62

RIDER EE (NC)
ENERGY EFFICIENCY RIDER

* If a customer participates in any vintage of energy efficiency programs, the customer, irrespective of future opt out
decisions, remains obligated to pay the remaining portion of the lost revenues for each vintage of energy efficiency
programs in which the customer participated.

+  Customers who elect to opt out during the two-month annual enrollment period immediately prior to the new Rider EE
becoming effective may elect to opt in to the Company’s energy efficiency programs during the first 5 business days of
March each calendar year. Customers making this election.will be back-billed retroactively to the effective date of the
new Rider EE. .

For Customers who eiect to opt out of demand-side management programs, the following provisions also apply:

¢ Qualifying customers may opt out of the Company’s demand-side management program during the enrollment period
between November 1, and December 3 1immediately prior to a new Rider EE becoming effective on January 1of the
applicable year, (Qualifying new customers have sixty days after beginning service to opt out).

e If a customer elects to participate in a demand-side management program, the customer may not subsequently choose
to opt out of demnand-side management programs for three years.

s Customers who elect to opt out during the two-month annual enrollment period immediately prior to the new Rider EE
becoming effective may elect to opt in to the Company’s demand-side management program during the first 5 business
days of March each calendar year. Customers making this election will be back-billed to the effective date of the new
Rider EE.

Any qualifying non-residential customer that has not participated in an energy efficiency or demand-side management
program may opt out during any enrollment period, and have no further responsibility to pay Rider EE amounts associated
with the Customer’s opt out election for energy efficiency and/or demand-side management progranis.

ENERGY EFFICIENCY RIDER ADJUSTMENTS (EEA) FOR ALL PROGRAM YEARS

The Rider EE amounts applicable to the residential and nonresidential rate schedules for the period January 1, 2014 through
December 31, 2014 including revenue-related taxes and utility assessments are as follows:

Residential ) Vintage 1, 2, 3,4 0.1463¢ per kWh
: Vintage 2014 0.3032¢ per kWh
Total Residential Rate 0.4495¢ per kWh
Nonresidential . o o i
Vintage 1 ) . .
Energy Efficiency . {0.0017)¢ perkWh
Demand Side Management NA
Vintage 2
Energy Efficiency "0.0051¢ per kWh
Demand Side Management " NA
Vintage 3
Energy Efficiency 0.0790¢ per kWh
Demand Side Management (0.0071)¢ per kWh
Vintage 4
Energy Efficiency 0.0107¢ per kWh
Demand Side Management NA
Vintage 2014 )
Energy Efficiency 0.0892¢ per kWh
Demand Side Management 0.0798¢ per kWh
Totzl Nonresidential 0.2537¢ per kWh

North Cerolina Sixth (Proposed) Revised Leaf No. 62
Effective for service on and after January 1, 2014
NCUC Dockets No. E-7, Sub 1031 and 1032
Order dated )
Page 3 of 4
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Duke Energy Carolinas, LLC Electricity No. 4
North Carolina Seventh (Proposed) Revised Leaf No. 62
Superseding North Carolinas Sixth Revised Leaf No. 62

RIDER EE (NC)
ENERGY EFFICIENCY RIDER

Each factor listed under Nonresidential is applicable to nonresidential customers who are not eligible to opt out and to eligible
customers who have not opted out. If a nonresidential customer has opted out of a Vintage(s), then the applicable energy
efficiency and/or demand-side management charge(s) shown above for the Vintage(s) during which the customer has opted out,
will not apply to the bill.

North Carolina Sixth (Proposed) Revised Leaf No. 62
Effective for service on and after January i, 2014
KCUC Dockets Mo E-7, Sub 1031 and 1032

Order dated
Pagc 4 of 4





