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Agenda

« Program Theory Logic Model
» Background
» Target Market
* Logic Model

« 2023 Market Engagement
* Incentive Channels
* Program Ally Training
* Network Lighting Controls (NLC)/LLLC
Informational Collateral

 Evaluation and Attribution
« Evaluation Activities
« Natural Market Baseline (NMB)
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Background for LLLC as an MT]

Recognizing the huge savings potential, Ameren lllinois (AIC) launched the Luminaire Level Lighting
Controls (LLLC) Market Transformation Initiative (MTI) pilot in 2021 to accelerate adoption of the
technology within the service territory:

« Arecent study by NEEA! showed significant 50 — 74% annual energy savings from 1:1 replacement
of LLLCs compared to 59% savings of a full redesign, and at about one-third to half of the cost

 LLLC systems are a subset of Networked Lighting Controls (NLCs) and have been available for about
a decade.

« LLLC systems have the unique characteristic of sensors embedded in every fixture, which enables
usage flexibility across a variety of space types including warehouses, offices, hospitals and
healthcare facilities, and schools

« LLLCs are easy to install, offer non-energy benefits and enable business owners to remotely address
security and maintenance issues, as well as manage energy usage. Yet, LLLC adoption is low, with
connected lighting comprising less than 1% of all luminaires in the US?

N2
“aAmeren

ILLINOIS


https://neea.org/resources/lllc-replacement-vs-redesign-comparison-study
https://facilityexecutive.com/2021/04/trends-in-lighting-controls-luminaire-level-lighting-controls/

Target Market

* In alignment with the TRM definition of the target market:

‘an actual or nominal place where forces of demand and supply operate, and where
buyers and sellers interact (directly or through intermediaries) to trade goods, services or
contracts or instruments, for money or barter’

« AIC characterizes the LLLC MTI Target Market with this relationship diagram identifying
Manufacturers, Distributors, General Contractors, Installers, and Commercial Customers as
comprising the Target Market.

Manufacturers/Distributors

Sell to / \ Sell to
General Contractors/ el COmmercial Customers
Installers Sell to

Preliminary information for SAG discussion purposes only; subject to Section 3.1 of EE Policy Manual
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Program Theory of Change: Logic Model (Version 1)

Value proposition (lack of product awareness & familiarty) |
BARRIERS l

Build market awareness 5
o Business Ow ners/facility managers/decision maker (BO, etc.

depending on size of biz ) o
o Lighting Designers (LD)
o Distributors that serve AIC's ST —_— a
o Retailers that serve AIC's ST
o Trade Allies a
o AIC internal staff, outreach staff, e.g. energy advisors,, key

accounts l

accounts managers)

Lack of skilled trade allies, intemal AIC staff (outreach staff, energy advisors, key

High upfront costs

+ Develop outreach materials

Trade Allies (how to install, incentives) > influence
customer familiarity

Distributors (prod availability. benefits. incentives >
influence customer familiarity

Architects/designers — ditto distributors. benefits of LLLC
and installation process

Industry associations within [linois/AIC ST — could also be
hosting the trainings. getting them connected with supply
chain

OUTPUTS e Case studies and presentations

(results / . Local distributor engagement and support to create market champions for LLLC

deliverables) e Local retailers (ditto)

s Targeted marketing collaborations & promotions with local industry associations

TCOMES

A d

Short-Term MPI I: Increased awareness, familiarly with LLLC among out-reached
2022 local distributars, retailers and local industry associations and AIC
intemal staff

Y

MPI IV: Increased recommendations of
LLLC to customers among outreached
local distributors, retailers and local

Mid-Term
2023 - 2025

MPI V (2025): Increased
adoption of LLLC beyond pilots

industry associations and AIC internal

-

Develop training

program and

resources for:
Trade Allies
Internal AIC staff

|

+ Training resources
(webinars/etc.) for.

e TA

* |ntemnal AIC staff

}

MPI II: Trained trade allies and
intemal AIC staff
]

:

MPI VI (2023 - 2025):
Increased trained trade allies
annually

staff J_
Ad
MPI VIII (2025): Increased awareness, familiarly MPI IX (2025): Increased recommendations of
with LLLC among non-out-reac hed local LLLC to customers among non-outreached
distributors, retailers, and local industry —>| local distributors, retailers and local industry
associations associations
Long-Term MPI X (2026): Increased market share for
2026 - 2029 LLLC products
Market Impact ) ,
(2030) 30% of installed fixtures in target market are LLLCs

Preliminary information for SAG discussion purposes only; subject to Section 3.1 of EE Policy Manual
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Develop incentives

* Incentives developed and
pilot installation completed

!

MPI llI: Savings from
implemented LLLC Pilot
(savings target 269 M\Wh)

}

MPI VII: Savings from
implemented LLLC Pilot)

Savings Target MWh
2023: 269
2024269
2025: 867
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2023 LLLC Incentives

Participation Pathways:

« Standard Lighting
« Small Business Direct Install (SBDI)

Control Technologies Incentives:

- NLC Standard Lighting incentives: L el

¢ $0.50 per watt controlled — NLC L Tt o0 00 oo e

«  $1.50 per watt controlled — LLLC | .x,mMmiTwi;me“ e

* NLC (includes LLLC) — $1.25 per watt | i I e Rl

controlled
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“Ameren
ILLINOIS

Preliminary information for SAG discussion purposes only; subject to Section 3.1 of EE Policy Manual
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2023 Program Ally Training

2022 trainees were surveyed before and after R R T R
training and ODC provided insight for successes Siongard Sevaton o o5
and opportunities for improvement IT— _— - i

AlIC has updated the Training based on feedback P
from ODC and attendees of the 2022 Training ST _

Mean 2.368 4.14%

AIC is offering 6 In-Person LLLC Trainings in 2023 LL
- 6 different locations il
« Planning to host trainings at Distributor facilities e
- Single day training that focuses on g S ....
» Whatis NLC/LLLC p - 5 e
* How to Commission LLLC “”“Ew:j: ==

« How to Bid and Sell LLLC (New) €onps O el | -

* How to Procure LLLC Equipment (New) :m:;?\ LT:Q - “"“:L %mgre”
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Preliminary information for SAG discussion purposes only; subject to Section 3. 1 of EE Policy Manual



2023 Educational Collateral

Creating additional Collateral and Supporting ameren
Resources for Distributors, General e

Contractors, Installers, and Customers )

Controls (LLLCs) Webinar

‘- Lawgy Pcmncy
. — e

e e i |

Additional Case Studies of Local LLLC A

™ Networked Lighting Controls

installations o WirelessUiCsystem o —
« Educational flyers that outline NLC/LLLC g i T A EEEe
characteristics and differences as well as i H ==
energy savings and non-energy benefits _ Wireless LLLC system w/central server T
T FHHBHEHHT
- Recordings of LLLC Educational Webinars e j(
« Bidding Cost Sheets for LLLC Systems e HEEE
- A
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2023 LLLC MTI Evaluation Activities

Evaluator Activities for 2023

Revision of Program Theory Logic Model
« AIC is working to update the Logic Model and Market Progress Indicators

» ODC Fielding Target Market Baseline Surveys
* Program Ally Distributors and Installers
 Customers

* Program Ally Training Survey
 ODC completed 6-month post-training surveys for 2022 trainees to provide long-term training
impact and insight for LLLC MTI efforts

e 2022 LLLC Evaluation Memo

« Development of AIC LLLC Natural Market Baseline

« ODC completed an Independent Review of the initial AIC LLLC NMB in May 2023 N
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Natural Market Baseline (NMB)

AIC used the following NMB definition to support discussions of Literature and Market Data
sources to develop the NMB for the LLLC MTI

@ Adoption Curve Shape

@ Year Product Enters Market
@ Forecast Start Year

@ Initial Market Share

@ Start of Hypergrowth

@ Ramp Period

(7) Takeover Point

Takeover Period

@ Maximum Market Share

Market Penetration (year) = Initial MarketShare +

Theoretical Natural Market Baseline

9 9 3 8
88 8 8

& 5 8 8
8 8 8 ®

2031

0.00% - :
8 & 8 8 2 8 8 8 8 8 8
8 R 8E R REK KA\ AR

(Maximum Market Share — Initial Market Share)

Start of Hypergrowth +
Ramp Period

2

( Ramp Period _ Year)
1+ Factor "

Preliminary information for SAG discussion purposes only; subject to Section 3.1 of EE Policy Manual
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QUESTIONS?
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