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Agenda

v’ Background of the Smart Ideas for Your Business
program (SIFYB)

v" Evolution of the Program

v' Growth Strategy

v’ IT infrastructure

v Changes to program elements
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Background

v’ For the first three years the Smart Ideas for Your Business portion of the
portfolio (SIFYB) had the following program elements and performance...

Prescriptive / Custom Incentives

Retrocommissioning

Mew Construction

small C&l CFL Kit

Year| Projects | Gross kWh| Met kWWh Incentive | Gross k\Wh| MNet kWh | Gross kKVWh| Net K\Wh [ Gross kWh| Met kiWh
PY1 479 98,982 269] 856930001 576702391 15000000 1090000 (0 0 16,816,000] 2,815,000
P2 1,930 240,839 491] 209 151,000] 515,569 364) 7952 019] 6,574,000) 1.615000f 503,000 0 3,008,000
PY3 4 407 313,941 160] 233 427 564] 523,107 780) 22,071,853 17,657 482] 9,202 539] 5521523 0 (0
Total 6,816 653,762 919] 528 271 564] 546 347 383] 31 553 a72| 25321 482] 10 617 539| 6,324 523] 16,816,000] 5823000

v" The C&I portion of the portfolio fell short of plan goals in PY3

v' PY4-PY6 goals have aggressive increases in plan kWh savings

Total C&I

Year| Gross kVWh | MNet KWWh Plan Goal % of Goal
PY1 | 117.295.269] 89.593.0001 80.093.000 112%
PY2 | 250436.510] 219.536.0000 168.037.000 131%
PY3 | 345.215.552| 256 606 570 275686000 93%
PY4 | 527 137.798] 345.515.000] 348.515.000

PYs | BO7.791.286] 399,223, 0001 399.225.000

PY6 | 623 4358 536]405.451.0001 408.451.000




Background

v’ In PY4, SIFYB introduced the following new program elements
v' Compressed Air
v Request for Incentive (Energy Efficiency RFP)
v' Midstream Incentives
v Small Business Energy Savings

v" SIFYB has also been working to launch the following planned
program elements in PY5

v Commercial Real Estate
v’ Data Center

v' Midstream, Request for Incentive, and Small Business have 50%
increases in planned savings targets



Background

|II

v The SIFYB program is moving from a simple, “one size fits al
approach to a more expansive, complex, and comprehensive
suite of offerings...

PY1 PY2 PY3 PY4 PY5
Launch Growth Maturation
Widget Based System Based Market Based
One Size Fits All Segment by Size Segment by Industry
Utility Channels Leverage Trade Allies Rely on Providers
Mass Markets Targeted Marketing One on One Marketing
Operational Marketing / Awareness  Pipeline Management
Brochures Awareness Ads  Targeting Specific Customers
Waitlist Bonuses Customer Solutions

v Changes to specific elements to follow...

An Exelon Company




SIFYB New Organizational Structure for PY5

Segment Based Acquisition
Markets Providers
Hospitality ECOVA
Commercial Real Estate Shaw Environmental
Data Center Wildan
TBD - Commercial TBD
TBD - Commercial TBD
TBD - Industrial Segment TBD
TBD - Industrial Segment TBD

System Optimization / Comprehensive Solutions

System Providers
Commercial Building - RCx RSPs
Monitoring Systems - MBCx MBSPs
Compressed Air Compressed Air Firms
Refrigeration Systems Refrigeration Firms

Process Heating (On Hold)
System 6
System 7

Core Program Elements

Program Element Channels Technical Effort Incentive Fulfillment
System Optimization Comprehensive Solution Providers System Providers Nexant
SBES Energy Advisors, Events, Direct Marketing Franklin / Nexant Franklin / Nexant
Mid Stream Distributors APT APT

New Construction Design / Architectural Community ECW ECW
Custom Trade Allies, Segment Based Providers ComEd Engineers KEMA
RFI Trade Allies, Segment Based Providers ComEd Engineers KEMA

pesiive e | L | <eA Com=Ed
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IT Infrastructure

Three IT systems each with it’s own purpose that share data...

(A year and a half in the making)

Frontier
Tracking
System

Acxiom
Marketing
Database

New Contacts

Firmographic
Campaign history
Contacts

EnergyOrbit
CRM
Database
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Frontier Tracking System

Evolution of Energy Efficiency Project Tracking (Prescriptive / Custom)

Customer Energy Efficiency Program
Website Calls to Trade Opportunity, System
Awa reness Visits and Call Ally Outreach Jand Facility
Application | Center Activity Efforts |Assessments Y
T Downloads
. Marketing &
I N q ul re Marketing Outreach
Database
and
|nV eSti gat e EnergyOrbit Technical Assistance Outreach / Assistance
Frontier Tracking \ Applications / Implementation
Plan l l
. Reserved
Commit
Implement Paid
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Frontier Tracking System

v’ Applications
v’ Stage of Project
v’ Timelines

v’ Progress to kWh goal

v' Customer e-mail
notification

Home Efficiency Programs Company Seftings Reports Payment Letters

Monday, Apr 02, 2012.

Logged in as: Stewe Baab | Sign Off

Project # : 08-28

Stage: Payment

Go Back to List Checkout to Edit

Project Name : (23 - Chaeshire Cat x

Paid

Quick Links ————
Review -
il |
Payment
Al

Mgt Utility

EYSDSUAN Lighting  HYAC  Refrig/Other

Custom  Documents

Review Summary  Project Details

Incentives

I

P proval
1 Pal

& Final application

P
Project for this Account

Adj(ProRated when
capped)

— Contact Info

Name as it appears on your Electric Utility Bill

Company Name: [Cheshire Cat

Title:

Contact Phone =:

: |The Cheshire Cat Limited
Name of Contact Persen: [Sharm Gomstock

847-223-7711

l_ -

FAX =
647-548-6230

Email Address

Business Type Lighting: $1.50
HV) $0.00
: $0.00

$0.00

Tce Maker: $0.00
Cther.: $0.00
Mot $0.00
Custom: $0.00

’ |555513@anl com

—Location Info

Address Where Measures Installed: |34121 N Route 45, Unit 10

City / State / Zip: [Grayslake L = s [sooz0 -

Wailing Address: [34121 N Route 45, Unit 10

City / State / Zip: [5ravelake s [C = /[e0030 |-

Total: $1.50

$1.50
$0.00
$0.00

$0.00

Program Year

Reports

Payment Letters

Monday, Apr 02, 2012.

Logged in as: Steve Baab | Sign Off

iew Report |

| 100%

=

Find | Next

|Se|ect a format

ﬂ Export

@ S

a3
A

Active by Status (Probability-Weighted)

Program

Status

Project
count

Gross kW

Net kW

Gross kWh

Net kWh

Projected
Incentive

Pre-App - Reviewing

313

2.156.2

1.575.7

31.076.624

21,148.800

52.355.531.73

Pre-App - Approved

1705

264258

20,8431

157,640,346

113.600.040

$11.609.006.76

Final - Reviewing

144

3.089.0

2.25938

25,084 334

17.811.414

52.049.242.13

Final - Approved

74

7633

564.9

4.363.809

3.229.218

5305.625.02

Final - Paid

46,7911

344758

199.111.853

145.635.699

514.335.401.38

Final - Payment
Requested

39

3655

2705

2.037.664

1.507.871

5146.926.34

Total

81,593.9

59,989.8

419,314,630

302,936,043

$30,801,733.36

Review
Proj#

Payment
Proj#
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Marketing Database

Primary .
. . ource
. . Database Firmographics B Prf)ject
Functionality Sources tracking data
Email data
L Account
Merge eX|st|ng data manager
; [Additional tracking
e C(laritas contact SollTe system
e jAvenue information] Data
e CIMS Address Hygiene Integration \ Data Repair & Standardization
e Frontier Merge/Purge
e Questline ‘
Data

e Energy efficiency
attributes Enhancement —

NIACRVEL G- Appended

i R
Segmentation Database External Data

Cleanse data
e Merge/purge

e \Verification H l/
e Scheduled \

updates > Customer lists/counts
Data - organized » Email lists
for EE applications » Analytics
> Reports

ComZEd.
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Marketing Database

Market Analysis

;}f] File Edt Yiew Analysis Selection Campaign Reporting Online Marketing ‘Window Help HomePage

aE|
B ses ‘;{ E @
. . . & (£J28 _Demo EE e
v" Directly interact with the data 0 g
& 5 cortect cle\y
e Homepage shows latest trends, QS 5|2
. O Eltems E&ﬁ
segmentation performance, and __ods« TE
. . B Retl &
links to analytical tools l:
v' Transform data into useful LIEF d

metrics and graphical illustration

v' Conduct on-demand analysis tha'

reduces timely and costly
outsourced ad hoc requests

finnual Reverue (B, Last Order Recenc...

Integrate analysis directly into
campaign management

Mumber of Emplo..

Murber of Emplo...

E

~Venn of Last Order Recency (346 Manths) andf& Drop database items here ﬂ

(] —Ho of Orders - Bin

Graph | Gid

o of Crelers - Bins Count of 'Contact!

Venn | Giid |

Kx[aog[sar[oc]<s @]
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Marketing Database

Campaign Management

v' Compare the costs and response
rates of select campaigns e e

0 3 P P = o =] Bl =Y
[T T[] [T T[T TR

“ [ i Lighting 2007 1
W Lighting 2008 [
[ Lighting,200a [

v' Create new or tweak existing
campaigns

Lighting 2007 Direct hail
Lighting 2005 Direct hail
Ligghting 2009 Direct hail
Coaling HYAC, 2007 Direct hiail
Cooling HYAC, 2008 Direct hail =] Refrwge?;ﬁ‘o‘n?ﬁ
Cooling HYAC, 2009, Direct kil e
Refrigeration, 2007 Direct Mail Il Refrigeration .z
Refrigerstion, 2008 Direct Mail [ Refrigerstion,z
Refrigerstion,2003 Direct Mail I Motors 2007,0
Motors, 2007 Direct Mail i
Motors, 2008 Direct Mail L Motors, 2008,0
Motors, 2008 Direct Mail [ Mators 2008,0
Cotnpressed A, Direct Mail (] Eforﬁpressed

v" GUI helps visualize campaign
structure

000 001 002 003 0.04 005 006 0.07 0.08 0.03 010 011 012 013 014 I Compressed

Response % I Compresesd

v" Design multi-level strategies and
rules

[&]
+
—
=
@
=
o
O
ar
=]
—
[
[
L
>_
+
0
iy
[
@
Chart

i

| -

Direct Mail 195,129 19,747 10.07%
Direct Mal 498,168 60,198  13.69%
/ . . Lighting 2009 Direct Mail 112,155 10,663 9‘51°f:
E asl Iy measure effe ctiveness Conling HIAC 2007 Direct Mai 136,618 13,240 9.63%
Couling HYAC 2008 Direct Mail 360,553 45498 1196%
. Cosling HVAC 2009 Direct Mal 74,764 6,945 9.20%
/ Refrigeration 2007 Direct Mail 134,392 13,003 9.68%
Automate marketing programs
Refrigeration 2009 Direct Mal 75,628 6,682 9.10%
H Mot 2007 Direct Mal 134,730 13,090 9.72%
an d res p onse p rocessin g Motors 2008 Direct M 379,197 st 1160w .
Target se od

Filter
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Marketing Database

Email Deployment

v" Provides a centralized platform for
capturing and reporting on
campaign and activity data

v" All promotion and response history
generated during campaign
fulfillment can be maintained at the
account level

e Include/exclude contacts from
campaigns

e  Runanalyses

e Create segmentation

v" Email capability is integrated into
database platform and provides use
of all data elements for campaign
execution

v' Deployment history, as well as

campaign activities upon delivery
and interaction by recipients, is
logged.

Campaign D efinition

u

|Ise this page to construck and edit campaigns

Editing C:{Frogram Sies|Atarian | Aopiations | CAMPATGNICampaigns 528 LFSELE. CVMP

|
File

*

,®‘

Save Close

w %

Test

a
Budgets

Execute Responses

ﬁ‘-&,rz

Audit Toggle Editar

E] Tree | [ &id ™= Outline |

& X|av|a b

BZB UPSELI_
Upsel existing m
customer and SOH that
are highly profitable a
urchase frequentl
Oufpuf 15,791

=

Direct M
Oubput

K

&
DM Offer

DM Upsell offer to

cuskamers

Dutput 15,301

KN

v 2E=sEs

ail
15,391

P

T™ Offer

Telemarket upsell offer to

cuskamers
Outpudt

Telearketin ]
Dutout 200
W

@

Email Segment

EmailOffer1
Email upsell offer ko
customers

200
Sutpf

200

o

Campaign List |§ampaign Definition

Response Definition |
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Energy Orbit CRM System

v" Built on the
Salesforce.com
platform

v’ Tracks future project

opportunities

v’ Large / medium
customers (over
100kW — top 24k)

v’ Shared platform with s

2

all of our
implementation
contractors

energyQrbit

Home Reports m Contacts EE Opportunities  Program M,

Search All

Options

Search

Trainings/Events  +

Steve Baab v

Unresolved ltems

&/ COMED
&/ Teri Lewand

&' Hill Mechanical Group (The
Hill Group

& Jeff McClain
&' Schneider Electric Buildings
&/ Judd Moritz

T Hide Chatter €3 Follow

Attach g File ¥ Link

There are no updates

Account Detail

Followers

BN o followers.

Sort by: Post Date «

Contacts [0 Sites (Account) (01 | Open Activities [0 Activity History [0

Custe

Motes & Attachments [0] | Account History [0]

Edit | | Delete | | Initiate EE Project

&' EnerlOC. Inc. Account Name  COWED [View Hierarchy] Phone
& Roosevelt Universit-FA Parent Accoun Fax
Results Account lumber 410153034 Direct Phone
e Main Account Website
& Redieag Premise Humber 41015300 LCS Manager
Market Segment Industry

@ Recycle Bin Descri ption NAICS Code
Marketing Event D&B Location Sales

Dashboard |Refresh|

Last refreshed at 3/26/2012 10:37 AM. Dizplaying data as Todd Thomburg.

ject Status

SIOAs by Status

Onsite Sc..

Onsite Ra..
3
o

Prospact

&7 0 0 20 30 40 50
Record Count Record Count
Assigned Engineer
- Othar

(630) 576-7158

Steve Preston
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Prescriptive

v Changes:

v Desired Outcome

v' Name changed to “Standard”
v Additional measures added

v' Application split into
application agreement and
incentive worksheets

v’ Creating fill-able pdfs with an
end goal of on-line submission

v' Removing per premise caps

v’ Less confusion
v' Growth in kWh
v’ Less paperwork

v’ Encourage larger projects

An Exelon C



Midstream — Business Instant Lighting Discounts

v Changes:

v Desired Outcome

v' Name changed to Business
Instant Lighting Discounts

v" Additional LED and non-labor
measures added

v Enhanced incentives for
distributors

v" Increased marketing focus of
the program with distributors

v’ Less confusion

v Growth in kWh

v’ Encourage distributor to
promote EE products to
their customer base

v" Position Smart Ideas as a
way to drive additional
business

A xelon Company



Custom / Request for Proposal (RFl)

v Changes:

v Desired Outcome

v’ Transitioning RFI to Custom

v Rate reduced to 7 cents / kWh

v Firm commitment option of 6
cents / kWh

v' Removing per premise caps

v" Eliminate program shopping
v’ Balance risk / reward

v' Set S/kWh

v’ Continued engagement of
larger projects

v’ Lower S / kWh

v' Customers that need
financial certainty satisfied

v’ Encourage larger projects

A xelon Company



Retrocommissioning

v Changes:

v Desired Outcome

v' Adding a monitoring based
program offering (MBCx)

v’ Developing an incremental
TAS scope addition to existing
RCx and System based jobs

v’ Provides customer options

v’ Longer term engagement
with customers

v’ Able to identify additional
operational savings across
heating and cooling seasons

v" Promote bundling of low-
cost and capital measures

An Exelon C V



Compressed Air (Industrial Systems)

v’ Changes: v’ Desired Outcome

v’ Increasing customer v’ Aligns with custom rate and
payment to 7 cents per kWh eliminates “incentive shopping”

v Adding process cooling and v Increased penetration into
industrial refrigeration large, industrial customers
through skilled provider
network.

v’ Increased kWh savings

v’ Developing an incremental v' Promote bundling of low-cost
TAS scope addition to and capital measures
Industrial System based jobs

A xelon Company



Technical Assistance Services (TAS) — Assessing energy savings / paybacks

v’ Changes: v’ Desired Outcome

v’ Phasing out the TAS offering ¥ Lower $/kWh acquisition

as a “stand-alone” offer customer cost
v’ Developing a “study-based” v’ Scope of study tailored to
offering within the data needs of data center customers

center track

An Exelon Company




Questions?

Steve Baab
Manager, Business Programs

stephan.baab@comed.com
630-576-6832
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