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NPD&L Key Functions and Responsibilities

Effectively and efficiently deliver new customer products, programs and
services, and assess existing solutions that achieve Demand Side

Management (DSM) energy savings, improves customer satisfaction, and
enhances SCE operational excellence.

Key Functions:

Product Solutions Applied Solutions
Management Management & Innovations Development &

Governance Launch

Key Responsibilities:

Solution 3" Party

Portfolio Analysis and Rates & il Codes and Project Regula.tory
Compliance

and Support

Solicitation
and
Evaluation

Governance Quality Programs Program Standards
Assurance

Managemen
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Scope of Products and Services We Review

SCE reviews and tests new and existing programs, products and services

in the following areas:

Energy Efficiency and
Demand Response

HVAC and Controls
Lighting and Controls
Plug Loads and Electronics

Agricultural and Process Loads

Whole Building Systems/ZNE

Energy Storage

0
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Pricing and Rates

Enhancement to Existing Rates
New Rate or Rate Closure
Regulatory Compliance
Basic Rates (CARE, FERA
Variable Pricing
PTR, CPP, TOU, RTP

“Clean” Rates

(NEM, Green, PEV)
Energy Services

OOR, Non-Energ

SCE Internal Use

billing

Customer Engagement and
Energy Management Tools

Tools/Analytics

Billing & Payment

Bundles (includes pricing, DR,
33)

Data Privacy




Programs & Services
Lifecycle and Governance
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Establishing a Standard Process

Portfolio Governance Benefits:
* Enables alignment to strategic goals and objectives
* Creates uniform method and transparency of intake and evaluation

* Informs other departments of upcoming launches and their impacts and
prepare appropriately
« Enables gate management through the product development life-cycle | Product = an offering to customers that may

«  Allows tracking to goal based launches include tools, technologies, programs &
services

Standard Product Development Life-Cycle:

) Idea Initiation & Build & Launch & :
Strategy Planning Revi . - Operations
eview Evaluation Test Stabilize
Gate O Gate 1 Gate 2 Gate 3 Gate 4 Gate 5
Ensure products Vetting process Ensure proof of Evaluate success Evaluate success Periodically re-
are aligned with to reduce volume concept, cost of product of launch. evaluate product
regulatory of ideas to those effectiveness, demonstration. Ensure portfolio and
strategy and with highest and readiness for Ensure stabilization make retirement
plans and/or potential and development. preparation for complete and decisions.
corporate technical launch. ready for transfer
initiatives. feasibility. to operations.
* The standard product development life-cycle provides enterprise functions including Product Management,
classic stage gate process driven by statistical data and Technology Management, Policy Management, Project
clear strategic value. Management, Change Management, Marketing &

* Functional Integration - Strategically focused product Communications, etc. This ensures alignment moving

development lifecycle requires broad view and away from silo'd initiatives.
integration with a large number of internal and
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Governance Includes All Levels of
SCE Management

Customer Service

Executives ; :
Senior Leadership Team
X Director
Senior Sponsor
NPD&L
Steering Team REGULATORY
Monthly Meetings
. Assigned BCD Assigned CSOD Assigned CP&S Assigned IT Assigned
Sub-Steering Team Representatives Representatives Representatives Representative Representative
g p
Monthly Meeting
. NPD&L Product Development Process
NPD&L Working Team .
Weekly Meeting Stage / Gate Reviews

Note: Alignment with CS Business Planning, Program Management & Planning, in progress

2
P
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SUPPLY

MANAGEMENT

Assigned
Representative

FINANCE

Assigned
Representative

'SUPPORT:

| (as needed)

Law

HR

Corp Com



NPD&L 2014 Intake Process Summary =

2014 Total Intake:

Encustom Demand Existing Projects (2013 & Prior): 39 F_-n(.ergy
838eme Spon New Submissions (2014): 253 Efficienc y
;40 Nt . 198 pricing

Pending Gate Assignment & Review: 50 15

e |dea/Intake Form
Gate 0 REViEWS: 207 * Prelim. Cost/Benefit

Idea Review Accepted: 73% (151) Rejected: 27% (56) * Estimated Budget & Funding

G t 1 * Test Results « Revised Budget &
ate H * Chart R
Gate 1 Reviews: 157 arter esources

* Business Case * ScoreCard (SCE)
Initiation & Evaluation Accepted: 84% (132) Rejected: 16% (25) « T approval (SCE)

Total Projects
< ——

\_.'/ * Pilot/Test Results * Policy/Procedure Approved: 52%
Gate 2 Gate 2 Reviews: 80

* Solution Codes Documentation
. Accepted: 94% (75) * Workpaper * Project/Launch Plan Total Projects
Build & Test

Rejected: 6% (5) Rejected' 30%

\.\_

Gate 3 Reviews: 49
o L h Report (SCE
Gate 3 Accepted: 98% (48) =L el ( )

Rejected: 2% (1) * Stabilization Criteria (SCE)

Launch & Stabilize

Gate 4 Reviews: 18 .
Gate 4 Accepted: 100% (16) * Operation Report (SCE)
Rejected: (0) * Handoff Criteria (SCE)

Operations

2014 Totals: 52% Approved, 30% Rejected 17% Pending, 1% Completed/Closed 01.2015
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rom ldea to Launch

Intake Process
overview for new
customer programs,
products, and
services.

{ New Program Development & Launch

SCE Int

SCE Customer Programs

Products & Services
Intake Process

41 new
energy
saving
programs
and services
were.
launched.

More than

Q
",

Now that your idea is part of our regular operations,

any improvements or modifications must be

submitted as a new idea.

Some ideas are designed to be a test,
dy, or small-scale pilot. These types of
submissions launch and successfully complete

without having to be incorporated into

" 65 now our operations.
After we've testing and our products,
team will work with you on developing a launch adsdeild Our team will periodically re-evaluate all the
plan. were tosiod. products and services in our portfolio to ensure

We'll ensure all processes and systems are

mapped out and any compliance requirements are
met. We'll also start preparing our employees and
start communicating with our customers if needed.

Once your idea is launched, we'll track the
performance to make sure it was a success. After
we've confirmed that everything is working, our
internal teams will take over and it will become a

&

3

all programs are working as designed and
delivering to expectations.

After the initial evaluation is complete,
our teams will begin working on ways to

test and validate your submission. This can include
industry research, lab testing, field testing, or a pilot
with customers. We will also make sure your idea is
in line with current incentive programs and offerings.

part of our regular operations.

Depending on your idea, we may start developing a

i . i were work paper, use case, policy, procedure, standard,
At this stage, your submission will get a m’:‘ or project launch plan
review N

more detailed review. This includes
evaluating the proposed energy savings,
customer benefits, value proposition, target
market, and potential adoption rates. We'll also
work with our internal teams to determine
potential opportunities and risks of launching
your idea.

At every stage of review, we'll keep you
updated on our progress or let you know why
work on your idea has stopped.

Ideas must align with SCE'’s strategy and

goals, comply with state-mandated

and benefit ct

to be

considered for potential adoption. All
submissions are assigned and reviewed by

members of our staff who will work with you
throughout the entire process.

After we look over your
submission, we'll let you
know if your idea will go

forward for further review or
tell you why the idea

was declined. We'll

also send suggestions

for future
submissions.

Demand Side Strategic Customer Pricing &
Management (DSM) Initiatives Engagement Rates
Technologies, products or services Programs that contribute to New tools, programs or Rate or pricing enhancements
related to Energy Efficiency, Demand ~ SCE's pursuit of operational services that enhance the and modifications for all

or Distri i and service excellence. customer experience. customer segments.

SOUTHERN CALIFORNIA

EDISON



Working with Industry Partners

Log In Register Saved Items

SOUTHERN CALIFORNIA ESPANOL | #20f | &3 | TENGVIET

EDISON
SOUTHERN CALIFORNIA e S Pay Your Bill  Turn On/Turn Off Service  Outage Center Your Safety ~Contact Us Search ﬂ
E D I S O N Partners & Vendors Home > Partners & Vendors > Consulting Services > Share Your Ideas
SICOA > + Partnerships
An EDISON INTERNATIONAL mpar
O e 4 it Share Your |deas
= <+ Buying & Selling =
Have an idea to help us save energy, — consulting Serviees Sl @ Pt wiweet [0
X i Expansions & New Facilities Helo Us Eneraize the Future
reduce demand, or improve operations? Buiding Operator Certication P 9

Metering, EDI & Other Services
Device Compatibility Testing
TRIO
New Program Development & Launch New Development Project Management

Share Your Ideas

- + Real Estate & Locations

Schedule of Events
+ Energy Education Centers

Please share your ideas to help us save energy, reduce demand, and improve our operations!

Let us know!

Submissions - How This Works

visit
on.sce.com/ideas
to share your idea

If you have a great idea for a new product or service we want to hear about it. To submit your idea for consideration, please
complete a proposal form. The form will provide guidance on what is needed for the review. Submit this form along with any
supporting documentation to our New Products and Services team at DSMideas@sce.com

After we receive your completed submission form, our team will review it and contact you with an assessment and next
steps

Get Started >
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NPD&L Demand Response
(DR) Activities
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Reaching the Customer

SCE must be able to create plans and programs utilizing both the “utility” and “3™ Party”

pathways to reach customers. This will ensure customers have the ability to choose the tool
or solution that meets their needs.

Leveraging both pathways provides SCE with additional functionality that can enhance energy

reliability, reduce the time required for DR events, and can help improve power quality for
the consumer.

S ]r.fié;‘ ‘ 1
d II;J ‘ 1 ‘ il — - SOUTHERN c\ur:m\n M open
J EDISON Protocol
Proprletary n EDISON INTERNATIONAL
Protocol

(one way)

Edison
SmartConnect ;i 3rd Party
Meter Cloud

, Open > / o - /@ \ Customer |
Protocol A Routeror ©___)
Device

(Aom omy)

ZigBee /SEP
Interface
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Architecture

3rd Pa rty Server Home Automation
P Gateway

-

Controls
—

OpenADR 2.0
(To/From SCE)

)

Calls DR
= \Ni-Fi
Router ; Controls
Home 3, etc. g
\ ﬂ\ Thermostats
Home 2

Wi-Fi

Home 1 Router
SCE DRAS Server Proprietary internet Controls
(To/From server to —

thermostats/gateway) Wi-Fi

Router

1 Ney‘& Program Development & Launch

_ Thermostats

HVAC System

HVAC System



Mass Market: Third Party Load Control

Objective
= 2014: Evaluate residential load reduction, leveraging cloud service connection with Smart Thermostats
= |ncrease cost effectiveness of existing programs such as SCE’s Save Power Day
= Reduce load per SONGS Demand Response (DR) mitigation (CPUC A.12-12-017)
* Enable 3" parties to evaluate potential of residential DR aggregation market

Business Drivers
= Utilize existing customer base to eliminate equipment & installation costs
= 3 party performs all marketing for a nominal $20 acquisition fee per customer
= SCE leverages its existing commercial OpenADR event notification process
» Leverage SmartConnect meters to enable pay-for-performance incentive

Costs
= Customer: $100-5249 for Smart Thermostat with connected cloud service
= Estimated SCE cost < S80/kW and a Total Resource Cost ratio of over 1.5*

Benefits
= Provide up to 0.75kW peak shaving per customer using current rate structure
= Each dollar invested could return 2-3 times kWh reduced vs. similar driven programs
= QOver 10% take rate after a single touch point
= Supports SCE’s stated goal to promote open standards (i.e. OpenADR)
= Additional cost effectiveness identified through modification of current tariff

* 0.9 TRC or greater is typically required — this anticipated rating is the highest of all SCE’s residential DR programs
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Opportunities: Large / Commercial Customers

Looking at New Ways to Provide Savings (C&I). Energy efficiency and savings potential is expanding
beyond the traditional areas of opportunity.

Transportation
Electrification

Energy
Management

e EMS & HVAC

* Retrofits

e Lighting

¢ Zero-net Energy

e Building Efficiency

Data & Analytics

Quality &
Reliability
e Renewable Energy

e Energy Storage
* Power Quality

e First Fuel

* Enhanced Energy
Advisory and Audit
Tools

e Work Place Charging

e \ehicle to Grid —
Demand Response &
Energy Storage

New technologies have created new opportunities

f/
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Small Commercial Study

Why Small Commercial? | MDISWT 0815 EPOP

* Historically underserved market m

* No assigned account managers
® Programs focused on large C&I and Residential

 Defaulted to Time of Use (TOU) rates last year
* Moving to Critical Peak Pricing (CPP) in 2017
* More than 400,000 small business customers in SCE territory

* Large concentration in SONGS mitigation area
= Over 16,000 Commercial GS-1 in Johanna/Santiago

New Program Development & Launch



Small Commercial Study

Objectives:

* |[dentify low cost, easy to understand solutions

* Demonstrate viability of cloud based solutions

* Determine existing technology that may be leveraged

* Test DR parameters (response time, event duration,
locational dispatch, etc.) to define a future cost effective
program that balances grid needs with customer impact

e Utilize OpenADR 2.0b
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A SOUTHERN C»‘\LIF()RNIJ-\a
SCE Internal Use g ED'SON 17
An EDISON INTERNA®

NATIONALT Company



Appendix
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Connecting with customers in an evolving energy landscape

Leveraging cloud services for the home, health and security will be key for utilities to
better engage customers, enable DR and energy efficiency programs and services, and
help keep costs low.

o

M
: \ Warner E
Whirlpool

Lowes
Solar City
- —————————

Honeywell

Chib Set Original Original Service
M fp turers Design Equipment Provider or Customer |
anutactur Manufacturer Manufacturer Retailer /

Consumer Electronics Feod €hain

New products and technologies are capitalizing on cloud-based services &
capabilities at variety of levels (from design to aftermarket).
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I Utilities have options...

* Partnership will allow utilities to achieve efficiency and
grid reliability goals

e Attain utility goals while preserving affordability
* Enables innovative customer solutions

* Enhances customer engagement and preserves the

customer relationship
i) ‘ﬂ.
-

<

* Agreement with utility * No leveraging of opportunities

* No agreement with utility * Both utility, 3" Parties and with 3" parties

* . e ’ oy - . .

MNo bdeneflts for .uFlllty * Mcistomers benefit * Utility goes it alone, risking
issed opportunities higher costs, lower customer

* Utility partnered control engagement
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Executing the partnership — important considerations

* Balancing information sharing and customer privacy
= Data governance, strategy, ownership
= Compliance

* Open communication standards enables the
marketplace
= OpenADR
= ESP| / Green Button Connect My Data

Daly Summary: Compare actual consumpton t beselne @

4,329,354 KWh 51 1,954 tonnes ]

g

* Embrace partnership R~
* Co-branding and co-marketing . y;w,;.f,m;,\p‘.yfu:m;‘,-fWw.“m@w'br‘wﬂ. Wi
= Improve business development =
= Measured risk taking

SCE “Customer” Cl
First Fuel Audit _ =
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