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Driving Value Through Analytics
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Enabled RCx
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PG&E is working to unlock “hard to reach” energy savings 

through analytics through three program form factors:

Engineering 

Calculations
Billing Analysis & 

Calibrated Simulation

Experimental 

Design

Basis for Savings Claim



Commercial Whole Building Performance

A comprehensive, performance-based approach designed to deliver 
15+% post-installation energy savings in existing commercial buildings

Efficiency Measure Types Two Installment Payments

1
•Up-front incentive

2

•Performance 
incentive tied directly 
to achieved savings

Source: PG&ETarget segments include office, retail, grocery, governmental, and educational facilities 

of typically greater than 30,000 s.f. in size and 50 kW in electric demand

Source: PG&E



Unparalleled Measure Flexibility

Retrofit

Equipment 
replacement

Building envelope 
improvements

Building controls 
installation

Operational

RCx measures

Building controls 
scheduling and set 
point optimization

Behavioral

Building operator 
recognition & 

rewards programs

Building tenant 
competitions

Other specially 
designed programs

Installed equipment must exceed prevailing codes and standards

Unparalleled 

flexibility to 

pursue a range of 

improvements 

over time to 

achieve 

participants’ 

savings goals



Partner Organizations

Benchmarking partner Implementation partners

Software providers

Consultants

PG&E has partnered with a number of organizations 

to deliver this industry leading program offering



Customer Recruitment and Response

Prospective 
Customers

Enrolled 
Customers

Committed 
Customers

• Recruitment Period: Oct. 2013 – June 

2014 (rolling thereafter)

• “Word of mouth” approach, “invitation-

only” offering

• Leads through PG&E account reps, trade 

allies and implementers 

• Recruitment Goal: 20 – 40

Customer Feedback

• Love the incentives

• We’ve been waiting for a 
program like this for years

• I like that there is a single 
application

• We couldn’t make our 
project work under the 
other programs

• Great program for 
controls



Successes and Challenges To Date

• Successes

– Customer acceptance

– CPUC collaboration

– Industry engagement

– Utility systems 

integration achieved 

– Software testing

• Challenges

– Bias toward engineering 

calculations, status quo

– Data systems and quality

– Staffing/ funding 

constraints

– Aversion to complexity

– Industry fragmentation



Lessons Learned

• Lead generation depends heavily on account reps and 

channel partners

• Customer acquisition can be labor intensive, but 

“learning curve” efficiency opportunities exist

• Uptake among target segments will vary

• Savings target will depend on jurisdiction, building stock 

and market opportunity

• Strong contractual terms and controls to ensure quality



The Need for Innovation

• In order to capture “hard to 

reach” savings, new 

approaches are needed

• Well defined use cases, 

software and other enabling 

technologies are essential

• Utilities have an opportunity 

today to unlock value through 

targeting and customer 

engagement
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