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1. Program description

The VeSM Advantage Plus™ Program will improve manufacturing process efficiency in the hard-to-serve industrial market by up to 25%, while improving energy efficiency per unit of output up to 20%.  Each project focuses on process improvements that improve energy efficiency and productivity.  
2. Administrative activities 
· Successfully uploaded SMART files for SCE and SCG.  Continue to update ACT database as well for SCE.
3. Marketing activities
· Presented information about CMTC program to SCE Project Engineering Group and SCE Senior Industrial AE’s.
· In this quarter we contacted over 140 new potential clients, identified 20 new opportunities, delivered 13 new proposals, and signed 8 new Phase 1 contracts and four Phase 2 contracts.  One of these Phase 2 projects has already delivered savings, and we expect the rest to deliver savings in the second Quarter.

 
4. Direct implementation activities 
· Completed project with large chemical plant in Southern California and delivered 91,000 therms of savings.
· Completed energy savings calculations for the second event with a large food company and delivered 167,000 kWh in savings, bringing total savings with this client to over 282,000 kWh.
· Conducted assessment of large glass company and identified opportunity to reduce operating hours on a large furnace (using ~2.5 million kWh per year) and possibly shut the furnace down completely.  We delivered a proposal to conduct the work and the client accepted our proposal.  We expect to deliver first savings from this effort in the second Quarter.

 
5. Program performance/program status 
 FORMCHECKBOX 
  Program is on target
 FORMCHECKBOX 
  Program is exceeding expectations
 FORMCHECKBOX 
  Program is falling short of expectations
Savings to date is 1.2 million kWh for SCE and 106,000 therms for SCG.  We expect to deliver between 0.6 million to 1.2 million kWh in savings in the second Quarter from the large glass company mentioned above.  We expect to deliver approximately 70,000 therms from an aluminum company in April, and currently have eight active gas projects in the metals and asphalt industries.  Assuming we achieve an average of 50,000-80,000 therms per client, we have between 400,000 and 640,000 therms of savings with active clients.  
In assessing and mapping product flows and identifying waste in manufacturing operations, we regularly uncover open systems with large amounts of waste.  Often our clients are unaware of the magnitude or costs of these losses.  Our assessment and VeSM™ mapping work with several gas clients identified opportunities to save energy that required significant equipment modifications or installation.  For example, our VeSM™ identifies significant energy loss out the top of exhaust stacks.  Recovering this wasted heat is a significant opportunity to reduce energy usage, but it requires recycling the exhaust flow back into the process.  Despite our efforts to educate clients on the limitations of our funding, some continue to ask us to assist them in pursuing these solutions.  Due to the strong relationship we have with our clients, they often request we take the lead or support them in implementing hardware solutions.  We are considered a “trusted advisor” by our clients, so this is an unexpected benefit we did not anticipate when we developed the original proposal.  We are working to schedule a meeting between CMTC, SCG, and these clients to further discuss this issue.
6. Program achievements (non-resource programs only): 

· Not Applicable
7. Changes in program emphasis, if any, from previous quarter
· We intend to continue targeting large energy users in Southern California, with particular emphasis on multi-plant companies.
· Discussion of near-term plans for program over the coming 
· Work with large glass client to deliver savings by reducing operating hours on large furnace.

8. Changes to staffing and staff responsibilities, if any

· Our salesperson with responsibility for SCE territory resigned.  We are re-evaluating our sales organization structure and expect to make a final decision on organization in the second Quarter.

9. Changes to contracts
· None

10. Changes to contractors and contractor responsibilities, if any

· None. 
11. Number of customer complaints received

· None

12. Revisions to program theory and logic model, if any
· None.
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