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Two stakeholders, both representatives of large volume customers,  who did not feel 
that programs for large volume customers should be mandatory, recommended that the 
Board consider providing an opportunity for large volume customers to “opt-out” from, or 
not be required to help fund, a gas utility DSM program for large volume customers.  
They noted that the principle that ratepayer funded DSM should not be mandatory for 
large volume customers protects large volume customers as a class, but does not 
address a customer-specific issue where it was argued that many of these customers 
are self-motivated and have made significant energy efficiency investments on their 
own.  These stakeholders noted that large volume customers do not need or desire a 
mandatory ratepayer funded DSM program and that in the event a customer believes 
that utility or third party expertise is helpful, that be provided outside of a rate funded 
DSM program.   

6.2 Board Conclusions 
 
As discussed in Section 4.2 – Budgets, the Board expects the gas utilities’ multi-year 
DSM plans will enable the delivery of results in the areas which have been identified as 
key priorities in the LTEP, Conservation Directive and by the Board. 
 
Key priorities identified in the LTEP and Conservation Directive: 

 
a) Implement DSM programs that can help reduce and/or defer future infrastructure 

investments;  
   

b) development of new and innovative programs, including  flexibility to allow for on-
bill financing options; 

 
c) increase collaboration and integration of natural gas DSM programs and 

electricity CDM programs; and 
 

d) expand the delivery of low-income offerings across the province. 
 
The Board identified priorities: 
 

e) implement DSM programs that are evidence-based and rely on detailed 
customer data; and, 

 
f) ensure that programs take a holistic-approach and identify and target all energy 

saving opportunities throughout a customer’s home or business. 
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It is important that the gas utilities’ multi-year DSM plans focus on activities that will 
achieve a greater amount of long-term natural gas savings, better help participating 
customers manage their overall usage and ultimately their bills, and consider the 
guiding principles from Section xx and key priorities outlined above.  The Board has 
provided a specific discussion of program types in the DSM Guidelines in Section 6.0.  
The gas utilities are expected to collaborate and integrate natural gas DSM program 
offerings across all sectors with Province-Wide Distributor and/or Local Distributor CDM 
programs throughout the course of the DSM framework period.  As part of the multi-year 
DSM plans filed by the gas utilities, the Board expects that the gas utilities will include a 
discussion of the areas where programs have been coordinated and/or integrated with 
Province-Wide Distributor and/or Local Distributor, program aspects that have the 
potential to be integrated in the future and any barriers that have restricted the program 
from being coordinated and integrated with an electricity CDM program. 
 
Additionally, the gas utilities DSM portfolios should include programs that are 
specifically designed to address customer groups with significant barriers to entry (e.g., 
small business customers).  DSM portfolios should also include programs targeted to 
customers who are already very invested in energy efficiency and where more complex 
or customer-specific options are necessary.   
 
The Board is of the view that rate funded DSM programs for large volume customers 
should not be mandated as these customers are sophisticated and typically 
competitively motivated to ensure their systems are efficient.  The small number of 
customers in these classes further heightens the issues of one customer subsidizing 
business improvements of another.  If a gas utility, in consultation with its large volume 
customers, determines that there is substantial interest in the gas utility providing 
expertise and a value-added service to help improve the energy efficiency levels of 
these customers’ facilities, the gas utilities are able to propose a fee-for-service program 
which the Board will approve on its merits.  The primary focus of any program proposed 
for large volume customers should be offering technical expertise, including conducting 
facility audits, advice for operational improvements, or engineering studies as opposed 
to capital incentives.  Specifically, the gas utilities can propose a fee-for-service DSM 
programs to the customers in those classes identified as large volume rate classes in 
the table below.   As can be seen in the table below, there is a very limited number of 
customers in these rate classes. 
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Table 1 – Large Volume Rate Classes 
 

Enbridge Gas Distribution Inc. 

Rate Class No. of 
Customers 

2013 Annual 
Volumes (m3)22 

Percent of 
Total Annual 
Volumes21 

Description of Rate Class 

Rate 125 5 n/a n/a 
For applicants who use the EGD network to 
transport a specified maximum daily volume of 
natural gas that is not less than 600,000 m3. 

 

Union Gas Limited 

Rate Class No. of 
Customers23 

2013 Annual 
Volumes (m3)24 

Percent of 
Total Annual 

Volumes 
Description of Rate Class 

Rate T1 38 452,838,193 3% 

Rate T1 is a contract rate for customers in 
Union’s southern operations area who actively 
manage their own storage services, have an 
aggregated Firm Daily Contracted Demand up 
to 140,870 m3 and who consume a minimum 
of 2.5 million m3 of natural gas each year.  
Customers in this rate class include 
manufacturing plants, chemical plants, large 
food processors/greenhouses and small 
specialty steel plants. 

Rate T2 22 4,241,475,463 30% 

Rate T2 is a contract rate for customers in 
Union’s southern operations area who actively 
manage their own storage services and 
require a minimum aggregated Firm Daily 
Contract Demand of at least 140,870 m3.  
Customers in this class include large power 
(cogeneration), large steel, large 
petrochemical plants and a large feedstock 
plant. 

Rate 100 14 1,926,579,498 14% 

For large commercial and industrial customers 
who have signed a Northern Distribution 
contract for firm natural gas delivery with 
Union Gas. These customers are typically 
large manufacturers requiring a very large 
volume of natural gas for industrial processes 
– such as steel, pulp and paper and mining. 
These customers, located in our northern and 
eastern operation areas, require a minimum 
consumption of 100,000 m3 of natural gas or 
more each day. These customers must 
maintain a 70% load factor over the course of 
a year. 

 
The fee-for-service program would be different than the current large volume program 
approved by the Board.  Rate funding recoverable from all customers in the large 

                                                           
22 Rate 125 is made up of power generators who are billed on contract demand as opposed to actual throughput. 
23 As per EB-2014-0145, Exhibit A, Tab 2, Appendix A, Schedule 10 
24 As per EB-2014-0145, Exhibit A, Tab 2, Appendix A, Schedule 6 
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anything. 1 

 MS. CONBOY:  Thank you. Okay, so we will -- we will 2 

rise until 3 o'clock.  Thank you very much. 3 

 --- Luncheon recess taken at 1:05 p.m. 4 

 --- On resuming at 3:08 p.m. 5 

 MS. CONBOY:  Thank you.  Please be seated. 6 

 Thank you.  Mr. Smith, we will hear your argument in-7 

chief. 8 

FINAL ARGUMENT BY MR. SMITH: 9 

 MR. SMITH:  Thank you. 10 

 Allow me to first give the Board -- well, actually, 11 

before I even do that, you should have a compendium that we 12 

have prepared, and in our haste to prepare this compendium, 13 

we organized it by tabs, but we don't have tabs.  We have 14 

numbers in the top right-hand corner.  It's sub-optimal, 15 

but I think we'll be fine. 16 

 MS. CONBOY:  okay. 17 

 MR. MILLAR:  Madam Chair, I would propose we mark that 18 

Exhibit K2.3, which is the Union Gas argument in-chief 19 

compendium. 20 

EXHIBIT NO. K2.3:  UNION GAS ARGUMENT IN-CHIEF 21 

COMPENDIUM. 22 

 MS. CONBOY:  Thank you. 23 

 MR. SMITH:  So here is a road map to my submissions.  24 

I will first address the Board's two questions from before 25 

lunch, and then proceed to an overview of the rest of 26 

Union's argument, and then go into that. 27 

 So with respect to question 1:  How should the fact 28 
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that we are now in February impact the August 1st deadline?  1 

From Union's perspective, the answer to this first question 2 

is that Union doesn't believe that the August 1st deadline 3 

should be moved as a result of the fact that it is February 4 

the 1st. 5 

 Funds can be protected by earmarking them for an 6 

approved project by August 1st and spending them by the end 7 

of the year. 8 

 There is one date that would have to move, though, and 9 

that's the date that the deadline for submitting the energy 10 

plan arrives, and that used to be April 1st, and if you 11 

went in this direction, in our submission, it should be 12 

June 1st. 13 

 On the second question:  How would a two-year approach 14 

bear on the August 1st deadline for spending or earmarking 15 

funds?  The answer to this question is that if the Board 16 

decides to go with Mr. Neme's two-year proposal, then the 17 

August 1st deadline should move to December 31st, 2013. 18 

 This deadline would give T2 and R100 customers 19 

adequate time to access or earmark their designated 20 

incentive amounts, but at the same time it would also give 21 

other rate class members time to use those undesignated 22 

incentive amounts in the aggregate pool at the end of 2013, 23 

if they're essentially abandoned. 24 

 So now moving on to the overview of the main argument, 25 

first, I will briefly summarize Union's position and what 26 

Union is proposing in this application.  My submission on 27 

this point will be that Union's application should be 28 
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approved as filed. 1 

 Second, I will address APPrO's proposal to introduce 2 

the so-called opt-out into Union's high-volume DSM plan.  3 

My primary submission on this point is that, depending on 4 

how it would be structured, an opt-out would either (a) be 5 

unfair to other rate class members, or (b) would be unfair 6 

to other rate class members and would also compromise the 7 

viability of the program and constitute an undesirable 8 

precedent-making departure from fundamental rate-making 9 

principles. 10 

 As an aside, I will also argue that the Navigant study 11 

should be given little weight. 12 

 Third, I will address GEC's proposal to change Union's 13 

large volume DSM program from a one-year program to a two-14 

year program.  My primary submission on this point is that 15 

doing so would (a) ensure added complexity and risk, (b) 16 

encourage or at the very least facilitate procrastination 17 

on the part of busy customers who have higher priorities 18 

than pursuing conservation initiatives, and (c) would 19 

create a potential for larger deferral amounts.  And we'll 20 

have more to say about why that is highly undesirable. 21 

 All of this would be in the name of a speculative hope 22 

that customers will be encouraged to pursue larger projects 23 

and, in our view -- in our submission, rather, there is no 24 

solid evidence before the Board that that is in fact going 25 

to happen. 26 

 Fourth, I will address Environmental Defence's 27 

proposal to increase the large volume DSM budget.  My 28 
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submission on this point is that such an approach is one-1 

sided and will result in a customer backlash against 2 

Union's large volume DSM program. 3 

 Finally, I will argue that the primary irritant that 4 

led to this matter proceeding all the way to a hearing was 5 

the 2011 deferral issue and that, in our submission, the 6 

Board should not attempt to address that issue by unwinding 7 

decades of precedent on fundamental principles of rate-8 

making. 9 

 So on to my first issue, Union's position.  Union 10 

freely acknowledges that power generation customers possess 11 

expertise to undertaken energy efficiency programs on their 12 

own that result in natural gas savings.  In Union's 13 

submission, this fact should not be seen as a matter of 14 

controversy in this proceeding. 15 

 The Board has acknowledged this fact in the DSM 16 

guidelines and stated that DSM proposals for such 17 

customers, if proposed, should be considered on their 18 

merits. 19 

 I would just like to take you to that very briefly.  20 

That's the first tab of our compendium, and it is side-21 

barred, 8.2: 22 

"The Board is of the view that large industrial 23 

customers possess the expertise to undertake 24 

energy efficiency programs on their own.  As a 25 

result, ratepayer funded DSM programs for large 26 

industrial customers are no longer mandatory.  If 27 

any are proposed, they will be considered on 28 
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If a gas utility, in consultation with its large volume customers, determines 
that there is substantial interest in the gas utility providing expertise and a 
value-added service to help improve the energy efficiency levels of these 
customers’ facilities, the gas utilities are able to propose a fee-for-service 
program which the Board will approve on its merits. The primary focus of 
any program proposed for large volume customers should be offering 
technical expertise, including conducting facility audits, advice for 
operational improvements, or engineering studies as opposed to capital 
incentives. Specifically, the gas utilities can propose fee-for-service DSM 
programs to the customers in those classes identified as large volume rate 
classes in the table below. 
 

LL��([KLELW�$��7DE����$SSHQGL[�$��6HFWLRQ����
�

3UHDPEOH�� ,Q�UHIHUHQFH�LL��8QLRQ�FRQWLQXHV�WR�SURSRVH�D�PDQGDWRU\�UDWHSD\HU�IXQGHG�'60�
SURJUDP�WKDW�UHTXLUHV�DOO�ODUJH�YROXPH�FXVWRPHUV�WR�SD\�IRU�DFFHVV�WR�8QLRQ¶V�
WHFKQLFDO�UHVRXUFHV��$33U2�ZRXOG�OLNH�WR�EHWWHU�XQGHUVWDQG�8QLRQ¶V�GHFLVLRQ�
PDNLQJ�SURFHVV�WR�SURSRVH�VXFK�D�SURJUDP��SDUWLFXODUO\�IRU�D�SXEOLF�XWLOLW\�WKDW�
KDV�PRQRSRO\�DFFHVV�WR�VXFK�GDWD��

�
D��$W�SDJH����RI�UHIHUHQFH�LL���8QLRQ�LQGLFDWHV�WKDW�EDVHG�RQ�GLUHFW�FXVWRPHU�LPSDFW��8QLRQ�KDV�

GHWHUPLQHG�WKDW�LW�LV�DSSURSULDWH�IRU�8QLRQ�WR�RIIHU�D�PXOWL�\HDU�UDWHSD\HU�IXQGHG�5DWH�
7��5DWH�����SURJUDP��8QLRQ�GRHV�LQFOXGH�VXSSRUWLYH�IHHGEDFN�IURP�VWDNHKROGHUV��KRZHYHU�
8QLRQ�GRHV�QRW�DSSHDU�WR�UHIHUHQFH�LQIRUPDWLRQ�UHFHLYHG�IURP�VWDNHKROGHUV�RSSRVLQJ�
PDQGDWRU\�UDWHSD\HU�IXQGHG�SURJUDPV���
 
L�� 3OHDVH�FRQILUP�WKDW�8QLRQ�KDV�D�V\VWHP�WR�FHQWUDOO\�FDSWXUH�VXFK�IHHGEDFN���

 
LL��3OHDVH�SURYLGH�D�FKDUW�RXWOLQLQJ�DOO�IHHGEDFN��YHUEDO�DQG�ZULWWHQ��IURP�VWDNHKROGHUV�

RSSRVHG�WR��DQG�RU�RSSRVLQJ��PDQGDWRU\�UDWHSD\HU�IXQGHG�SURJUDPV���
 

E��8QLRQ�SURYLGHV�LQIRUPDWLRQ�IURP�WKH�FRQVXOWDWLRQV�ZLWK����FXVWRPHUV��IURP�ZKLFK�LW�VHHPV�WR�
EH�EDVLQJ�LWV�GHFLVLRQ�WR�RIIHU�WKH�SURJUDP�QRWHG�LQ�UHIHUHQFH�LL���
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L�� 3OHDVH�LQGLFDWH�LI�8QLRQ�EHOLHYHV�WKDW�WKHVH����FXVWRPHUV¶�YLHZV�ZHUH�UHSUHVHQWDWLYH�RI�DOO�
FXVWRPHUV�LQ�WKLV�ODUJH�YROXPH�FXVWRPHU�FDWHJRU\��:KDW�SHUFHQWDJH�RI�WKHVH�FXVWRPHUV�GLG�
QRW�HQJDJH�LQ�8QLRQ¶V�'60�SURJUDPV�LQ�WKH�ODVW���\HDUV"�
�

LL��3OHDVH�SURYLGH�WKH�QXPEHU�RI�JDV�ILUHG�HOHFWULFLW\�JHQHUDWRUV�LQ�HDFK�RI�8QLRQ�6RXWK�DQG�
8QLRQ�1RUWK��
 

LLL��'LG�DQ\�JDV�ILUHG�HOHFWULFLW\�JHQHUDWLRQ�FXVWRPHUV��RU�WKHLU�DVVRFLDWLRQV��SURYLGH�IHHGEDFN�
RSSRVLQJ�D�PDQGDWRU\�UDWHSD\HU�IXQGHG�SURJUDP"�3OHDVH�H[SODLQ�DQG�SURYLGH�GHWDLOV��
 

F��8QLRQ�LQGLFDWHV�WKDW�WKH�'60�SURJUDP�FRVWV�ZLOO�EH�DSSUR[LPDWHO\����������DQQXDOO\��VHH�
7DEOH����LQ�UHIHUHQFH�LL���7KLV�DPRXQW�LV�PDGH�XS�DQ�DGPLQLVWUDWLRQ�DPRXQW�DQG�DQ�
LQFHQWLYH�SURPRWLRQ�DPRXQW��
�
L�� 3OHDVH�LQGLFDWH�KRZ�8QLRQ�FKRVH�WKLV�EXGJHW�OHYHO�IRU�WKH�LQFHQWLYH�SURPRWLRQ�DPRXQW�RI�

DSSUR[LPDWHO\����������DQQXDOO\"�
�

LL��,V�EXGJHW�DPRXQW�RI�DSSUR[LPDWHO\����������LOOXVWUDWHG�LQ�7DEOH����IL[HG�HDFK�\HDU�RU�LV�
WKLV�DPRXQW�HOLJLEOH�IRU�YDULDQFH�DFFRXQW�WUHDWPHQW"��
 

LLL��,V�DQ\�RU�DOO�RI�WKH�����RYHUVSHQGLQJ�DPRXQW�HOLJLEOH�WR�EH�VSHQW�LQ��RU�E\�WKH�FXVWRPHUV�
LQ��WKH�ODUJH�YROXPH�7��5DWH�����UDWH�FODVVHV"�,I�\HV��LV�LW�DW�OHDVW�WKHRUHWLFDOO\�SRVVLEOH�WKDW�
WKH�HQWLUH�DPRXQW�FRXOG�EH�VSHQW�LQ��RU�E\�WKH�FXVWRPHUV�LQ��WKHVH�WZR�UDWH�FODVVHV"�
 

LY��+RZ�ZLOO�8QLRQ�HQVXUH�WKDW�WKHUH�ZLOO�QRW�EH�VFRSH�FUHHS�LQ�WKH�QDWXUH�RI�WKH�SURSRVHG�
VHUYLFHV�WKDW�ZLOO�UHVXOW�LQ�8QLRQ�H[FHHGLQJ�UHJXODUO\�WKH����������DPRXQW" 

 
 
Response��
�
D��

L�� &RQILUPHG��8QLRQ�PDQXDOO\�FDSWXUHV�FXVWRPHU�IHHGEDFN��
LL�� �,Q�UHVSRQGLQJ�WR�WKLV�LQWHUURJDWRU\��8QLRQ�GLVFRYHUHG�LW�KDG�QRW�ILOHG�WKH�PRVW�UHFHQW�

YHUVLRQ�RI�([KLELW�$��7DE����$SSHQGL[�$��$WWDFKPHQW�$��3OHDVH�VHH�$WWDFKPHQW���IRU�D�
UHYLVHG�YHUVLRQ��

E���
L�� <HV���8QLRQ�EHOLHYHV�WKDW�WKHVH�FXVWRPHUV�DUH�UHSUHVHQWDWLYH�RI�WKH�ODUJH�YROXPH�PDUNHW�DV�

WKH\�HQFRPSDVV�SRZHU�SURGXFHUV��VWHHO��FKHPLFDO�DQG�UHILQHU\�FXVWRPHUV���3OHDVH�VHH�WKH�
UHVSRQVH�WR�SDUW�D��LL��DERYH��$OO�EXW�RQH�RI�WKHVH����FXVWRPHUV�ZHUH�HQJDJHG�LQ�WKH�'60�
SURJUDP�LQ�WKH�ODVW�WKUHH�\HDUV�����GLG�QRW�SDUWLFLSDWH���
�
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LL��7KHUH�DUH�ILYH�JDV�ILUHG�HOHFWULFLW\�JHQHUDWRU�FXVWRPHUV�LQ�8QLRQ�1RUWK�ZLWK����SODQWV�DQG���
FXVWRPHUV�LQ�8QLRQ�6RXWK�ZLWK�VHYHQ�SODQWV��
�

LLL��<HV���2Q�0DUFK�����������8QLRQ�PHW�ZLWK�$33U2�DQG�VRPH�RI�WKH�$33U2�PHPEHUV��7KH\�
LQGLFDWHG�WR�8QLRQ�WKDW�WKH�$33U2�PHPEHUVKLS�GRHV�QRW�QHHG�8QLRQ¶V�'60�SURJUDP�WR�
FRQGXFW�HQHUJ\�HIILFLHQF\�DFWLYLWLHV�����

�
F��

L�� 7KLV�EXGJHW�OHYHO�LV�EDVHG�RQ�SURYLGLQJ����UHJLRQDO�WUDLQLQJ�VHVVLRQV�DQG�DQ�DGGLWLRQDO����
RQ�VLWH�VHVVLRQV�WR�SURYLGH�HGXFDWLRQ�IRU�VWDII�RI�/DUJH�9ROXPH�FXVWRPHUV�����
,W�LV�LPSRUWDQW�WR�QRWH�WKDW�WKHUH�LV�QR�DOORFDWLRQ�ZLWKLQ�WKLV�³,QFHQWLYH�3URPRWLRQ´�EXGJHW�
IRU�LQFHQWLYH�SD\PHQWV�WR�FXVWRPHUV���7KH�WLWOH�LV�SDUW�RI�D�VWDQGDUG�ODQJXDJH�IRU�WKH�ILOLQJ�
DQG�GRHV�QRW�FRQWDLQ�DQ�DOORFDWLRQ�IRU�SURMHFW�LQFHQWLYHV��

�
LL��7KH�LQFHQWLYH�SURPRWLRQ�FRVWV�RXWOLQHG�DW�([KLELW�$��7DE����$SSHQGL[�$��S�����WDEOH����LV�

WKH�EXGJHWHG�DPRXQW�UHTXLUHG�IRU�WKH�SURJUDP�HDFK�\HDU���6SHQGLQJ�DERYH�RU�EHORZ�WKLV�
DPRXQW�ZLOO�EH�WUDFNHG�WKURXJK�WKH�YDULDQFH�DFFRXQW���
�

LLL��,I�8QLRQ¶V�SURSRVHG�/DUJH�9ROXPH�SURJUDP�LV�DSSURYHG�WKHQ�5DWH�7��DQG�5DWH�����
FXVWRPHUV�ZRXOG�QRW�EH�HOLJLEOH�IRU�WKH�����RYHUVSHQG���+RZHYHU��WKH�����RYHUVSHQG�
DPRXQW�FDQ�EH�VSHQW�RQ�WKH�/RZ�,QFRPH�SURJUDPV�ZKLFK�ZLOO�EH�UHFRYHUHG�E\�DOO�UDWH�
FODVVHV���
�

LY��8QLRQ�LV�QRW�SURSRVLQJ�WKH�/DUJH�9ROXPH�'60�SURJUDP�ZLOO�KDYH�DFFHVV�WR�'609$�
RYHUVSHQG�DQG�WKHUHIRUH�ZLOO�EH�FDSSHG�DW�WKH�EXGJHWHG�DPRXQW��

�
�
�
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�
�
7KH�IROORZLQJ�FRPPHQWV�ZHUH�UHFHLYHG�LQ�)HEUXDU\�DQG�0DUFK������IURP�FXVWRPHUV�ZKR�KDG�
EHHQ�SUHVHQWHG�WKH�3RZHU3RLQW�VOLGHV�LQFOXGHG�DV�$SSHQGL[�&��HQWLWOHG��³7��5����/DUJH�9ROXPH�
&XVWRP�3URJUDP��1H[W�*HQHUDWLRQ�'HPDQG�6LGH�0DQDJHPHQW�3ODQ�&RQFHSWV´�
�
Customer� Comment (note the numbers in brackets refer to Consultation Slide #)�

A x� 6WURQJO\�ZDQWV�WR�UHGXFH�RU�HOLPLQDWH�WKHLU�H[SRVXUH�WR�GHIHUUDO�
FRVWV�����

x� 7KH�SURSRVDO�VXSSRUWV�'60�SURJUDP�SULQFLSOHV�IURP�D�
VXVWDLQDELOLW\�VWDQGSRLQW�����

x� ,QFHQWLYHV�DUH�DSSUHFLDWHG�EXW�WKH�XQGHUO\LQJ�UHDOLW\�LV�UHGXFHG�
DQG�DYRLGHG�FRVWV�RI�IXHO�����

x� 7KH�SURSRVDO�PDNHV�VHQVH��DQG�WKH\�ZRXOG�OLNH�WR�UHWDLQ�DFFHVV�WR�
DQ�H[SHULHQFHG�3URIHVVLRQDO�(QJLQHHU�ZLWK�D�JRRG�EUHDGWK�RI�
HQHUJ\�VDYLQJ�DSSURDFKHV������

x� 7KH�FRQFHSW�SURYLGHG�VHHPV�WR�EH�D�JRRG�SURJUDP�HVSHFLDOO\�DW�
���UG�WKH�FRVW�LQ�UDWHV�ZLWK�D�UHGXFWLRQ�LQ�GHIHUUDO�H[SRVXUH���������

x� ,QFHQWLYHV�IRU�VWHDP�PDLQWHQDQFH�DFWLYLWLHV�DUH�GLUHFWO\�HDUPDUNHG�
IRU�IXWXUH�VWHDP�PDLQWHQDQFH�DFWLYLWLHV�WKXV�KHOSLQJ�UHGXFH�WKH�
ULVN�RI�VSHQGLQJ�FXWV�WR�WKRVH�DFWLYLWLHV�IURP�\HDU�WR�\HDU�����

B x� 6WDWHG�WKH�GHVLUH�WR�UHGXFH�RU�HOLPLQDWH�H[SRVXUH�WR�GHIHUUDO�FRVWV�
����

x� $OWKRXJK�LQFHQWLYHV�DUH�DSSUHFLDWHG��UHGXFHG�FRVW�RI�IXHO�UHPDLQV�
WKH�SULPDU\�GULYHU������

x� 7KH�SURJUDP�FRQFHSWV�UHJDUGLQJ�WUDLQLQJ��UHJLRQDO�VHPLQDUV�DQG�
OXQFK�	�OHDUQV��DQG�DFFHVV�WR�DQ�H[SHULHQFHG�HQHUJ\�H[SHUW�ZHUH�
VWURQJO\�VXSSRUWHG�����

x� 7KH�FRQFHSW�RI�D�UDWHSD\HU�IXQGHG�WHFKQLFDO�VXSSRUW�SURJUDP�
VHHPHG�UHDVRQDEOH�EDVHG�RQ�WKH�UDWH�LPSDFW�����

C x� $YRLGHG�FRVWV�RI�IXHO�KDV�EHHQ�D�VWURQJHU�GULYHU�IRU�HQHUJ\�
HIILFLHQF\�SURMHFWV�WKDQ�LQFHQWLYHV�����

x� 7KH�SURSRVHG�SURJUDP�FRQFHSWV�UHJDUGLQJ�WUDLQLQJ��DQG�DFFHVV�WR�
DQ�H[SHULHQFHG�HQHUJ\�H[SHUW�ZHUH�VWURQJO\�VXSSRUWHG�����

D x� 5HGXFWLRQ�RI�IXHO�XVDJH�LV�D�ELJJHU�GULYHU�IRU�HQHUJ\�HIILFLHQF\�
WKDQ�LQFHQWLYHV�KDYH�EHHQ������

x� 6WURQJ�VXSSRUW�ZDV�H[SUHVVHG�IRU�WKH�SURSRVHG�SURJUDP�HOHPHQWV�
L�H��WUDLQLQJ��UHJLRQDO�VHPLQDUV�DQG�OXQFK�	�OHDUQV��DQG�DFFHVV�WR�
DQ�H[SHULHQFHG�³HQHUJ\�H[SHUW´����

E 
 

x� ,QFHQWLYHV�GULYH�JRRG�HQHUJ\�HIILFLHQF\�EHKDYLRU��LOOXVWUDWH�
LQWHUQDO�UHVXOWV�IRU�WKHLU�HQHUJ\�HIILFLHQF\�HIIRUWV�DQG�DOORZV�
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UHFRJQLWLRQ�RI�LQGLYLGXDO�HIIRUWV������
x� 6WURQJ�VXSSRUW�ZDV�H[SUHVVHG�IRU�WKH�SURJUDP�FRQFHSWV�UHJDUGLQJ�

WUDLQLQJ�DQG�DFFHVV�WR�DQ�H[SHULHQFHG�HQHUJ\�H[SHUW������
x� .HHSLQJ�D�UDWHSD\HU�IXQGHG�SURJUDP�VHHPHG�UHDVRQDEOH�JLYHQ�WKH�

UHGXFHG�UDWH�LPSDFW�����
x� /LNHO\�ZRXOG�XVH�VWHDP�WUDLQLQJ�����
x� ³7KHUH�LV�QRWKLQJ�OLNH�JHWWLQJ�VRPH�LQFHQWLYHV´�±�LW�GULYHV�

EHKDYLRU�WRZDUGV�HQHUJ\�FRQVHUYDWLRQ�HVSHFLDOO\�ZKLOH�JDV�LV�
FKHDS�����

x� 7KHUH�LV�YDOXH�LQ�WKH�H[LVWLQJ�SURJUDP�DV�ZHOO�DV�WKH�SURSRVHG�����
x� $SSUHFLDWH�WKH�SDUWQHUVKLS�ZLWK�8QLRQ�*DV�RQ�HQHUJ\�

FRQVHUYDWLRQ�����
x� ,QFHQWLYHV�JLYH�UHDO�UHZDUG�UDWKHU�WKDQ�VRPHWKLQJ�LPDJLQDU\�����

F x� ³:H�ZLOO�EH�VRUU\�WR�VHH�WKH�HQG�RI�WKH�LQFHQWLYHV´�����
x� 7KH�FXUUHQW�SURJUDP�DVVLVWV�WKHP�LQ�WKHLU�HQHUJ\�SURJUDP��DQG�

WKH\�H[SUHVVHG�FRQFHUQ�DERXW�WKH�FDQFHOODWLRQ�RI�WKH�LQFHQWLYHV�
����

x� 7KH�WZR�PDLQ�RIIHULQJV�8QLRQ�LV�SURSRVLQJ�IRU�WKH�QHZ�SURJUDP�
�7HFKQLFDO�VXSSRUW�DQG�7UDLQLQJ��DUH�LPSRUWDQW�DQG�WKH\�QHHG�
WKHP��KRZHYHU�WKH\�GR�QRW�VXSSRUW�D�UDWHSD\HU�IXQGHG�SURJUDP�
EDVHG�RQ�FXVWRPHU�GHPDQG�DV�WKH�EHQHILWV�GR�QRW�MXVWLI\�WKH�FRVW�
����

x� ,QFHQWLYHV�WKH\�KDYH�EHHQ�UHFHLYLQJ�DUH�XWLOL]HG�GLUHFWO\�E\�WKH�
(QHUJ\�*URXS�WR�KHOS�MXVWLI\�GLIILFXOW�HQHUJ\�SURMHFWV�VXFK�DV�
PHWHULQJ�DQG�IXUQDFH�VWXGLHV������

x� 7KH�FXUUHQW�SURJUDP�KDV�QRW�KDG�PXFK�RI�D�QHW�FRVW�WR�WKHP�����
G x� 'R�QRW�PLQG�WKDW�LQFHQWLYHV�DUH�WR�EH�HOLPLQDWHG�����

x� 6XSSRUWLYH�RI�WKH�FRQFHSWV��7HFKQLFDO�6XSSRUW�DQG�7UDLQLQJ��
SUHVHQWHG�DQG�OLNHV�WKH�UHGXFHG�3URJUDP�FRVW���������

x� 6WURQJO\�RSSRVHG�WR�UHWURDFWLYH�GHIHUUDO�DFFRXQW�FOHDULQJ�DQG�ZDV�
SOHDVHG�WR�KHDU�WKDW�ZLOO�EH�JUHDWO\�UHGXFHG�XQGHU�WKH�QHZ�
SURJUDP�����

x� 6WDII�KDYH�KDG�YDOXH�IURP�VXSSRUW�IURP�WKH�7HFKQLFDO�$FFRXQW�
0DQDJHU�����

H x� 'LVDSSRLQWHG�WKDW�LQFHQWLYHV�DUH�WR�EH�WHUPLQDWHG��WKH\�KHOSHG�WR�
JHW�VPDOOHU�SURMHFWV�DQG�VWXGLHV�DSSURYHG�����

x� +DYH�DSSUHFLDWHG�8QLRQ¶V�'60�WUDLQLQJ�FRXUVHV�WR�GDWH��DQG�
ZRXOG�GHILQLWHO\�PDNH�XVH�RI�WUDLQLQJ�RIIHUHG�XQGHU�WKH�SURSRVHG�
SURJUDP�LI�LW�FDQ�EH�RIIHUHG�ORFDOO\������

x� 7KH�VHUYLFHV�RIIHUHG�E\�WKH�8QLRQ�7HFKQLFDO�$FFRXQW�0DQDJHU�
DUH�DSSUHFLDWHG�����
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I x� &RVW�UHGXFWLRQV�DUH�RQ�WKH�ULJKW�WUDFN�����
x� ,W�LV�FRQVLVWHQW�WKDW�ERWK�FXVWRPHU�LQFHQWLYH�DQG�8QLRQ�LQFHQWLYH�

VKRXOG�EH�HOLPLQDWHG�����
x� /HVV�FRQFHUQ�LI�WKHUH�LV�D�VPDOO�ELOO�LPSDFW�����

J x� &RVW�UHGXFWLRQV�DUH�RQ�WKH�ULJKW�WUDFN�����
x� 7UDLQLQJ�FRQWHQW�LV�LQWHUHVWLQJ�����

K x� &RVW�UHGXFWLRQV�DUH�RQ�WKH�ULJKW�WUDFN�±�ZH�DSSUHFLDWH�WKH�
µVNLQQ\LQJ�GRZQ¶�RI�WKH�SURJUDP�FRVW�����

x� 7KHUH�LV�DOZD\V�VRPH�RSSRUWXQLW\�IRU�DGGLWLRQDO�HQHUJ\�VDYLQJV�
����

x� $V�DQ�HQHUJ\�FRQYHUVLRQ�FRPSDQ\�ZH�KDYH�RXU�RZQ�H[SHUWLVH�����
x� 7KH�HGXFDWLRQ�FRPSRQHQW�KDV�EHHQ�YDOXDEOH�LQ�WKH�SDVW�����
x� 'RXEWIXO�ZKHWKHU�8QLRQ�*DV�VWDII�FRXOG�SURYLGH�VXIILFLHQWO\�

VSHFLDOL]HG�WHFKQLFDO�H[SHUWLVH�IRU�WKHLU�SODQW�SURFHVVHV�DQG�LI�
UHTXLUHG�ZLOO�EH�VHFXUHG�LQ�WKH�FRPSHWLWLYH�PDUNHWSODFH����

x� 2SSRVH�HPEHGGHG�'60�SURJUDP�FRVWV�LQ�UDWHV�
�

L x� &RVW�UHGXFWLRQV�DUH�RQ�WKH�ULJKW�WUDFN�����
x� 'RXEWIXO�ZKHWKHU�8QLRQ�*DV�VWDII�FRXOG�SURYLGH�VXIILFLHQWO\�

VSHFLDOL]HG�WHFKQLFDO�H[SHUWLVH�IRU�WKHLU�SODQW�SURFHVVHV�DQG�LI�
UHTXLUHG�ZLOO�EH�VHFXUHG�LQ�WKH�FRPSHWLWLYH�PDUNHWSODFH����

x� 2SSRVH�HPEHGGHG�'60�SURJUDP�FRVWV�LQ�UDWHV�

M x� &RVW�UHGXFWLRQV�DUH�RQ�WKH�ULJKW�WUDFN�����
x� 7KH�VHUYLFHV�RIIHUHG�E\�WKH�8QLRQ�7HFKQLFDO�$FFRXQW�0DQDJHU�

DUH�DSSUHFLDWHG�����
x� 7KH�PDJQLWXGH�RI�VDYLQJV�DFKLHYHG�LQ�WKH�SURMHFWV�VXSSRUWHG�E\�

8QLRQ¶V�'60�LQFHQWLYHV�ZDV�VXUSULVLQJO\�ODUJH��
N x� &RVW�UHGXFWLRQV�DUH�RQ�WKH�ULJKW�WUDFN�����

x� 7KH�VHUYLFHV�RIIHUHG�E\�WKH�8QLRQ�7HFKQLFDO�$FFRXQW�0DQDJHU�
DUH�DSSUHFLDWHG�����

O x� &RVW�UHGXFWLRQV�DUH�RQ�WKH�ULJKW�WUDFN�����
x� 7KH�VHUYLFHV�RIIHUHG�E\�WKH�8QLRQ�7HFKQLFDO�$FFRXQW�0DQDJHU�

DUH�DSSUHFLDWHG�����
P x� ,QWHUHVWHG�LQ�WKH�WUDLQLQJ�����

x� 'RXEWIXO�ZKHWKHU�8QLRQ�*DV�VWDII�FRXOG�SURYLGH�VXIILFLHQWO\�
VSHFLDOL]HG�WHFKQLFDO�H[SHUWLVH�IRU�WKHLU�SODQW�SURFHVVHV����
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Q x� 6LJQLILFDQW�SURJUDP�FRVW�UHGXFWLRQV�ZKLOH�VWLOO�WU\LQJ�WR�NHHS�WKH�
IRFXV�RQ�HQHUJ\�HIILFLHQF\�IURP�VOLSSLQJ�����

x� 8QLRQ�QHHGV�WR�PDLQWDLQ�D�SUHVHQFH�LQ�(QHUJ\�(IILFLHQF\�ZLWK�
FXVWRPHU�DW�DOO�OHYHOV�RU�IRONV�ZLOO�WHQG�WR�VOLGH�EDFNZDUGV�ZLWKRXW�
VRPHRQH�DGYRFDWLQJ�IRU�HIILFLHQF\������

x� 8QVXUH�DV�WR�ZKHWKHU�WKH\¶G�JHW�YDOXH�IURP�WHFKQLFDO�H[SHUWLVH�
XQWLO�PRUH�GHWDLOV�DUH�JLYHQ��

x� +DYH�DSSUHFLDWHG�8QLRQ¶V�'60�WUDLQLQJ�FRXUVHV�WR�GDWH��DQG�
ZRXOG�GHILQLWHO\�PDNH�XVH�RI�WUDLQLQJ�RIIHUHG�XQGHU�WKH�SURSRVHG�
SURJUDP�����

R x� 'RXEWIXO�ZKHWKHU�8QLRQ�*DV�VWDII�FRXOG�SURYLGH�VXIILFLHQWO\�
VSHFLDOL]HG�WHFKQLFDO�H[SHUWLVH�IRU�WKHLU�SODQW�SURFHVVHV����

x� 2SSRVH�HPEHGGHG�'60�SURJUDP�FRVWV�LQ�UDWHV�
S x� 3URSRVHG�SURJUDP�LV�PRUH�IDYRXUDEOH�WKDQ�FXUUHQW�LQ�WKDW�UDWHV�

ZLOO�EH�OHVV������
x� 'RXEWIXO�ZKHWKHU�8QLRQ�*DV�VWDII�FRXOG�SURYLGH�VXIILFLHQWO\�

VSHFLDOL]HG�WHFKQLFDO�H[SHUWLVH�IRU�WKHLU�SODQW�SURFHVVHV�����
x� 3UHIHU�UHPRYLQJ�'60�SURJUDP�FRVWV�IURP�UDWHV�
�

T x� 'RXEWIXO�ZKHWKHU�8QLRQ�*DV�VWDII�FRXOG�SURYLGH�VXIILFLHQWO\�
VSHFLDOL]HG�WHFKQLFDO�H[SHUWLVH�IRU�WKHLU�SODQW�SURFHVVHV�DV�WKH\�
KDYH�LQ�KRXVH�VSHFLDOLVWV�����

x� 2SSRVH�HPEHGGHG�'60�SURJUDP�FRVWV�LQ�UDWHV�
�

�
�
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to offer a multi-year ratepayer-funded Rate T2/Rate 100 program that will support large 1 
volume customers by ensuring a continued focus on energy efficiency by providing training 2 
and resources that will sustain the efforts to date.  The program cost to ratepayers would be 3 
reduced to $800,000/year.   4 
 5 
In view of the demonstrated high participation rates in the prior years’ ratepayer-funded 6 
programs, the results of customer consultations in February and March 2015, and 7 
contributing to the achievement of Goal (ii) in Section 1.4 of the Framework to “Promote 8 
energy conservation and energy efficiency to create a culture of conservation”, Union 9 
believes this is a natural and appropriate evolution of the DSM programs for this market.  10 
The proposed program would include the following: 11 

x Continuing specialized technical support and equipment audits by qualified Union 12 
Professional Engineers on an as-requested basis 13 

x Coordinating and delivering training on energy near plant locations or online to minimize 14 
customer staff time away from the plant 15 

x Eliminating customer incentive payments for studies, capital or operations & 16 
maintenance equipment investments  17 

x Eliminating Union’s performance incentive and Rate T2/Rate 100 energy saving targets 18 

x Eliminating costs associated with energy saving targets and performance measurement  19 

x Providing increased program cost certainty to customers by greatly reducing the 20 
magnitude of deferred costs to customers. 21 

 22 
1.3.1 Customer Class(es) Targeted  23 

 24 
Large Volume Customers 25 
 26 
1.3.2 Rate Classes Targeted 27 

x Rate T2 - Storage and Transportation Rates for Contract Carriage Customers (Union 28 
South). 29 

x Rate 100 - Large Volume High Load Factor Firm Service (Union North). 30 

1.3.3 Program Goals 31 

x Provide all Large Volume customers with the tools, expertise and support to incorporate 32 
energy-efficiency into their everyday operations and practices through continuous 33 
improvement. 34 

x Promote the identification of energy saving measures through proper analysis techniques. 35 
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x Support the development of a growing knowledge base of customer staff on natural gas 1 
efficiency-related topics by offering customized technical training programs locally or 2 
online, building on Union’s demonstrated competency and success in this area 3 

1.3.4 Program Strategy  4 

To achieve these program goals, the program strategy for Large Volume Rate T2 and Rate 100 5 
program consists of the following: 6 

Union will provide dedicated technical expertise to assist customers in obtaining value from the 7 
identification, adoption and implementation of energy efficient actions throughout their sites, 8 
facilities and operations. Union will engage customers to increase awareness surrounding the 9 
positive benefits achieved through active energy management. The need for job-related technical 10 
training will be particularly high in the next few years due to demographic shifts in the 11 
workforce.  Customers will be offered easy-to-access and low cost training initiatives designed to 12 
increase awareness, knowledge and skills related to improving the efficient use of natural gas in 13 
their plants’ equipment and processes.   14 

1.3.5 Program Offering 15 
The Large Volume Rate T2 and Rate 100 offering is outlined below. 16 

 17 

Description 18 
 19 

Technical Support 20 
 21 

The support of Union Professional Engineers with experience in industrial energy efficiency 22 
and natural gas utilization will be available to all Rate T2/Rate 100 customers, offering the 23 
following services: 24 

x Support the activities of a plant Energy Team, or technical staff, such as arranging 25 
for visiting speakers, visits to other (non-competitor) plants and employee 26 
recognition for energy saving initiatives. 27 

x Provide single-topic training presentations to the Energy Team and other 28 
customer staff at meetings on site (e.g. ‘Lunch and Learn’ sessions) 29 

x Provide customers with copies of texts, such as the ISO 50001 Manual and the 30 
Fives North American Combustion Handbook, to enable them to achieve best 31 
practice standards in energy management.   32 

x Energy efficiency calculation tools developed for the Energy Solutions Center 33 
will be made available as required. 34 

x Under the customers’ guidance, carry out research on available and emerging 35 
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technologies which, if applied, could result in improved energy efficiency and 1 
other benefits such as reduced emissions or maintenance requirements. 2 

x Provide benchmarking information on the expected performance of natural gas 3 
equipment and processes where this will assist in determining the potential for 4 
improvements. 5 

x Undertake energy use analysis of specific process equipment in collaboration with 6 
customer staff.  Union staff can provide and utilize or loan measurement 7 
instrumentation and/or temporary flow metering and data-logging equipment.  8 
This kind of initial assessment has been shown to be an important precursor to 9 
customers undertaking a more in-depth study of the equipment using a consultant.  10 
Where applicable, Union staff  will make use of industry-recognized software 11 
tools available from Natural Resources Canada and the U.S. Department of 12 
Energy : 13 

o RETScreen Energy Management Software 14 

o Steam System Tool Suite: Steam System Assessment Tool 15 

o 3EPlus Insulation Assessment Tool 16 

o Combined Heat & Power Application Tool 17 

o Process Heating Assessment and Survey Tool 18 

 19 
Customer Training 20 

x In consultation with Large Volume Customers in a given locality, Union will organize 21 
specialized 1- or 2-day training courses that meet the training needs of the customers 22 
on topics related to the efficient use of natural gas.  These courses may be system 23 
related (e.g. steam system optimization) or on a specific technical topic (e.g. process 24 
temperature measurement and control).  A list of suggested topics is provided in 25 
Attachment B, but others may be added on the basis of customer needs. 26 

x  Train all eligible staff in a range of relevant topics over the duration of the Program 27 
(2016-2020).  Union will work diligently with Large Volume Customers to plan a 28 
range of training offerings that will meet their stated needs each year.  A logistical 29 
challenge which Union will manage is sourcing the qualified training organizations, 30 
obtaining competitive bids and arranging course locations which are close enough to 31 
a plant or a group of plants that there will be no significant travel or accommodation 32 
required for customers’ staff to attend.  This will reduce the amount of time the staff 33 
will need to be away from the plant for training and therefore help to minimize the 34 
disruption of shift plans etc.  In some cases courses may be offered online.  Training 35 
plans for each year the Program runs will be developed through consultations with 36 
customers in January and February and training sessions will begin in April and run 37 
through November.   38 
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x To encourage the uptake of this training, customer departments sending staff for 1 
training will be required to pay only a nominal fee of $100 per attendee for each 2 
course to ensure attendance by those who register.  The balance of the course costs 3 
will be covered by the Program costs, within rates. 4 

x The overall participation rate (number of customers sending staff to courses) and the 5 
number of attendees per customer are expected to rise over the 5 years this Program 6 
will be offered.  Especially in the early years, significant promotion will be 7 
undertaken to ensure that customers are aware of the Program and how it can meet 8 
their energy efficiency training needs. 9 

x Initial estimates of the Program cost of delivering staff training local to plants indicate 10 
that it will increase from $0.29 million in 2016 to $0.38 million in 2020 (excluding 11 
inflation). 12 
 13 

Target Market 14 
 15 
Large Volume Industrial and Power Generation firm service contract customers 16 
 17 
Market Delivery 18 
 19 

x This energy efficiency program is delivered directly to customers in these rate classes 20 
by dedicated Technical Account Managers, who are Professional Engineers with a 21 
background in industrial energy efficiency and natural gas applications.  In addition to 22 
providing technical support to customers’ energy teams, they will act as the program 23 
contact person for the customer to communicate their training needs to Union in 24 
January and February of each year so that the Training Plans can reflect their input. 25 

x Union will plan and deliver high quality industrial and power generation system 26 
energy efficiency training in locations that will meet customer needs.  Union will 27 
qualify vendors, consultants and training organizations and select organizations on the 28 
basis of competitive bids wherever possible. 29 

x Union will track the number and role titles of attendees from all Rate T2/Rate 100 30 
customers in order to evaluate the overall reach of the program and compare progress 31 
year-on-year. 32 

x Union will monitor attendee satisfaction with the content and delivery of each course 33 
offered, and will make adjustments based on customer feedback over the duration of 34 
the program to address weaknesses identified and build on strengths. 35 

x The development of professional working relationships between Union staff and the 36 
staff of vendors, consultants and training organizations offering training will be a 37 
priority to ensure that the highest quality customized training will continue to be 38 
available to customers. 39 
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Barriers Addressed 1 

x Rate T2 and Rate 100 customers in these rate classes utilize very large amounts of 2 
natural gas in their operations, representing 42% of Union’s total volume throughput 3 
in 2014.  Energy purchases are, in most cases, a significant fraction of their overall 4 
production costs.  Due to the focus on core production competencies such as quality, 5 
reliability and safety, energy use continues to be viewed as a ‘cost of doing business’ 6 
allocated between business units at a given site, making it challenging to maintain a 7 
disciplined, focused approach to energy efficiency.  8 

o Union’s technical support helps to address this barrier by providing resources to 9 
Energy Team members in identifying and quantifying potential actions that 10 
could result in saving of natural gas, and helping to recognize both customer 11 
staff who bring forward the ideas and those who act upon the ideas. 12 

 13 
x In this customer group there is a wide range of equipment using large quantities of 14 

natural gas; examples include but are not limited to turbine or engine drives, steam 15 
raising, product smelting, reheating or heat treating, product drying or curing and space 16 
heating.  The efficient operation and maintenance of equipment requires experienced and 17 
well trained operators, technicians and trades people.  With demographic shifts currently 18 
occurring at these plants, there is a growing need for training of new staff or staff who 19 
move departments so that they understand the equipment they are working with.  Given 20 
tight staffing situations at many plants, a barrier to undertaking the necessary training is 21 
making staff available for courses that may be held in other parts of North America, 22 
including the associated overnight stays and travel time and costs. 23 

o The customer training offering in this program is designed to address this barrier 24 
by making high quality training courses available in the vicinity of customer 25 
plants, and handling reservations and course logistics to make staff attendance 26 
convenient, with the least possible staff time away from the plant.  27 

 28 

1.3.6 Program Duration 29 
x The offerings to the Rate T2 and Rate 100 customers will be delivered throughout the 30 

2016– 2020 DSM Plan. 31 
x A program review will take place in 2018 as the Framework proposes 32 

 33 

1.3.7 Program Budget  34 
The budget presented in Table 25 below does not include inflation 35 

  36 
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Table 25 1 
Large Volume Program Budget 2 

 3 

* Includes Training Program Delivery Costs and Educational material costs 4 

 5 

1.3.8 Projected Program Participation  6 

As requested by the Board in the Framework, below is a summary of forecasted participants in 7 
Union’s Large Volume program per offering.  A participant represents a customer within the 8 
Rate T2/Rate 100 rate class. Customers can participate in both offerings. 9 

Table 26 10 
Large Volume Program Participation 11 

 12 
 2016 2017 2018 2019 2020 

Large Volume 
Participation 29 30 32 33 34 

 13 

 14 

 15 

 16 

 17 

 18 

 19 

 20 

Program Cost ($000) 2016 2017 2018 2019 2020 
Incentives/Promotion* $400 $349 $373 $397 $421 
Evaluation $0 $0 $0 $0 $0 
Administrative Costs $409 $409 $409 $409 $409 

Total $809 $758 $783 $807 $831 
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Table 2 1 

2016-2020 DSM Plan Budget 2 

2016 2017 2018 2019 2020
($000) ($000) ($000) ($000) ($000)

Residential Development and Start-up 1,850$               -$                  -$                  -$                  -$                   
Residential Incentives/Promotion 8,745$               13,569$             15,916$             15,916$             15,916$              
Residential Evaluation 559$                  709$                  859$                  859$                 859$                  
Residential Administration 991$                  1,071$               1,071$               1,071$              1,071$                

12,145$             15,349$             17,845$             17,845$             17,845$              
Commercial/Industrial Incentives/Promotion 14,562$             14,571$             15,293$             14,957$             14,957$              
Commercial/Industrial Evaluation 189$                  189$                  189$                  189$                 189$                  
Commercial/Industrial Administration 3,929$               4,076$               4,076$               4,076$              4,076$                

18,680$             18,836$             19,558$             19,222$             19,222$              
Total Resource Acquisition Programs 30,825$             34,185$             37,404$             37,067$             37,067$              

Performance-Based Incentives/Promotion 297$                  592$                  837$                  582$                 802$                  
Performance-Based Evaluation 35$                    35$                    35$                    35$                   35$                    
Performance-Based Administration 216$                  216$                  216$                  216$                 216$                  

548$                  843$                  1,088$               833$                 1,053$                

Low-Income Incentives/Promotion 9,705$               10,647$             11,863$             12,419$             13,261$              
Low-Income Evaluation 219$                  212$                  225$                  244$                 262$                  
Low-Income Administration 1,425$               1,425$               1,425$               1,425$              1,425$                

11,349$             12,284$             13,514$             14,088$             14,948$              

Large Volume Incentives/Promotion 400$                  349$                  373$                  397$                 421$                  
Large Volume Evaluation -$                  -$                  -$                  -$                  -$                   
Large Volume Administration 409$                  409$                  409$                  409$                 409$                  

809$                  758$                  783$                  807$                 831$                  

Optimum Home Incentives/Promotion 841$                  -$                  -$                  -$                  -$                   
Optimum Home Evaluation -$                  -$                  -$                  -$                  -$                   
Optimum Home Administration 201$                  -$                  -$                  -$                  -$                   
Optimum Home Program 1,042$               -$                  -$                  -$                  -$                   

Programs Sub-total 44,573$             48,070$             52,787$             52,795$             53,899$              

1,500$               1,000$               1,000$               1,000$              1,000$                
Evaluation 1,300$               1,300$               1,300$               1,300$              1,300$                

2,935$               2,842$               2,842$               2,842$              2,842$                
1,000$               1,000$               500$                  500$                 500$                  
5,000$               -$                  -$                  -$                  -$                   

Portfolio Sub-total 11,735$             6,142$               5,642$               5,642$              5,642$                
Total DSM Budget Pre-Inflation 56,308$             54,212$             58,429$             58,437$             59,541$              

Cumulative Inflation @1.68% 946$                  1,837$               2,995$               4,027$              5,172$                
57,254$             56,049$             61,424$             62,464$             64,714$              Total DSM Budget Post-Inflation

Total Low-Income Program

Market Transformation

Portfolio Budget
Research 

Large Volume

Total Large Volume Program

Pilots
DSM Tracking and Reporting System Upgrades

Administration

Year

Low-Income

Program Budget
Resource Acquisition

Total Residential Program

Total Commercial/Industrial Program

Performance-Based

Total Performance-Based Program

3 
The program budgets and their individual components (development and start-up, 4 

incentives/promotion, evaluation and administration) are consistent with the definitions provided 5 

in the Guidelines, Section 9.1.2.  The Portfolio budget captures DSM activities that are not 6 
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feel we can do it in a very cost-effective manner, more 1 

cost-effective than through the program. 2 

 MR. FRANK:  Mr. Zarumba was mentioning earlier some 3 

reasons why sequencing of a program might be impacted by 4 

operational issues.  Can you give any examples of that? 5 

 MR. RUSSELL:  Yes.  Specifically, recently, as 6 

recently as last Friday, we -- London District Energy staff 7 

observed a significant steam leak emanating from our 8 

distribution line related to a leaking safety relief valve, 9 

which is there to relieve pressure if the pressure gets too 10 

high for safety purposes. 11 

 That was identified, and despite our intentions to 12 

rectify that as soon as possible - in a perfect world we 13 

would have shut the system down then and there to effect 14 

the repair, because essentially we see steam and energy 15 

dollars just puffing out into the air - we were forced to 16 

wait. 17 

 It was about minus 15 or 16, I believe, in London on 18 

that weekend, and we had customers connected to that, four 19 

customers connected to that pipe, who could not see their 20 

thermal load, their thermal supply go down. 21 

 So we made the decision -- we were looking forward at 22 

the weather.  The Monday and Tuesday of this previous week 23 

was warmer, and so we were able to effect the repair then. 24 

 MR. FRANK:  Yesterday, put into evidence was a letter, 25 

and I'm just trying to get the exhibit number.  It was a 26 

letter from Veresen to the Board. 27 

 MR. SMITH:  I believe it was K1.2. 28 
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 MR. FRANK:  Do you have a copy of a letter dated 1 

October 11, 2011, Mr. Russell, from Veresen to the Board? 2 

 MR. RUSSELL:  I don't believe I do. 3 

 MR. WOLNIK:  Here. 4 

 MR. RUSSELL:  Thanks, John.  Oh, yes, thank you. 5 

 MR. FRANK:  Now, I understood you to say earlier that 6 

LDE is of the view that opt-out should be available? 7 

 MR. RUSSELL:  Yes. 8 

 MR. FRANK:  And can you please explain why LDE's views 9 

are like that today, notwithstanding what was in the letter 10 

of October 2011? 11 

 MR. RUSSELL:  Yes.  I think it can be most simply put 12 

as London District Energy was not fully aware of the full 13 

cost of the incentive payments in the various accounts and 14 

as they would be impacting our operating budgets. 15 

 MR. FRANK:  Okay.  And do you know anything about the 16 

circumstances under which the letter was written? 17 

 MR. RUSSELL:  From what I understand from my 18 

colleagues at Veresen, that letter was written at the 19 

request of Union. 20 

 MR. FRANK:  That completes my examination-in-chief. 21 

 MS. CONBOY:  Thank you very much.  As far as the order 22 

of cross-examination, I know that Union has asked to go 23 

last.  So unless there are any objections, I see Mr. 24 

Wanless reaching for his button.  Go ahead, Mr. Wanless. 25 

 MR. WANLESS:  Yes, thank you.  I have canvassed with 26 

my colleagues, and it's agreed, subject to your thoughts, 27 

that I would perhaps go first. 28 


