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In preparation of Enbridge’s Application for the Clearance of 2015 DSM Deferral and
Variance Accounts, EB-2017-0324, the 2015 Demand Side Management Annual Report
has been updated from its original draft, following the release of the Evaluation
Contractor’'s (DNV-GL) final 2015 Natural Gas Demand Side Management Annual
Verification.

In accordance with details provided in Enbridge’s Application for Clearance of 2015
DSM Deferral and Variance Accounts, Enbridge’s 2015 Demand Side Management
Annual Report reflects all 2015 verified program results as presented in the Evaluation
Contractor’'s Annual Verification report with the exception of the Net-to-Gross (“NTG”)
Study findings.
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Enbridge Gas Distribution (Enbridge, or the Company) summarized its 2015 DSM Plan
in the 2015-2020 Multi-Year DSM Plan (EB-2015-0049), filed on April 1%, 2015. The
Company’s 2015 DSM plan was outlined consistent with the transitional provisions set
out by the Board in the Report of the Board: Demand Side Management Framework for
Natural Gas Distributors (2015-2020), published December 22" 2014 (EB-2014-0134).

In its Decision and Order, published January 20™, 2016, the Board agreed and
determined that Enbridge reasonably interpreted the DSM Framework and
subsequently approved the Company’s 2015 budget, metrics and targets for all
scorecards, shareholder incentive amounts, and incremental budget as filed.

The Company is pleased to report that in the 2015 DSM program year, the portfolio
generated total net annual natural gas savings of 49.0 million cubic meters (m?) or
826.2 million net lifetime (cumulative) cubic meters (CCM). These savings are a direct
result of the Company’s ongoing efforts delivering the Resource Acquisition and Low
Income programs. Natural gas savings attributable to Market Transformation program
delivery are not captured in these totals since results for this program are not measured
on the basis of cubic meters (m®) or lifetime (cumulative) cubic meters (CCM) saved.

As outlined in the Filing Guidelines to the Demand Side Management Framework for
Natural Gas Distributors (2015-2020), submitted by the Board on December 22", 2014
(EB-2014-0134), the Board calls for application of a Total Resource Cost (the TRC-
Plus) test as well as the introduction of the Program Administrator Cost (PAC) test to
screen for cost-effectiveness of programs. In 2015, the portfolio demonstrated cost-
effective program delivery based on positive results from both the TRC-Plus and PAC
screening tests. The TRC-Plus ratio for the Resource Acquisition program was 3.12,
while the TRC-Plus ratio for the Low Income program was 1.88 — both well above cost-
effectiveness screening thresholds. Overall the 2015 portfolio had a TRC-Plus ratio of
2.95. The PAC ratio for the Resource Acquisition program was 5.21, while the PAC ratio
for the Low Income program was 2.00. The 2015 portfolio had an overall PAC ratio of
4.47.

The Company continues to be proud of its accomplishments in DSM and is pleased it
was able to demonstrate successful results relative to 2015 Board approved targets
across the range of the various offers.
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Annual Net Cumulative Net
Program Gas Savings  Gas Savings Budget

2015 TRC-Plus PAC

Spendin Ratio
(m3) (m3) pending

Resource Acquistion $14,443,790
BENGENE] 6,762,791 102,415,214 $9,362,295 2.24 1.94
Commercial 25,646,715 450,722,741 $6,221,724 3139 10.78
Industrial 12,289,466 180,990,879 $2,166,706 6.15 15.45

Overheads $4,731,485 55,639,080
Total Resource
Acquisition

44,698,972 734,128,834  $19,175,275 $23,389,805

Low Income $6,864,090
Part 9 (Single Family) 1,129,070 28,067,264 54,444,616 1.06 0.96
Part 3 (Multi Family) 3,143,515 63,969,353 $2,111,746 3.20 4,76

Overheads $517,988 $617,349

Total Low Income 4,272,585 92,036,617  $7,382,078 $7,173,710

Market Transformation $4,890,900
SBD Residential n/a n/a 52,032,022 n/a n/a
SBD Commercial n/a n/a $890,464 n/a n/a
Home Labelling n/a n/a $121,241 n/a n/a

Overheads $1,353,687  $1,613,352
Total Market
Transformation

n/a $6,244,587 54,657,079
|
Grand Total * 48,971,556 826,165,451 $32,801,939 $35,220,594 2.95

* Budget and Spendings amounts do not include the $4.92 million incremental budget nor the spending in 2015 against
that budget. Incremental budget/spending is detailed in section 10.3 of this report

Overall the Resource Acquisition program contributed 734.1 million net CCM in natural
gas savings. Resource Acquisition offers targeted to the Commercial and Industrial
sectors achieved net gas savings of 450.7 million and 181.0 million CCM respectively.
The Residential home retrofit offer which has seen excellent growth since its launch in
mid-2012 contributed 102.4 million net CCM savings and reached 5,646 households.

The Low Income program delivered 92.0 million net CCM gas savings in 2015. Results
for both the Single Family (Part 9) offers, which provided 28.1 million net CCM and for
the Multi-Residential (Part 3) offers which contributed 64.0 million net CCM exceeded
targets set out in the 2015 scorecard for the Low Income program.
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Market Transformation offers continued to demonstrate substantial results in 2015,
reaching or exceeding weighted scorecard upper targets for all three of the Savings by
Design Residential, Savings by Design Commercial and Home Labelling offers.

DSM results for 2015 were achieved with total spending of $35,220,594 million. The
OEB approved budget for 2015 as per the Board’s January 20", 2016 Decision was
$32,801,939. In addition, the Board approved an incremental budget of $4,920,291 as
outlined in the Company’s 2015 DSM Plan. Incremental spending totalled $559,378 in
2015; this spending is detailed in Section 10.3 of this report.

The maximum DSM shareholder incentive available for the 2015 program year is
$11,089,624. The determination of the Company’s incentive is based on 2015 DSM
performance in relation to the weighted scoring approach. The resulting DSM
Shareholder Incentive earned by the Company for 2015 is $10,077,695.

The Lost Revenue Adjustment Mechanism Variance Account (LRAMVA) is utilized to
true-up the lost distribution revenues associated with DSM activity relative to what was
included in the forecast for rate-setting purposes. The LRAM amount calculated for
2015 is $72,589 to be refunded to ratepayers.

The DSM Variance Account (DSMVA) is utilized to track the difference between DSM
spending in 2015 and the amount already built into rates. This amount totalled $825,460
to be recovered from ratepayers.

2015 DSM Results Summary

Net CCM Savings 826,165,451 m’

DSMIDA amount recoverable from Ratepayers $10,077,695

LRAMVA amount to be paid back to Ratepayers ($72,589)

DSMVA amount recoverable from Ratepayers $825,460|

*The DSMVArepresents the difference between the 2015 budget already builtinto rates and
the 2015 spending including incremental spending.
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Following a directive from the Ontario Energy Board, (EBO 169-IIl) in 1995, Enbridge
launched a suite of Demand Side Management (DSM) programs and activities to help
its customers reduce their demand for natural gas. Demand Side Management is
defined as “...actions taken by the utility or other agencies which are expected to
influence the amount or timing of a customer’s energy consumption.”*

Enbridge’s DSM programs are developed with stakeholder consultation and are funded
through Board approved Enbridge Gas Distribution rates. In 1999, Enbridge was
granted Board approval to receive a financial incentive for DSM activities by way of the
Shared Savings Mechanism (SSM), which was replaced by the Demand Side
Management Shareholder Incentive in 2011.

The continuing need for DSM efforts in the province of Ontario was outlined by the
Board in the Demand Side Management Guidelines for Natural Gas Ultilities (the
Guidelines), published June 30", 2011, and again in the Report of the Board: Demand
Side Management Framework for Natural Gas Distributors (2015-2020), published
December 22", 2014 (the Framework).

The Framework sets out three primary goals to guide the utilities’ DSM portfolios:
e Assist consumers in managing their energy bills
e Promote energy efficiency and create a culture of conservation
e Avoid costs related to future natural gas infrastructure investment

The Framework also provides direction for DSM programs and outlines the proposed
weighted scorecard approach to measuring DSM performance.

The Company has had significant achievement in results since Demand Side
Management was introduced to its customers. From 1995 to 2014, Enbridge’s DSM
programs have collectively reduced customer consumption by 9.6 billion cubic metres of
natural gas, which is roughly enough natural gas savings to serve nearly four million
homes? for one full year. In emissions, this translates to a reduction of 18 million

1 EBO 169 Appendix B, Glossary of terms, pg. 4
2 Subject to 2014 Clearance of Accounts proceeding (EB-2015-0267) before the Ontario Energy Board
3 Assumes a residential customer using 2,400 m3 per year to heat their home and water
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tonnes* of carbon dioxide emissions, which is the equivalent of removing 3.5 million®
cars from the road for one year.

Enbridge is pleased to continue to offer DSM programming through the Board approved
2015-2020 Multi-Year DSM Plan to help its customers reduce their energy bills, and to
provide support for the Province’s greenhouse gas reductions emissions targets.

The 2015 Annual Report on Enbridge’s Demand Side Management programs provides
a summary of the results achieved over the program year as demonstrated by each
program’s scorecard performance. The report provides a comparison of actual and
target results for each program and also provides information in support of the
Company’s 2015 Demand Side Management Incentive Deferral Account (DSMIDA),
Demand Side Management Variance Account (DSMVA), and the Lost Revenue
Adjustment Mechanism Variance Account (LRAMVA) claims. Enbridge and Union Gas
consulted to align on the general format of the Annual Report and as noted in the
Guidelines, the draft version of the report was used by the third party auditor, and
updated and finalized by the utilities to reflect the verification of the auditor.

4 Assumes 1.875kg of CO2 are emitted for each m3 gas that is consumed
5 Assuming the average automobile produces 5.1 tonnes of CO, per year
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On June 30™, 2011, the Board issued DSM Guidelines for the next Multi-Year Plan
period titled the “2012 Demand Side Management Guidelines for Natural Gas Ultilities”
(“2012-2014 DSM Guidelines™). In response, Enbridge undertook an extensive
consultation process during the plan development phase and worked with stakeholders
on the 2012 DSM Plan budget allocation, scorecards, metrics and targets. On
November 4™, 2011, Enbridge submitted its plan outlining proposed DSM activities for
the 2012 to 2014 period (EB-2011-0295). On February 28, 2013, and in accordance
with the Board Guidelines, Enbridge filed a 2013-2014 DSM Plan Update. Both of the
filings were submitted with full Settlement Agreement and were approved by the Board.

On March 31%, 2014 the Minister of Energy issued a Directive to the Board calling for
the development of a new DSM policy framework. This new framework was to span a
period of six years beginning January 1%, 2015 and, among other things, enable the
achievement of all cost-effective DSM.

On September 15", 2014 the Board issued a Draft Report of the Board outlining its
proposed 2015-2020 DSM Framework for Natural Gas Distributors (EB-2014-0134) and
called upon all interested parties to provide comment.

On October 15", 2014 Enbridge, Union Gas, and a wide variety of stakeholders
provided comment on the Board’s proposed 2015-2020 DSM Framework. An important
element of Enbridge’s submission was a request that 2015 be treated as a Transition
Year, as 2015 is the first year of the 2015-2020 DSM Framework. Among other
reasons, Enbridge made this request to satisfy the market’s need for certainty and
demonstrate that the current DSM consultation process could continue to yield efficient
and effective outcomes.

On December 22", 2014 the Board released a Report of the Board: Demand Side
Management Framework for Natural Gas Distributors (2015-2020) (“Framework”) and
an accompanying set of Filing Guidelines. Section 15.1 of that Framework set out the
Board’s direction regarding activities in 2015, calling for 2014 DSM activities to be rolled
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forward into 2015 in order to facilitate a smooth and measured evolution into the new
DSM Framework. Section 15.1 has been included here in its entirety for convenience:

15.1 DSM Activities in 2015

The gas utilities should roll-forward their 2014 DSM plans, including all programs
and parameters (i.e., budget, targets, incentive structure) into 2015. Both
Enbridge and Union requested that their 2014 activities be rolled-forward into
2015 to help facilitate a smooth evolution into the new DSM framework.

The Board agrees this is appropriate and will allow the gas utilities to fully
consider the new DSM framework and appropriately develop their DSM portfolios
and suite of programs that will make up their new multi-year plans. The gas
utilities should increase their budgets, targets and shareholder incentive amounts
in the same manner as they have done throughout the current DSM framework
(i.e., 2013 updates to 2014 should now apply as 2014 updates to 2015). The
Board expects the gas utilities’ new multiyear DSM plans will fully address the
guiding principles and key priorities outlined in the framework.

Currently, DSM amounts have already been approved and are included in rates
for both Enbridge and Union®. If necessary, the gas utilities may modify their
current suite of programs and re-allocate funds between approved programs up
to a maximum of 30% of the approved annual DSM budget for an individual DSM
program. Additionally, the gas utilities may increase overall spending by up to
15%, consistent with the Board’'s guidance as part of the gas utilities’ current,
approved DSM plans, and use these additional funds to begin to incorporate and
address the guiding principles and key priorities outlined in the DSM framework.
If a gas utility incurs DSM spending greater than that which has been previously
approved, it should track these expenditures in the DSM variance account for
clearance in a future proceeding.

%5 2015 DSM amounts were approved by the Board as part of EGD’s 2014-2018 Custom
IR Rate Application (EB2012-0459). EGD has subsequently updated its 2015 DSM
budget amounts as part of its 2015 rate application (EB2014-0276). 2015 DSM amounts
were approved by the Board as part of Union’'s 2014-2018 rate application, EB2013-
0202. Union has subsequently updated its 2015 DSM budget amounts as part of its 2015
rate application (EB-2014-0271).

With the Framework being issued only a little more than one week prior to the
commencement of the 2015 year, it was recognized that appropriate transitional
provisions were required to provide the certainty that the gas utilities required in order to
be able to effectively operate DSM programs in 2015. Rather than require the utilities to
operate their DSM programs in a climate of uncertainty until a decision was issued in
that proceeding, the Board ordered a rollover of the 2014 budgets and targets.
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Specifically, the Board requested that the gas utilities increase their budgets, targets
and shareholder incentive amounts in the same manner as they did to transition from
2013 to 2014.

It should be noted that Enbridge did work extensively with intervenors with a view to
attempt to reach an agreement for the purposes of proposing budgets and targets that
would have deviated from a strict rollover; however, these discussions did not result in a
Settlement that was presented to the Board. As a result, the Company proceeded with
its portfolio of DSM program offers relying upon the transitional provisions set out in
Section 15.1 of the Framework.

For the purposes of the Update, which the Company filed with the Board for the years
2013 and 2014 (EB-2012-0394) and which was the subject of a complete settlement
and acceptance by the Board, a 2% GDP-IPI figure was used to update the budget in
both years. Accordingly, the Company updated its 2014 budget by the same 2%°
consistent with Section 15.1 of the Framework. This 2% change resulted in an increase
of the 2014 DSM budget of $32.16 million to a budget of $32.80 million for 2015.
Section 15.1 of the Framework also called upon the utilities to increase their
shareholder incentives in the same manner as was done for 2013 and 2014. As a
result, Enbridge’s maximum 2014 shareholder incentive of $10.87 million was increased
to a maximum 2015 shareholder incentive of $11.09 million.

Additionally, Section 15.1 allowed the gas utilities to increase overall spending by up to
15% to incorporate the guiding principles and key priorities as outlined in the
Framework resulting in an incremental budget of $4.92 million. This 15% incremental
budget was incremental to the additional program cost spending previously permitted
through the DSMVA.

The Company’s 2015 DSM year was delivered consistently with the transitional
provisions as set out in the Framework. The Company used the 2014 budget and
program targets and escalated these by the rate agreed to by the parties, and accepted
by the Board, for the 2013 and 2014 DSM plan years. The Company’s activities in 2015
were therefore, based on an expected DSM budget of $32.80 million plus an additional
budget of 15% to account for new activities in pursuit of the Board’s guiding principles
and key priorities of the Multi-Year Plan.

6 EB-2012-0394, Exhibit B, Tab 2, Schedule 9, page 8
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In the Decision and Order, published January 20", 2016, the Board agreed and
determined that Enbridge reasonably interpreted the DSM Framework and
subsequently approved the Company’s 2015 budget, metrics and targets for all
scorecards, shareholder incentive amounts, and incremental budget as filed.

Enbridge’s 2015 DSM Plan includes three distinct programs; Resource Acquisition, Low
Income and Market Transformation. Within each of these programs, Enbridge makes a
variety of energy efficiency offers available in support of its customers and the
province’s GHG emission reduction efforts.

The Resource Acquisition program and its offers focus on achieving direct, measurable
savings customer by customer and commonly involve the installation of energy efficient
equipment or the implementation of operational improvements. These improvements
are often supported by technical assistance and financial incentives among other
approaches.

The activities undertaken and offers made available in the Low Income program are
largely similar to those included within Resource Acquisition. However, delivering
energy efficiency to the low income market presents a unique set of challenges and
requires a tailored approach. While the Low Income program will often yield lower net
TRC benefits relative to Resource Acquisition, delivery of energy efficiency to these
consumers yields various benefits which are difficult to quantify, justifying a Board-
approved threshold for cost-effectiveness which is lower than that of Resource
Acquisition.

Lastly, Enbridge’s Market Transformation program focuses on facilitating fundamental
changes in the market, such as increased market shares of energy efficient products
and services, or the influencing of consumer behavior and attitudes to reduce the
consumption of natural gas. Enbridge’s Market Transformation offers have a long-term
and holistic view of the use of energy in Ontario and seek to operate where competitive
forces are not expected to yield the results sought within an acceptable timeframe.
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The utility is expected to assess their DSM portfolio through a method of calculating and
testing the cost-effectiveness of its programs. As outlined in the Framework, beginning
in 2015, the Board adopted “an enhanced TRC test, or the “TRC-Plus” test, which the
gas utilities should use to screen all potential DSM programs when developing their
multi-year DSM plans.”” The utilities were instructed to apply a 15% non-energy benefit
adder to the benefit side of the TRC test calculation. Furthermore, the Board directed
the utilities to also “incorporate the PAC test as a secondary cost-effectiveness
reference tool to help better inform which programs should be proposed.”®

“The TRC-Plus test measures the benefits and costs of DSM programs for as long as
those benefits and costs persist and applies a 15% non-energy benefit adder.” The
15% non-energy benefit adder accounts for other benefits not related to the reduction in
natural gas such as environmental, economic and social benefits.

In the case of the Resource Acquisition program, if the TRC-Plus ratio (which compares
the present value of the natural gas, electricity and water savings and 15% non-energy
benefits adder to the present value of the costs) exceeds 1.0, the program is considered
cost-effective.

In recognition that the Low Income program may include additional benefits that are not
reflected in the TRC-Plus test, the Low Income program is screened using a TRC-Plus
threshold of 0.7.

As highlighted in the Guidelines, some programs, such as Market Transformation are
not typically amenable to a screening approach (such as TRC-Plus) and instead are
reviewed on a case-by-case basis.

The Company has also applied the Program Administrator Cost (“PAC”) test as a
secondary reference tool in assessing the programs’ cost-effectiveness. As outlined in
the Guidelines, “the costs included in the PAC test calculation include all expenditures

7 EB-2014-0134. Report of the Board. Demand Side Management Framework for Natural Gas Distributors (2015-
2020), OEB, December 22, 2014, Page 33.

8 Ibid, Page 33.

9 EB-2014-0134. Filing Guidelines to the Demand Side Management Framework for Natural Gas Distributors
(2015-2020), OEB, December 22, 2014, Page 26.
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by the utility to administer DSM programs (i.e., costs to design, plan, administer, deliver,
monitor and evaluate).”*°

The Annual Report provides an opportunity to report both TRC-Plus and PAC
assessments for the 2015 DSM program results. Cost-effectiveness screening for 2015
programs is summarized in Section 4.3.

As outlined in the Framework, beginning in 2015, the Board introduced that it would be
taking on the coordination function of the EM&V process. Additional clarity regarding the
evaluation process was provided on August 21%, 2015, in the memo from the Board to
the utilities and to participants in the EB-2014-0134 consultation (EB-2015-0245). The
focus of the memo was the establishment of the OEB’s process to evaluate the results
of Natural Gas Demand Side Management (DSM) programs from 2015 to 2020. This
document included the following evaluation responsibilities:

e The Evaluation Contractor would draft an Evaluation, Measurement & Verification
(EM&V) Plan for the natural gas utilities’ DSM programs for approval by the OEB.

e The Evaluation Advisory Committee (EAC), which includes representation from
each of the utilities, would provide advice and input on the development of the
plan as required.

The scope of work included in the Request for Proposal posted by the Board on
February 8, 2016 for the purpose of selecting an Evaluation Contractor (EC) included
further detail explaining the program evaluation process. The utilities’ Evaluation Plans
that were included in its 2015-2020 Multi-Year DSM Plan, would be reviewed as part of
the EC’s development of the EM&V Plan and guide the verification tasks, impact
assessments and other evaluation studies undertaken in relation to DSM programs.

The Board’s August 21%, 2014 memo (EB-2015-0245) specified that the OEB would be
responsible for coordinating and overseeing the evaluation and audit process, including
selecting a third party Evaluation Contractor (EC) and publishing the final evaluation

10 Ibid. Page 26
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results on an annual basis. The EC will carry out the evaluation and audit processes of
all DSM programs and provide an opinion on whether the claimed DSM Incentive
(DSMI) amount, Lost Revenue Adjustment Mechanism Variance Account (LRAMVA),
and Demand Side Management Variance Account (DSMVA) have been correctly
calculated using reasonable assumptions. The Evaluation Advisory Committee (EAC)
which includes utility representation as described in Section 2.6 will provide input and
play an advisory role throughout the audit to facilitate the achievement of the audit
objectives.

As detailed in the August 21%, 2015 memo from the Board (EB-2015-0245), the EAC
provides input and advice as required throughout the DSM evaluation process. The
EAC is comprised of:

e Experts representing non-utility stakeholders, with demonstrated experience and
expertise in the evaluation of DSM technologies and programs, natural gas
energy efficiency technologies, multi-year impact assessments, net-to-gross
studies, free ridership analysis and natural gas energy efficiency persistence
analysis;

e Expert(s) retained by the OEB;

e Representatives from the Independent Electricity System Operator (IESO);

e Representatives from each natural gas utility; and

e Representatives from the Ministry of Energy (MOE) and the Environmental
Commissioner of Ontario (ECO), who will participate as observers.

The OEB has appointed the following non-utility stakeholders as members of the EAC:
e Chris Neme, Energy Futures Group
e Jay Shepherd, Jay Shepherd Professional Corporation
e Marion Fraser, Fraser & Company

Non-utility stakeholders are expected to provide input and advice based on their

experience and technical expertise and not to advocate positions of parties they have
represented before the OEB in various proceedings.

12
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As outlined in the letter from the Board dated March 4™, 2016 (EB-2015-0245), the
TEC'’s evaluation activities will be transitioned to the OEB under the new DSM
evaluation governance structure. Further discussion with OEB Staff and the TEC has
provided additional clarity/direction on the following specific projects:

Technical Reference Manual (TRM) Development. Development of the TRM with
updated measures and input assumptions is near completion and the TEC will continue
to finalize the TRM. The management of the online portion of the TRM has been
transitioned to OEB Staff, who will post the final TRM online when it is available. The
utilities will continue to manage any remaining contractual obligations and payments
related to the TRM.

Custom Project Net-to-Gross Study. Following input from the TEC on a draft work
plan prepared by the project consultant currently under contract, this study will be
transitioned to OEB Staff. The utilities will continue to manage contractual obligations
and payments associated with this project. OEB Staff will assume oversight of the study
with input from the EAC, and will confirm the completion of major milestones for the
utilities to process payments of consultant’s invoices.

Boiler Baseline Study. The TEC will select the Boiler Baseline proponent with input
from Board Staff. This will be the last order of business for the TEC on this project. The
utilities will take over administrative responsibility and accountability for the study
following selection of proponent. The EAC will provide input to the utilities on the study
as appropriate.

Persistence Study. OEB Staff will be responsible for the procurement process and

management of the Persistence Study, including management of project deliverables
and contractual obligations through to completion of the study, with input from the EAC.

13
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The following tables summarize the annual reporting key elements outlined in Section
14.2 of the Guidelines.

OEB Approved Budgets

2015 2016 2017 2018 2019 2020

Resource Acquisition (RA)

Residential $1,872,720 $13,024,688 $16,705,000 $20,175,000 $20,578,500 $20,990,070 $93,345,978
Commercial / Industrial $12,571,070 $16,278,937 $17,679,381 $17,737,977 $16,355,713 $16,685,480 $97,308,558
RA Program Costs $14,443,790 $29,303,625 $34,384,381 $37,912,977 $36,934,213 $37,675,550 $190,654,536

RA Overheads $4,731,485 $5,033,048 $5,104,327 $5,249,479 $5,122,057 $5,232,967 $30,473,363
Total RA $19,175,275 $34,336,673 $39,488,708 $43,162,456 $42,056,270 $42,908,517 $411,782,435

Low Income (LI)
LI Program Costs $6,864,090 $10,201,788 $10,908,121 $11,690,496 $11,923,306 $12,160,772 $63,748,573
LI Overheads $517,988 $1,743,622 $1,619,299 $1,618,681 $1,653,531 $1,689,078 $8,842,199
Total LI $7,382,078 $11,945,410 $12,527,420 $13,309,177 $13,576,837 $13,849,850 $72,590,772

Martket Transformation (MT)

MT Program Costs $4,890,900 $5,614,683 $5,849,381 $6,045,400 $6,174,079 $6,305,335 $34,879,778
MT Overheads $1,353,687 $964,351 $868,335 $837,054 $856,225 $875,783 $5,755,435
Total MT $6,244,587 $6,579,034 $6,717,716 $6,882,454 $7,030,304 $7,181,118 $40,635,213
Total Program Costs (without overheads) $26,198,780 $45,120,096 $51,141,883 $55,648,873 $55,031,598 $56,141,657 $289,282,887
Total Program Overheads $6,603,160 $7,741,021 $7,591,961 $7,705,214 $7,631,813 $7,797,828 $45,070,997
Total Program Costs (with overheads) $32,801,939 $52,861,117 $58,733,844 $63,354,087 $62,663,411 $63,939,485 $334,353,883
Portfolio Overheads

EM&V n/a $1,500,000 $1,700,000 $1,700,000 $1,736,746 $1,774,228 $8,410,974
Collaboration & Innovation 51,000,000 $1,000,000 $1,000,000 $1,000,000 $1,021,616 $1,043,663 $6,065,279
DSMIT n/a $1,000,000 $1,000,000 $1,000,000 $1,000,000 $1,000,000 $5,000,000
Energy Literacy n/a 30 $500,000 $500,000 S0 30 $1,000,000
Total Portfolio Overheads n/a $3,500,000 $4,200,000 $4,200,000 $3,758,362 $3,817,891 $19,476,253
2015 Incremental Budget $4,920,291 n/a n/a n/a n/a n/a n/a
Total Portfolio Budget $37,722,230  $56,361,117 $62,933,844 $67,554,087 $66,421,773 $67,757,376 $358,750,427

1. In 2015 the Collaboration and Innovation amount of SIM was included in the Incremental budget of 54.92M
2. Total Collaboration & Innovation budget as approved by the Board is S6M for 2015-2020

14
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11

Annual Actual Total DSM Costs

RATE CLASS 2007 2009 2010 2011 2012

RATE 1 $11,894,135 $12,545,981 $14,794,795 $12,467,796 $14,214,627 $17,935,484 $13,881,901 $23,507,037 $26,855,974
RATE 6 $2,848,384  $7,519,262  $7,486,577 $10,713,308 $15,103,141 $17,127,050 $15,172,590 $13,901,251  $15,646,361
RATE 9 SO S0 S0 S0 $0 $1,425 $1,420 $1,712 $1,839
RATE 100 $8,949,764  $3,201,527  $2,667,170 $86,297 $17,677 50 $0 $0 $0
RATE 110 $3,658,449  $1,041,758  $1,943,819  $1,470,858  $1,048,222  $783,904 $937,258 $1,189,687  $1,906,631
RATE 115 $643,144 $1,716,735  $1,314,146  $545,382 $602,386 $1,329,072  $1,420,390  $567,271 $660,873
RATE 125 $0 $0 $0 $0 $0 $53,449 $53,268 $64,223 $68,967
RATE 135 $1,762 $79,757 $11,685 $59,163 $121,756 $441,318 $320,401 $123,739 $58,953
RATE 145 $855,487 $901,590 $676,730 $729,534 $655,237 $495,925 $369,074 $253,864 $153,518
RATE 170 $294,508 $1,860,562  $1,843,628  $2,040,735  $2,195,089  $536,445 $149,399 $457,841 $403,456
RATE 200 $0 $0 $0 $0 $0 $18,529 $18,466 $22,264 $23,909
RATE 300 S0 S0 S0 S0 $0 $3,563 $3,551 $4,281 $4,598

TOTAL $29,145,632 $28,867,172 $30,738,550 $28,113,075 $33,958,134 $38,726,165 $32,327,718 $40,093,170 $45,785,079

2007 2008 2009 2010 2011 2012 2013 2014 2015
Total DSM Spending

($ millions) *

$21.20 $23.03 $25.42 $24.00 $27.24 $30.61 $27.84 $32.51 $35.78

1. Total DSM Spending includes variable costs, fixed costs and DSMVA where applicable

2013

2007 2008 2009 2010 2011 2012 2014 2015

Total DSM Spending

(millions $) * $212

$23.0 $25.4 $24.0 $27.2 $30.6 $27.8 $32.5 $35.8

Total Distribution Revenue
(millions $) 2345 $980.9 $995.9 $1,012.1 $960.4 $978.8 $972.0 $1,055.0 $1,044.0 $1,055.4
millions

DSM Spending as % of
Distribution Revenue

2.2% 2.3% 2.5% 2.5% 2.8% 3.1% 2.6% 3.1% 3.4%

1. Total DSM Spending includes variable costs, fixed costs and DSMVA where applicable

2. Distribution Revenue is equal to the gas distribution margin, and is the gas sales and distribution revenue less the cost of gas
3. Distribution Revenue includes gas sales and transportation of gas less gas commodity cost

4. Distribution Revenue excludes transmission, compression, and storage

5. Distribution Revenue is based on data unnormalized for weather

11 As the request is for actual costs, Enbridge interprets this to be ‘DSM spending’ rather than ‘DSM budget’ as
written in Section 14.2 of the Guidelines.
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P00} p100°) 2010 2011 2012 2013 2014 20152
S millions

Total Shareholder

) $8.25 $5.80 $5.36 $4.16 $6.77 $8.16 $4.54 $7.65 $10.08
Incentive Earned

Maximum
Shareholder $9.00 $9.22 $9.24 $9.40 $10.16 $10.45 $10.66 $10.87 S$11.09

Incentive Available
1. 2012 Shareholder Incentive includes reduction of -5657,223 per Board's decision (EB-2013-0352)

2. 2015 Shareholder Incentive subject to Board approval

12

2008 2009 2010 2011 20122 2013 2014 20153%°

Total Shareholder

Incentive ($ million) S

$8.25 $5.80 $6.77 $8.16

B DS $21.20  $23.03  $25.42  $24.00 S$27.24 $30.61 $27.84 $32.51  $35.78

Total DSM Spending as
a % of Shareholder 39% 25% 21% 17% 25% 27% 16% 24% 28%
Incentive Earned

1. DSM spending includes variable costs, fixed costs, and overheads

2.2012 ShareholderIncentive includes reduction of -$657,223 per Board's decision (EB-2013-0352)
3. 2015 Shareholder Incentive subject to Board approval

4. 2015 DSM Spending includes incremental spending of $559,378

Annual Natural Gas Savings Targets

Scorecard 2015 2016 2017 2018

P 3
L Y e e (uw 1,011,901,200 983,790,685 S G e e e s e

Low-Income (m?) 92,800,000 96,690,000 performance

12 Enbridge interprets this request as requesting values as a percentage of ‘DSM spending’ rather than ‘DSM
budget’ as written in Section 14.2 of the Guidelines.
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2015 Annual Gas Savings ! 2015 Cumulative Gas Savings !

Gross Net Gross Net

Resource Acquisition 62,780,541 44,698,972 1,021,749,160 734,128,834
Low-Income 4,306,970 4,272,585 92,380,469 92,036,617

Total 67,087,511 48,971,556 1,114,129,629 826,165,451

1. 2015 DSM results subject to Board approval

2007 2008 2009

Total Net Gas Savings

o 85.07 77.25 69.86
(millions m3)

Total Gross Gas Savings

o 85.99 121.98 117.62 114.14
(millions m3)

1. 2015 DSM results subject to Board approval

2007 2008 2009 2011 2012

Total Net CCM
1,214.10 1,118.98 1,039.18 951.40 1,253.82 1,06898 82691  719.84 826.17

(millions m3)
Total Gross CCM

(millions m3)
1. 2015 DSM results subject to Board approval

1,233.54 1,809.65 1,801.77 1,455.74 181135 1,593.05 1,148.12 993.62 1,114.13

17
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Net Gas Savings Total (millions m3) * . 77.3 69.9 76.4 435 49.0

H 0y
2;;635 Savings as % of Total Gas 0.7% 0.7% 0.6% 0.6% 0.7% 0.6% 0.4% 0.4% 0.4%
Gross Gas Savings Total (millions m3)
X 86.0 122.0 1176 98.8 114.1 925 66.1 60.6 67.1
S;I‘:': Gas Savings as % of Total Gas 0.7% 1.0% 11% 0.9% 1.0% 0.9% 0.6% 0.5% 0.6%
Gonsumption(milionsEIE 11,8629 11,6865 11,1149 10,7423 11,3032 10,3044 11,3383 12,4343 11,7283

1. 2015 DSM results are subject to Board approval
2. Annual consumption volumes include rate classes that are subject to DSM costs only. Rates 9, 125, 200 and 300 are excluded as they do not participate in DSM

2011 2012 2013

Net CCM Total (millions m3) * 12141  1,1190  1,039.2 951.4 12538  1,069.0 826.9 719.8 826.2
g:l;eas Savings as % of Total Gas 10.2% 9.6% 9.3% 8.9% 11.1% 10.4% 7.3% 5.8% 7.0%
Gross CCM Total (millions m3) * 12335  1,809.7  1,801.8 14557 128113 15930  1,148.1 993.6 1,114.1
gl‘: s: Gas Savings as % of Total Gas 10.4% 15.5% 16.2% 13.6% 16.0% 15.5% 10.1% 8.0% 9.5%
Consumption (millions m3) 2 11,8629 11,6865 11,1149 10,7423 11,3032 103044 11,3383 12,4343 11,7283

1. 2015 DSM results are subject to Board approval
2. Annual consumption volumes include rate classes that are subject to DSM costs only. Rates 9, 125, 200 and 300 are excluded as they do not participate in DSM

2011 2012 2013 2014 2015

Total Operating Revenue
(millions $) *

$3,095.0 $3,233.8  $2,952.3  $2,394.1 $2,393.6  $2,240.9  $2,613.4  $2,861.3  $2,892.1

Less Total Gas Cost
(millions $) 2

Total Distribution Revenue
(millions $) 3

1. Operating Revenue includes gas sales and transportation, transmission, compression, and storage. All values are unnormalized for weather

$2,113.0 $2,236.1  $1,938.6 $1,432.3 $1,413.3 $1,267.6  $1,556.8  $1,815.5  $1,834.8

$982.0 $997.7 $1,013.7 $961.8 $980.3 $973.3 $1,056.6  $1,045.8  $1,057.3

2. Gas Costis based on data unnormalized for weather

3. Distribution revenue is equal to the gas distribution margin and is the gas sales plus transportation less the cost of gas

18
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2015 Natural Gas Volumes
(millions m3)

Rate Class

General Service

Rate 1 4,997.0
Rate 6 5,006.6
Total General Service 10,003.6
Contract Service

Rate 100 3.7
Rate 110 667.9
Rate 115 512.2
Rate 135 68.6
Rate 145 77.5
Rate 170 394.8
Total Contract Service 1,724.7

Grand Total 11,728.3

*Natural Gas Sales (Volumes) for rate classes that are subject
to DSM only

# of Customers
2015
Residential ! 1,930,657
Commercial 157,762
Industrial 6,262
Total 2,094,681

1. Residential customers include Low Income, which
cannot be differentiated

Customer Type
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Rate Class

Rate 1

Rate 6

Rate 9

Rate 100
Rate 110
Rate 115
Rate 125
Rate 135
Rate 145
Rate 170
Rate 200
Rate 300
Rate 315

Total

# of Customers
2015
1,930,657
163,634

2,094,681
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The 2015 DSM program scorecard performance is presented in Table 4.0.

Targets

Component Metric 2015 Results
Lower Middle Upper

»
_§ E Volumes Cumulative Savings (million m?) 92% 758.9 10119 1,264.9 734.13
o 2
=3l Residential Deep » 1
S o Py Number of Participants 8% 571 762 952 5,646
avings
Single Famil
L Cumulative Savings (million m?) 50% 18.1 24.1 30.2 28.07
iy (Part 9)
g Multi-residential
2 Cumulative Savings (million m?) 45% 51.6 68.7 86.0 63.97
I (Part 3)
g Multi-residential 3
(Part 3) LIBPM 2 % of Part 3 Participants Enrolled 5% 30% 40% 50% 65%
Residential Savings Completed Units 40% 833 1,111 1,389 1,987
= .
by Design
3 y Desie Builders Enrolled * 60% 13 18 22 19
% Commercial Savings
2 . &% New Developments Enrolled 100% 11 18 24 24
E by Design
3
%. Realtor Commitments ~ 50% N/A 5,001 6 10,001 & 41,650
EE Home Labelling -
Ratings performed by buyers and/or
se-‘i’erz perf RS 4 50% 2,250 4,500 6,750 333

1. Number of participants (houses) with at least two major measures and where average annual gas savings across all
participants is at least 25% of combined baseline usage.
2. LIBPM - Low Income Building Performance Management is the Low Income offer complement to the Commercial Run It Right
(RIR) offer.
3. Low Income Building Performance Management (LIBPM) percentage of Part 3 buildings enrolled in the current year program
= (x+y)/ (x+y+2):
x =# of new LIBPM buildings in the current year that have participated in another aspect of the Low Income programin a
previous year of 2012-2014 plan; y = # of new LIBPM buildings participating in current year that have not previously
participated in the Low Income program; z = #of buildings in the current year that have implemented custom projects
otherthan LIBPM.
4. Eligible builders based on a minimum of 50 homes builtin the prior year.
5. Commitments to make provision for adata field to show home energy ratings for all homes listed by participating realtors
(industry-wide commitment to include such a field on MLS or similar listing service and/or realtors' commitment to do so with
all the homes they list on their own websites, handouts and other consumer material).

6. Commitment from realtors collectively responsible for more than 5,000 (middle target) or 10,000 (upper target) listings/year.
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The 2015 weighted scorecard is the basis for the calculation of the Demand Side
Management Shareholder Incentive. DSMI amounts for the 2015 program year are
outlined in Section 9 of this report.

2015 Net CCM
Results (m°®)

Program/Sector

Resource Aquisition
Residential 102,415,214
Commercial 450,722,741
180,990,879

Industrial

Resource Acquisition Total 734,128,834
Low Income 92,036,617
Combined Total 826,165,451

As summarized in Table 4.1, in terms of Net CCM savings, 2015 results totalled
826,165,451 cumulative m® for all offers that include CCM as a metric. In 2015, the
Commercial sector was the largest overall contributor to CCM savings, accounting for
450,722,741 CCM or 55% of the total net CCM results. Industrial sector offers
contributed 22% of the total CCM savings followed by the Residential sector and the
Low Income program responsible for 12% and 11% of CCM, respectively.

CCM Distribution

Low Income Residential
92,036,617 :

Industrial
180,990,879
22%
Commercial
450,722,741
55%
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In 2015, Enbridge delivered three Market Transformation offers, all of which performed
well in relation to performance targets. On a weighted scorecard basis, all three offers
met or exceeded upper targets outlined in the scorecard. Results for the Market

Transformation program offers are reviewed in Section 7 of this report.

As outlined in the Guidelines, the utilities “should provide the annual and cumulative
resource savings attributable to each program, presented as both net and gross of the

adjustment factors.

uonisinboy 224nosay

2wodu| mo

»13

Program/Sector/Offer

Residential

Home Energy Conservation

Total Residential

Commercial

Commercial Custom

Commercial Prescriptive

Run It Right

Total Commercial

Industrial

Industrial Custom
Industrial Prescriptive

Total Industrial

Low Income
Single Family (Part 9)
Multi-Residential (Part 3)

Total Low Income

Grand Total

Gross Annual

Gas Savings {rn3) Gas Savings {m3)

7,956,225

23,293,072

6,774,554
536,821

23,658,347
561,521

1,135,609

3,171,361
4,306,970

67,087,511

Net Annual

6,762,791

7,956,225 6,762,791

19,434,966
5,674,927
536,821

30,604,447 25,646,715

11,890,642
398,824

24,219,869 12,289,466

1,129,070
3,143,515
4,272,585

48,971,556

Gross CCM

(m?)

120,488,487

426,012,146

116,504,921
2,684,105

120,488,487 102,415,214

Net CCM

(m’)

102,415,214

350,622,209

97,416,428
2,684,105

345,232,715
10,826,785

545,201,172 450,722,741

173,397,871
7,593,008

28,132,657

64,247,812
92,380,469

1,114,129,629

356,059,500 180,990,879

28,067,264

63,969,353
92,036,617

826,165,451

13 EB-2014-0134. Filing Guidelines to the Demand Side Management Framework for Natural Gas Distributors
(2015-2020), OEB, December 22, 2014, Page 18 .
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Table 4.3 details the annual gas savings and cumulative lifetime natural gas savings
results (in cubic meters) for each of the program components that have CCM as a
performance metric. Savings results are summarized for both gross and net savings
(net of applicable adjustment factors).

Table 4.4 summarizes the TRC-Plus screening calculations for the 2015 Enbridge DSM
Portfolio for illustrative purposes. The portfolio as a whole was cost-effective with an
overall TRC-Plus ratio of 2.95. Further, the two programs to which this screening
applies, Resource Acquisition (3.12 TRC-Plus Ratio) and Low Income (1.88 TRC-Plus
Ratio) were also cost-effective to deliver as individual programs.

NPV TRC Plus Total TRC Net TRC Plus TRC Plus

Sector/Offer ) . .
Benefits Costs Benefits Ratio

Residential
Home Energy Conservation 19,724,692 8,812,469 10,912,223 2.24
All Residential Total 19,724,692 8,812,469 10,912,223 2.24
Commercial
Commercial Custom 86,028,559 26,433,133 59,595,426 3.25
Commercial Prescriptive 20,777,419 3,640,863 17,136,556 5.71
Run It Right 523,655 1,591,860 -1,068,205 0.33
All Commercial 107,329,633 31,665,856 75,663,777 3.39
Industrial
Industrial Custom 32,178,775 5,179,632 26,999,143 6.21
Industrial Prescriptive 1,530.447 304,562 1,225,885 5.03
All Industrial 33,709,221 5,484,194 28,225,028 6.15
Overheads 5,639,080 -5,639,080
Overall Resource Acquisition 160,763,547 51,601,598 109,161,948 3.12
Low Income
Single Family (Part 9) 4,309,787 4,077,752 232,036 1.06
Multi-Residential (Part 3) 10,978,840 3,426,793 7,552,047 3.20
Overheads 617,349 -617,349

Overall Low Income 15,288,628 8,121,893 7,166,734

Combined RA/Low Income * 176,052,174 59,723,491 116,328,683

*This summary does not include calcuations for the Market Transformation program.

24



Filed: 2017-12-19, EB-2017-0324, Exhibit B, Tab 1, Schedule 1, , Page 31 of 117

ENBRIDGE

2015 DSM Annual Report

As proposed in the Guidelines, the Company is expected to use the Program
Administrator Cost (PAC) test as a secondary reference tool in assessing the programs’
cost-effectiveness. Table 4.5 below summarizes the PAC screening calculations for the
2015 Enbridge DSM Portfolio. The portfolio as a whole was cost-effective with an

overall PAC ratio of 4.47.

Sector/Offer

Residential

Home Energy Conservation

All Residential Total

Commercial

Commercial Custom
Commercial Prescriptive
Run It Right

All Commercial

Industrial

Industrial Custom

Industrial Prescriptive

All Industrial
Overheads

Overall Resource Acquisition

Low Income

Single Family (Part 9)
Multi-Residential (Part 3)
Overheads

Overall Low Income

Combined RA/Low Income *

NPV PAC Total PAC Net PAC
Benefits

PAC

Costs Benefit Ratio

18,205,398 9,362,295 8,843,103 1.94

18,205,398 9,362,295 8,843,103 1.94

56,548,553
16,207,128
523,655
73,279,336

4,577,666
759,387
1,458,896
6,795,949

51,970,887
15,447,741
-935,241
66,483,387

12.35
21.34
0.36
10.78

15.00
51.04
15.45

32,084,579
1,385,792

2,139,556
27,150
2,166,706

29,945,023
1,358,642
31,303,665

33,470,371

5,635,080 -5,639,080

124,955,105 23,964,031 100,991,074

4,288,990 4,444,616 -155,626 0.96
10,058,221 2,111,746 7,946,475 4.76
617,349 -617,349

14,347,211 7,173,710 7,173,501

139,302,316 4.47

31,137,741
*This summary does notinclude calcuations for the Market Transformation program.

108,164,575
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There are two performance metrics in Enbridge’s Resource Acquisition scorecard
encompassing results attributable to offers which are geared to the Residential,
Commercial and Industrial market segments. Performance for the Resource Acquisition
program is measured primarily in terms of net CCM of natural gas savings but also
includes a residential deep savings metric.

Resource Acquisition offers focus on achieving direct, measureable savings customer
by customer and commonly involve the installation of energy efficient equipment or the
implementation of operational improvements.

In the residential sector, the Home Energy Conservation (HEC) offer comprises
upgrades to space and water heating equipment and home building envelope upgrades.
The deep savings metric measures the number of participants in HEC that achieve an
average annual gas savings across all participants of at least 25% of combined baseline
usage.

For commercial customers, prescriptive and custom project offers are available for new
and existing commercial building customers and include the installation of efficient
heating, ventilating and air conditioning (HVAC) systems, and custom solutions specific
to the customers’ needs.

Industrial customers tend to have differing and unique considerations. In addition to
selected prescriptive measures, projects for industrial customers are most often
customized solutions, engineered to meet the specific needs of a customer’s
manufacturing process and facility.

Enbridge works across the entire marketplace to build awareness of the energy
efficiency opportunities supported through its program. The ongoing education,
customer support and technical assistance provided by DSM consultants continue to be
a key driver in delivering results for the Resource Acquisition program.

Results for CCM (natural gas savings volumes) in Enbridge’s 2015 Resource

Acquisition (RA) program were 734.1 million CCM. The Resource Acquisition program
scorecard also includes a deep savings metric specific to the Residential sector. There
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were 5,646 participants counted towards this metric. This result exceeded the upper
scorecard target.

Targets 2015

Component Metric : _
Weight Lower Middle Upper Result

Cumulative Savings
Volumes " 5 758.9 1,011.9 1,264.9
(million m?)
Residential Deep
Savings

Number of Participants * 571 762 952

Number of participants (houses) with at least two major measures (average annual gas savings across all
participants must be at least 25% of combined baseline usage).

Within the RA program, each of the Residential, Commercial and Industrial sectors
contributed to the CCM savings target as detailed below in Table 5.1. Further detail on
the offers within each of these sectors is provided in the following pages.

# of
PAC Ratio Projects

1

Resource Aquisition CCM 100% 2015 Net  TRC-Plus
Program Sector Target (m’) CCM (m3) Ratio

Residential 12,024,643 102,415,214
Commercial 644,789,155 450,722,741

Industrial 355,087,402 180,990,879

Total Resource
o 1,011,901,200 734,128,834
Acquisition

L. # of Projects summarizes the number of unique projects for custom offers, RIR and HEC.,
2_# of Units summarizes the number of units installed for prescriptive offers.

CCM savings contributions from each sector within the RA program are illustrated in
Table 5.2. Commercial offers were responsible for 61% of the total CCM savings in the
RA program. Industrial and Residential offers contributed 25% and 14% of results,
respectively.
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Resource Acquisition CCM by Sector

Residential
Industrial 102,415,214 -
180,990,879 14%

25%

Commercial

450,722,741
61%

All Resource Acquistion offers delivered to Enbridge customers in 2015 and discussed
below will be continued in the Resource Acquisition DSM program in 2016.

Home Energy Conservation (HEC)

Objectives The Residential component of the RA program focuses on the
existing home sector through the marketing and delivery of a home
energy conservation initiative.

The goal of the HEC offer is to achieve deep energy savings in
existing homes and to raise awareness of the benefits of energy
efficiency. The initiative is designed to reduce gas use for space and
water heating using a holistic approach, encouraging conservation
through the installation of high efficiency equipment as well as thermal
envelope improvements to reduce the space heating load. With
financial incentives, the offer helps homeowners make their homes
more energy efficient and reduces the burden of high energy costs.

Target HEC is targeted to Rate 1 residential customers.
Customer
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Metrics

The first metric is cumulative cubic meter (CCM) savings generated
by participants.

The second metric is total number of participants — specifically, the
number of houses with at least two eligible measures implemented
and where average annual gas savings across all participants is at
least 25% of baseline usage.

Tracking
Methodology

Gas savings are claimed based on results calculated through the use
of NRCANSs accredited modeling software (HOT2000) utilized by
Certified Energy Auditors (CEAS). Reporting provided to the Company
by the delivery agents summarizes information regarding participants,
dates, measures installed and gas savings (m®) which are maintained
and tracked monthly.

The number of participants (houses) with at least two major
measures, and where average annual gas savings across all
participants is at least 25% of combined baseline usage, are
calculated, tracked and counted toward the deep savings participant
metric.

Offer
Description

Since the cancellation of the federal government funded ecoENERGY
program that ran from 2007 and ended in early 2012, there has been
a market need for initiatives that drive energy efficiency in the existing
housing sector.

This offer was introduced midway through 2012 to encourage and
support gas savings opportunities in existing residential houses and to
meet the priorities outlined in the Board’s 2012-2014 DSM Guidelines,
in particular, the goal of pursuing deep savings.

HEC is designed to capture deep energy efficiency savings
opportunities through the delivery of a holistic, “whole home”
approach.

The HEC offer utilizes accredited software such as Natural Resources
Canada’s (NRCan) as the foundation in calculating annual gas
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savings for each participant. The software provides an effective
building energy simulation tool to model the savings. Participants
receive a pre-retrofit energy audit conducted by a certified energy
advisor before starting work and a post-retrofit energy audit to
calculate gas savings.

Measures include home envelope improvements and mechanical
system upgrades as these measures offer the greatest opportunity for
“deep”, long-term energy conservation through gas savings.

Enbridge offers qualifying customers incentive dollars towards the
pre-retrofit energy audit of their home and the opportunity for
additional incentives if the participant completes at least two upgrades
from a list of qualifying measures. The offer aims to ensure that the
installation of these measures contributes to the achievement of an
average 25% annual gas savings over the participant portfolio, based
on pre- and post-energy audit results. The qualifying measures
included for HEC are as follows:

e Heating system replacement;

e Foundation insulation;

e Water heating system replacement;
e Air sealing;

e Attic insulation;

e Window replacements;

e Wall insulation;

e Drain water heat recovery; and

e Exposed floor insulation.

To be eligible for the offer, customers must meet the following criteria:
¢ Be aresidential homeowner in the Enbridge franchise area;
e Have a valid Enbridge Gas account in good standing;
e The home’s primary heat source must be natural gas;
e Use an approved Certified Energy Evaluator/Auditor;
e Install at least two measures; and
e Complete a pre- and post-energy audit.
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In 2015, to help offset the costs of recommended upgrades, customer
incentives of up to $1,600 were available for achieving 25%-49% in
annual gas savings and up to $2,000 for achieving 50% and above in
annual gas savings.

Cost-
Effectiveness

The HEC offer is cost-effective as supported by the TRC-Plus and
PAC ratios summarized in Table 5.3 below.

2015 Results

Also as outlined in Table 5.3 below, the HEC offer contributed 102.4
million CCM to the Resource Acquisition results in 2015 with a total of
5,646 participants. These participants counted toward the Residential
Deep Savings metric, exceeding the upper target of 952 participants.

As communicated in 2015, including during the Oral Hearing for the
2015-2020 Multi-Year DSM Plan proceeding (EB-2015-0049), based
on forecast participation in the offer, Enbridge halted the offer mid-
year in order to manage budget requirements.

Resource Acquisition 2015 Net CCM  TRC-Plus PAC Ratio # of
Residential Sector (m3) Ratio Projects

Home Energy Conservation RN EWAL:

» The HEC offer again demonstrated great success in 2015. A key focus was the
continuing expansion of the offer to a broader customer base, working toward the
goal of making the offer accessible across the Enbridge franchise area.

» Enbridge continued to provide training sessions and touchpoint meetings to
ensure that procedures and processes required for tracking were understood and

followed.
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» Enbridge continue to work in 2015 with the City of Toronto on the Home Energy
Loan Program (HELP) to further broaden the delivery of the HEC offer in Toronto
with a simultaneous expansion of the regions that could qualify for HELP. The
initiative provides a financing tool offered by the City to assist homeowners with
improving their home’s energy efficiency and save money. Low interest loans are
available to qualifying homeowners with repayment facilitated through
installments on property tax bills.

Qualified CEAs for GTA Region HOME

The Home Inspectors Group Ine. BAT-702-0276 E N E RGY

Pro Home & Building Inspections Inc. 4468517778

Direct Enorgy 1.865-633-1540 CONSERVATION

Canada Energy Audit Ltd. 1-8B8-20B-9458 / 416-822-6524 PR OGR A IV1

Enertest Corporation 1-705-327-1504 / 1-877-327-1804

Windfall Ecology Centre 1-8B6-280-4431

Trillium Home Inspections 416-540-5670

Project FutureProof 416-481-4218 I

Qualified CEAs for Ottawa & Niagara Regions

The Home Inspectors Group Inc. 1-866-207-9206
Direct Energy 1-B66-633-1540
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*Designated cammuniies are: Aurors, Exnst Esilimbury, Gacegin, King, Newmarlert, Markham, Fichmend Hil, Vaughan, Whitchurch-Steafhille,
The City of Terantn, Brampien, Wireissauge, Ajux, Dahawe, Fickering, Whithy, Novan (KAE), Nepean, Grinshy, Niagars Fals and St. Cathirines.
B Semling rust be & minimum rckction of nnmm b e B L e

annuzl gas savings, a pre- and post-homs energy audit is requined by & program appraved Certfied Energy Audfor [CES). Please cartact e
of tha Enbridge pre-approvad Carifisd Ensrgy Buifiers mm mm it inform stisn mbaut this pragrem. Adefticnl imformation cn the
program can be found =t knawyournergyecore. ca. For any othr enquiviss, cal 1-B83-427-3888, prass 3. Pragram may b subject o change
er cancalstian without matica at any fime. Ensrgy mudk s din iy iple cffers. Drly cne errciment e
ncantive per hausehold i permitted.

ENBRIDGE"

Life Takes Energy~

» Marketing efforts for HEC have been well received and included:

e Enbridge Channel Consultants marketing to Heating, Ventilation and Air
Conditioning (HVAC) and insulation contractors through e-blasts to
communicate updates, geographic expansion and to promote opportunities
for residential customers;

e enhancements to Enbridge’s residential energy efficiency microsite -
www.knowyourenergyscore.ca in order to increase user-friendliness;

e targeted advertising in lifestyle magazines to highlight the HEC offer and gas
savings opportunities directly to homeowners;

e participation and exhibition at franchise area home shows to promote the
HEC offer and increase awareness;

e collaboration with the Toronto and Region Conservation Authority (TRCA)
Sustainable Neighbourhood Action Planning (SNAP) for delivery of HEC

32


http://www.knowyourenergyscore.ca/

Filed: 2017-12-19, EB-2017-0324, Exhibit B, Tab 1, Schedule 1, , Page 39 of 117

ENBRIDGE 2015 DSM Annual Report

marketing information to increase consumer awareness and drive
participation; and,

e promotion to the realtor community in addition to the Home Labelling
communication and marketing efforts for that initiative.

» Overall, net annual gas savings per project averaged approximately 1,200 m®.
The majority of participants implemented heating system replacements; the next
most common measures installed were air sealing and attic insulation.

» To support the growing momentum of this offer in 2015 and the opportunities to
pursue HEC related savings, the Company expanded delivery and accessed
available additional funds in line with provisions set out in the Guidelines.
Spending for the portfolio in 2015 is summarized in Section 10.2 of this report.

> Due to the success of HEC in the first half of 2015, budget limitations became
more challenging. As a result, Enbridge worked to optimize the DSM budget to
accommodate an expansion of the program (relative to the budget), without
unduly removing focus from other DSM areas and sectors. With these priorities in
mind, and by accessing all of the available options presented to it, the Company
determined that the program could not continue to be funded beyond mid-year.
As a result, the Company communicated that eligible projects would need to
have pre-audits completed in June, 2015 and post audits completed by July 31%,
2015.

Air leakage means your furnace will need to work harder io heat your home. will pravent heated and cooled air from escaping through
Proper sealing prevents drafts, increasing comfort and lowering energy bills. e.
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» The HEC offer is well-aligned with the Board’s guiding principles and key priorities
as outlined in the Framework. The offer seeks to reach an increased number of
participants, treat customers’ homes in a holistic manner, and drive deep savings.
In preparation for future growth, the Company assessed the administration for the
offer to identify opportunities for improvements. Enbridge determined that a live
registration site (to be developed early in 2016) for pre-audits would assist with
the management of workflow processes for home audit tracking. With increased
participation in the offer anticipated, improvements were necessary to ensure
effective processes would be maintained with increased capacity.

Enbridge serves over 150,000 Commercial sector customers across the Company’s
franchise territory. These customers span a wide variety of sub-sectors, which include:
Multi-Residential Buildings, Commercial Office Buildings, Schools/Universities,
Hotels/Motels, Warehouses, Retail Facilities, Food Services, Hospitals/Health-Care and
Government/Municipal Facilities.

Offers designed for commercial customers include custom and prescriptive approaches
designed to support the installation of energy efficient equipment and the adoption of
energy efficient practices. This is accomplished through the provision of energy audits,
technical support, education and incentives.

DSM programming available to commercial customers is delivered directly by
Enbridge’s Energy Solutions Consultants (ESCs) to customers and building owners/
operators and also through supply chain channels and business partners, including
HVAC contractors, engineering firms and energy service advisors.
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# of TRC-Plus PAC
Units ° Ratio Ratio

Resource Acquisition 2015 # of Projects
Commercial Sector Net CCM !

Custom 350,622,209 562 - 585 172815
Prescriptive 97,416,428 - 16,877 5.71 21.34

Run It Right 2,684,105 28

Total/Average 450,722,741 590 16,877

# of Projects summarizes the number of unique projects for custom offers and RIR.
# of Units summarizes the number of units installed for prescriptive offers.

Commercial - Custom and Prescriptive Fixed Incentive Offers

Objectives The goal of the Commercial Custom offer is to reduce natural
gas use through the capture of energy efficiency opportunities
in commercial buildings, including retrofits of building
components and upgrades at the time of replacement. The
offer aims to promote the highest level of energy efficiency.
The Commercial Prescriptive offer is designed to capture
energy savings in the Commercial sector associated with the
installation of prescriptive and quasi-prescriptive technologies.

Target Both the Custom and Prescriptive offers target commercial
Customer customers who are primarily in Rate 6 as well as commercial
customers in Rates 135, 145, 110, 115 and 170.

Metrics As part of the RA program, the primary metric for the
Commercial Custom and the Prescriptive offer is lifetime
natural gas savings - cumulative cubic meters (CCM) savings.

Tracking Savings for each custom project are calculated on an individual
Methodology | basis and results are tracked weekly by the Tracking and
Reporting team, utilizing Enbridge’s sales tracking software.

Data is compiled for Prescriptive offer participants and results
are also tracked on a weekly basis by the Tracking and
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Reporting team.
All supporting documentation is reviewed for accuracy and
completeness and is retained by Tracking and Reporting.
Offer The Custom Commercial offer provides incentives for
Description customers undertaking capital and operational improvements.

Typical measures include the installation of high efficiency
boilers, controls and building automation systems, heat
recovery projects and building envelope improvements.

The offer is promoted and delivered by ESCs who are active in
the marketplace. ESCs are trusted energy advisors; their
technical and energy efficiency sales experience is
fundamental to the successful execution of custom projects.
Enbridge executes on multiple approaches to reach
commercial customers.

ESCs work directly with customers, meeting with building
operators and facility managers to conduct site visits and
educate customers on potential options to improve the energy
use of their facilities. They review prescriptive offerings to
enable potential upgrade options or present custom
recommendations where applicable, based on a building’s
unique systems and to suit the customer’s energy efficiency
goals, budgetary considerations and business needs.

ESCs also work with national chain and large property
management firms, centralizing efforts to introduce savings
strategies and align DSM offers with customers’ company-wide
energy plans.

ESCs use their technical expertise to work with smaller firms
and managers of standalone buildings by educating them on
savings concepts and providing recommendations and savings
estimations for potential projects.
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Further, the Company works with a network of business
partners to extend outreach to customers and promote
awareness of the offers and encourage efforts towards energy
efficiency. The Company maintains relationships with service
providers (e.g. HVAC contractors, engineering consultants or
energy service companies), manufacturers and distributors,
ensuring they are well versed about offers and can present
savings opportunity scenarios and discuss incentives and
application processes with customers.

The Commercial Prescriptive offer for 2015 included fixed
incentives for various prescriptive and quasi-prescriptive
energy efficiency measures impacting space heating, water
heating and food service equipment.

Prescriptive measures have pre-determined fixed savings
based on the size and classification of the equipment. Quasi-
Prescriptive measures involve energy savings calculations
based on partially pre-determined values, but where one or
more variables need to be input in order to determine gas
savings for a particular installation.

Enbridge offered a full range of prescriptive and quasi-
prescriptive measures including:**

« Demand Control Ventilation (DCV);

e Condensing Boilers <300MBH;

« High Efficiency Boilers (specified parameters);
e Air Doors;

« Energy Recovery Ventilation (ERV);

e Heat Recovery Ventilation (HRV);

o Infrared Heaters;

e Condensing Make-Up Air Units;

e Ozone Laundry System;

14 Specific details regarding measures included can be found at enbridgegas.com/commercial
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e Low-Flow Showerheads;
« Demand Control Kitchen Ventilation System (DCKV);
o Energy Star Qualified Dishwashers;
« Energy Star Qualified Natural Gas Convection Ovens;
o Energy Star Qualified Natural Gas Fryers;
o Energy Star steam cookers; and
« High efficiency under-fired broilers.

Cost- Both the Commercial Custom and Prescriptive offers were

Effectiveness

cost-effective, as supported by the TRC-Plus screening
summarized in Table 5.4.

Evaluation
Activities

In the case of custom projects, savings for each project are
determined with project-specific savings calculations. Where
applicable, ESCs utilize standardized engineering calculators
developed by Enbridge’s technical engineering team. Projects
are screened for an additional internal technical review to verify
savings calculations as appropriate. Where required, savings
calculations are specialized based on project-specific
engineering analysis.

An independent third-party engineering review, the Custom
Project Savings Verification (CPSV), is conducted annually.
This verification study has historically consisted of a detailed
review of the savings calculations for a statistically
representative sample of commercial custom projects.*®
Beginning in 2015, as outlined in the August 21%, 2015 memo
from the board (EB-2015-0245), which outlines the new
governance structure detailing the OEB’s process to evaluate
the results of Natural Gas Demand Side Management (DSM)
programs from 2015 to 2020, the Board will be responsible for
retaining an Evaluation Contractor (EC). The detailed annual
evaluation and audit process will be developed as part of the
EM&V plan which the EC is expected to draft. The EAC will

15 The prescribed sampling methodology was developed for Enbridge and Union Gas by Navigant Consulting in
2012, revised in 2014 and endorsed by the TEC. “A Sampling Methodology for Custom C&I Programs”, Dan Violette
& Brad Rogers, Navigant Consulting, Inc., November 12, 2012. Revised: October 28, 2014
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provide advice and input on the development of the plan as
appropriate.

2015 Results | As summarized in Table 5.4, 562 commercial custom projects
were claimed in 2015; these projects accounted for 350.6
million CCM in natural gas savings. Custom projects
traditionally drive the highest percentage of Commercial
results.

As per Table 5.4, Commercial Prescriptive measures totaling
16,877 units contributed 97.4 million CCM.

» Enbridge continues to provide technical expertise to support and influence
Commercial customers and their suppliers to identify and implement capital and
operational improvements. Despite challenging rollover targets, natural gas
savings results from Commercial DSM efforts were good in 2015.

» With 2015 being a rollover year from the previous multi-year plan, incentives for
custom projects remained consistent at $0.10/m? of gas saved and fixed
incentives specific to prescriptive measures continued both to customers and to
contractors/distributors.
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ENBRIDGE

2015
Financial
Retrofit
Incentives

Want to lower your building
energy costs?

Then turn the page and get details
about 2 great incentive offers
exclusively from Enbridge.

» The strongest contributors to commercial custom project results were the Multi-
Residential sector, Education and Health-Care sectors.

> Similar to 2014, measures that were among the major drivers to the Commercial
prescriptive results in 2015 included prescriptive high-efficiency boilers, infrared
heaters, demand control ventilation and ozone laundry systems.

» Competing priorities for Commercial customers continued to be one of the
challenges to DSM project uptake in 2015. With limited capital to invest into
energy efficiency upgrades, customers must consider a variety of options. For
example investing in gas utility DSM initiatives, to decrease their natural gas
consumption, versus investing in CDM initiatives, to reduce higher cost electricity
consumption. An added challenge for DSM is that customers often stand to
benefit from a relatively larger incentive to pursue CDM upgrades on a per
energy unit basis.
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Uparading your building by investing in effident equipment and systerms canprovide
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> Enbridge continued to engage industry stakeholders and organizations in efforts
to further support education and build awareness of the Enbridge services and
DSM support available. These groups included:

The Building Owners and Managers Association (BOMA Toronto, BOMA
Ottawa)

Restaurants Canada

Ontario Restaurant Hotel & Motel Association (ORHMA)

Retail Council of Canada

Ontario Refrigeration and Air Conditioning (ORAC)

The Heating, Refrigeration and Air Conditioning Institute (HRAI)

Hotel Engineering/Facilities Manager’s Association of Toronto (HEAT)
Eastern Ontario Landlord Organizations (EOLO)

Association of Condominium Managers of Ontario (ACMO)

Canadian Condominium Institute (CCI)

Federation of Rental Providers of Ontario (FRPO)

Greater Toronto Apartment Association (GTAA)

Canadian Healthcare Engineering Society (CHES)
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e Ontario Long-Term Care Association (OLTCA)

e Professional Retail Store Maintenance Association (PRSM)

e American Society of Heating, Refrigerating and Air-Conditioning Engineers
(ASHRAE)

e Energy Solution Centre (ESC)

e Continental Automated Buildings Association (CABA)

ENBRIDGE

Energy efficient technologies serve
up menu of benefits — Boston Pizza

Boston Pizza franchisee Rob Phillips used
this Niagara Falls location to test three
new energy efficient technologies — a
Melink demand control kitchen ventilation
system; Enershield air door; and low
volume, high intensity kitchen spray valve.
The impressive results — in energy cost
savings, comfort, and green performance
— convinced him to repeat the success at
other franchise locations. Enbridge Gas
Distribution helped Rob every step of the
way with incentives and other assistance.

Challenges

The flagship of Rob Phillips’ Boston Pizza franchises Rob's original kitchen ventilation system included
Is a Morrison Street location in Niagara Falls. It s an three conventional range hoods that operated at
open and expansive design with 7,287 square feet 100% continuously whether stoves were In full use

of space and high cellings. As with any restaurant, or not. This meant unnecessary loss of heated make-
tanonntrh haating  wvantilatinn and air conditinning nn air — and hichar natiral gac hille Tha kitrhan'e hnt

» Enbridge worked to identify appropriate collaboration opportunities in 2015 that
could be leveraged to drive natural gas savings for commercial customers and
promote energy efficiency broadly. A Performance Based Conservation initiative
with Toronto and Region Conservation Authority (TRCA) involved electricity, gas
and water utilities working together with the Independent Electricity System
Operator (IESO) in an effort to understand and take action on energy savings
opportunities in commercial and institutional buildings. Over the course of three
years, the pilot will leverage a new, data-driven methodology to help building
owners and managers understand their energy use through benchmarking.

> In addition, the Company was active in key industry events and conferences to
further build DSM program awareness, and to provide customers with
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opportunities to discuss their challenges directly with an ESC. Some of these
events were:

City of Toronto — Live Green, Toronto Hotel Sustainability Conference
Canadian Healthcare Engineering Society, Provincial Trade Show &
Education

Ontario Long Term Care Association, Industry Event

Toronto and Region Conservation Authority (TRCA), Greening Health Care
Event

Canadian Condominium Institute, Ottawa Conference / Tradeshow
CivicAction, Race to Reduce

Eastern Ontario Landlord Organization, Spring Networking Event
Canadian Federation of Independent Grocers, 2015 Grocery Innovations
Conference

Retail Council of Canada, PM Expo

Operations, Maintenance & Construction of Ontario Association of School
Business Officials Annual Tradeshow

> Enbridge continues to work with distributors and contractors to promote the
Company’s energy efficiency offers and encourage these partners, who are well
connected in the market, to help to identify opportunities to encourage customers
to consider more energy efficient alternatives. For most prescriptive measures,
Enbridge provides a nominal fixed incentive to contractors/distributors.

> As outlined in its 2015-2020 Multi-Year DSM Plan, the Company has recognized
that current approaches have not had the same impact among smaller, harder to
reach customers and segments. Beginning in 2016, the OEB approved a revised
approach and separate targets for smaller customers (in terms of average annual
gas consumption) distinct from large customers. The company is looking at
differentiated marketing and delivery approaches to these groups in order to
better respond to the needs of each.

> In addition to the formation of a dedicated sales team for smaller customers, the
Company intends to expand the industrial online client portal to the commercial
sector and develop tools and calculators to be available online to support
customers and business partners. Also, the Company is planning a webinar
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series targeted to smaller commercial and industrial customers and intends to
expand the industrial newsletter to include small commercial accounts.

Commercial - Run it Right and Energy Compass

Objectives

The goal of Run it Right (RiR) and Energy Compass is to
encourage building owners to improve the energy performance
of their buildings through operational improvements and
benchmarking. These offers promote the awareness / visibility
of building consumption patterns through energy monitoring
information services (EMIS), low cost/no cost operational
iImprovement measures and energy savings opportunity
assessments. Ultimately, these offers aim to lead commercial
customers toward data-driven decision-making.

Target
Customer

These offers are targeted to commercial customers in Rate 6,
110, 115, 135, 145 and 170 (with most commercial customers
falling in the Rate 6 category). More specifically, the offers are
designed for energy managers and building operators of
commercial, multi-family and institutional buildings where daily
consumption data is accessible.

The Energy Compass initiative is marketed to commercial
customers that have a portfolio of buildings.

Metrics

As part of the Resource Acquisition program, the primary
metric for RIR is lifetime natural gas savings - cumulative cubic
meters (CCM) savings. The Energy Compass initiative does
not have a scorecard metric.

Tracking
Methodology

The 2015 results are based on participants that registered for
the RIR offer and completed the implementation of the agreed-
upon low/no cost operational measures in 2014.

Tracking and Report compiles data for each participant.
Applicant information includes site address and building
details, also consumption information and meter type are
tracked. In addition, details regarding the investigation agent
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conducting the assessment, milestone dates, measures
tracked and incentive amounts are recorded. Final regression
analysis reports for each participant are maintained and
calculated savings are tracked.

Offer
Description

The RIR offer, as well as the Energy Compass initiative, is
designed to motivate commercial customers towards
performance-based conservation. The provision and analysis
of detailed energy data aims to allow building operators and
managers to make strategic data-driven decisions regarding
energy savings and capital investments.

Through Energy Compass and RiR, the Company helps
commercial customers better manage their buildings,
implement operational improvements to achieve energy
savings and identify future cost-effective capital improvements.
Savings that result from operational improvements
implemented in any given year are recorded in the next year,
following monitoring and verification.

Customers interested in participating in the offer, and meeting
the participation criteria, are first engaged by an Enbridge
designated investigation agent. This agent conducts a high
level energy audit on the participant’s facility, identifying a list
of operational improvement measures for the customer to
implement.

Once a customer implements the recommended measures,
depending on the complexity of the building systems and
annual consumption, a customer is then provided an incentive.
Customers are then added to the Enbridge selected EMIS
system in order to begin their 12 month monitoring period.
Following the 12 month monitoring period, Enbridge provides
the customer with a report which summarizes savings.

Cost-
Effectiveness

The RIiR offer is not cost-effective in 2015, as illustrated by the
TRC-Plus and PAC screening summarized in Table 5.4.

45




Filed: 2017-12-19, EB-2017-0324, Exhibit B, Tab 1, Schedule 1, , Page 52 of 117

ENBRIDGE 2015 DSM Annual Report

However, the Commercial sector offers overall and the
Resource Acquisition program as a whole shows screening
results that are cost-effective.

Evaluation The 2015 results are based on participants that registered for
Activities the RiR offer and completed the implementation of the agreed-
upon low/no cost operational measures in 2014.

A third party firm was retained by Enbridge to determine the
2015 claimed RIR savings.

For these participants, gas consumption data for the 12
months prior to implementation (the base year) was used as
the base case. Gas consumption was then monitored for 12
months following implementation (the reference year). Gas
savings results are based on a standardized statistical
regression analysis of actual consumption data for each
participant, comparing natural gas consumption during a
baseline and reference period. The baseline period is the time
period prior to implementation of operational improvements
while the reference is the period after improvements. Weather
normalization of the baseline and reference gas consumption
data is completed.

2015 Results | Results for RiR are based on the calculation of total savings
determined in 2015 for participants that enrolled in RiR in
2014. In 2015, volumetric savings of 2.68 million CCM were
achieved by the 28 eligible participants. These amounts are
outlined in Table 5.4. A further 8 participants were removed
from the results due to the inclusion of capital measures during
the monitoring period.

» As was the case in previous years, an analysis of RIR participant results
continues to indicate that average savings levels are significantly lower than the
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10% reduction that was suggested in the initial forecast for the 2012 offer design.
In 2015, average savings were 4.2%.

» While the number of customers that completed a RIR audit in 2014 was similar to
previous years, those that followed through and implemented measures
decreased from 53 in 2013 to 36 in 2014. Monitoring and measurement of
savings proceeded for these 36 participants. Ultimately gas savings results
associated with only 28 participants were included in the 2015 RIR gas savings
result. The remaining participants undertook capital projects and therefore were
deemed ineligible based on criteria for the 2015 RIR offer.

> In response to the low number of customers who implemented measures relative
to the number of customers who showed initial interest and completed an audit,
Enbridge sought to increase engagement between the investigation agents and
customers signing up for the offer in 2015. Following the customers’ receipt of
their investigation report, the investigation agent was required to follow up with
the customer to provide any assistance to support the implementation of the
recommended measures. The expected outcome was that there would be an
increase in the number of customers that took action and moved to the
monitoring phase. Based on enroliments in 2015, this action has seen an
increase in customers proceeding with the monitoring phase.

» Enbridge implemented further improvements to support customers enrolled in the

offer including:

¢ introducing a third-party calling service to educate and generate interest in the
offer from existing eligible customers;

e the development of a Building Automation Systems (BAS) training module ;

o offering EMIS training to new participants to acclimate them to the software
and encourage active usage throughout the 12 month measurement period.

e The creation of an interactive display to better engage potential customers at
various industry events.
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Support Every Step of the Way

RegISter « Contact your Enbridge ESC to see if you are Eligible

Register for the Run/Right Program

Operational

Free Building Investigation by our Investigation Agents

|nvestigate + Receive an Investigation Report including:
« Energy consumption analysis & load profile

E % « List of operational opportunities & recommendations

So

5 g « Implementation incentive between $2,500 - $10,000

o= depending on building consumption and complexity
Imp lement - Receive a customizable checklist and calculation tool to

select measures with your Service Provider/Contractor
Investigation agent can review your report to go into more
detail of the recommended measures

Enhanced
Operations &
Maintenance

>

>

. + Free access to the Enbridge’s third party EMIS for the
Monitor 12 month monitoring term
« Training and Support

Assessing and interpreting actual results to determine RIiR savings remains
challenging. Although metered data reflects building consumption, it does not
necessarily reflect the building conditions that can change year-over-year and
therefore does not always provide a reliable assessment of the savings
associated with operational improvements undertaken through the offer.

An increase or decrease in consumption that occurs as a result of changes in the
building not related to operational improvement activities (such as increasing
operating hours or building occupancy changes) has an impact on the savings
realized through the building’s participation in the RiR offer. Such factors can be
challenging to monitor and account for in the RiR regression analysis.

Enbridge has spent considerable time and effort both independently and through
the 2013 and 2014 audit processes to explore how to appropriately apply a
methodology to capture operational savings. However, the results of these efforts
have proved inconclusive to date. In a continued effort to further inform an
appropriate methodology to be used, the Company intends to implement
guarterly energy logs with participants to better understand building condition
changes.
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> As specified in the 2015-2020 Multi-Year DSM Plan, beginning in 2016 RIR has
been redesigned to allow for the calculation of operational improvements even
where the customer intends to proceed with capital projects. This revision should

further remove barriers to participation.

ENBRIDGE RuniMRight Investigation Report
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Run/tRight

— Basic Building Details
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Existing Building's
Gas Consumption

~ Building Characteristics

— Incentive Variables
+ Consumption range
= Building complexity

~ Mormalized Gas
Consumption Profile

= Monthly consumption

» Seasonal and non-seasonal loads
= System load breakdown (End Usa)
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Industrial - Custom Solutions and Prescriptive Fixed
Incentives Offers

Objectives

The Industrial Custom Solutions offer is designed to capture
cost-effective energy savings within the Industrial sector by
delivering customized energy solutions aimed at supporting
customers through a continuous improvement approach.
Industrial Energy Solutions Consultants (ESCs) focus on
assisting customers with the adoption of energy efficient
technologies by overcoming financial, knowledge or technical
barriers.

The Industrial Prescriptive offer aims to capture energy savings
in the Industrial sector by installing applicable prescriptive and
quasi-prescriptive technologies, with a focus on increasing the
adoption of energy efficient technologies among small
industrial customers.

Target
Customer

Both the Custom Solutions and Prescriptive offers are available
to industrial customers (including Agricultural customers) in
Rates 6, 110, 115, 135, 145 and 170.

Custom projects encompass opportunities where savings are
linked to unique industrial processes, building specifications,
uses and technologies. With the Custom Solutions offer,
Enbridge primarily targets industrial customers (both large and
small) with significant process loads and high annual
consumption.

The technologies targeted to customers included in the
prescriptive offer are often most suitable to smaller industrial
customers whose gas usage is less weighted to the high
process load profiles typical in larger industrial customers and
who proportionally have higher seasonal gas usage.
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Metrics As part of the Resource Acquisition program, the primary metric

for the Industrial Custom and the Prescriptive offer is lifetime

natural gas savings - cumulative cubic meter (CCM) savings.
Tracking Savings for each custom project are calculated on an individual

Methodology

basis and then tracked weekly by the Tracking and Reporting
team, utilizing Enbridge’s sales tracking software.

Data is compiled for Prescriptive offer participants and also
tracked on a weekly basis by the Tracking and Reporting team.

All supporting documentation is reviewed for accuracy and
completeness and is retained by Tracking and Reporting.

Offer
Description

In the Industrial sector, the Continuous Energy Improvement
(CEI) approach includes the Industrial Custom Solutions offer
and the Prescriptive offer together with a number of enabling
initiatives, such as support for industrial customers in identifying
energy-saving opportunities through to assistance with project
implementation.

These offers are primarily promoted and delivered by ESCs
(professional engineers) who are active in the marketplace.
ESCs are trusted energy advisors that work with customers to
determine solutions to address multiple objectives, namely
production, energy efficiency and budgetary considerations.
Work involves addressing technical barriers to energy efficiency
adoption as well as financial barriers that may hinder business
justification and implementation.

Enabling initiatives allow ESCs to work with the customers to
identify potential opportunities, quantify benefits, and justify
action. Such initiatives include: ESCs leveraging their skills and
tools to identify efficiency opportunities; involvement of third-
party vendors to conduct specific types of audits or
assessments of facilities; and/or ESCs assisting with the
development of project implementation plans.
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Due to the unique nature of industrial customers, custom
solutions developed by ESCs are designed and engineered to
meet the specific requirements of each particular customer’s
facility. Five core components are common to the Custom offer:

Knowledge Development: Technical publications, quarterly
updates, themed workshops and a resource based energy
solutions portal are offered to provide customers with the
knowledge to make informed decisions through education.
Opportunity Identification: ESCs provide support to assist
customers in the identification of efficiency opportunities, such
as equipment testing and assessment and thermal imaging.
Measurement: ESCs assist customers in selecting appropriate
means of measurement to quantify key energy inputs.
Engineering Analysis: ESCs assist customers who do not
have the resources needed to conduct financial, technical and
enterprise risk evaluations for potential projects.
Implementation Support: ESCs work with customers on an
implementation plan and connect them with business partners
to complete the project.

The following tiered incentive structure which was introduced
in 2014 was once again offered in 2015 with the custom offer:
$0.20/m? for first 50,000 m® gas saved
$0.05/m? for gas savings above 50,000m?

This incentive structure was designed to provide additional
support to customers (both large and small) with the
implementation of smaller projects.

The Industrial Prescriptive offer evolved by leveraging existing
Commercial offers applicable to the industrial customer base.
The Industrial Prescriptive offer incorporates a fixed incentive
approach and includes incentives designed to help offset the
cost of energy efficiency upgrades specifically relevant to
industrial facilities such as Air Doors, Heat Recovery
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Ventilators, Energy Recovery Ventilators, Condensing Make-up
Air Units, Infrared Heaters and Destratification Fans.
Cost- Enbridge continues to demonstrate a high level of cost-

Effectiveness

effectiveness for the Industrial sector offers as supported by the
TRC-Plus and PAC screening summarized in Table 5.5 that
follows.

Evaluation
Activities

In the case of custom projects each project is assessed
individually. Subsequent to project-specific savings calculations
being completed by ESCs, an internal technical review of
project applications and savings calculations is conducted.
ESCs utilize standardized engineering calculators developed by
Enbridge’s technical engineering team. Where required,
savings calculations are specialized based on project-specific
engineering analysis.

An independent third-party engineering review, the Industrial
Custom Project Savings Verification (CPSV), is conducted
annually. This verification study has historically consisted of a
detailed review of the savings calculations for a statistically
representative sample of Industrial sector custom projects.*®
Beginning in 2015, as detailed in the August 21, 2015 memo
from the board (EB-2015-0245), which outlines the new
governance structure detailing the OEB’s process to evaluate
the results of Natural Gas Demand Side Management (DSM)
programs from 2015 to 2020, the Board will be responsible for
retaining an Evaluation Contractor (EC). The detailed annual
evaluation and audit process will be developed as part of the
EM&V plan which the EC is expected to draft. The EAC will
provide advice and input on the development of the plan as
appropriate.

16 The prescribed sampling methodology was developed for Enbridge and Union Gas by Navigant Consulting in
2012, revised in 2014 and endorsed by the TEC. “A Sampling Methodology for Custom C&I Programs”, Dan Violette
& Brad Rogers, Navigant Consulting, Inc., November 12, 2012. Revised: October 28, 2014
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2015 Results | There were 115 projects completed in the Industrial custom
offer in 2015, and contributing 173.4 million CCM. Custom
projects for industrial customers can be varied across a wide
range of upgrades and improvements. In 2015, results from
custom projects were led by savings from projects focused on
industrial process efficiency improvements, the installation of
control systems, and improvements to operational processes
unique to specific customers.

Prescriptive results totalled 7.59 million CCM and included 235
units installed. The focus for the Industrial prescriptive
technologies in 2015 was Air Curtains and Infrared Heaters.

Resource Acquisition 2015 # of Projects # of Units TRC-Plus PAC

-

Industrial Sector Net CCM : “ Ratio Ratio

Custom 173,397,871

Prescriptive 7,593,008

Total/Average 180,990,879 115

# of Projects summarizes the number of unique projects for custom offers.
# of Units summarizes the number of units installed for prescriptive offers.

» The industrial sector utilizes most of its energy for process related consumption
as opposed to heating and ventilation purposes. Plants consume a small portion
of energy compared with the process equipment within the facility. Many
industrial customers lack technical knowledge regarding energy efficient
technologies that may help improve these processes and reduce overall energy
consumption. Consequently, the industrial team focuses its efforts on helping
customers identify ways to improve efficiency with process lines and the
optimization of operational procedures.
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» Overall, the Custom Solutions offer remained largely unchanged in 2015 from the
previous year. Results continued to reflect the developing trend seen over the
last few years with a shift from capital-intensive projects such as equipment
upgrades, to opportunities focused on process improvements. The outcome has
been an increasing proportion of projects which tend to yield good annual
savings but lower CCM.

» Though the industrial team has identified an increasing number of potential
opportunities year over year, the associated savings generated from completed
projects has decreased in terms of cumulative gas saving results.

' 1- ‘.r?m oﬁla:.
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» Custom projects tend to be resource intensive requiring extensive technical
expertise and data analysis; whereas prescriptive, fixed incentive projects are
less complex to execute, and therefore a good alternative for smaller customers.
The Company continued to leverage a distribution network of business partners
and service providers to assist in the promotion of the Prescriptive offer.
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» 2015 prescriptive project customers benefitted from financial incentive support for
the installation of Infrared Heaters as well as Air Doors. In total, 235 prescriptive
projects were completed.

» The Company continues to pursue opportunities to undertake audits and studies
at industrial customers’ facilities (e.g. plant energy assessments, steam trap
audits or meter studies) to identify for the customer potential savings that could
be realized with the implementation of various improvements. Approximately 70
audits were completed in 2015.

A dedicated Enbridge Energy Solutions Consultant (ESC) will work with you, free of
charge, to understand how you are using natural gas and develop a custom solution
M that can increase efficiencies and improve your bottom line.

services may include:

= Energy efficiency planning
= Technical training, support and expertise

. Vs
b - = ldentification and monetization of savings opportunities
. F = Equipment replacement advice
b / o b, -

= Process and operational improvement assessment
N = Connection to independent business partners

201 5 \ﬁ f ‘_.‘ = ldentification of financial incentives and rebates
Industrial '

Custom O\
Solutions '

by a Third Party Consultant

ANNUAL NATURAL 50% OF ELIGIBLE COSTS

GAS CONSUMPTION TO A MAXIMUM INCENTIVE OF:

2,500,000 m* or greater $10,000

. . 1,000,000 m® to 2,400,200 m? $8000
Customized Energy Solutions A "
for the Industrial Sector - 300000 m* to 999,099 m* $2,000
Enbridge Gas Distribution offers free services and financial Up to 288999 m* $1,000
ned to help our industrial custol ke
energy they consume. We'll worl o
m solution that meets your energy needs and Action and Implementation Incentives:

financial objectives.
SAVINGS ASSOCIATED

INCENTIVE'

enbridgegas.com/industrial WITH PROJECT
First 50,000 m® saved $0.20/m° saved

Each cubic meter
beyond 50,000 m® saved

&fr'"m'wE "Contact an ESC for further details. Incentives cannot exceed the greater of S0% of the cost of the
e By § implementation or $100.000 per project. See reverss for additional program conditions.

$0.05/m* saved

» Enbridge offered a variety of materials and forums aimed at increasing
awareness of energy efficiency opportunities and benefits, educating industrial
customers and providing resources to research and evaluate potential
improvement solutions. Efforts in 2015 focused on a number of initiatives
including:

e Energy efficiency workshops and webinars;
e Quarterly newsletters (via email blasts);

e Audits and Assessments; and,

¢ Industrial Energy Solutions Portal
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» Over the course of 2015, to further increase awareness of energy efficiency in
customers’ facilities, the industrial team hosted workshops focused on educating
customers and their employees on identifying energy conservation opportunities
and providing information to help evaluate potential projects. These workshops
helped customers identify projects that not only resulted in natural gas savings,
but also identified electric and water savings opportunities. The 2015 workshops
included the following:

e Process Heating Efficiency Workshop
Focused on helping customers understand and identify process heating
related energy savings opportunities and discover how incremental changes
can generate real savings.

Workehop Detalls

Dats: June 9, 2015 Spaceis

Location: international Cenre, limited!
6900 Alnpart Fioad, Misslssauga :

Tima:  8:30- 11100 am. Click Here
Complimentary breakfast wil be to Register

sarved at 8:00 a.m.

Ccost: Fres Sor Enbridge Industrial
customers

The workshop will help Plant Managers, Energy EMclency Managers, Facliifies ar
enizthipsga comindniul Mainbenance Managers identily opportunities to save energy and to leam mare about
equipment dedicated to process heating In manutachuring

Endnidge ofrs Mduaial cusiomien Fae sareced dod el
rcwmilva dengriend & bak wou mave L o o (s anagy Workshop Toplcs Include:
O SO
+ Process heating baslcs
+ Thermal heat fransfer basks
Heat

Process Heat Industrial Workshop + Induiral ven optmizaton

Process heating Is vital o nearly all manutacturing processes, supplying the heat + Handzs-on examples haw to fum the theory Into real Ife savings
needed to produce basic materials and commaodities.

ATe YOu of g your p heating equip t and Its seffings? If not, sign up Erbaoge o oty or e prpe
today Tor our FREE workshop, led by Damir Maden, Energy EMiclency Manager, ik wrvy S by dicng g bl
Enbridge Gas Distribution. Pusvcy P

EeEoion Gud htb e 1 630, Bsbcrsuch, s, W S8

e Successful Energy Management Workshop
Provided attendees with the opportunity to learn more about energy
management planning and how to develop a solid energy baseline of their
facilities.

e Heating and Ventilation Workshop
This session focused on educating customers on how to recognize the
symptoms of negative pressure in their facilities, calculate the associated
operating costs, and identify no cost/low cost solutions to improve
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efficiencies, save money and create a more comfortable work environment for
employees year round.

e Energy Management Success Stories
This workshop featured speakers from two leading Ottawa area customers
who shared how energy management helped them find and implement
energy efficiency solutions that resulted in significant emission reduction and
cost savings.

e Boiler Efficiency Workshop
Enbridge’s first workshop held at a customer site. Attendees were provided
with a site tour of the host client’s facility where they were able to explore
practical applications of how to optimize energy efficiency, improve
productivity and significantly reduce emissions and operating costs in their
boiler plant.

‘5;‘ IE’ I'BH [ﬂ BE September 2015

Boiler Efficiency Workshop OCT
October 7, 2015
Join us for a free Boiler Efficiency Workshop
and explore i ications of how to optimize energy efficiency, imp
wvity and signi reduce emissh and rafing costs in your
boiler plant.

Prevent Boiler Blowdown of your Water,
Chemical and Energy Budget

Bilowdown is the removal of water from a boiler to maintain acceptable water
quality levels. Since the water has to be i
costs associated with treating and heating feedwater. Here are some easy fo

implement measures that can pay for themselves in fuel, water and water
treatment cost savings in less than a year.

» Over 120 participants took part in these workshops in 2015 and most workshop
participants attended more than one event, which serves as an indication that
these customers value the information provided. Workshop feedback survey
results were excellent with ratings of 95% support in terms of relevancy of the
content covered.
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> In an effort to drive efficiency projects, limited time incentive campaigns are now
introduced at workshops. For example, as part of the HVAC workshop, a
campaign to cover the cost of the purchase and installation of a centralized
control system for exhaust fans was introduced. In association with the Boiler
Efficiency Workshop, customers were offered double the regular incentive for any
boiler related energy efficiency project completed within a limited time period.
These campaigns will be continued in 2016.

» The Company has established and developed solid relationships with many of
the larger industrial customers; however the Company has recognized there is
more work needed to improve engagement and develop contacts with the
smaller industrial customer base. In 2015, Enbridge worked in collaboration with
EnerSource on a Collaborative Energy Assessment initiative targeting the
smaller customer segment in both the commercial and industrial sectors. The
Company leveraged a third party vendor to connect with smaller commercial and
industrial customers and offer them a free energy assessment. As part of this
effort, the third party vendor would collect specific customer contact, business
and facility information to inform the development of targeted strategies and
offers that would more effectively meet the needs of this underserved customer
base. The outreach initiative also served as a means of promoting tools,
incentives and offers currently available through Enbridge, to a segment of the
sector that was previously not well engaged.

» The Industrial Energy Solutions portal launched in 2014 continued to evolve.
The portal provides industrial customers, contractors and business partners with
the tools to:

e |dentify and quantify energy efficiency opportunities

e Calculate energy savings

e Apply for Enbridge financial incentives

e Learn about different types of energy efficiency technologies
e Request support from an Energy Solutions Consultant

» Several enhancements were made to the portal in 2015 including:
¢ New calculators for the following technologies:
» Air compressor heat recovery
» Condensing economizers
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* Feedwater economizers
* Low temperature chemical wash
* Exhaust reduction
e The addition of recorded workshop videos with online access for customers
who were unable to attend the events in person.

» In accordance with the rollover for 2015, as in prior years and as outlined in the
DSM plan (EB-2015-0049), budget spending on programs and activities for rate
classes 110, 115 and 170 was capped. “The purpose of these limits is to ensure
that the maximum cost to be borne by industrial customers in these rate classes
is known in advance and capped.”’

» Table 5.6 details the actual spending (including allocated overheads but
excluding Low Income Allocations) relative to prescribed spending limits for each
rate class and shows that spending is within the limits set out for all three rate
classes.

110 $1,721,000 $1,424,754
115 $1,333,000 $478,971
170 $2,264,000 $295,557

*2015 Actual Spending amounts include program costs and
overheads but exclude Low Income LEAP allocations.

> Both of the industrial custom and prescriptive offers continue to be important
components in Enbridge’s DSM portfolio and will be continued in 2016. As
outlined in the Company’s 2015-2020 Multi-Year DSM Plan, the Company
continues to pursue strategies to successfully drive savings within the smaller
industrial customer group. The Company will continue to look at ways to tailor
efforts to realize achievement in this challenging market segment.

17 Enbridge Gas Distribution Inc. 2015-2020 Multi-Year DSM Plan, OEB File: EB-2015-0049, Exhibit B, Tab 1,
Schedule 3, Page 7 of 19.
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Enbridge is a leader in the delivery of energy efficiency programs specifically designed
for low income customers. Programming has evolved considerably since DSM activities
for this market were first offered in the Enbridge franchise in 2004.

Enbridge’s Low Income offers are similar to Resource Acquisition offers in that they
consist of the installation of energy efficient equipment or measures. However Low
Income offers are set apart to recognize the unique needs of their target customer base.
Though these offers may result in a lower benefit/cost ratio — Total Resource Cost —
than similar offers delivered to non-low income customers, they are designed to address
the needs of these consumers and include other important societal benefits.

Performance in terms of the Low Income scorecard for 2015 is measured primarily in
terms of net CCM of natural gas savings, however also includes a metric based on
program enrollment.

Want to lower your

ENERGY COSTS?

Enbridge Gas Distribution is committed to helping social and assisted housing
providers save energy and money, while at the same timeimprove the quality and
comfort for their residents.

We can help youmanage your energy use and reduce your operating expenses.

Our special incentive offers are available on retrofit installations that resultin natural
gas savings for projects completed by December 34, 2015

To learn more, visit www.enbridge gas.com/afforclablehousing
orwww.enbridgegas. com/winterproofing.

Incanthes ane avallabie only to program EHBR'DGE'

aligible Enbridge Gas customars. Life Takes Energy™

61



Filed: 2017-12-19, EB-2017-0324, Exhibit B, Tab 1, Schedule 1, , Page 68 of 117

ENBRIDGE 2015 DSM Annual Report

The Low Income program focuses on helping to reduce the energy costs facing low
income customers and their housing providers through the installation of measures and
thermal envelope improvements to achieve water and space heating savings. Design
and delivery considerations for this segment are unique from traditional approaches. As
such, approaches are adopted to best reach out to these vulnerable customers and
raise customer awareness, encourage resident and building staff engagement, and in
turn, build participation. This community includes low wage households, seniors, recent
immigrants to Canada and often people with special needs. The Low Income program
comprises two segments: Single Family Residential (Part 9) buildings and Multi-
Residential (Part 3) buildings.

Enbridge’s delivery strategy for the Low Income sector focuses on leveraging available
channels and resources, community-based organizations (CBOs) and local community
service providers. These groups have established relationships with trusted
organizations that support the social service needs (housing affordability and
environmental sustainability) of low income consumers.

The Company has also been particularly effective in building collaborative partnerships
in the marketplace with LDCs and municipalities. Enbridge has recognized the benefits
of collaboration with these partners, as well as with social and assisted housing support
networks, in helping to inform and improve program delivery. Proactive stakeholder and
customer relationship management provides for continuous program improvement and
refocusing of program strategies to be responsive to housing providers’ needs and the
evolution of affordable housing.

In the social housing space, a key partner in the Enbridge franchise area is Toronto
Community Housing (TCH). As the largest social housing provider in Canada and the
second largest in North America, TCH provides homes to roughly 60,000 low income
households.

The Low Income program exhibited strong results in 2015 relative to scorecard
performance targets. Results in the Single Family (Part 9) segment were strong, totaling
28.07 million CCM, surpassing the middle (100%) target. In the Multi-Residential (Part
3) segment, results totalled 63.97 million CCM in natural gas savings.
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Targets 2015
Middle Upper Result

Component Metric

Lower
Single Family Cumulative Savings
(Part 9) (million m?3)
Multi-residential Cumulative Savings
(Part 3) (million m?3)

50% 18.10 24.10 30.20 28.07

45% 51.60 68.70 86.00 63.97

Multi-residential Percent of Part 3
(Part 3) LIBPM ! Participants Enrolled 2

5% 30% 40% 50% 65%

1. LIBPM - Low Income Building Performance Management is the Low Income offer complement to the
Commercial Run It Right (RIR) offer.

2. Low Income Building Performance Management (LIBPM) percentage of Part 3 buildings enrolled in
current year program = (x+y)/(x+y+z):

X = # of new LIBPM buildings in the current year that have participated in another aspect of the Low
Income program in a previous year of 2012-2014 plan; y = # of new LIBPM buildings in the current year that
have not previously participated in the Low Income program; z = # of buildings in the current year that
have implemented custom projects other than LIBPM.

# of
CCM 100% 2015 Net TRC-Plus PAC # of

o 3 OCM 3 Rati Rati Projects -
arget (m (m3) atio atio ‘ Units

Low Income Component

Single Family (Part 9) 24,100,000

28,067,264

1,343 1,102

Multi-Residential (Part 3) 68,700,000 63,969,353 3.20 4.76 96 3,331

Total/Average 92,800,000 92,036,617 1,439 4,433

1. # of Projects summarizes the number of unique projects Home Winterproofing and for custom offers.
2. # of Units summarizes the number of units installed for prescriptive offers.

All Low Income offers delivered to Enbridge customers in 2015, with the exception of
the Low Income Buidling Performance Management offer, will be continued in the Low
Income DSM program in 2016. Details regarding individual offers are discussed below.
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Home Winterproofing and Prescriptive Measures

Objectives

The goal of the Single Family Low Income offer is to enable
energy savings through the reduction of hot water use and
space heating demand in low income single family households
through the installation of thermal envelope improvements,
space heating and water saving measures.

Target
Customer

This offer targets Rate 1 homeowners and tenants living in low-
rise homes within the Enbridge franchise area who need
assistance with their energy costs.

Income verification is a requirement for participation in this
offer.

Eligible customers must meet the following criteria:

* Income is at or below 135% of Statistics Canada’s Low
Income Cut-Off (LICO);

e Occupants of single detached and low-rise multi-family (3
stories or less);

» Private homeowner or tenant who pays their own gas bills; or

» Tenants residing in social and assisted housing, regardless of
gas bill payment responsibility.

Metrics

The primary metric is cumulative cubic meter (CCM) savings.

Tracking
Methodology

In the case of Home Winterproofing, reports are submitted from
delivery agents summarizing installation site information (e.g.,
address, ownership, housing type) and natural gas savings
(m®) calculated based on the results of customized energy
audits conducted by energy auditors for income qualified
participants.
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Participation also is tracked by type of tenancy (i.e., social
housing or privately-owned dwellings). Similarly, monthly
reporting is provided by delivery agents and summarizes unit
installations for each prescriptive measure installed. Monthly
reports are compiled by the Tracking and Reporting team,
utilizing Enbridge’s sales tracking software.

Offer
Description

The Low Income Home Winterproofing offer is available for:

e qualified Part 9 buildings (three stories or less);

e private homeowners and residential tenants within the
Enbridge franchise who meet the established income
eligibility criteria;

e residents of social housing; and

e recipients of social assistance benefits.

For each Part 9 single family home, Enbridge aims to
comprehensively address all cost-effective opportunities,
provided that the customer accepts all such measures. Basic
prescriptive measures including showerheads, aerators,
programmable thermostats and heat reflector panels are
offered.

The Winterproofing offer provides low income customers with a
free home energy audit and upgrades that may include: attic,
wall and/or basement insulation, door and window caulking and
draft-proofing.

Enbridge’s main approach to delivering the Winterproofing offer
is to work with experienced and reliable delivery agents who
perform the energy audits and install measures. Upgrades are
determined by a free home energy audit performed by a
Certified Energy Auditor to determine which cost-effective
measures are most appropriate for each home. Basic
measures, as defined above, are offered as part of the
screening process. Once the measures are installed, a second
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home energy audit is conducted to calculate the gas savings
realized.

EnviroCentre, Green Communities, and GreenSaver continued
as the three primary service providers contracted by Enbridge
to market and deliver the offer. These delivery agents are well
established in their communities with recognized connections to
low income proponents throughout the franchise area.

The strategy of delivering the offer in partnership with
community-based organizations with strong links to social
service agencies has proven to be an effective way of
connecting with a hard-to-reach customer segment. Where
possible, delivery agents also refer participants to the local
electric utility’s conservation weatherization program.

Cost-
Effectiveness

Low Income programs are often amongst the most expensive
to deliver. As per the Guidelines, the Low Income program
screening threshold is 0.70; the Low Income Part 9 offer was
cost-effective as supported by the TRC-Plus and PAC
screening in Table 6.2.

2015 Results

Single Family (Part 9) results were solid in 2015. Actual
cumulative savings were 28.07 million CCM, as outlined in
Table 6.2. These results exceeded the middle (100%) target of
24.1 million CCM set out in the 2015 DSM Plan.

The Enbridge Home Winterproofing offer reached 1,343 low
income households in 2015. Many of these homes also
received basic prescriptive measures including showerheads
and aerators where appropriate, and in some cases also
benefitted from the installation of heat reflector panels.
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2015 Net CCM TRC-Plus PAC # of # of
(m3) Ratio Ratio  Projects’ Units”

Low Income Component

Single Family (Part 9) 28,067,264 1.06 0.96 1,343 1,102

# of Projects summarizes the number of unique projects for Home Winterproofing.
# of Units summarizes the number of units installed for prescriptive offers.

» With Green Light on a Better Environment (GLOBE) no longer a delivery agent
due to internal structuring at Housing Services Corporation (HSC), Enbridge
reallocated the social housing customers to the remaining delivery agents to
expand their customer coverage. Enbridge continues to work with HSC as an
energy champion within the sector.

» The combined efforts of delivery agents servicing the privately-owned low income
housing market, coupled with continuing work done in social housing (Part 9)
properties culminated in a strong result in 2015 with 1,343 homes benefitting
from the Home Winterproofing offer in 2015.

» The Company is particularly pleased with the results that were accomplished in
2015, through its work with Ottawa Community Housing (OCH), the second
largest housing provider in Ontario. Enbridge worked diligently in managing the
performance of EnviroCentre — the Ottawa area delivery agent — to ensure that
Enbridge was responsive to the needs of OCH and their residents’ while at the
same time achieving savings targets.

» As summarized in Table 6.3, 56% or 757 projects claimed in 2015 involved
privately-owned houses, the remaining 586 or 44% of homes were social
housing. On average, CCM savings per home averaged 20,795 CCM for both
social housing buildings and privately-held dwellings.
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2015 Home Winterproofing Results

# Social Housing Projects 586 44%
# Privately-Owned Projects 757 56%
Average CCM Savings/Home - Social Housing (m3) 21,066
Average CCM Savings/Home - Privately-Owned (m3) 20,585
Average CCM Savings/Home - All Projects (m3) 20,795

» Toronto Hydro, in co-operation with Enbridge, submitted a business case to
IESO to develop a pilot program for joint delivery of the gas and electric Single
Family Low Income programs. The pilot is intended to identify cost-efficiency
opportunities for joint delivery and enhancements in customer experience. The
intention is that this effort will provide a blueprint for a jointly delivered province-
wide program.

» Significant efforts in 2015 focused on collaborating with Toronto Hydro to develop
a joint initiative between the two utilities to deliver their respective Low Income
Single family offers — utilizing one common delivery channel within the City of
Toronto.

» Through the Home Assistance Program (HAP) sub-committee of the IESO
Residential Working Group, Enbridge worked with IESO in the development of
the business case for an updated HAP program in 2015. Of note, these efforts
resulted in a streamlined application process, with one single application required
for both gas and electric programs. In addition, the HAP income qualification
approach was revised so that participants who had already qualified for the gas
offer were automatically eligible for HAP. The new HAP program was also
revised to incorporate a similar pricing approach used by Enbridge for the
implementation of the audit and measures.

» The successful delivery of Home Winterproofing to Toronto Community Housing
(TCH) required that efforts integrate with TCH'’s overall building repair and
energy efficiency action plans. A thorough assessment within various TCH
departments and Enbridge spanned several months and resulted in a signed
Memorandum of Understanding between TCH and Enbridge. A steering
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committee including Enbridge, TCH, Toronto Hydro and GreenSaver was created
with the objective of working to prioritize the delivery of the electricity and gas
programs for 2016 and beyond.

» Promotion of the Home Winterproofing offer through webinars and information
sessions facilitated by the delivery agents to social agencies and community
groups continued in 2015. Specific, marketing and sponsorship efforts included:

e buck slips (including a jointly produced piece by Enbridge and Toronto Hydro)
and postcards for delivery agents to use at community centre events, social
agencies and direct mail across the franchise area;

Advantage of ﬂ:nis FREE

Program to qualified
Enbridge Gas Customers.

If your home is heated with natural gas
you may be eligible for new insulation and
draft proofing through the Enbridge
Home Winterproofing Program.

Save money.
“The program cancut your energy
use by 30% and lower your energy bills.

Bemore comfortable.
Anenergy-efficient home has fewer drafts,

and lets you control the temperature.
Gethealthier.
Fewer drafts comfortable
Are those R A
bills giving you Increase the valuo of your home.
t ecnllis: Protect the environment.
L m————— The less energy you use, the cleaner the air.
2 = Find out if you qualify* at
Bills addingup? enbridgegas.com/winterproofing or
Reduce energy use call GreenSaver at 1-888-855-3106
with a free Home o
g . -
Winterproofing Program. ﬁ\.

WINTERPRO0FN

*Customer must mest income and customer requirements

ENBRIDGE

e street posters were posted outside variety stores in identified low income
communities to help increase participation;

e a collaboration effort with the Canadian Health Media Network placed Home
Winterproofing brochures and videos in 146 medical offices (resulted in over
800,000 impressions);

e expansion of social media efforts, including digital advertising with Metroland
and Google was new in promoting awareness across various channels; and,
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e sponsorship through LIEN, HSC and ONPHA to promote initiatives to social
and affordable housing providers including:
* LIEN annual conference
* ONPHA annual conference inclusive of tradeshow booths and workshops
* ONPHA Regional Meetings
« HSC Energy Forum
» Sponsored Stories
* E-Alert Advertising

» Enbridge continued to engage in training and quality control efforts with delivery
agents to ensure good work plan documentation and submission requirements
were maintained to support tracking and reporting. Enbridge also facilitated focus
groups in Toronto, Niagara, and Peterborough with local program participants.
This provided an opportunity for past participants to provide feedback and
recommendations for: customer experience improvements; channels for
communication; and, marketing messages that led to participation.

» The LEAP outbound calling campaign continued for 2015. An estimated 10% of
LEAP participants that Enbridge attempted to contact were ultimately transferred
to a delivery agent in their area to discuss the Home Winterproofing opportunity.
Enbridge continues to talk to LEAP agencies with the objective of allowing
Enbridge to engage immediately with participants at the time of LEAP application
for inclusion in Home Winterproofing.

» The Low Income Home Winterproofing offer will continue to be an important
focus for Enbridge in 2016.

Custom Projects and Prescriptive Measures

Objectives The goal of the Multi-Residential Low Income offer is to enable
energy savings through the reduction of space heating demand
and hot water use in low income multi-residential buildings
through the installation of thermal envelope improvements,
space heating and water saving measures.
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Target This offer targets multi-residential social housing providers and
Customer managers.
The offer also targets eligible owners and property managers of
privately-owned multi-unit residential buildings (MURBS) in the
City of Toronto, which provide housing to a market that includes
low income customers and families based on screening criteria
established in collaboration with Enbridge’s Low Income
Consultative Working Group.

Metrics The primary metric is cumulative cubic meter (CCM) savings.

Tracking As with Commercial custom projects, the savings for each

Methodology

custom project are calculated on an individual basis.

Additionally, savings per unit installed for each type of
prescriptive measure are tracked and totalled.

Results are recorded and summarized through a monthly
tracking process utilizing Enbridge’s sales tracking software.

All supporting documentation is reviewed for accuracy and
completeness and is retained by Tracking and Reporting.

Offer
Description

Low Income Multi-Residential (Part 3) efforts help social
housing providers and MURB managers improve the energy
efficiency of aging buildings.

The Low Income Multi-Residential offer takes a “building as a
system approach” to energy efficiency. It targets housing
providers, building operators and tenants with a range of
measures such as equipment replacement, thermal envelope
improvements and controls, and includes enhanced financial
incentives, technical information services, building
assessments/audits, education and project facilitation.
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Financial barriers inherent in the Low Income sector related to
limited capital availability are addressed by providing an
increased financial incentive relative to the standard custom
offer; incentives are based on annual natural gas savings up to
$100,000 or 50% of project cost.

Prescriptive equipment replacement is incented at a set dollar
amount depending on efficiency levels. These measures
include specific condensing/high efficiency boilers, energy
recovery ventilation systems and heat recovery ventilation
systems. A free direct install showerhead installation program is
also available.

Technical issues are addressed by engaging sector experts to
provide a suite of services including benchmarking, energy
audits, technical assistance and project facilitation. Financial
subsidy is provided towards energy audits, building and
equipment inventories, and consumption monitoring activities.

Direct install in-suite measures, low-flow showerheads and heat
reflector panels are provided for eligible buildings.

Cost-
Effectiveness

As per the Guidelines, the Low Income program TRC-Plus
screening threshold is 0.70. The Low Income Part 3 offer was
cost-effective as supported by the TRC-Plus and PAC
screening — see Table 6.4.

Evaluation
Activities

In the case of custom projects, savings for each project are
determined with project-specific savings calculations. Where
applicable, ESCs utilize standardized engineering calculators
developed by Enbridge’s technical engineering team. Projects
are screened for an additional internal technical review to verify
savings calculations as appropriate. Where required, savings
calculations are specialized based on project-specific
engineering analysis.
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An independent third-party engineering review, the Custom
Project Savings Verification (CPSV), is conducted annually.
This verification study has historically consisted of a detailed
review of the savings calculations for a statistically
representative sample of Commercial/Low Income custom
projects.’® Beginning in 2015, as outlined in the August 21%,
2015 memo from the board (EB-2015-0245), which outlines
the new governance structure detailing the OEB'’s process to
evaluate the results of Natural Gas Demand Side Management
(DSM) programs from 2015 to 2020, the Board will be
responsible for retaining an Evaluation Contractor (EC). The
detailed annual evaluation and audit process will be developed
as part of the EM&V plan which the EC is expected to draft.
The EAC will provide advice and input on the development of
the plan as appropriate.

2015 Results | The Low Income Part 3 Multi-Residential offer achieved 63.97
million CCM natural gas savings in 2015.

2015 Net CCM (e [T PAC # of # of
(m3) Ratio Ratio  Projects’  Units”’

Low Income Component

Multi-Residential (Part 3) 63,969,353

1. # of Projects summarizes the number of unique projects for custom offers.
2. # of Units summarizes the number of units installed for prescriptive offers.

» The Low Income sector faces inherent financial barriers due to limited capital
availability, therefore an increased financial incentive relative to the standard
custom offer is provided. Projects in the Low Income sector are generally
incented based on $0.40/m° of gas saved for custom measures including building
envelope, fans, boilers, heat recovery/economizers and make-up air units.

18 The prescribed sampling methodology was developed for Enbridge and Union Gas by Navigant Consulting in
2012, revised in 2014 and endorsed by the TEC. “A Sampling Methodology for Custom C&I Programs”, Dan Violette
& Brad Rogers, Navigant Consulting, Inc., November 12, 2012. Revised: October 28, 2014
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Incentives are calculated based on annual natural gas savings up to 50% of
project costs.

> As the largest social housing provider in the country, projects with Toronto
Community Housing (TCH) buildings comprised approximately 16 million CCM of
the Part 3 2015 results. The successful implementation of the retrofit projects in
TCH buildings is largely attributed to an integrated and solutions-based approach
tailored for a customer that has very unique needs and objectives. For example,
a gas savings volumetric objective was established at the start of the year and a
tiered financial incentive structure was proposed to encourage broader building
participation. A working group including both Enbridge and TCH met regularly for
project updates and to identify solutions to persistent barriers such as collection
and compilation of building information and prioritization of energy savings
opportunities. Working together to address identified barriers helps to facilitate
the development of business cases for capital investments and funding
proposals. For example, Enbridge provided technical advice in support of Regent
Park’s district energy system project. Both parties have recognized the significant
value of this approach. As Enbridge continues to extend services to TCH, the
Company plans to adopt the same approach for other large low income customer
portfolio managers that require flexibility to encourage deeper participation in
DSM offers.

> Inrecent years, Enbridge has invested in project facilitation and technical support
services to social housing providers to help elevate the visibility of energy
conservation and encourage energy management practices. One initiative, Audit
to Action is an audit offer managed by Housing Services Corp. (HSC) and
extended to social housing providers and service managers. The energy audits
are free to participants with a commitment for implementation of some or all of
the measures identified through the audit. Participants to this offer are carefully
selected by HSC and service managers to ensure follow-through on audit
recommendations. Importantly, the audit report informs business cases for
capital investments, calls for funding proposals and/or funding subsidies. There
were 14 Audit to Action participants in 2014 that went on the implement projects
in 2015.
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» Marketing efforts to increase awareness of the availability of Low Income offers
in privately-owned buildings continued in 2015. The Federation of Rental
Housing Providers of Ontario (FRPO) remains the primary industry channel for
promoting this work. Joint promotional activities that focused on building owner
and resident education and engagement were planned throughout the year.
Enbridge is also an active member of FRPQO’s steering committee for the
development of the Environmental Champion’s module of FRPO'’s Certified
Rental Buildings (CRB) Program.

» The City of Toronto has been an invaluable partner in cross-promoting the
Enbridge Low Income offers to privately-owned multi-residential building
managers along with the City’s own programs including Tower Renewal and the
Local Improvement Charge (LIC) Financing Program. Municipal partnerships
such as this provide a template for how the Company will approach other
municipalities and focus expansion efforts to private multi-residential buildings in
other regions of the Enbridge service territory.

» The Company dedicates significant efforts in strategic outreach to its
stakeholders and key customers. These efforts highlight the value of energy
management and the Enbridge partnership, while at the same time help to inform
the Company’s programming activities. Enbridge recognizes the importance of
ensuring its offers are providing value-add to the customer’s housing operations
and are responsive to the changing needs of these customers.

» Enbridge has learned that resident engagement has become a significant factor
influencing decision-making within the affordable housing building community.
Successful project implementation requires that the Company continue to co-
ordinate its efforts with the understanding that resident input to the budgeting
considerations and project prioritization of housing providers is part of the
process toward project execution.
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Join your neighbours Join your neighbours Join your neighbours

in saving energy in saving energy in saving energy

Together let’s make a difference Together let's make a difference Together let’s make a difference

; Lock in A Add layers,
cold water fa the heat stay warm

Turn off

Make minutes »  appliances,
matter - lights and
y ' - electronics

e T Ermrgy= Life Takms Eneegy Lt Takms Energy=

» The Company plans to continue to drive Part 3 results in 2016 by focusing on the
needs of housing providers’ and being responsive to the evolving affordable
housing landscape.
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Low Income Building Performance Management (LIBPM) *

Objectives

This offer is designed to provide participants with detailed
energy and water consumption information and benchmarking
reports at no cost. The goal is to raise the level of awareness on
energy usage. In addition, coaching is provided on possible
areas of improvement, energy efficiency tips and energy
efficiency opportunities.

Target
Customer

This offer targets multi-residential social housing providers and
managers as well as eligible owners and property managers of
privately-owned multi-unit residential buildings (MURBS), which
provide housing to a market that includes low income customers
and families based on screening criteria established in
collaboration with Enbridge’s Low Income Consultative Working
Group.

Metrics

The metric for this offer is based on the percentage of Part 3
buildings enrolled in the current year.

The formula for calculating the percentage of Part 3 buildings
enrolled in the current-year Low Income Building Performance
Management offer is as follows:

% LIBPM = _(x+Vy)
(x +y+2z) where:

x = Number of new LIBPM buildings in the current year that have participated
in another aspect of the Low Income program in a previous year of the 2012-
2014 plan;
y = Number of new LIBPM buildings participating in current year that have
not previously participated in the Low Income program; and,
z = Number of buildings in the current year that have implemented custom
projects other than LIBPM.

Tracking
Methodology

Participating buildings are required to complete an Enrollment
and Participation form. Monthly monitoring and tracking is

19 Low Income Building Performance Management is the Low Income offering complement to the Commercial
Run it Right (RiR) offering.
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conducted by a third party agent and quarterly reporting is
provided to the customer and Enbridge.

Offer As a result of the 2015 rollover, this offer continued as outlined
Description | in the 2013-2014 Update (EB-2012-0394). In recognition of the

need for a Building Performance Management offer directed at
the Low Income sector, the concept of the Commercial Run it
Right activity was modified to reflect the needs of social housing
providers and the characteristics of social housing buildings.
The Low Income Building Performance Management initiative
(LIBPM) has been simplified to include:
e benchmarking specifically developed for the social housing
sector;
¢ analysis of historical consumption data;
e development of recommendations for reducing
consumption; and
e assessment of resulting changes in consumption 12 months
later based on changes in actual gas usage.

In line with the Low Income delivery strategy of leveraging
and/or enhancing existing sector and delivery agents’ networks,
Enbridge entered into an agreement with HSC to reach social
housing buildings.

Through this initiative, the energy consumption of participating
buildings is tracked over a twelve-month period. Quarterly
reports are generated for each building. Follow-up calls are
made by HSC to “underperformers” based on the benchmarks
established, to provide coaching and identify pathways to
energy savings — from improved operational practices to energy
savings incentives. The quarterly report is also used to
generate program awareness and to identify potential projects
for custom or prescriptive offers.

In the case of qualified privately owned multi-residential low
income buildings, participants were enrolled in Energy Compass
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and benefited from the consumption analysis provided through
that initiative.

2015 Results | Enbridge was able to reach a significant number of buildings for
participation in benchmarking efforts, with 121 properties that
enrolled and participated in 2015.

Based on the calculation outlined for the metric, this resulted in
a score of 64.7% for this metric, above the upper target for this
initiative in the 2015 DSM rollover scorecard.

» Housing Services Corporation continued its role as program implementation
agent for Enbridge’s LIBPM offer through its Utility Management Program. As a
sector organization, it plays an important role as a stakeholder and
communication channel for the Company’s Low Income Program.

> This initiative has been well-received specifically by social housing providers and
their service managers. Moving forward, though there is no longer a defined
metric included in the scorecard for 2016 and beyond for this type of offer, the
practice of benchmarking building performance has become a best practice in
good energy management efforts and will continue to be an important facet of
Enbridge’s engagement with the Multi-Residential Low Income market as an
enabling activity to support other offers that will continue in the 2015-2020 Multi-
Year DSM Plan.
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Market Transformation programs are designed with the aim of influencing consumer
behaviour and attitudes in support of reducing energy consumption. Market
Transformation activities focus on enabling fundamental changes that lead to increased
market share of energy efficient products and services, and on influencing consumer
behaviour and attitudes that support reductions in natural gas consumption.

Enbridge’s Market Transformation program is comprised of two offers which are directed
to the new construction sector, both Commercial and Residential, as well as an offer
aimed at the existing residential housing sector. As 2015 is a rollover year, these three
offers are continuations of offers established in the 2012-2014 Multi-Year DSM Plan.

Enbridge is pleased to report that 2015 was another successful year with respect to the
performance of the Market Transformation (MT) program. Efforts in 2015 have focused
on continuing to build awareness and recognition in the marketplace, with the aim of
educating and influencing the respective target market groups in support of reductions
in natural gas consumption.

Introduced in 2012, Savings by Design Residential and Savings by Design Commercial
are designed to influence builders and developers in the new construction sector. These
offers were developed to provide a basis, both through education and influence, to
engage with stakeholders through an interactive assessment process with a focus of
exploring design options and construction considerations to construct to standards
above building code requirements and achieve energy performance savings.

The Home Labelling (Rating) offer was developed for the home re-sale marketplace and
was intended to help educate the realtor community about what a home rating
represents and the value it brings to homebuyers and sellers.

Performance in the Market Transformation program is assessed in terms of metrics
specific to each of the three offers. On a weighted scorecard basis, all three of the offers
exceeded their respective upper performance targets in 2015.

Both the Savings by Design Residential and Commercial offers will continue to be
delivered as part of the Market Transformation program in 2016. The Home Labelling
offer however, will not continue. Details regarding individual offers are discussed below.
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Objectives

The goal of the Residential Savings by Design offer is to use the
Integrated Design Process (IDP) to demonstrate to builders the
potential for achieving higher levels of energy and
environmental performance through the application of
alternative design approaches. In order to realize the potential
that the IDP demonstrates to the builder, performance
incentives are provided. These incentives encourage the
construction of new homes to an energy efficiency standard
25% above the level prescribed in the 2012 Ontario Building
Code, (*OBC"). Enbridge expects that Residential SBD will help
builders see the value of the IDP approach, and encourage
adoption on an ongoing basis.

Target
Customer

The offer targets builders and designers of new, Part 9
residential low-rise houses (towns, semis and detached homes)
in the Enbridge franchise territory. The intent is to engage
builders who construct multiple homes in any given year.

Metrics

There were two metrics for SBD Residential in 2015. The first
metric tracks the number of previously non-participating eligible
builders that enroll and take part in the IDP; the second metric
tracks the number of homes built to the SBD specifications over
the course of the year.

Tracking
Methodology

This offer requires a commitment from builders to construct
homes within a three-year time frame following the completion
of the IDP.

Commitment letters and eligibility documents along with IDP
reports are maintained for all participants. Third party reporting
of energy audits is compiled and tracked to support incentive
payments.

Given the three-year window, in order to follow-up on the builder
commitment, Channel Consultants maintain regular contact with
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builders to ensure that all required documentation is provided
and proper submission procedures are followed for the builders
to receive incentives.

Offer SBD Residential focuses on engaging building industry
Description | stakeholders and leveraging industry capabilities to encourage

builders to make informed decisions that can realize potential
energy savings. Through educating builders on how to construct
more energy efficient houses, along with providing a building
incentive, the Company influences these builders to first “design
it right”, then “build it right” and, finally, “sell it right”.

SBD Residential is designed to provide a variety of support
activities for builders of new homes from the early design phase
through to construction. Savings by Design is a process-based
approach involving:

e Visioning Session — to define the builder’s sustainability
priorities and opportunities;

e Integrated Design Process Session — to identify and
evaluate strategies to meet the builder’s sustainability
goals and the SBD energy reduction target of 25% beyond
code through application of energy modelling;

e Building Energy Modelling — to evaluate energy
performance baselines and proposed
improvements.

This SBD consultation process involves connecting participating
design teams with leading industry experts and other
stakeholders as they consider alternative approaches to energy
and environmental performance.

Through this process, the team works with the builder to explore
opportunities to achieve higher energy performance. Starting
with the building envelope (windows, wall structure, insulation)
and moving inward with HVAC mechanicals and lighting, the
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Savings by Design team guides the builder through a design
process to achieve a modelled building that performs to at least
25% better than 2012 OBC.

In addition, depending on the specific priorities identified during
the visioning session, experts from fields such as lighting, storm
water management, sustainable land-use planning, indoor air
guality and renewable energy can be engaged to provide further
value to the IDP.

A third-party service provider undertakes testing and verification
to ensure that constructed homes are built with 25% greater
energy efficiency than required under the current OBC.

2015 Results | As illustrated in Table 7.0, Residential SBD was successful in
enrolling 19 builders who completed the IDP process in 2015.
The result exceeds the middle (100%) target for this metric. In
addition, there were 1,987 new homes built in relation to the
completed units metric. In other words, for builders who have
enrolled and completed the IDP process since 2012, there were
1,987 new homes constructed in 2015 through this initiative with
features consistent with SBD standards of 25% above OBC (as
illustrated in the builder’'s IDP). This result exceeded the upper
target for completed units in 2015.

Targets 2015

Component Metric : )
Weight Lower Middle Upper Result

Residential Savings Builders Enrolled 13 18 22

by Design Completed Units 833 1,111 1,389

1. Eligible builders based on a minimum of 50 homes built in the prioryear.
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» In 2015, SBD Residential saw a slight decrease in participating builders in
comparison with 2014, as over the previous 3 years many of the large production
builders had already been through the IDP portion of the offer.

» SBD continues to rely on the development of relationships by Channel
Consultants with key decision makers in the builder community in order to
achieve targets. Channel Consultants have built and continue to build these
relationships to encourage builders to reassess their approach to building design
as it relates to energy efficiency considerations.

Your Guide to

SBD Sales Collateral

Use these marketing materials to help educate homebuyers on the advantages of owning a Savings by Design (SBD) home.
All pieces will be co-branded with your own company logo (see reverse for how to supply your logo to us).

Live Bl 0.

) live.savingsbydesign.ca Website ) Consumer Benefits Banner

This website has detailed information on what This self-supporting banner should be displayed
rrakes a Savings by Design home a smart choice. someawhere near the entrance of your sales centre.
The URL appears on all collateral, along with a Its purpese is to quickly educate consumers on
CR code that consumers can scan with their the benefits of owning a Savings by Design home,
smartphone to be brought to the site immediately.  and drive thern to visit the website or scan the QR

‘four tearn can also refer to the site on screen to code to learn more.
help explain the SBD home features.

Option 1 Option 2 Option 3
~ ] 3
> - <
— T poric
OOO@ OOOO 0000
B | B
Size: 1578
Quantity: 1 of your choice of 3 versions

) SBD Home Features Poster

This poster should be displayed preminently

in your sales centre. Its purpose is to show
consumers the key energy efficient upgrades
that would be included in a Savings by Design
home, and also to work as a reference for your
team as they explain some of the upgrades.

Size: 18°x24°
Quantity: 1

» Enbridge remains strategically involved throughout the builder community,
participating actively in builder conferences, education forums and industry
associations that provide an opportunity for builder (and other primary
stakeholder) engagement and energy efficiency advocacy. For example:

» Enbridge has representatives involved in the various Home Building
Associations across the franchise, provincially and nationally;
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* Enbridge representatives sit on the board of directors for BILD, the
Sustainable Buildings Canada board, as well as the Canadian Home Builders’
Association (CHBA) net zero council.

» Over the past 5 years the combination of more stringent mortgage lending rules,
steadily increasing housing prices, and increased household debt have made
customers more cost conscious when making home purchasing decisions. In
addition, builders have expressed growing concerns with increasing development
costs and land availability. Notably in 2015, discussions taking place during IDP
sessions focused on the need to look for more cost-effective and energy efficient
ways to build new homes.

» These aforementioned consumer market conditions further support the SBD
approach of engaging builders in a “push” strategy to increase energy efficient
new home construction. This is not to suggest that the Company discounts the
importance of working with builders and other stakeholders to increase
awareness and education of energy efficiency in the consumer market, but due
to competing consumer interests, consumer demand alone will not drive the
changes needed to move the market towards greater levels of energy efficient
construction.

» Enbridge continues to respond to builder needs addressing the sales and
marketing challenges facing the new construction market. The marketing support
package that the Company created to support builders in their model homes was
well received. Several builders took advantage of the offer to order and use the
SBD materials to help promote energy efficiency to potential home buyers. In
addition, the IDP optional sales and marketing module has been selected by
many participants, and feedback has been positive.

> Enbridge participants on the IESO Business and Residential working groups,
which includes representatives from IESO as well as LDCs. This served to
support Enbridge’s efforts in continuing to foster collaboration between CDM and
DSM offers as it relates to new construction programming. Consequently,
Enbridge was able to provide SBD patrticipants with information on CDM
incentives, and this involvement has also provided a forum for planning
discussions around future potential New Construction collaboration between
DSM and CDM programs.
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> In the course of ongoing assessment of the offer and how to best engage and
influence builders, stakeholder consultation included:

* Municipalities — specifically as it related to the support the SBD offer could
provide, to help communities meet efficiency objectives and in the execution
of Municipal Energy Plans

» Conservation Authorities

» Other Industry participants including Energy Modelers, Service Organizations,
NRCAN etc.

GET COMFORT GET COMFORT
AND SAVINGS BUILT - AND SAVINGS BUILT
RIGHT IN RIGHT IN
& 00006
Live [ 83" Bfen Lve [E 835

. Ask bo .
HE% Savi:"llsg: hyuB:::gn homes. P% g:ti:;:it;rué::;gn homes.
i Or, learn more at “ Or, learn more at
E. i. live.savingsbydesign.ca EI. %t live.savingsbydesign.ca

> In addition, builders that had participated in SBD in previous years have
expressed an interest in re-engaging with Enbridge and its team of experts to
participate in additional IDPs for new, upcoming developments. As builders
typically construct many different designs of homes in different degree day zones,
with multiple model variations in response to changing market needs, it would be
beneficial to participate in additional IDP’s to consider different projects with
different challenges. To reflect this need, the offer has been revised in the 2015-
2020 Multi-Year DSM Plan.
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Objectives

The goal of the Commercial Savings by Design offer is to use
the Integrated Design Process to demonstrate to builders the
potential for achieving higher levels of energy and
environmental performance through the application of
alternative design approaches. The offer is intended to support
this demonstration and awareness with incentives that
encourage builders to use the knowledge gained in the IDP to
design and build buildings that are more energy efficient.
Enbridge expects that Commercial SBD will help builders see
the value of the IDP approach, and encourage adoption on an
ongoing basis.

Target
Customer

This offer is targeted at builders and designers of new, Part 3
commercial buildings in the Enbridge franchise territory.
Enbridge targets its promotional activity to owners, builders
and developers, design teams including architects, design
engineers and energy modelers.

Metrics

Builders and developers who enroll in the offer and complete
the IDP process are eligible to be counted towards
performance targets. Metrics are based on the number of
projects to which a developer commits. As per EB-2012-0394,
“the same developer with different clients and different kinds of
projects may be counted multiple times. A minimum 100,000
square feet requirement applies to each project. A project is
defined as either a single building or multiples of the same
building by the same company that adds up to 100,000 square
feet.”®

Tracking
Methodology

Enroliment entails a signed memorandum of understanding
with a builder or developer containing a commitment to
participate in the Commercial Savings by Design offer and
participate in the IDP process. The builder commits to

20 EB-2012-0394, Exhibit B, Tab 1, Schedule 3, page 17 of 20.
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constructing building(s) to the IDP standard within five years
in order to receive performance incentives. Enbridge Channel
Consultants maintain regular contact with builders to track
project status to project completion. Charrette reports for each
IDP are maintained to provide a record of information on
preliminary estimated savings for each project. All
documentation and incentives are tracked by Tracking and
Reporting.

Offer
Description

Enbridge has provided commercial new construction
programming since 1999, beginning with the Design
Assistance Program (“DAP”), which was developed to engage
the new building design community to design and model new
construction buildings to higher levels of energy efficiency.
The Commercial Savings by Design offer was designed and
developed for delivery beginning in 2012 to encourage
developers to build/construct Part 3 buildings to 25% above
2012 OBC. The offer includes the following types of activities:

e Improving sizing and design;

e Optimization of passive solar, day lighting and natural
ventilation;

e Integration of high efficiency lighting and HVAC systems;

e Integration of lighting and HVAC controls in response to
occupant loads;

e Reduction and/or optimization of internal loads;

e Improving thermal characteristics of the building envelope;
and,

e Managing environmental impacts.

In addition to the facilitation of the IDP, which brings together
industry experts, conservation authorities, and municipalities,
the offer provides incentives that include financial support to
cover costs associated with the IDP and additional incentives
tied to the achievement of gas savings above code.
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2015 Results | Enbridge was successful in enrolling 24 new developments in
2015 that met the eligibility requirements and completed the
IDP process. This result reached the upper scorecard target.

Targets 2015
Weight Lower Middle Upper Result

Component Metric

Commercial New Developments
Savings by Design Enrolled

» In 2015, Enbridge continued to increase participant levels over previous years as
builder interest in the offer remained strong. This can be attributed to an
increased awareness of the offer in the market and a better appreciation of the
value of participation.

» As the Company continues to learn from participants, the tools employed to
market the offer have evolved. In 2015 further enhancements were made based
on solicited builder feedback, for example:

e refinements to content in existing point of sale material were made to better
link benefits to barriers faced by builders;

e a promotional video was created for use at Company sponsored events;

e additional builder testimonial videos were produced; and,

e whitepapers and advertorials were published in print media publications.

» While awareness of SBD has increased over the past 3 years, engaging a builder
at the right time remains challenging and crucial to securing participation. To that
end, Enbridge continues to remain strategically involved throughout the builder
community, actively participating in conferences and industry associations that
provide a forum for builder (and other primary stakeholder) engagement.
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We make better energy performance possible.

Building for energy efficlency doesn't need to be costly and complicated. Enbridge can help. Our Savings by Design (SBD)
program gives you free access toindustry experts and performance incantives for constructing energy efficient, sustanable
buidings beyond code requirements.

Up to $55,000 inincentives and benefits are available.

The: Saninges by Design program supparts you with 2 Energy Performance Incentive - 515,000
expertise and rewards youwith performance incentives Implementing the recommendations from the IDP can
through the three primary stages of your project: helpyou jeve sigrificant energy savings and qualiy
1 Integrated Design Process (IDP) you for valuable incentives. For bulldings that achieve a

Benefit-up to §25,000 25% energy reduction target versus OBC 2012 with

- SB-10, Savings by Design will provide a $15,000 incentive

ThelDP)E@fuﬂ-dWwDrksthwrlhaleﬁmDTE&W& anoa the energy perfarmance target has baen med.
o determine the optimal mibc of design elements and
techinologies to maximize energy and environmental 3. Commissioning Incentive - $15,000
parformance. Savings by D.E‘sign covers all costs of the The commissioning pracess confirms that design,
IDF, uptoa $25,000 value, including: construction and system operations meet the project
m Misioning session and report requirements. Buiiders that surpass the enargy
m Prefiminary energy model and |DP enargy model performance target of 25% batter than OBC with SB-40

and submit the Finad As-Built Energy Model along with the
final Commitssioning Report will be entitled to receivea
§15,000 inceantive.

m Integrated Design Process logestics, catering
facilitation and design expert fees
= Final IDP report

To get started or to learn more, visit commercial.savingsbydesign.ca

Build B g2es.. ENBRIDGE

Toguattytor ,

Inarder vt by pact

» Specifically Enbridge has been active in the following areas:

e Canada Green Building Council (Toronto Chapter) as both a sponsor and
active participant and presenter at their various events;

e Sustainable Buildings Canada Board member, actively supporting the planning
and execution of the well-attended Green Buildings Festival annual
conference; and,

e supporting municipal energy planning where Enbridge has increased its
engagement with municipalities and regions to ensure the SBD offer remains
top of mind in examining strategies to meet community efficiency objectives.

» Builders/developers continue to regard energy efficiency as a cost rather than an
investment, as their primary objective is to simply meet code requirements on
time and on budget. Market price sensitivity for both multi-residential and other
commercial building types remains a primary focus for builders, conflicting with
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an interest to drive down ongoing operational costs that would result from energy
efficiency improvements.

» An additional facet to the offer was introduced in 2015; a costing specialist was
added to the IDP expert panel. While the estimations of efficiency costs that are
provided represent a range of costs that are completely dependent on the
incremental energy efficiency approaches selected, builders have responded well
to receiving this information as it is helpful in the management of life cycle cost
expectations. The additional information is expected to provide a greater
likelihood that energy efficiency targets established in the IDP process can be
achieved.

» While new condominiums continue to represent a significant percentage of
annual commercial new construction starts, Enbridge has had moderate success
in enrolling developments which reflect other building types in 2015.

» In 2014, Enbridge identified it would be focusing on long term care, healthcare
and school projects following fund approvals by the respective ministries for new
construction in these sectors. This targeting strategy proved to be successful.
Developments included in the 2015 SBD Commercial offer represented a wide
variety of commercial building types, including:

e Condos,

e Schools,

e Offices,

e Churches,
e Hospitals

e Long Term Care
e 6 story wood construction (mixed use residential/retail) %

> In efforts to continue to broaden the impact the SBD Commercial offer can have
on the commercial new construction market, Enbridge submitted a revised offer in
the 2015-2020 Multi-Year DSM Plan (EB-2015-0049) which outlined a reduced
minimum square footage eligibility criteria of 50,000 ft* beginning in 2016.

» Also beginning in 2016, in response to builder feedback on performance
incentives, the incentive structure has changed to better support builder activities

21 An update to Ontario building code in January 2015 allowed for the construction of 6 story wood buildings
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and increased the likelihood that the builder constructs to at least the targeted
25% above code.

Savings by Design Commercial
How to Access Incentives

SAVINGS
BY DESIGN®

Build =l

Tha Savings by Dasign (SBEC) program Is for the new constnuction sector which includas commerncialinstituional and mutii-uni
rasidential buildings that fal within the scope of Part 3 of the Buildng Code and have a gross fioor area of 100,000 squere faat
of greater’ The SBD Commercial program supports and rewards you through the three primary stages of ha project:

1.Integrated Daslgn Process
(IDP) Banefit

This ane-day IDP workshop is 1o explons
changes 1o the building dasign to
Increass the anrual energy periormanca
0 alevel that i at least 26% better
than the Ontario Building Code.! Tha
incantive works as folows:

= The following costs for tha IDP,
estimated at $25,000, am includad:
tha venue, meals and braaks,
Sustainable Buidings Canada (SBC)
IDP facilitation tearmn, thar expans and
aupport stafl, Enbridoa staff, oal-tma
energy modaling sarvicas and fina
report.

m Al costs associatad with the
attendanca of thia mambiers of your
tearn, incliding designers, modaliers
and experts, are not covered by
Entridga.

2 Energy Performance Incentive

This $15,000 incentive is pald when
the Final Design Stage Enorgy
Model, showing that tha anergy
performance targst of af least 25%
better than code has besnmet, Is
submitted and approved. To qualify,
you must subrmit the following:

= The Final Dasign Stage Buiding
Enaergy Modal and the associated
Reference Building Encrgy Modal that
follows the anargy performance path
modaling rules of the salectad enargy
coda,

= A Find Design Project Performanca
Surmmary, with information taken from
the enargy modals that demonsirates
the Enbridge Savings By Design
Program Target has boan met.

¥ Tha Final Dasign Stage Plans and
Spadifications for the project, in
alectronic formal,

= An invoice mada out 1o Enbridge in
the amount of 515,000 plus HST.

A Commissioning Incentive

This 515,000 incentive is paid

when your Final As-Built and
Reference Bullding Energy Models,
and Commissioning Raport are
submitted and approved. To quslify,
yau miust submi tha falowing:

u The Final As-Built Bulldng Erergy
Midal and the associated Reference
Buildng Energy Model that follows the
enargy parformancs path modaling
ndes of the sslected anergy coda,

= A Projget Parformance Summary, that

demonstrates the Enbridge Savings By

Deesign program tanget has bean met.

Tha final As-Built Plans and

Spediications.

Tha Comimizsisning Raport for

fhe completed project that has

beon prepared and signed by a

COMMESonng agent who has been

accredited by either tha Bulding

Commissioning Association (BCA),

the American Scciety of Haating,

Refrigerating and Alr Conditioning

Engineers (ASHRAE), or tha

Association of Energy Enginears (AEE).

A Confirmation of implementation

of Final Design Enargy Eficiancy

Maasunes form, Signed by a

member of the dasign team having

aprokssona dasignation provided

by aithar tha Ontario Assodation of

Architects, or Professional Enginears

COritario.

B Anirvoica made out 1o Enbinidge in
the amount of $15,000 plus HST.

—ENBRIDGE

Lt ks Edrgry™

» Strategic involvement in conferences and events that provide an opportunity to
showcase the offer and market the approach will be continue to be the primary
focus for SBD marketing efforts.

» With the contract expiration of the last version of the High Performance New
Construction Program (HPNC) CDM program, Enbridge has engaged various
LDC'’s (Toronto Hydro, Hydro Ottawa, Niagara Peninsula Energy Inc.) as well as
the Independent Electricity System Operator (IESO) with the objective to better
align future iterations of HPNC with Enbridge’s SBD Commercial New
Construction offer.
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Objectives

The objective of the Home Labelling offer is the realization of
widespread adoption of a voluntary home labelling system in
the residential home resale marketplace.

This initiative is aimed at educating the Residential market
(both realtors and homeowners) in better understanding the
concept of a home energy rating and the value it brings in the
resale market.

Ultimately, the goal is that a home’s energy performance rating
becomes a standard condition of sale, similar to home
inspections for resale homes.

Target
Customer

The immediate target market to support the deployment of a
home rating system is realtors and their real estate brokerages.
Consequently, collaboration with brokerages willing to commit
to promoting Home Labelling and educating real estate agents
are key components for effective delivery.

The ultimate market is Residential (Rate 1) customers and the
real estate agents and brokerages who are listing homes for
sale.

Metrics

There are two scorecard performance metrics associated with
the Home Labelling offer.

The first metric requires Enbridge to secure new commitments
from realtors collectively responsible for more than 5,000
(middle target) or 10,000 (upper target) home listings per year.

A second metric counts the number of ratings performed by
buyers and/or sellers. The rating must either be included in a
listing or related marketing materials by the seller or made a
condition of sale by the buyer.
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Tracking
Methodology

Commitment letters from new realtors and home ratings
included in Multiple Listing Service (MLS) listings or related
marketing materials are tracked and recorded in respect of
each of the two metrics.

Offer
Description

The Home Labelling offer is designed for participants in the re-
sale marketplace and aims at helping consumers understand
what a home rating represents and the value it can provide to
both homebuyers and purchasers at the time of sale or
purchase. The offer also aims to motivate realtors to include
energy ratings in marketing material (e.g., MLS).

2015 Results

In 2015, 10 new brokerages committed to participate. As
illustrated in Table 7.2, these brokerages are collectively
responsible for 41,650 home listings. This result exceeded the
upper target established for this metric.

The number of recorded home ratings marketed in 2015 was
333. This result fell short of the lower target for the second
metric specified for this offer.

Component

Targets 2015
Weight Lower Middle Upper  Result

Metric

-

Realtor Commitments % * N/A 5,000 10,000

Home Labelling

Ratings performed 2,250 4,500 6,750

1. Commitments to make provision for a data field to show home energy ratings for all homes listed by participating
realtors (industry-wide commitment to include such a field on MLS or similar listing service and/or realtors'
commitment to do so with all the homes they list on their own websites, handouts and other consumer material).

2. Commitment from realtors collectively responsible for more than 5,000 (middle target) or 10,000 (upper target)

listings/year.
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» Back in 2009, the Green Energy and Green Economy Act included a proposal to
mandate a home labelling system for all re-sale homes in Ontario, however
implementation did not follow. With continued anticipated opposition from realtors
to a government-enforced program, a voluntary system designed to gain
acceptance in the marketplace precipitated the inclusion of a home rating offer in
the Company’s 2012-2014 DSM plan. The approach was intended to leverage
the existing infrastructure to achieve voluntary adoption of getting home ratings
completed as a standard practice in much the same way as an offer to purchase
a home is made under the provision of a home inspection.

{kjg&g eurlllur
v/ E:'cmeijy

What is an energy score?
An energy score of rating is a measure
of a home's energy
has been evaluated by a certified home

energy auditor.

f

Why list your energy score?

Through the Enbridge Home Rating

Program, gualifying home sellers displaying
ating o ting

or other marketing materials may receive

3 $100 Lowe's gift card and an

Energy Savings Kit”

For more information, please visit

www.knowyourenergyscore.ca’/home-ratin g

E NBRIDGE

B HeLmav 05

> In the 2015 rollover year, activities continued to focus on securing commitments
from brokerages; creating awareness and educating realtors on the value of home
energy ratings. Participation in conferences and events supporting the realtor
community continued to be a fitting venue for promoting awareness of the Home
Labelling initiative. In particular, Enbridge Channel Consultants participated in the
annual Realtor Quest conference in Toronto — the largest gathering of Real
Estate Board members. These conferences provided an excellent forum for
Enbridge to engage with industry stakeholders to promote the offer and schedule
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follow-up sessions with brokerages to explain the offer parameters and incentives,
guantify the value of the offer and the benefits to potential buyers and/or sellers,
as well as provide education and training workshops.

Enbridge has had success with the offer to date as the Company has
demonstrated good results in influencing brokerages to commit and gaining
realtor attendance at brokerage meetings; however, the Company has not seen
the anticipated actual number of home listings with the energy rating promoted.

Though Enbridge has learned that most home buyers agreed that they value the
importance of purchasing an energy efficient home, these same buyers most
often do not enquire, nor expect that a house has been energy labelled or rated.

Enbridge has identified some challenges regarding the adoption of home
labelling. The Company has learned there are certainly concerns from both the
realtor and legal side that introducing such considerations may delay or
complicate expediting the closing of the home sale — parties involved in the
transaction generally don’t understand what the energy rating is. Also, there is a
public perception that energy labels are confusing and don’t necessarily depict
true operating costs.

In the 2015-2020 Multi-Year DSM Plan (EB-2015-0049), Enbridge proposed a
revised offer beginning in 2016 in which the Company would refocus on the
home buyer with efforts to promote energy audits as a means to educate and
encourage consumers to have home ratings conducted.

In the January 20", 2016 Decision and Order on Enbridge’s 2015-2020 Multi-
Year DSM Plan (EB-2015-0049), the OEB did not approve the continuation of the
Home Rating program as part of Enbridge’s DSM portfolio beginning in 2016.

Though the Company will not be proceeding with the Home Labelling offer,
Enbridge continues to support the value to consumers of getting an energy audit
completed on their homes. The completion of a pre and post-retrofit energy
evaluation continues to be a key component of the Home Energy Conservation
offer and provides the participant with an Energy Rating score. For those
Ontarians increasingly interested in looking for ways to conserve energy and
make environmentally responsible choices, working towards and demonstrating a
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good energy score will not only provide comfort and peace of mind, but will also
add value to their homes.

» Enbridge worked with the Ministry of Energy during 2015 to provide input on a
proposal being developed to require home energy rating and disclosure
(HER&D) at the time of listing. The Company has provided feedback based on
experience in the past number of years; explaining the gaps, barriers and
successes in an effort to assist the Province in the delivery of a program that
consumers can understand.

» The Company will continue to monitor developments at the government level
regarding the implementation of a mandated home rating framework and engage
with stakeholders where appropriate to provide feedback and support
implementation.
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The LRAM is a mechanism to adjust for margins the utility loses/gains if its DSM
program is more/less successful in the period after rates are set than was planned in
setting the rates. As outlined in the Guidelines, the LRAM Variance Account (LRAMVA)
is used to track, by rate class, the impact of DSM activities undertaken in relation to the
forecasted impact included in distribution rates.

LRAM is calculated on a monthly basis using the volumetric impact of the measures
implemented. The LRAM amount is an adjustment which may be an amount refundable
to, or receivable from, the Company’s customers (depending on whether the actual
natural gas savings resulting from the natural gas utility’'s DSM activities are less than or
greater than what was included in the forecast for rate-setting purposes).

2015 Annual Report LRAM Calculation

Based on 57,036,910 FE m3 built into rates

Budget Net Actual Net
Partially Partially
Effective Effective

Rate 110 2,065,678 1,242,033 (823,645)  1.4924 ($12,292)  $18,536
Rate 115 1,314,523 764,107 (550,415)  0.8174 ($4,499) $6,246
Rate 135 0 25,666 25,666  1.2825 $329 $329
Rate 145 2,428,288 142,321  (2,285,968)  1.5224 ($34,802) $2,167
Rate 170 4,942,907 208,383  (4,734,524)  0.4504 ($21,325) $939

Volume Distribution LRAM Actual
Variance Margin Allocation$ LRAM $

Rate
Class

Totals 10,751,396 2,382,510 -8,368,887 ($72,589)
Amount to be paid back to Ratepayers  ($72,589)

* Rate 1 and Rate 6 are not included in the LRAM amount for clearance above as these rate classes are
covered under the Average Use True-Up Variance Account (AUTUVA)
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Enbridge earns a shareholder incentive based on its performance against targets
outlined for Resource Acquisition, Low Income and Market Transformation scorecards.
The DSM Incentive provides that incentive to the Company in relation to its DSM
activities. Further to approved amounts outlined in EB-2015-0049, Table 9.0
summarizes how the maximum incentive available in 2015 is allocated across each
program.

Maximum Incentive
Available

Program Total Budget * % of Total

Resource Acquisition $19,175,275 $6,482,744
Low Income $7,382,078 $2,495,721
Market Transformation $6,244,587 $2,111,159

$32,801,939 * 100% $11,089,624

* The Total Budget reflects the OEB approved 2015 roll-over budget amount of $32,801,939 and does notinclude
the additional Board approved incremental budget of $4,920,291. The combined approved Total DSM budget
for 2015is $37,722,230

Scorecard results and the corresponding DSMI earned for each program is detailed in
the following tables:

Resource Acquisition

. Targets
Component Metric ) ) 2015 Result
Weight Lower Middle Upper

Vol Cumulative Savings
Olumes g 7589 10119  1264.9 734.13

{million m 3 )

Residential Deep

) Number of Participants 571 762 952 5,646
Savings

Total Weighted Scorecard Target Achieved 150.0% *
Scorecard Incentive Achieved $6,482,744

* Weighted scorecard is capped at 150%. Actual scorecard
achievementis 152.3%
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Low Income

Targets
Component Metric 2015 Result
Weight Lower Middle

Single Family Cumulative Savings 18.1

241 28.07

(Part 9) (million m?)
Multi-residential Curf*ufr!atwe Savings a5% 51.6 68.7 86.0 63.97
(Part 3) (million m?3)
Multi-residential  Percent of Part 3 5% 30% 40% 50% 65%

(Part 3) LIBPM Participants Enrolled

Total Weighted Scorecard Target Achieved 116.2%
Scorecard Incentive Achieved $1,483,792

Market Transformation

. Targets
Component Metric ) ) 2015 Result
Weight Lower Middle Upper

. . . Builders Enrolled 18 22 19
Residential Savings

by Desi
e Completed Units 1,111 1,389 1987

Total Weighted Scorecard Target Achieved 150.0% *
Scorecard Incentive Achieved $1,076,493

* Weighted scorecard is capped at 150%. Actual scorecard
achievementis 170.5%

Market Transformation

Targets
Component Metric ) X 2015 Result
Weight Lower Middle Upper

Commercial New Developments _
Savings by Design Enrolled
Total Weighted Scorecard Target Achieved 150.0%
Scorecard Incentive Achieved $418,269
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Market Transformation

. Targets
Component Metric 2015 Result
Weight Lower Middle Upper

Realtor Committments N/A 5,001 10,001 41,650

Home Labelling
Ratings performed 2250 4,500 6,750 333

Total Weighted Scorecard Target Achieved 150.0% *
Scorecard Incentive Achieved $616,397

* Weighted scorecard is capped at 150%. Actual scorecard
achievementis 237%

DSMIDA
Program > by % Contribution
Program

Resource Acquisition $6,482,744
Low Income $1,483,792
Market Transformation $2,111,159
TOTAL $10,077,695

DSMIDA by Program
Market

Transformation
$2,111,159

Resource

Acquisition
$6,482,744
64.3%
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Table 10.0 provides the 2015 DSM budget as outlined in the 2015-2020 Multi-Year
DSM Plan (EB-2015-0049). The Board approved a 2015 budget of $37,722,230 in its
Decision on January 20", 2016.

Overheads
$4,731,485
S517,988

Program Program Budget
$14,443,790
$6,864,090
$4,890,900 $1,353,687 $6,244,587
$26,198,780 $6,603,160 $32,801,939

$4,920,291

$37,722,230

Total Budget
$19,175,275
$7,382,078

Resources Acquisition
Low Income
Market Transformation

Total Roll-over Budget

Incremental Budget

Total 2015 DSM Budget

Program OEB'Approved 201? Variance %
Budget Spending
Resource Acquisition $19,175,275 $23,389,805 $4,214,530 22%
Residential 51,872,720 59,362,295 57,489,575
Commercial 58,252,370 56,221,724 -52,030,646
Industrial 54,318,700 52,166,706 -52,151,994
Overheads 54,731,485 55,639,080 5907,595
Low Income $7,382,078 $7,173,710 -$208,368 -3%
Part 9 Residential 54,655,790 54,444,616 -5211,174
Part 3 Multi-Residential $2,208,300 52,111,746 -596,554
Overheads 5517988 S617,349 599 361
Market Transformation $6,244,587 $4,657,079 -$1,587,508 -25%
Residential SBD 52,493,900 52,032,022 -5461,878
Commercial SBD 5969,000 5890,464 -578,536
Home Labelling 51,428,000 5121,241 -51,306, 759
Overheads 51,353,687 51,613,352 5259,665
Total $32,801,939 $35,220,594 $2,418,654 7%
Incremental Budget $4,920,291 $559,378 -$4,360,913
Grand Total $37,722,230 $35,779,972 -$1,942,258 -5%
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As outlined in Table 10.1 above, spending in relation to Enbridge’s DSM programming
in 2015 was $35,220,594. In addition $559,378 was spent against incremental budget
initiatives (discussed in further detail below). Total spending amounted to $35,779,972.

In its original application for the 2015-2020 Multi-Year DSM Plan (EB-2015-0049) filed
on April 1%, 2015, Enbridge identified a series of initiatives it believed were appropriate
pursuits above and beyond the 2015 rollover budgets which would help to begin
transitioning into a new DSM Framework. As outlined in Section 15.1 of the DSM
Framework these amounts, not having been built into to rates, will be recovered via the
DSMVA and, as stated at page 38 of the Filing Guidelines will be “...incremental to any
DSMVA amounts used...” for the purpose of achieving results beyond the 100%
achievement level. As noted in Section 2.1 of this report the Board approved an
incremental budget of $4.92 million for this purpose in pursuit of the guiding principles
and key priorities outlined in the 2015-2020 DSM Framework.

Throughout the course of the EB-2015-0049 proceeding in 2015 approval of Enbridge’s
overall incremental budget and the items listed within it were not certain. This
uncertainty was compounded by a recommendation by a party to the proceeding which
Enbridge adopted in its Reply Argument that would allow for any approved incremental
budget to be carried forward into 2016 given the merit of the initiatives proposed and the
likelihood that uncertainty would persist into the final months of 2015, or even into 2016.

As a result, the Company proceeded cautiously in spending this budget within 2015.
Ultimately the Board’s Decision and Order in EB-2015-0049 was not received until
January 20™, 2016, in which the Board disallowed the carrying forward of the 2015
incremental budget into 2016. The net result of all these factors was significant
underspending on all items listed within the incremental budget.

Table 10.3 below outlines each item within the incremental budget inclusive of a basic
description of the initiative, the budget approved by the Board in EB-2015-0049, the
actual spending on each initiative within 2015, and a brief explanation of the variance
for each item.
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Incremental Budget

Item

Budget Item

My Home Health
Record

Low Income New Construction

Collaboration Fund
Unallocated

Description

Rollout of the MHHR offer to

My Home Health Record (MMHR)
Integrated Resource Planning
Potential Study Update
Green Button Initiative
Comprehensive Energy Management

Approved

Budget
(000's)

$4,920,291

Actual

Spending

(000's)

Incremental 2015

Budget Spending
$2,650,000 $444,801
$300,000 S0
$50,000 Y0}
$300,000 S0
$370,000 560,462
$250,000 $1,101
$1,000,000 553,014
$291 S0

$559,378

Explanation of Variance

While the Board's Decision approved
Enbridge's incremental budget of
$4.92M which included MHHR costs

Update

contribute towards funding
ground up research in
collaboration with Union and
the IESO to better inform a
sector by sector
understanding.

Residential residential customers in the $2,650.0 $444.8 in 2015, it did not approve
Behaviour first partial year of the offer. continuation of MHHR into 2016.
Program(MHHR) Spending was incurred prior to the
Board's Decision on Jan. 20th, 2016.
Enbridge's EB-2015-0049 Application
. , included a proposed scope of work
Integrated quertaklng of the Board's for an IRP study. Given that neither
Resource E?Jgan.f_ﬁitsosiggd?stt:ggqp $300.0 $0.0 approval of the scope of work nor the
Planning (IRP) Y. sStudyistc ) ) incremental budget were received
completed in time to inform . . .
Study - . until 2016, Enbridge did not
the mid-term review. >
commence spending on an IRP study
in 2015
Work towards completing an
update to recent Potential Enbridge initially budgeted this
Study in order to account for amount to augment its potential
and incorporate more recent study, filed as Exhibit C, Tab 1,
market potential data that Schedule 1 in EB-2015-0049 with
Potential Study becomes available. And/or $50.0 $0.0 additional primary research. After

requesting this amount, Enbridge
learned that the Board itself would be
commissioning a new and separate
potential study for completion by June
of 2016.
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- . Spending on the Green Button
Eﬁ,:::)crﬂﬁ?ﬁ;g\}ges (f)rnefgre d Initiative was not initiated in 2015
Green Button by the MOE Incllﬁ)din because timelines for the initiative
ArRrE y y 9 $300.0 $0.0 were slower than expected and the
Initiative development of a customer Company did not receive approval of
information system(s) to this amount until after the year was
allow for data transfer. already completed
Not having approval of the
incremental budget until 2016
. . Enbridge proceeded cautiously in
EHE I EEER Offer Comprehensive soft-lal?ncﬁing CEM. Despite r?lesitant
Energy Energy Management to $370.0 $60.5 spending the Company was able to
Management large industrial and identify a number of priority
commercial customers. customers with high suitability for the
offer moving forward.
Not having approval of the
Low Income incremental budget until 2016,
New . Initiate Low Income New $250.0 $1.1 \a/lv(;[;\élﬁli‘aqsit?(\jlvg?htgIerprll(()jr;ir]cigr?l()?
Construction Construction offer. partnership opportunities for the
program in 2016 and beyond.
Uncertainty with respect to Board
Approval guided the Company
towards a measured and cautious
. . approach towards spending this
Collaboration F;JOndr;cr:quc:)(;l?jkr)i?lreatlve pilot budget. The $53k spent was largely
and Innovation Endgerstandin on innovative $1,000.0 $53.0 focused on the development of future
Fund (CIF) technologies ?and market collaborative pilots, research and
a roacr?es initiatives as the Company felt it
PP ) prudent to continue to explore
collaboration given the strong
indications from the Board to do so.
TOTAL  $49203  $550.4

As noted on page 82 of the Board’s Decision and Order in EB-2015-0049, the Board
has approved Enbridge’s proposal for a Collaboration and Innovation Fund (“CIF”) of
approximately $6 million over the term of the 2015-2020 Multi-Year DSM Plan. The
Board made the determination for these funds to be available throughout the term of the
Plan, rather than approve a distinct $1 million within each year, in contemplation of the

need “...to provide flexibility and address important opportunities when presented.

22 EB-2015-0049, Decision and Order, p.81, January ZOth, 2016

n22
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As a result of the lack of certainty during 2015 regarding the future of the CIF
specifically, and the incremental budget more broadly, spending of this Fund in 2015
was limited. During 2015 approximately $53,000 was spent.

CIF spending in 2015 was largely focused on the development of future collaborative
pilots, research and initiatives. While these early efforts did not generate distinct gas
saving or other results in 2015, it is anticipated that they will facilitate meaningful
collaboration with the Independent Electricity System Operator (“IESO”) and electric
utilities in 2016 and beyond. Of note, a small commercial and industrial collaborative
energy assessment effort was undertaken with Enersource Corporation (“Enersource”).
The initiative involved 30 commercial and 20 industrial customer site visits. The purpose
of the initiative was to generate energy efficiency awareness and engagement amongst
these customer segments, identify opportunities for customers to save both electricity
and gas through DSM and CDM programs, gain further insight into the needs of these
customer segments, increase customer convenience and also reduce the cost of these
activities.

As specified in the Guidelines, the DSMVA “should be used to track the variance
between actual DSM spending by rate class versus the budgeted amount included in
rates by rate class.”®

The exact DSM budget built into rates for the 2015 calendar year was $34,954,513.
This amount was proposed by Enbridge and subsequently approved by the Board in the
Company’s 2015 Rate Adjustment proceeding EB-2014-0276. The following excerpt
filed November 28", 2014 outlines the rationale for the inclusion of this amount in rates:

The Framework Consultation will result in a new DSM Framework that will apply to the six
years 2015 through 2020. While the Company and DSM stakeholders recently filed
submissions on the Board's draft DSM Framework and Guideline released on September
15, 2015, a final decision of the Board on the new DSM Framework is not expected until
later this year. The timing of the Board’s decision on the Framework Consultation creates
some uncertainty and complexity from a planning perspective for 2015. Despite this, the

23 EB-2014-0134. Filing Guidelines to the Demand Side Management Framework for Natural Gas Distributors
(2015-2020), OEB, December 22, 2014, Page 38.
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Company has developed a 2015 DSM budget it believes recognizes directionally the
likely result of the Framework Consultation and reflects the practicalities of the planning
process for DSM programs that will be operated in 2015. Enbridge is therefore proposing
an increase in the DSM Budget for 2015 to $35 million...

The increase in the filed budgets from $32.8 to $35 million for 2015 results from direction
ascertained from two notable milestones on the evolution of DSM beyond the current
DSM Framework. These milestones included: 1) the Minister of Energy’s Directive to the
Board outlining the requirement for a six-year plan and achievement of all cost-effective
DSM; and, 2) the Draft DSM Framework and Guidelines released by the Board on
September 15, 2014 outlining preliminary guidance on the level of budget for
consideration between 2015 and 2020.24

Subsequent to submitting the above-noted evidence, Enbridge received the Board’s
final DSM Framework and accompanying Filing Guidelines on December 22", 2014.
The final Framework was inclusive of direction to roll-forward Enbridge’s 2015 DSM
budget and an invitation to apply for an additional 15% in budget to address the Board’s
Guiding Principles and Key Priorities. As addressed previously in Section 2.1, the
combined effect of these two Framework elements resulted in a proposed budget of
$37.7 million, which was approved by the Board in its Decision and Order in EB-2015-
0049 on January 20™, 2016.

Table 10.4 shows the variance between the 2015 DSM spending (as summarized
previously in Table 10.1) in comparison to the DSM budget built into rates. The resulting
DSMVA for 2015 is $825,460 (recoverable from ratepayers).

DSM Budget
. S . 2015 DSM Spending Against Variance =
Previously Built Spendi I val Budeet e
Into Rates pending ncremental Budge
A B C Variance = A-B-C
$34,954,513 $35,220,594 $559,378 -$825,460

24 EB-2014-0276, Exhibit D1, Tab 4, Schedule 1, pages 1-2
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Table 10.5 illustrates the allocation to rate classes of the DSM Variance Accounts.?®

Rate Class DSMIDA LRAMVA

Rate 1 $5,901,877 $6,498,202 $12,400,079
Rate 6 $3,438,449 N/A -$2,919,026 $519,423
Rate 9 $404 $0 -$74 $331
Rate 100 $0 $0 $0 $0
Rate 110 $421,703 -$12,292 $191,445 $600,856
Rate 115 $146,222 -$4,499 -$451,019 -$309,296
Rate 125 $15,156 $0 -$2,779 $12,377
Rate 135 $12,883 $329 -$144,351 -$131,139
Rate 145 $41,385 -$34,802 -$1,040,849 -$1,034,266
Rate 170 $93,350 -$21,325 -$1,304,940 -$1,232,914
Rate 200 $5,254 $0 -$963 $4,291
Rate 300 $1,010 $0 -$186 $825
Total $10,077,695 -$72,589 $825,460 $10,830,567

1. Rate 1 and Rate 6 are not included in the LRAM amount as these rate classes are covered
under the Average Use True-Up Variance Account (AUTUVA).

2. Rates 9, 125, 200 & 300 do not have any LRAM component in the rate allocation since
customers in these rate classes are not eligible for DSM programs. These rate classes will
however be subject to rate allocations for DSMVA and applicable DSMIDA related to Low Income
Program.

3. Numbers may not add up due to rounding.

25 Asin prior years, Low Income DSM spending is allocated to all rate classes, to be consistent with the electricity
conservation framework, as well as the LEAP Emergency Financial Assistance program. Allocation for the LEAP
fund was outlined in EB-2008-0150 Report of the Board: Low Income Energy Assistance Program on page 11
Section 5.1.1 Funding LEAP.
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On March 27", 2015, Enbridge Gas Distribution Inc. and Union Gas Limited submitted a
joint application which sought approval from the Ontario Energy Board for new and
updated Demand Side Management measures. The Board assigned file number EB-
2014-0354 to this application. On July 23", 2015 Enbridge and Union Gas were granted
approval of the new and updated DSM measures and input assumptions as set out in
the joint application, EB-2014-0354.

These inputs were subject to Enbridge’s 2014 DSM audit. The inputs were used in
calculating the savings claims that comprise the 2015 DSM scorecard results. The
Board approved this approach as per its revised Decision and Order issued February
24" 2016 (EB-2015-0049).
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The following tables outline the Avoided Costs used in the determination of 2015 results
and are included here for reference in the following charts:

2015 Gas Avoided Costs
Water Heating Space Heating o Spa-ce & Industrial
Water Heating
Baseload ($/m3) Baseload (5/m3) Baseload (5/m3) Baseload (5/m3)
Rate NPV Rate NPV Rate NPV Rate NPV
1 0.1309 0.1342 0.1375 0.1495 0.1365 0.1476 0.1312 0.1347
2 0.1689 0.2939 0.1784 0.3182 0.1767 0.3147 0.1700 0.2981
3 0.1846 0.4590 0.1950 0.4926 0.1931 0.4873 0.1857 0.4698
4 0.1974 0.6258 0.2087 0.6690 0.2066 0.6621 0.1987 0.6465
5 0.2120 0.7954 0.2241 0.8482 0.2219 0.8395 0.2134 0.8289
6 0.2249 0.9654 0.2377 1.0279 0.2353 1.0174 0.2263 1.0149
7 0.2356 1.1338 0.2490 1.2060 0.2465 1.1937 0.2371 1.2023
8 0.2403 1.2963 0.2539 1.3777 0.2514 13636 0.2418 1.3861
9 0.2320 1.4446 0.2452 1.5344 0.2427 1.5189 0.2335 1.5567
10 0.2257 1.5810 0.2385 1.6787 0.2362 1.6616 0.2272 1.7163
11 0.2302 1.7126 0.2433 1.8178 0.2409 1.7994 0.2317 1.8729
12 0.2348 1.8396 0.2482 1.9519 0.2457 19322 0.2363 2.0264
13 0.2395 1.9620 0.2531 2.0814 0.2506 2.0603 0.2411 2.1770
14 0.2443 2.0801 0.2582 2.2062 0.2556 2.1839 0.2459 2.3246
15 0.2492 2.1940 0.2634 2.3266 0.2607 2.3031 0.2508 2.4695
16 0.2541 2.3039 0.2686 2.4427 0.2660 2.4181 0.2558 2.6115
17 0.2592 2.4099 0.2740 2.5547 0.2713 2.5290 0.2609 2.7508
18 0.2644 25121 0.2795 2.6628 0.2767 2.6359 0.2662 2.8875
19 0.2697 2.6107 0.2851 2.7670 0.2822 2.7391 0.2715 3.0215
20 0.2751 2.7058 0.2908 2.8675 0.2879 2.8386 0.2769 3.1529
21 0.2806 2.7975 0.2966 2.9644 0.2936 2.9346 0.2824 3.2818
22 0.2862 2.8860 0.3025 3.0579 0.2995 3.0272 0.2881 3.4082
23 0.2919 2.9713 0.3086 3.1481 0.3055 3.1165 0.2939 3.5322
24 0.2978 3.0536 0.3147 3.2351 03116 3.2026 0.2997 3.6538
25 0.3037 3.1330 0.3210 3.3190 0.3178 3.2857 0.3057 3.7731
26 0.3098 3.2096 0.3275 3.4000 0.3242 3.3658 0.3118 3.8901
27 0.3160 3.2834 0.3340 3.4780 0.3307 3.4431 0.3181 4.0048
28 0.3223 33547 0.3407 3.5533 0.3373 35177 0.3244 4.1173
29 0.3288 34234 0.3475 3.6260 0.3440 3.5896 0.3309 4.2277
30 0.3353 3.4896 0.3544 3.6960 0.3509 3.6589 0.3376 4.3359

The Mominal Growth Rate used inthe tableis 2.0%
The Real Discount Rate used in thetable is 4%, the Nominal Discount Rateused in the tableis 5.75%
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