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Expansion of the Statewide Upstream and Point-of-Sale Statewide Programs  
 
The 2006 portfolio and program design process provides an ideal opportunity to use the 
Upstream HVAC and Motors Rebate and Statewide Lighting Programs as starting points 
for expanded statewide upstream and retail point of purchase programs that would 
encompass a full menu of energy-saving measures across all end uses for both the 
residential and nonresidential markets. 
 

Upstream programs promote higher levels of production and distribution of high 
efficiency equipment through downstream contractor and consumer high efficiency 
product demand. Upstream equipment and appliance efficiency programs have been 
practiced by many utilities throughout the country for a number of years.  Through such 
programs, upstream manufacturers and distributors agree to discount the cost of higher 
efficiency equipment based on improved certainty of larger scale market demand. Also, 
but not always, manufacturers and distributors are offered financial incentives for 
increased production and distribution of higher efficiency equipment.  
 
The IOUs’ currently provide point-of-sale discounts for CLFs and other high efficiency 
lighting products via the Statewide SF Rebate Program, and incentives to distributors to 
stock high efficiency motors and commercial application HVAC via the Upstream HVAC 
and Motors Rebate Program.  These efforts should be expanded to other energy-saving 
measures.  The handful of large manufacturers are readily identifiable, produce energy-
using products for both domestic and commercial markets, and produce equipment and 
appliances across major end uses (ie. space and water heating and cooling, refrigeration, 
washers/dryers/dishwashers).  
 
Also, the HVAC equipment markets in California have consolidated considerably 
throughout the past five to ten years. The resulting larger companies maintain more 
centralized inventory and sales systems and have more centralized decision-making 
authority within parent companies. This is a tremendous opportunity to create an 
upstream manufacture-distribution effort that works with all major manufacturers and 
distributors across major end uses and energy-using equipment and appliances.  
 
Given new federal and state standards, upstream market program targeted at 
manufacturers and distributors should be implemented to insure that sufficient high 
efficiency equipment and appliances are available.  
  
As a first step TURN suggests that the utilities working with a full menu of energy saving 
equipment and appliances, assess whether increasing the production and distribution of 
the mass market measures is most workable at the manufacturer level, distribution level, 
or both. A summary possibly in a matrix format would be helpful, along with a discussion 
of what works, and why and why not.  
 
TURN also suggests that some preliminary potentials estimates could be readily 
calculated working with annual sales data, assuming normal replacement or retrofit, point 
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of sale discounts (no consumer rebate processing increasing consumer participation), and 
possibly varying levels of manufacturer incentives. 
 
Program design and potentials estimates should work to achieve broad retail market 
participation in point of sale efforts.  

 
  

 
 
 
 
 
 
  
 
 
 
  

           
 
 
 
 


