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Learn how our new 
Money Back Tool
makes rebate 
suggestions simple

Help your customers 
get ready for 
time-of-use rates

Join us next time
Networking events:
a great success



I would like to extend a big thank you to the Trade Professionals who attended our 2012 
events and to the Trade Professional Alliance team for all the hard work and dedication 
that went into making the events possible. To date, we have conducted 10 Networking 
events across PG&E’s service territory, a Trade Pro-focused training seminar, a webinar 
to educate Trade Professionals on Time-Varying Pricing and our annual Recognition 
Awards event. We continue to look for additional opportunities to add value to our 
Alliance and we welcome any feedback on how to improve our events and what 
information you would like to learn more about in the future. Additionally, look inside 
this newsletter for details on the success of our 2012 events.  

Daniel Ngo, who stepped out of his daily role as the Bay Area Trade Professional 
Manager to manage the entire team on an interim basis, was key to our early success 
this year. Many of you are aware that Dan has accepted a position in PG&E’s Energy 
Solutions and Service organization. I would like to extend my sincerest thanks to Dan 
for his numerous contributions, and congratulate him on his next career move.

We welcome Mark Salavitch as a new team member to the Trade Professional Alliance 
this quarter. Mark is a Senior Trade Professional Manager focusing on PG&E’s Service 
Area 2. Mark comes to us with a great deal of experience in sales, customer 
management, program management and energy efficiency. Prior to this role, 
Mark served as PG&E’s Program Manager for HVAC, Motors, Water Heaters and 
Refrigeration Distributors and Manufacturers. With more than 10 years of sales and 
account management experience—the last five in resource conservation and energy 
efficiency—Mark’s expertise will be a terrific resource for Area 2 as well as for the 
entire Trade Professional Alliance.  

With our renewed focus on Small and Midsized Business customers, more and more 
attention is being given to the efforts and accomplishments of our Trade Professional 
Alliance members. As a result, our team is in the process of hiring additional TPMs to 
improve our availability and commitment to the Trade Professional channel. If you are 
not currently enrolled in PG&E’s Energy Efficiency Trade Pro Alliance, I strongly 
encourage you to learn more about the benefits by visiting www.pge.com/tradepro. 
On the site you can also learn about upcoming events, training opportunities, webinars 
and other resources that can add value to your business.

Sincerely,

Andrea Manion
Supervisor, Trade Professional Alliance

Trade Pros and PG&E
Doing great 
things together

PG&E Trade Professional 
Management Team

Christine Tanner
Northern Region 
Trade Professional Manager
707-257-5902
CDT1@pge.com

Mark Salavitch
East Bay Region
Senior Trade Professional Manager
415-973-6335
MUS8@pge.com

Quess Ellis
Southern Region 
Trade Professional Manager
559-263-5560
QXE1@pge.com

Mike Faria
Senior Trade Professional Manager 
for Electrical Distributors 
and Manufacturers 
415-973-8115
M1F3@pge.com



“This is the first one I 
have attended due to busy 
schedule, but well worth 
it. I will be attending 
regularly going forward.”



Money Back Tool:

A simple way to make rebate 
suggestions to your customers

These days, you can easily search for 
a restaurant by neighborhood, price 
and cuisine; websites and mobile 
applications make finding the perfect 
place a breeze. Now, with similar 
technology, Trade Professionals as 
well as PG&E’s business customers 
can use the new Money Back Tool on 
pge.com to narrow their search from 
a wide range of rebate options down 
to a few select choices, tailored to 
their specific needs.

With hundreds of rebates available for 
business customers, we were looking 
for a more efficient way to help vendors 
and customers sort through the number 
of options. The Money Back Tool was 
conceived to help customers, Trade 
Professionals and PG&E’s Energy 
Solutions and Service representatives 
easily view rebate options and make 
rebates accessible to users anywhere, 
anytime.

How it works
Start by thinking about a specific 
customer: The industry search offers 
a choice of 18 different categories, 
including Agriculture, Health Care, 
Schools, Restaurants, Builders, 
Hospitality, Warehouses and High Tech. 
From there, you can choose building 
type (e.g. grocery stores, data centers), 
energy use (small, medium, large) and 
project type (e.g. lighting, appliances, 
HVAC, pumps, refrigeration).

For example, finding refrigeration 
equipment for a mid-size hotel takes 
only a few clicks, and quickly reduces 
the pool of relevant results from 63 
to nine tailored rebate options.

Clicking on individual results shows the 
details about the products that qualify 
for the rebate, and provides links to the 
relevant products catalogs for the user 
to do further research on available 
options. For customers, there are also 
links to eRebates, where they can 
submit their rebate application online.

The tool works on your desktop or 
laptop computers, and has been 
optimized for use on tablets, to help 
you be even more mobile (use it 
during a facility walk-through with 
your customer).

Sharing results made easy 
for Trade Professionals
One great feature of the Money Back 
Tool is the ease of sharing tailored 
rebate recommendations with others. 
For example, you can make selections 
in the tool and email the results to a 
business owner or facilities manager 
by clicking the “Share” icon. Send these 
search results with your personalized 
note providing further guidance to your 
customer.

PG&E hopes that, via the Money Back 
Tool, Trade Professionals will be able to 
provide personalized service to a much 
larger number of their customers by 
being able to have a quick rebate 
search and recommendations they can 
simply share via e-mail. This could be a 
great way for Trade Professionals to 
start a customer conversation, and or 
continue successful relationship 
management with ongoing customers 
and foster business development with 
PG&E’s resources. 

PG&E hopes that, via 
the Money Back Tool, 
Trade Professionals 
will be able to provide 
personalized service to 
a much larger number 
of their customers by 
being able to have a 
quick rebate search 
and recommendations 
they can simply share 
via e-mail.

www.pge.com/mybusiness/energysavingsrebates/



Heating, Ventilation, and Air Conditioning (HVAC) 
is the second-largest usage of commercial 
energy load in PG&E’s territory. In some 
industries it accounts for the largest source of 
energy use, depending on the season. HVAC 
is a huge driver of demand and load—in part 
because there are HVAC units on top of more 
than a million commercial rooftops in California.

PG&E’s Commercial HVAC Quality Maintenance 
Program (HVAC QM) supports the State of 
California’s Long Term Strategic Plan. Launched 
in mid-2011, this comprehensive Program is 
designed to optimize the performance of all 
major energy-using components of commercial 
HVAC units. Equipment efficiencies are improved by 
applying the diagnostic methods and detailed 
HVAC inspection and maintenance tasks of 
ANSI/ASHRAE/ACCA Standard 180. 

The innovative diagnostic methods and technologies 
used by the Program set it apart from standard 
tune-ups and other HVAC maintenance efforts. 
Program measures include a thorough site 
assessment and repairs well above and beyond 
routine HVAC unit maintenance. The methods allow 
contractors enrolled in the Program to precisely 
evaluate commercial customers’ HVAC units and 
subsequently improve unit efficiency and realize 
energy savings. 

Participating in the HVAC QM is a win/win 
for customers and contractors: The program 
pays significant incentives directly to you and your 
customers throughout the term of the agreement. 
As a participating contractor, you’ll receive 
incentives of up to $2,355 per unit to cover initial 
inspections, tune-ups, minor repairs and testing. 
In addition, you’ll start generating more leads and 
closing more business right away.

As a participating QM Service contractor, 
you can:
• Create a differentiated service portfolio for 
 your business
• Increase your value to your customer 
• Increase the frequency of touch points with 
 your customer
• Promote new business sales efforts at a 
 reduced cost

A new level of service for you and your customers

If you’re interested in learning more about the 
program, or are ready to enroll today, please visit 
www.commercialhvacqm.com or contact PG&E’s 
program implementer directly at:

Honeywell Utility Solutions
PO Box 4999, Foster City, CA 94404
1-888-265-0057
info@commercialhvacqm.com



Learn how your customers can save electricity now. 
So they’re ready for time-of-use rates this Fall.
As many of you may know, beginning in November 2012, many Pacific Gas and Electric Company (PG&E) small 
and medium business customers’ flat electric rates will be replaced by time-of-use rates. This transition is part 
of an energy plan mandated by the California Public Utilities Commission to ensure greater power reliability and 
a better energy future; our Trade Pro Alliance members have heard this message in a variety of ways, either at one 
of our networking events, their trusted Trade Pro Managers, print and online materials, or detailed in the news.  

We hope Trade Professionals will continue to help 
educate our mutual customers and lead the way 
to implementing energy efficiency projects that 
may help mitigate potential rate changes. PG&E is 
committed to giving customers flexible pricing 
options for their service. We are working with state 
regulators to develop an “opt-out” option for those 
customers who prefer not to move to time-of-use 
rates. Time-of-use rates will be higher during 
summer weekday afternoons when electric demand 
is higher, typically noon to 6 p.m., May through 
October. In return, time-of-use rates will be lower 
at all other times.

PG&E created user-friendly ways for our 
representatives and Trade Professionals like 
you, to discuss rate options, and provide tools 
and resources to help business customers 
save energy and money, including:

www.pge.com/myenergy
Online tools and information to assess usage 
and rate options
www.pge.com/moneybacksolutions 
Energy efficiency programs and rebates
www.pge.com/audit
A personalized energy assessment
www.pge.com/energyadvisor 
Monthly newsletter for businesses

This means that when customers use energy, is 
just as important as how much they use. PG&E is 
also committed to helping business customers 
understand their energy use, find ways to conserve 
electricity, and benefit from time-of-use rates.

PG&E is here to help. Contact your local Trade Pro 
Alliance Manager at: tradeproalliance@pge.com 
to learn about tools and programs that can help 
you and your customers save and succeed on 
respective rate plans. Too busy to contact us? 
Learn more about time-of-use rates on your own 
time by visiting www.pge.com/TOU to watch a 
two-minute educational video or sign up for one of 
our free webinars or business newsletter.



Leo Tolstoy called Spring “the 
time of plans and projects.” It 
certainly was for PG&E and our 
Trade Professional Alliance 
members! From April through 
June, we gathered more than a 
dozen times at networking events 
across Northern and Central 
California, trainings, webinars and 
our Second Annual Trade Profes-
sional Recognition Awards in 
Concord. We even captured some 
feedback on the Current Tools 
newsletter along the way.

By “front-loading” the majority of our 
events earlier in the year, we aimed 
to increase collaboration between 
PG&E reps and Alliance members, 
and improve our shared 2012 results. 
Based on the results from the first 
half of 2012, we’re excited about the 
plans and projects to come!

Some of the many highlights from 
recent months:

Trade Professional Training Seminar: 
April (Concord)

For our first-ever Training event, the goal was 
simple—to help you better understand PG&E’s 
energy management programs and services to 
aid in your customer acquisition efforts. We 
covered a lot of territory in this all-day event: 
From turn-key rebates and customized incentives 
to solar and emerging technologies and more, 
attendees received a comprehensive review of 
our most popular programs, and learned a lot 
about resources that can help add value to your 
engagements with small business customers.

Response to the event was fantastic: The event 
was filled to capacity with attendees, and 
requests poured in for more seminars serving 
our Southern Territory. More than 9 in 10 agreed 
that the sessions were informative, useful and 
relevant to their business. And just as many said 
that—if invited to another training like it—they 
would attend or recommend it to a colleague. 

Trade Professional Networking Events:
April–June (Various places)

The relationship between PG&E’s Energy Service and 
Solutions reps and our Alliance members has produced 
some amazing results over the past few years. That’s why 
cultivating these relationships remains one of the highest 
priorities for the Trade Pro management team. 

Based on past survey feedback, the TPA Management 
team increased the number of Networking events past 
years, and we expanded our reach to serve more local 
companies. We also extended the networking time with 
the ES&S reps to make your engagements as easy 
and fruitful as possible.  

Between April and June, we held 10 separate 
Networking events from Chico to Bakersfield. In all, 
nearly 200 Trade Pros and 100 PG&E representatives 
attended, sharing best practices, discussing the latest 
news and product information, and fueling collaboration 
to improve customer adoption of energy efficient 
technologies. Based on attendee turnout and feedback, 
this year’s Networking events were a great success. 
Among some of the highlights:

• Nearly 90% of attendees rated the events as 
 “Excellent” or “Very Good”

• 94% of attendees said that they would attend a future  
 networking event or recommend it to a colleague.

• Our reps loved these events too! 95% rated their   
 engagement with PG&E Trade Professionals at 
 these events as “Excellent” or “Very Good”

Recognition Awards: June (Concord)

What better way to show our appreciation for our 
Alliance members’ hard work than by throwing a 
celebratory bash in their honor? Held at the Crowne 
Plaza Hotel, the Trade Professional Alliance 
Recognition Awards recognized dozens of companies 
across a wide range of disciplines for their amazing 
energy savings results in 2011.

We were touched by the many wonderful speeches 
given that beautiful June day; many of you spoke of 
the great collaboration you’ve experienced with PG&E 
representatives, many of whom were in the audience 
to share in your well earned recognition.

The feedback we received on the event was also 
heart-warming: We received nice kudos on everything 
from the networking opportunities and overall format 
of the day, to the venue and meal selection…even the 
centerpieces. We know how hard all of you are working 
on behalf of your companies and customers, and we’re 
looking forward to seeing you up on stage collecting 
your award(s) next year!

Recapping a busy (and festive) 
few months

Networking Events 

continued on next page

What’s coming up

We’re so thrilled with the response to these events that 
we’re planning additional trainings for Trade Professional 
Alliance members. Stay tuned for more details, and please 
let us know what topics you’d most want to learn about 
by e-mailing us at tradepro@pge.com. 
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What’s coming up
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These days, you can easily search for 
a restaurant by neighborhood, price 
and cuisine; websites and mobile 
applications make finding the perfect 
place a breeze. Now, with similar 
technology, Trade Professionals as 
well as PG&E’s business customers 
can use the new Money Back Tool on 
pge.com to narrow their search from 
a wide range of rebate options down 
to a few select choices, tailored to 
their specific needs.

With hundreds of rebates available for 
business customers, we were looking 
for a more efficient way to help vendors 
and customers sort through the number 
of options. The Money Back Tool was 
conceived to help customers, Trade 
Professionals and PG&E’s Energy 
Solutions and Service representatives 
easily view rebate options and make 
rebates accessible to users anywhere, 
anytime.

How it works
Start by thinking about a specific 
customer: The industry search offers 
a choice of 18 different categories, 
including Agriculture, Health Care, 
Schools, Restaurants, Builders, 
Hospitality, Warehouses and High Tech. 
From there, you can choose building 
type (e.g. grocery stores, data centers), 
energy use (small, medium, large) and 
project type (e.g. lighting, appliances, 
HVAC, pumps, refrigeration).

For example, finding refrigeration 
equipment for a mid-size hotel takes 
only a few clicks, and quickly reduces 
the pool of relevant results from 63 
to nine tailored rebate options.

Clicking on individual results shows the 
details about the products that qualify 
for the rebate, and provides links to the 
relevant products catalogs for the user 
to do further research on available 
options. For customers, there are also 
links to eRebates, where they can 
submit their rebate application online.

continued on next page

The tool works on your desktop or 
laptop computers, and has been 
optimized for use on tablets, to help 
you be even more mobile (use it 
during a facility walk-through with 
your customer).

Sharing results made easy 
for Trade Professionals
One great feature of the Money Back 
Tool is the ease of sharing tailored 
rebate recommendations with others. 
For example, you can make selections 
in the tool and email the results to a 
business owner or facilities manager 
by clicking the “Share” icon. Send these 
search results with your personalized 
note providing further guidance to your 
customer.

PG&E hopes that, via the Money Back 
Tool, Trade Professionals will be able to 
provide personalized service to a much 
larger number of their customers by 
being able to have a quick rebate 
search and recommendations they can 
simply share via e-mail. This could be a 
great way for Trade Professionals to 
start a customer conversation, and or 
continue successful relationship 
management with ongoing customers 
and foster business development with 
PG&E’s resources. 



Linear Fluorescent Standards
forTrade Professionals 
In an effort to support its business customers and 
facilitate a smooth transition to the new federal 
standards for Fluorescent lighting, PG&E will continue 
to offer incentives for a number of lighting efficiency 
improvements through December 31, 2012. PG&E 
has been communicating to our business customers 
about this transition, including important dates, how to 
get started, and where to find additional information. 

Over the next few months, PG&E will be conducting 
outreach among target customers to educate our 
commercial customers about the federal regulation, 
related dates and how to take advantage of remaining 
rebates before the end of the year. We look to our 
network of Trade Professionals to help educate the 
marketplace and maximize rebate uptake by helping 
us spread the word to our business customers.  

Trade Professionals are encouraged to contact their 
local Trade pro Manager to find out more information 
and request additional resources.

More about the update: www.pge.com/T12
PG&E’s Trade Pro e-mail inbox: 
tradeproalliance@pge.com  

Planning for the 2013-2014 Program cycle is underway.  
A proposed list of third party continuing programs and 
discontinuing programs was included in the July 2, 2012 
filing. Thirty-nine of the 50 programs from the current 
cycle were selected to continue into the Transition 
Period. These programs had exhibited success based on 
criteria developed in collaboration with the Joint IOUs 
and included performance to goal accomplishment, cost 
effectiveness, customer and program satisfaction and 
market and program potential.

Upon approval of the Portfolio by the CPUC (expected 
later this year), PG&E will conduct a solicitation for new 
Programs under the name of Third Party Innovative 
Designs for Energy Efficiency Approaches (IDEEA) 
Program. A two- year budget of $15 Million has been 
allocated to offer two unique types of solicitations:  

1 Targeted Solicitations will support identified program  
 and market needs and technologies such as water/   
 energy nexus, hard to reach markets such as tenant- 
 landlord for residential and commercial customers.

2 Innovative Solicitations will promote new innovative  
 ways to achieve savings and fund energy efficiency   
 projects delivered by Third Parties.  

Implementers interested in notification on upcoming 
solicitations should sign up at www.pge.com/thirdparty

IMPORTANT UPDATES

PG&E Third Party Programs 
for 2013-2014 Portfolio Cycle



If you’ve been thinking about extending your services 
into the Residential market, Pacific Gas and Electric 
Company’s Energy Upgrade California program provides 
licensed contractors with amazing business opportunities, 
and a great way to transform how homeowners 
save energy.

By taking a “whole house” approach that combines several 
related upgrades and improvements, you can help your 
customers develop and implement a sustainable, energy-
efficient approach to home energy improvements. Position 
your business as an energy-responsible leader by becoming 
a participating Energy Upgrade California  contractor.

For more information visit 
www.builditgreenutility.org or 
call 1-866-970-7348.

 

Become a participating Energy 
Upgrade California™ contractor.



Trade Professional Alliance
Mail Code N3Z
P.O. Box 770000
San Francisco, CA 94177
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