Target Market Segments and Technologies for Third Party Programs

Draft for comment: 10/19/05

The following is a list of market segments and technologies that may be good candidates for regional or third party programs. 

The market segments listed tend to be difficult markets for utilities to reach because for example: 

· Reaching the segment requires specialized expertise.

· Reaching the segment requires specialized marketing or marketing through non-traditional channels.

· Market segment is dispersed such that no one utility would develop the expertise or strategy for targeting.

· Operating the program at a level above the local utility will provide economies of scale

· Operating the program will reduce the administrative burden on individual utilities.

· Other? 

Technologies may be candidates for regional or third party programs when for example:

· Bulk purchasing could reduce the technology price (this is challenging to accomplish)

· Working across the region can influence manufacturer or distributor stocking practices or availability of the technology.

· We can leverage manufacturer or distributor marketing resources.

· To obtain upstream discounts (e.g CFL program). 

· Other?

Market Segments with Potential for Third Party or Regional Programs

· Grocery stores - refrigeration

· Hotel/motels

· Small commercial

· Restaurants

· New Construction

· Municipal waste water treatment and water supply

· Other?

Technologies with Potential for Third Party or Regional Programs

· CFLs – in progress

· Spray rinse washers

· Compressed air systems

· HVAC optimization

· Network computer power management (this technology is for businesses (large commercial, hospitals, schools, etc.) with large servers. The technology controls the power to individual computers)

· Lighting direct install

· Industrial

· Other?
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