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TURN Call for a New Statewide Program and/or Services  

and Delivery Mechanisms for the HTR, Split-Incentive Residential and  
Small Commercial Low to Moderate Income Markets1 

 
TURN requests that the IOUs consider a new statewide program and/or services and 
delivery mechanisms to address the HTR residential and small commercial split-incentive 
landlord-tenant market for low to moderate income. TURN believes it is time to more 
fully engage the IOUs, local governments, communities, third parties, and other key 
stakeholders, to create synergistic opportunities to complex and compounding problems. 
TURN would like to think big in terms of economic development and renewal, job 
training and job creation, and inclusion of local area environmental concerns and needs 
outside of the strict electric-gas equation.  

TURN does not envision this as an expansion of the IOUs’ scope or duties, but rather a 
recognition that the 2006 portfolio and program design process provides an ideal avenue 
to address these matters. The IOUs are an important building block that local 
governments and communities can build on with additional local-level economic and 
environmental matters.  

This could possibly be considered a new program, or a combination of new services and 
delivery mechanisms -- such seamless audits, retrofits, and financing -- with possibly 
even financing for landlords (as well as small business financing for tenants). Other 
methods to incent landlords should also be considered such as rebates for certain 
equipment such as boilers, if the landlord pays for lighting retrofits. A key component of 
this might include using the local partnerships as “small account representatives” to link 
surveys and audits with incentive programs and track over time the implementation of 
recommendations. It would also seem practical to link with and build on existing LIEE 
program efforts.  
 
Recent SDG&E PAG and Public Workshop materials vividly illustrates the need “dig 
deeper” in these markets:  
 

• Commercial/Industrial market segment includes over 138,000 electric meters and 
close to 30,000 gas meters 

• Approximately 20% of market consists of “large” customers -- monthly kW 
demand above 500kW  

• Remaining 80% of market consists of small and medium sized business with 
monthly demand of 500kW or less    

• Majority of this customer segment are considered “Hard-To-Reach:” rent 
or lease space, English is second language, less than ten employees, not in 

                                                 
1 Low to moderate in the residential context here means not qualifying for services under the LIEE 
program.   
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urban San Diego, and annual electric demand is less than 20kW or annual 
gas consumption is less than 10,000 therms, or both 

• Almost 90% of small and medium sized business customers have a 
monthly demand under 20kW. (emphasis added.)  

 

 

 

 

 

 


