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Introduction, Welcome and Safety – Greg Wikler, CEDMC and Darren Hanway, SoCalGas 

Darren Hanway, SoCalGas:  

We consider you, The Council, our partners, as we move down a path to serve our customers, 

we are looking for your help to enable them with programs and services to better optimize 

their energy usage. Here is our agenda for today: Brian will lead a discussion on ASPIRE 2045 

Mission, which is to get to net GHG neutrality in 2045. We will walk you though our 

organization with the charts for you to identify your primary interface from our team. I’ll give 

updates of where we are and where we’re going. We will recap our thoughts on the Governor’s 

Proclamation. We want you to be engaged and interactive. 

Greg Wikler, CEDMC:  

Thank you to Darren and Brian and the SoCalGas team. There is a lot of interest in this Forum, 

and we appreciate you taking the time to present to us. As Darren pointed out, we encourage 

your participation. Raise your hand if you want to ask a live question and please use the chat 

function. We know this group isn’t shy! 

Darren Hanway, SoCalGas: 

Here is the Anti-Trust and Code of Ethics slide, we are all familiar with this, and we need to 

show it.  

Greg Wikler, CEDMC: 

We abide by the rules of the road. Serj Berelson is on the call and he and I will be managing the 

questions from our group. 

Darren Hanway, SoCalGas: 

Short video was played: https://youtu.be/Ibu6K1VxYGY 

We hope you enjoyed the video; it is like my pump song. It gets you into your mind and helps 

you do what you need to do. We are on the cutting edge of efficiency at SoCalGas, we are 

certainly leading the way for California, and certainly amongst our peers. This mission that Brian 

is about to get into is why our team works so hard and why we are pushing forward. 

https://youtu.be/Ibu6K1VxYGY
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ASPIRE 2045 Vision - Brian Prusnek, SoCalGas 

Thank you, it’s not often I follow a video to speak, you’re right, it is comparable to a hype song! 

I am happy that so many people joined, there is really great attendance on this call, so thank 

you for giving us your time. It was a year ago we last spoke, and I was new in the role. I am 

thrilled to work in CP&A, our energy efficiency and low-income programs, and when we talk 

about the org chart, the changes we’ve made to set ourselves up for the future in driving 

greater efficiency for our customers. This is the best team I’ve ever worked with. The 

opportunities we have are limitless. In ASPIRE for 2045, EE has been around for a ling time, and 

now in the area of natural gas, it is a more important role as a GHG reduction measure. As I 

reflect on the video, I will point out that EE isn’t in there, that is not to say the company isn’t 

looking at EE, this is more of a forward-looking video for our community and investors to show 

the path we are going. The path we are going starts with energy efficiency. These investments 

we are making, whether it’s hydrogen or renewable natural gas, are reduced as a result of more 

energy efficiency. We can deliver savings if we hold back consumption as a result of EE. We 

recognize EE is really important, you will see in ASPIRE 2045 that energy efficiency is in the 

executive summary. We don’t make these commitments lightly. We are the largest natural gas 

utility in the country and we run the largest natural gas energy efficiency programs, both for 

energy programs and from a low-income standpoint. From this position, we believe we can be 

the cleanest as well. That is what ASPIRE 2045 is all about and why Darren gets so hyped.  

How ASPIRE 2045 Began: Sustainable practices has been a part of our core values for decades. 

We commit to do the right thing. It serves as a refocusing of our sustainability lens. Today 

sustainability drives our culture, it informs how we serve others, and it defines how we see 

every challenge and opportunity. The most important: we have established where we are 

going, and this influences all of our decisions. 

In March, we announced ASPIRE 2045. It is our sustainability strategy for our climate goal to 

achieve net zero GHG emissions in our operations and delivery of energy by 2045. It aligns with 

the Global Paris Climate Agreements to and it supports California’s 2045 carbon neutrality 

goals. 

The goal makes SoCalGas the largest in North America to set a net zero target for all 3 scopes: 

Scopes 1 and 2 emissions are what we produce in our operations, energy use in our buildings 

and fugitive emissions in our systems. Scopes 1 and 2 represents 4% of our emissions.  

The remaining 96% is Scope 3 emissions, or our value chain emissions. which originate from 

customers. It is the combusted fuel from our energy system. We must to more to support out 

our customers in their decarb goals, EE is the largest tool in our tool box to reduce emissions in 

scope 3. 

The investments are what we refer to the 3 Ds – decarbonization, diversification, and 

digitalization. All 3 are imperative. You can read more on the slides here. 
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Advancing through collaboration: We believe the goal to a net zero future is to protect our 

planet, and we all need to do this together. No single entity can solve it, no solution can alone, 

and no energy source can solve it alone. EE is done though our partnerships, academia, trades, 

customers, public and private partnerships. This is what we do in EE, it is a strong foundation 

for where SoCalGas is heading. 

What’s to Come: Clean Fuels White Paper – Comprehensive analysis to achieve CA’s carbon 

neutrality goals. Full sustainability Strategy will be released later this year.  and plan to enhance 

the data measurement to bolster communication and report on progress. It will evolve with 

continuous feedback from stakeholders. I have been involved in clean fuel and sustainability 

and reporting, so I know the work the company is putting into it and they are leaning into being 

a leader. That is the end of our 2045 discussion, we hope it is informative. Questions? 

Greg Wikler, CEDMC Question:  

Thank you, I know you released this earlier this year, there is a drive for electrification, and 

discussion around building electrification. It’s not like the gas company is anti-electrify, or 

decarb, the narrative is all about electrify this and that. But we also know we have grid 

resilience challenges and infrastructure issues. From your perspective, on decarbonization, how 

are you adjusting to that narrative to accommodate the noise in the popular circles that value 

everything being electrified? 

Brian Prusnek, SoCalGas, Answer: 

It is the live question of the day. We are not opposed to electrification, I was previously Director 

of Public Affairs and I watched the electrification movement, with President Picker, which is 

about 3 years old now. Sadly, the energy systems don’t change at that pace. There have been 

aggressive positions that have come out. I understand the need for electric and headway with 

renewables and battery storage. We have to be thoughtful of how we change our economy. 

Like 3-legged stool –affordability, reliability, and sustainability, all 3 need to be in balance for 

companies to make decisions. We are not opposed to it, but we feel there are different 

pathways. Our clean fuel strategy will be a pathway discussion. Our renewable natural gas 

policy is being developed, and renewable gas standards, which was passed in 2018 and we are 

still waiting. We had a positive white paper from CPUC that came out is important. Short lived 

climate problems are an issue in this state, and natural gas is a good opportunity to capture 

those and be less impactful to the global economy. We are supportive of cleaning up the 

system. If the narrative is SoCalGas doesn’t want to change, that is false. Also is electrification is 

the only solution, I think we will find in the future, that isn’t the only solution. We are putting 

our shoulder into as many solutions as possible to be a leader to drive GHG reductions in our 

system. You will see new innovative things in the BBAL to drive GHG in our systems. It was a 

great question. (end answer) 
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Siva Sethuraman, Chat Question: 

Would carbon offset purchases be part of the strategy to get to NEt Zero? 
 

Brian Prusnek, SoCalGas, Answer: 

They may be, we are looking at a big system, this is not a just a carbon offset announcement. 

There are billions of dollars in investments in actual solutions, starting with our EE programs. 

PG&E asked to do carbon offsets years ago and that was denied, and the utilities are looking at 

it now. It’s not a buying trees form the Amazon, it is the carbon offsets we are looking for don’t 

have a nexus to the energy system to drive real reductions there. You need to look at it from a 

portfolio basis. We don’t have anything coming up on carbon off set yet, but it may be a small 

portion, we don’t want to rule it out, but it’s not something we are looking to rely on. (end 

answer) 

Dan Stay, Chat Question: 

Hydrogen Blending article: - https://www.h2-view.com/story/socalgas-successfully-tests-20-

hydrogen-blend-in-household-appliances/ 

Brian Prusnek, SoCalGas, Answer: 

This is exciting, I posted it as well. I’ve been biting my tongue because it’s been going on for a 

long time and we have been waiting to do it. It’s really exciting this has been going on with 

appliances, especially in the kitchen sector. To test how they are operating with 20% hydrogen 

and Things are looking good with hydrogen blending. 20% isn’t the magic number, but its what 

were getting today. You can put it into the things that exist today. Hydrogen is a different 

molecule than what’s currently in the system and it is important to test it. (end answer) 

CP&A Organizational Structure - SoCalGas 

Brian Prusnek, SoCalGas: 

The team has been involved in making changes to the team. The first change, on the far right, is 

to create a strategy and innovation team under Grant Wooden. To build the capacity, we want 

to grow and take on new things, if it is done in the business units is is hard. People are busy, so 

to get a group to look down the road and pilot things are important. We have a pilot that’s 

called the customer solution owner for income programs that creates a role in the CPandA to 

be the voice of the customer, what do your customers want? We want to do these for all of our 

sectors, start building these “Owner of the Customer Experience” someone needs to own the 

customer experience, 

Regularity Policy and Analysis: Andrew Kwok is filling in for Erin Brooks, who is on maternity. He 

is here temporarily and leads our regulatory, policy and analysis team. Erin will be back next 

year. 

Becky Estrella has accepted a position to create a new group called New Business and she the 

liaison for construction, focused on end-to-end customer experience in project management in 

https://www.h2-view.com/story/socalgas-successfully-tests-20-hydrogen-blend-in-household-appliances/
https://www.h2-view.com/story/socalgas-successfully-tests-20-hydrogen-blend-in-household-appliances/
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new construction. Works with top builders and affordable housing builders to make sure their 

experience goes smoothly. This is only residential, not new commercial construction, 

commercial. 

Third, Mark Aguirre has the energy savings assistance program, and Octavio Produski(?) has the 

customer care programs. We’ve merged these two into one low-income program. Octavio is in 

charge of customer acquisition for both of the programs. It seems pretty common to have these 

merged.  

Just wanted to take the time to tell you about the changes, you know the other folks in this 

chart. 

 

Customer Programs and Assistance 

 

 

 

Darren Hanway, SoCalGas: 

Left to right: emerging technologies is Jeff Horn, he has accepted a new position within the 

company so it will change. Martha Garcia has several on her team that energy efficiency team, 

they do custom reviews and work papers and testing at our facility at the ERC. David Kim is 

operations manager, most of the contractual engagement with you all, all the day to day 

operational management of EE. Mugi Lukito runs partnering aspect, which we will talk more in 

detail later. Emma Ponco deals with our solicitation strategy, all the RFPs and others and non-

PRG solicitations run through Emma’s team, Andrew Knee helps manage optimization, strategic 

planning, analytics strategy focus on using AMI data to make sure there’s intelligent outreach. A 

lot of the data that you all work with all comes through Andrew and his team. Rodney Davis is 

the manager in charge of all of our outreach: residential sector construction, multi family, 

foodservice, government, trades, institutions, etc., in community is all through Rodney. It is a 

growing area; we have a zeal for community outreach and Rodney is in charge of the structure 

and strategy. Please reach out to any of us, we are glad to be of service and we are here to 

work with you. 
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Commercial New Construction is under David, specifically under Sean Fife, that includes 

commercial new construction. It is transferring to PG&E’s statewide leadership; we might not 

have a local incentive program targeting that area. Not to say we won’t do any at all, so Sean 

will be your contact. 

Audience Question: 

Can you define sustainability products? 

Carlo Gavino is our expert on certifications and LEED. He is revamping our company owned 

facilities into LEED Platinum or other LEED status. He does work on ZNE, training, certifications, 

water energy nexus, he has run our codes and standards offerings, but we are not involved with 

going forward, and our solar programs, sunset now, but we have a backlog of orders. (end 

answer) 

Greg Wikler, CEDMC Question: 

You have been active in the new segments in CAECC working group on market support and 

equity who is going to oversee that for the portfolio and the BBAL? 

Darren Hanway, SoCalGas, Answer: 

For both filings, they are spread throughout.  98% of programs are in David’s or Rodney’s team. 

Andrew is getting together the strategy on how the portfolio will be constructed and the 

individual group managers will be responsible for those measures.  
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3 Primary Objectives that Guide SoCalGas Decision-Making, Darren Hanway, SoCalGas 

1- Customer Focused Solutions  

It is about the customer, it means being comprehensive, nimble, flexible, engage the customer 

where they are and how they want to be met. We believe in value-added activities. We want to 

guide the customer on journey of efficiency, or sustainability, depending on their priorities. We 

provide multi fuel efficiency solutions for customers. We have a nationally awarded model 

where we provide EE electricity programs w/ LADWP, in Pasadena, Anaheim, Riverside, Burbank 

and other SCAPPA members. We also provide we provide water efficiency w/ MWD as an 

agency and 15 of its member agencies, and also increasing air quality reductions with South 

Coast Air Management District. For example, we just executed another agreement with metro 

water District for toilets, irrigation, bibs, cold water methods for our customers at no cost to 

relieve the drought. More efficient admin structure for us and partners, greater revenue for 

partners, and greater efficiency for everyone. We have a modest $112 million budget this year, 

and when you add in the agreements and structure we’ve built, we are providing over $200 

million in value to our customers, regulated or not, doesn’t matter. 

2- Cost Effective Delivery 

We stand out because we don’t think about it as the TRC test. Yes, it is important, but that’s not 

our driver of our brand of efficiency. We strive to be cost efficient on how we deliver programs. 

We have back-end support processes including rebate, inspections, etc that are driven by 

artificial intelligence. It has lowered our cost profile because of our investments in innovation 

and technology and how we spread out our administrative costs, EE are continuing to drive cost 

structure downward. We are not reducing our spend, we are taking those savings and we are 

reinvesting those into additional energy efficiency for our customers.  

3- Advancing the Efficiency of Gas Technologies 

Core gas needs to continue to advance in technology, efficiency, in being able to connect to the 

internet and connect to smartphones and be in the digital info age. We have exciting products 

in various stages in commercialization. For example, heat pump products are more reliable and 

efficient than electric cousins. We work with trade allies, and community and faith-based orgs, 

and everyone in community to ensure that when a customer has a replacement option, the 

most efficient is at the top of mind. We want to invest capital on a comprehensive level on 

persistent efficiency. Focus on persistent efficiency for poor gas equipment, not on control 

measures. Rewind 3-4 years ago, there was a big focus on shower heads, aerators, thermostats. 

If it a sale doesn’t result in upgrades and a turnover strategy for that equipment, it is a wasted 

engagement. We are focused on more strategic measures. 
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We have achieved our goals at a higher level than any other. We did more EE than any year in 

the history of our company. We have never not hit our goal. We also spent more money on EE 

than any other year in the history of our company. At a meeting last week, I’ve seen sharp 

reductions across the nation, because of COVID, that was not us. We did more, we were bolder, 

and invested more.  

We want to make sure our tool kit is as broad and large as possible, so when we talk to a 

customer, on their journey for efficiency, we have something that will serve them. 

2021 and Beyond Focus: This was covered on the first slide. We will hit our goal; the question is 

how much we will go over it by. We are focused on removing silos and ensuring our customers 

receive a variety of solutions, strategies and incentives. Not just electric or water, or emissions, 

they are true, but it also gets into self-generation, fuel cells, other types of DER strategies, clean 

and natural gas vehicles, and other options. We are attempting to remove these barriers and 

bring solutions together and broaden the conversation with customers.  

Gene Rodrigues, ICF Chat Question: 

Bravo, Darren and Brian, for your commitment to protect EE budgets and to reinvest cost 

reductions into more EE program spend! That is a principle that CEDMC supports ... It is critical 

to California's ability to meet its goals. Please make sure that you are connecting with Greg and 

Serj whenever you are seeking CPUC approval for this sort of initiative to explore whether 

CEDMC can help 

 

Darren Hanway, SoCalGas Answer: 

That is what we do here, thank you Gene, thank you for that observation. We are connected 

with Greg and Serj, and all of you, we are all partners to ensure what we do is mutually 

successful and so we are transparent. Our door is always open and we know Greg’s is as well. 

(end answer) 

Here’s where we are at in our 2021 goal: We have achieved more therms this year than we 

typically do, so we are going to blow past the CPUC goals, we are already at 87% and maybe we 

can set a few records this year. 

Ongoing Challenges: These are not new to you. While we had a banner year during the 

pandemic, a lot of our customers are struggling. We are investing in restaurants, food service 

and low-income customers for debt forgiveness. There are still serious challenges and we are 

working through them.  

Transitioning Program Designs: We are offboarding legacy programs, and new are though the 

PRG process and solicitations, some are not. When you off board and onboard, we try to 

manage it to not disrupt the customer’s engagement with energy efficiency.  

The regulatory process is still a challenge, we went from a 10-year report, to a 1-year advice 

letters, now the 4-year cycles, there are a lot of moving parts. There are staff challenges, and to 
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navigate being big and bold and to also focus on the TRC of this and the TRC of that, and the 

thousands of tables we need to fill out, and I know you all have to deal with that as well. Cost 

effectiveness challenges, we were the most cost effective in all of California in energy efficiency 

last year, it seems improbable, but that’s the case. For us, it is more expensive to engage with 

customers, that’s we are focused on innovation, tech and streamlining to still serve the 

customer more cost-effectively. 

Statewide and local programs. Here’s an example, we have a statewide HVAC program is 

focused on upstream incentives across California, but there is no central furnace included or no 

central heating. What do you do when there is no meaningful gas program for customers, so 

what do you do? There are gaps in service from statewide programs that are missed from 

statewide programs, do you address that locally? We don’t have a solution at the moment. 

Budget Constraints: Last year’s EE budget is a record, and we will come close or beat that this 

year. It will be better year after year. We work across our utility partners to bring in more 

funds. We are active in grant solicitations and will ask for an increase in funding at the 

Commission. Our budget is $112 million and would like to bump it up, which sets it apart from 

other utilities, we want it to be up to $125 million and we appreciate your support. 

Greg Wikler, CEDMC Question: 

Thank you for supporting our comments in recent potential and goals, we took an aggressive 

position to push for more measures with less constraints on cost effectiveness. It was aimed 

more at the others, less gas. What is your take on how things more forward with cost 

effectiveness? You have cost effective portfolios, and gas avoided costs could be higher, which 

would make your portfolios even higher. What is your thinking going forward for program 

portfolios? 

Darren Hanway, SoCalGas, Answer: 

We were the most cost effective by 30-40%, we still didn’t hit 1.0. When you look at natural gas 

cost effectiveness, we are talking an average bill of $25-30/month so we are the cheapest utility 

across the board, and it will never pencil out to upgrade a customer from storage water heater 

tank to a more effective tankless heater, it won’t make sense for them to do that, from bill 

savings or TRC perspective, but it is the right thing to do. To help, we work with our very large 

customers (mining, metal and plastic manufacturers). We need to make sure our pipeline is 

robust and large enough to have the headroom. The non-residential large customers balance 

out the cost to make sense for the smaller residential customers to help offset the cost of 

upgrading to EE. It is about the collective and we look at it in a broad comprehensive way. 

There is room for adjustment, the gas cost could be a bit low. The way the TRC is calculated 

depositions efficiency broadly and we have worked to help enlighten the commission on how to 

look at things. At least from a tactical level, our strategy is the right one, and we need to keep 

pushing our pipelines forward. (end question) 
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For 2022, we will be seeking a budget increase in advice letter and business plan application. 

Want to broaden the definition of EE for natural gas. We have an exciting internal pilot outside 

EE budgets. Looking at mitigating fugitive emissions, mostly for food service customers. For 

combusted methane or fugitive methane, we want a method that enables and qualifies to 

reduce both sources, and we will include it in our business plan application. 

We just executed a multimillion dealer agreement with metro water district – that will increase 

in the latter part of the year. 

Outreach perspective, we have historically been focused on disadvantaged and hard to reach 

customers, and we are doubling down on that outreach to make sure no customer is left 

behind.  

Commission’s clean energy financing OAR is exciting, we put forth comments on the scoping 

memo. We want to expand EE funded financing and expand on-bill financing at no interest, 

expand technologies like fuel cells, fuel stations, fleet operations, any type of demand side 

equipment we want to expand the efficiency of gas. We are increasing loan amounts, 

decreasing minimum loan thresholds, seeking to increase payback terms, and want to eliminate 

the bill neutrality component on-bill for residential customers. Want to expand the amount of 

capital that customers have invest in EE projects. We are focused on expanding the breadth of 

efficiency gas technologies. 

Brian Prusnek, SoCalGas: 

I’m going to talk about the Segmentation Portfolio Strategy of the 3 elements we are 

supporting resource acquisition, market support, equity. Some examples, we are taking a 

purity/principled approach to align which program belongs in which category. If we have an 

equity program or training or advancement, just development is under market support. Then 

the core rebate programs are whole-building for market rate housing fit under resource 

acquisition. 

Partnerships: We have a nationally awarded strategy and we are working on a renewal at 

LADWP, in review, to extend the partnership for another 5 years. A lot of you have worked on 

programs with us where DWP has been involved. We are refining the types of engagements to 

make sure it is mutually beneficial for everyone: customers and utilities. 

AB-617 is good for air quality districts with incentives to convert wood burning fireplaces to 

natural gas fireplaces, and energy efficient fireplace inserts, there are natural engagement 

opportunities between the agencies. 

Master agreement with Anaheim was extended and next year with Riverside and we are 

ramping up public and private sector grants. We have received grants already, at the local, state 

and federal level.  

We are here to act as a broker to bring additional funding and resources, that we will deliver 

through you (the Council member companies) to our customers. 
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We are focused on community engagement: local, small or large customers. If a builder builds 

with gas, that they are putting in the most efficient gas appliance possible. It will benefit state 

policy, the customer and society. We focus on those areas: builders or food service customers. 

We have the energy resource center in Downing is open to all. If there are rebates that a 

customer can get to facilitate the sale of a more efficient piece of equipment, we want to make 

sure they know about it. 

Solicitation Update and Focus on Where We Are Going, Emma Downing, SoCalGas  

We continued the 3rd party solicitation process in 1801004, which requires utilities to have 60% 

of programs designed and implemented by 3rd party implementers by the need of 2022. At 

monthly meetings, we are all involved with coordination, and that will continue. We completed 

Phase 1 for local program segments, and Phase 2, we led the statewide programs, and the 

remaining segments to be completed by early next year. 

Dynamic Timeline: The bold programs are still a work in progress. Out of 16, 11 have been 

completed. SoCalGas is the program administrator for 3 statewide programs: food service point 

of sale, gas emerging technologies, midstream water heating, all have been completed last 

year. We are continuing with the remainder for completion of this year. 

Solicitations 2021-2022: The initial list of programs are residential multifamily whole building, 

the residential EE kits, which are no-cost kits to help with water energy savings, non-residential 

EE advisor (surveys to customers re: energy use), the residential retail partnering (home EE 

rebate, POS program), retail store visit are needed for an overview, Hearst radar training 

(delivers training to certified home raters and trades), non-res EE advisor and IDEA 365. 

SCG is in process of info gathering for lessons learned and will be in the monthly PRG and 

annual update we file in May for the 2021 annual report. 

Darren Hanway, SoCalGas: 

For IDEA 365, what we want to do and will do is to have ongoing solicitations. While the 

Commission had 60% with end point and structure and targets, but we don’t want it to be set at 

that point. We are looking for innovative ideas and solutions to look for gap, it will be ongoing. 

We want an Open-Type engagement to bring in partners for opportunities to bring in additional 

EE savings. 

Jeff Guild, Enovity Question: 

Hi Darren, SCE was absent from the partnership opportunity slide. What do you foresee going 

forward in delivering holistic efficiency solutions where your territories overlap? 

Darren Hanway, SoCalGas Answer: 

Loaded question, Jeff! Tricky, I am transparent, we do have partnerships with Edison, they have 

been fewer and narrower, we are open to the opportunity going forward, I would look at them 

going first. The orgs we have partnered with share our commitment for efficiency (LADWP, 

Anaheim, Riverside). For a few the money ramped down during COVID. We are looking for a 
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partner that shares our vision for EE for the long term and won’t change their mind in 12 

months, we want more stable and longer-term, and that has been a but problematic with 

Edison. That doesn’t mean we won’t work with them in the future, we will evaluate to keep us 

surrounded by equal minds looking at the big picture. (end answer) 

Greg Wikler, Question: 

SoCalGas creates opportunities for small businesses, and there isn’t an abundance for small 

businesses. How do you prioritize small businesses? 

Emma Downing, SoCalGas Answer: 

We receive similar questions, we work with Energy Division and IOUs to simplify the solicitation 

approach. We incorporate DBE goals, and work with other communities. We say it is a 2-stage 

process is really more like 16 detailed steps so each solicitors go though. We are working with 

the IOUs and Energy Division to simplify the process to help small businesses to participate in 

the upcoming program solicitation. 

Greg Wikler, CEDMC Comment: 

Thank you, Emma. The word I think of is streamlining. Simplification is necessary. All the hoops 

can be a nonstarter for small businesses. It is feedback we convey regularly, and we appreciate 

anything you can push for the opportunities for smaller and disadvantaged businesses to 

participate in these great opportunities. (end comment) 

Governor’s Proclamation - Sebastian Garza, SoCalGas 

This is my first Business Forum, my name is Sebastian Garza, I am the new EE Policy Supervisor, 

and I report to Andrew Kwok. The Governor’s Proclamation was issued July 30 as a state of 

emergency about accelerating climate change impacts in California, numerous actions CEC, 

CAISO and CPUC to take to address capacity shortages in 2022 and 2023. Accelerate clean 

energy development as soon as possible. The IOUs submitted proposals, we provided 7 

proposals from SoCalGas. They were basically modifications to current assistance and EE 

programs to meaningful reduction of reduce energy resources. All implemented June 2022 or 

2023 

1 – Tankless water heaters to ISA Program. Provide underserved communities, it reduces 

standby losses and saves customers on annual bills. Target market: Single family occupied, 

incremental funding $2.5M, and expected savings of 100 therms per year.  

2 – Solar Thermal Water Heating. More homes to receive this program, it offsets water heater 

consumption, when you pair it with tankless water heating systems, you eliminate losses. 

Target: Single and multi-family residentials $10 M per year, 397k therms per year savings. 

 

3 – Smart Thermostat Installation. Supports EE with peak time and demand response. But there 

is little savings in a recent finding, so not as much emphasis there. We disagree and will be 



13 
 

seeking ED’s approval for energy saving values. Target: residential single and multifamily 

homes. $6.6 M per year, 1.2 million kwh per year savings. 

 

Greg Wikler, CEDMC Comment: 

We totally agree with that disagreement about smart savings, let us know how we can help. 

Greg Wikler, CEDMC Question: 

Gas DR was shut down by the commission recently, what role does Gas DR play in the reliability 

context? 

Darren Hanway, SoCalGas Answer: 

We put forth first in the nation DR pilot programs for natural gas. A/C in summer, furnace in 

winter, storage water heater controllers connecting to internet like electric, but for gas. And 

commercial industrial customers and it is what we were talking about in the DR proposal. There 

is a cross over for funding in gas smart thermostats, we enable I electric efficiency and electric 

demand response. The commission did not move forward, but its not that we don’t believe in 

what we did, there is an RFP by Department of Energy that is looking at specifically natural gas 

DR. 

Greg Wikler, CEDMC Comment: 

Your leadership was modeled by ConEdison in NY, gas DR lives on, but at least not in SoCal, at 

least for now. (end comment) 

Back to Sebastian:  

4 - Natural Gas DR for summer periods. The pilot program called LRP aimed at large commercial 

customers during peak in summer and then winter. Target: Large CNI customers, incremental 

funding $3.4M for 2022 and 2023, and 165,000 therm load reduction per year. 

5 – Custom EE Project Acceleration. If there are good projects down the pipeline, they should 

be fast tracked for installation and decisions should be made quickly. Reduce consumption. 

Target is non-residential customers, no incremental funding or savings, more of a 

recommendation than a measure. 

5 – Funding for Affordable Multi-Family Properties through Project Home Key Partnership. 

Delivers EE projects, Home Key’s mission is to provide homes to the homeless and at-risk 

community to replace boilers, large water heaters and equipment at no cost to property owner. 

Target is affordable multi-family properties through Project Home Key, $9.5 million total for 

2022 and therm savings of 273,000. 

7 – Expedited Review and Approval of Workpapers. We recommend the commission expedites 

the existing workpapers. We submitted work steam tables, BBQs, greenhouses, etc. We ask the 

commission approve all the current workpapers quickly to implement fast. We have no 
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timeline, but if these programs are going to be implemented in June of 2022, we are running 

out of time. Fingers crossed we get a response very soon. 

Greg Wikler, CEDMC Question: 

Custom review the council is laser focused on trying to expedite the processes, especially 

custom. It has been a challenge. Question, the custom program activity has dropped off in the 

state, due to a multitude of factors, including the excessive review process imposed by the 

Commission. Over the long haul, custom needs to be reformed with short-term measures in the 

Proclamation, do you anticipate pushback from the commission saying these are longer term 

things? 

Darren Hanway, SoCalGas Answer: 

We had a discussion with ED management and it was raised, things weren’t settled, and I 

shared that a lot, outside of DR, you will see it and it will be prevalent in our upcoming advice 

letter. We want a procedural path to adopt what we want to do in these areas, either via an 

emergency proclamation or advice letter, I am indifferent, as long as the timing is fast. (end 

answer) 

Greg Wikler, CEDMC Question: 

I didn’t see NMEC mentioned, where does the gas company stand on site-based NMEC? There 

is a slow down there, and we pushed NMEC as a rapid saver. 

Darren Hanway, SoCal Gas Answer: 

Nothing was mentioned specifically. In partnering with you on the phone and our existing, new 

and formative 3rd party contracts, our NMEC strategy is embedded in them, knowing we were 

likely the 4th of the IOUs to get into that space, it took us a bit longer, so we are still in the test 

and learn approach now. We are open to any and all strategies, and NMEC is certainly one of 

them. 

Richard Hart, Chat Question: 

Large C&I customers would be really interested in combining gas savings, water savings, and 

sustainability improvements in one package of incentives. Is that a topic that can be broached with 

customers right now? For example, is there a streamlined process that covers all three? Or is it best 

to wait until 2022? 

Darren Hanway, SoCalGas Answer: 

In our partnerships and opportunities, we found the nexus on residential, single and multi, 

small commercial, that has been the target. When you get into larger customers, there are 

some activities, but LADWP and others keep it closer to the vest. We build a model that works, 

gain trust and traction and then work to expand into into other areas that are more nuances, 

large C&I is more nuances. We will get there eventually, but nothing exists at scale at this 

moment. 
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Greg Wikler, CEDMC: 

You and Brian, Emma, Sebastian and the others, thank you for taking the time today, it has 

been hugely valuable for us.  We hope to do it again soon. 

Darren Hanway, SoCalGas: 

Thank you all for attending. I was truly sincere, when you look at the org chart, if you have any 

questions at any level, please reach out to us, we are all in this together. 

Thank you  

END 

 


