Irrigation Education


1. General Description: 





	Market Bundle and Technology Description:  This market bundle separates out a specific irrigation education function.  As an old hand in irrigation observed, “people aren’t born knowing how to irrigate.”  With the irrigation hardware and scheduling programs that have been offered by regional utilities in recent years, there has been a significant educational component as an integral part of these programs.  As the utilities recast the role of conservation in their menu of customer services, the immediate effect is a significant reduction in conservation level of effort.  If the hardware and scheduling programs go away, or even if they simply shrink the financial assistance components, there will remain a significant need for good technical information and assistance.  A fundamental purpose of irrigation programs has been to help irrigators make wise decisions on system purchases, system maintenance, and on operations--especially irrigation management and scheduling.





The purpose of the irrigation education market bundle is to make competent information on irrigation efficiency readily available to the region’s irrigators.





	Market Status:  The technology for efficient irrigation systems and for efficient irrigation scheduling and management is available in the market, but has not penetrated anywhere near its ultimate potential.  If recently operated utility hardware and scheduling programs cease operation, there will be an unmet need for solid independent competent information on irrigation efficiency.  An efficient market requires informed buyers and sellers.  This market bundle would help meet that need.  There are various technical and informational resources that should be identified and tapped to help meet this need.








2. Regional Resource Characteristics:





	Size:  Average Megawatts in Medium Forecast by 2015:  About 2.88 aMW.  





	Levelized Cost Including All Costs and Benefits:  17 mills/kWh, for all the education resource that passed the cost-effectiveness screen.  





	Benefit-Cost Ratio: 1.45, for all the scheduling resource that passed the cost-effectiveness screen.





	Load Shape of Savings:  Irrigation use is summer peaking, with nearly two-thirds of the annual load occurring in the months of June, July, and August.  This aggregate irrigation load shape is the Council’s best estimate of the shape of the saved load.





	Lost Opportunity Resource: Yes.  Because the presumption of the education program is that the utilities are out of the business of paying dollar incentives for efficiency, the improvements that are purchased will be done so by the irrigator for his or her own business reasons.  The education is not so much intended to stimulate system investments as it is to help ensure that it is done right when it is done.








3. Customer Perspective:





	Customer Economic Benefits:  Individual customer direct economic energy benefits from education come from efficient retrofits and efficient scheduling.  They are essentially the same as identified in the discussions of those market bundles--perhaps 10-40% for hardware and 20% for scheduling.  Scheduling can also contribute economic benefits in the form of reduced water and agrochemical usage as well.  Because the education program would help the customer spec out a project and perhaps help ensure a quality installation, there is another economic benefit to the customer--he/she may be more likely to get the full value for the investment.





	Customer Non-Energy Benefits:  Non-energy benefits can include reduced water use, reduced fertilizer costs, less maintenance cost on the irrigation equipment, and improved crop quality.





	Likely Customer Action: Absent these services, it is likely that many systems will not perform to the efficiency levels that have been demonstrated to be possible and effective through the hardware and scheduling programs.  A particular target that has some appeal is the delivery of low-cost more generic services to inform irrigators who use older and/or lower-technology hand line or wheel line systems.  








4. Utility Perspective�:





	Utility Financial Risk:  Very little.





	Market Share Impacts: No impact because there are no competing fuel alternatives.





	High “Utility Image” Value:  Irrigation efficiency programs can provide very high utility image value for utilities in sparsely populated areas where irrigation both dominates the utility’s load and anchors the local economic base.  Even without incentives, this educational service could have a high image value.





	Other Utility System Values: None.  





	Other Societal Values:  reduced use of fertilizer and water, and reduced leaching of soil salts and agrochemical into the groundwater.  





	Potential Utility Levelized Cost and First Cost and Lifetime:  The challenge in estimating unit levelized costs is in estimating what the market response will be to the provision of this information.  This will always be difficult to measure since there is no easy way to get a full reporting on the market response to information provided through this program.  Where there is no incentive check written, there is usually no solid way to track the program response.





Best Guess Utility Levelized Cost = 1.7 cents/kWh	Utility Cost/First Yr. kW =  $1571/aMW 	Lifetime = 3 years





The measure life of an educational program was somewhat arbitrarily set at 3 years.  Some information will fall on deaf ears, while other information will influence very long-life decisions.





	Likely Utility Action:  In general, utilities are down-sizing conservation programs and redesigning them to get away from grants or other costly financial incentives.  It is presumed that where a program remains there will also remain an information component.  This is difficult to gauge, however, since most utilities in the region are today making conservation operating decisions on a year by year basis.





5.  Remaining Potential (after utility and customer actions):





	Average Megawatts:  Assumed to be 0, but utilities may want to run programs for customer-related reasons.  Potential options are described next.





6.  Prototype Market Strategy to Capture Remaining Potential: 





	Prototype A:  An information program on hardware retrofits that includes initial assessment and design and final testing and inspection, with no financial incentive.





	Description:  This program would provide the same pre-construction assessment and design and post-construction testing and inspection as Bonneville’s WaterWise hardware retrofit program.  





	Prototype B:  This program would provide general hardware retrofit information without on-site testing, measurements, or inspections.





	Description:  This is a minimalist program of irrigation efficiency information.  





	Prototype C:  This program would provide general scheduling information without on-site measurements or inspections.





	Description:  This is a minimalist program of irrigation scheduling efficiency information.  





	Key Market Barrier(s) Addressed/Targeted:  The key market barrier is availability of independent technical information and assistance in irrigation hardware, management and scheduling.





	Resources Needed (apart from existing utility and consumer efforts):  [forthcoming]The resources needed consist primarily of regional level staff devoting one-third an FTE per year over a five to seven year period to help get standards adopted over the next series of DOE revisions.  


	Indirect (staff - professional energy analyst level):		xx FTE


	Indirect (travel, contracts, etc.)				$ xx


	Direct Cost (Incentives, rebates, etc.)			$ xx


	Estimated Total Cost per Year:				$ xx


	Estimated Total Cost for next ten years:			$xx to $xx


	Full Cost for Region over next ten years if Acquired Directly:	$xxx





	Major Tasks:


Inventory irrigation hardware and scheduling information programs and resources.


Hold a discussion among the utilities and other interested parties, including state energy offices, U.S. Natural Resource Conservation Service, agricultural extension agencies, and so forth, to identify unmet information needs and identify strategies to meet them..


Work with the parties to find funding.


Monitor performance and regularly exchange ideas and experiences that contribute to program success.


Periodically revisit the goals and performance of the effort.





	Major Milestones over Next 5-7 Years:


		Milestones should be set for the accomplishment of each major task.





	Primary and Supporting Organizations to Help Achieve the Conservation: Bonneville Power Administration, Idaho Power, PacifiCorp (Pacific Power and Utah Power), Montana Power, and the several public utilities that ran Bonneville programs, including Umatilla Electric, Benton County PUD, Grant County PUD, CARES, and some others.  There is some level of capability and commitment in the state energy offices, water resource agencies, and ag extension services.  A major information source is the U.S. Natural Resources Conservation service (formerly USDA Soil Conservation Service).
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� While the term “utility” is used here, it should be interpreted to include energy service companies or other private companies that might have an interest in pursuing this particular market bundle.  
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