Energy Efficiency in Commercial Foodservice Equipment -  Market Effects Study Appendices

Appendix D
Final Manufacturer Instrument and Responses
Company Name _______________________
Phone #:  ___________

Contact Name _________________________
Time Start___________

Good (morning/afternoon). My name is ____________________. The state of California requires evaluation of their energy efficiency programs. We are conducting a survey about how the food service sector looks at energy efficiency. The survey will take approximately 15 to 20 minutes. Your responses will be kept confidential.

Do you have time to talk with me to help with our evaluation?

1. Does your company manufacturer equipment used by the food service market?  


( Yes


( No (Thank and Terminate)

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Yes
	12
	100%
	11
	100%
	12
	100%

	Total
	12
	100%
	11
	100%
	12
	100%


A good portion of the interview questions request quantifiable responses, however I would like you to feel free to expand on you answers as you see appropriate. What we are trying to understand is how the market for energy efficient kitchen equipment works, or doesn’t work.

2. What is your title?


( Sales Rep.

( Engineer 

( Manager


( President

( VP 

( Other: ___________________

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Director
	0
	0%
	1
	9%
	2
	17%

	Executive VP
	0
	0%
	0
	0%
	1
	8%

	General Manager
	0
	0%
	0
	0%
	1
	8%

	Manager
	4
	33%
	6
	55%
	4
	33%

	Marketing Coordinator
	1
	8%
	0
	0%
	0
	0%

	President
	2
	17%
	3
	27%
	3
	25%

	VP
	5
	42%
	1
	9%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


3. What are your primary responsibilities? 

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Advertising & Marketing
	0
	0%
	1
	9%
	0
	0%

	All
	2
	17%
	3
	27%
	2
	17%

	All Operations - COO
	0
	0%
	0
	0%
	1
	8%

	Business Development
	0
	0%
	0
	0%
	1
	8%

	Customer Service
	0
	0%
	1
	9%
	0
	0%

	Marketing
	5
	42%
	0
	0%
	2
	17%

	Marketing & Sales
	1
	8%
	0
	0%
	0
	0%

	Marketing Communications
	0
	0%
	1
	9%
	0
	0%

	Marketing Coordinator
	1
	8%
	0
	0%
	0
	0%

	National Sales
	0
	0%
	1
	9%
	1
	8%

	Operations
	0
	0%
	0
	0%
	1
	8%

	P&L, Kitchen Ventilation Systems
	0
	0%
	0
	0%
	1
	8%

	Product Manager
	1
	8%
	0
	0%
	0
	0%

	Product Marketing
	0
	0%
	1
	9%
	0
	0%

	Regional Sales
	1
	8%
	0
	0%
	0
	0%

	Sales
	0
	0%
	0
	0%
	2
	17%

	Sales & Marketing
	0
	0%
	2
	18%
	1
	8%

	Sales, Marketing & Operations
	0
	0%
	1
	9%
	0
	0%

	Service
	1
	8%
	0
	0%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


4. Our records indicate that you manufacture [XXX] equipment. Is this true? 


( Yes



( No (Specify why: ___________________________________)

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Yes
	12
	100%
	10
	91%
	12
	100%

	No, Purchase and repackage only
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


5. Are there any other types of equipment that you manufacturer for this sector?


( Cooking


( Refrigeration


( Ventilation


( No other types 


( Other: _____________________________________

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	No
	8
	67%
	8
	73%
	11
	92%

	Cooking, tables, sinks, countertops
	0
	0%
	0
	0%
	1
	8%

	Glass washers, beer dispensing systems
	0
	0%
	1
	9%
	0
	0%

	Hot Holding
	1
	8%
	0
	0%
	0
	0%

	Microwave, Food warming, Slicing
	0
	0%
	1
	9%
	0
	0%

	Prep equipment, stainless steel countertops
	0
	0%
	1
	9%
	0
	0%

	Refrigeration, Food preparation, Weighing
	1
	8%
	0
	0%
	0
	0%

	Refrigeration, Ventilation, Serving
	1
	8%
	0
	0%
	0
	0%

	Ventilation, Filter machines, Preparation equipment
	1
	8%
	0
	0%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


6. Would you please describe how you market your equipment?

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Advertise in industry publications, Dealers, Distributors
	1
	8%
	0
	0%
	0
	0%

	Brochures, Printed literature, Trade shows, Industry publication advertising, Press releases
	0
	0%
	0
	0%
	1
	8%

	Brochures, Spec. sheets, Trade shows, Sales representatives
	1
	8%
	0
	0%
	0
	0%

	Catalog, Dealers, Sales Representatives
	0
	0%
	1
	9%
	0
	0%

	Dealer Network
	0
	0%
	1
	9%
	0
	0%

	Dealer/Distributor network, Trade shows
	1
	8%
	0
	0%
	0
	0%

	Dealers
	1
	8%
	0
	0%
	0
	0%

	Dealers and Sales Representatives
	0
	0%
	1
	9%
	0
	0%

	Dealers, Direct to chains, trade shows, industry publication advertising
	1
	8%
	0
	0%
	0
	0%

	Develop literature, advertise in publications
	1
	8%
	0
	0%
	0
	0%

	Direct factory sales people and manufacturers representatives
	1
	8%
	0
	0%
	0
	0%

	Direct sales force
	0
	0%
	0
	0%
	1
	8%

	Direct sales organization and branch distribution network
	0
	0%
	1
	9%
	0
	0%

	Direct sales, target market are chain customers
	1
	8%
	0
	0%
	0
	0%

	Distribution partners
	0
	0%
	0
	0%
	1
	8%

	Distributors, Contractors, Magazine advertising, Trade shows, Direct mail
	0
	0%
	0
	0%
	1
	8%

	Distributors, trade shows, advertising in publications, direct mailing
	0
	0%
	1
	9%
	0
	0%

	Food service rep's, Direct to national accounts, Advertising in publications
	0
	0%
	0
	0%
	1
	8%

	Industry trade publications, trade shows, direct mail, website, distribution channels
	0
	0%
	1
	9%
	0
	0%

	Internet advertising, Advertising, Internal sales force, Dealer network
	1
	8%
	0
	0%
	0
	0%

	Manufacturers Representatives, Trade shows, Magazine advertisements, Company catalog
	0
	0%
	1
	9%
	0
	0%

	Manufacturer's Rep's who call on Dealers
	0
	0%
	1
	9%
	0
	0%

	Manufacturers rep's, Dealers, Trade shows, Direct mail
	1
	8%
	0
	0%
	0
	0%

	Manufacturers rep's, Direct contacts, Trade shows, ASHRAE journal, consultant Magazine
	0
	0%
	0
	0%
	1
	8%

	Manufacturers rep's, Direct to chain accounts, Trade shows, Direct mail, MAECO meetings
	0
	0%
	0
	0%
	1
	8%

	Manufacturers rep's, Direct to national accounts, ASHRAE, Tradeshows
	0
	0%
	0
	0%
	1
	8%

	Mechanical rep's, Food service dealers, Direct to chains, Trade shows, ASHRAE
	0
	0%
	0
	0%
	1
	8%

	Network of sales rep's, both food service and mechanical, Trade shows, ASHRAE
	0
	0%
	0
	0%
	1
	8%

	Solely through Grainger.  They are private label manufacturer for them.
	0
	0%
	0
	0%
	1
	8%

	Trade publications, tradeshows, distributors, manufacturers sales representatives
	0
	0%
	1
	9%
	0
	0%

	Trade shows
	0
	0%
	1
	9%
	0
	0%

	Trade shows, advertising in magazines
	1
	8%
	0
	0%
	0
	0%

	Trade shows, designer network
	0
	0%
	1
	9%
	0
	0%

	Trade shows, Manufacturers rep's, direct marketing
	0
	0%
	0
	0%
	1
	8%

	Trade shows, Publications, Distributors, Sales Representatives
	1
	8%
	0
	0%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


7. What different ways does your product get to the end user?

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	50% through contractors, 50% direct to restaurants
	0
	0%
	0
	0%
	1
	8%

	Branch distribution network
	0
	0%
	1
	9%
	0
	0%

	Contractors and Dealers
	0
	0%
	0
	0%
	1
	8%

	Dealer network
	3
	25%
	2
	18%
	0
	0%

	Dealer/Distributor Network
	3
	25%
	0
	0%
	0
	0%

	Dealer/Distributor Network, Sometimes direct to chains
	1
	8%
	0
	0%
	0
	0%

	Dealers and Distributors
	0
	0%
	1
	9%
	0
	0%

	Dealers, Designers and Contractors
	0
	0%
	1
	9%
	0
	0%

	Direct sales and Distributor network
	0
	0%
	1
	9%
	0
	0%

	Direct sales to the end user
	0
	0%
	0
	0%
	1
	8%

	Distribute through OEM suppliers.  Product is a component that more effectively filters grease and other effluents
	0
	0%
	0
	0%
	1
	8%

	Distributor network
	1
	8%
	1
	9%
	0
	0%

	Distributors
	1
	8%
	0
	0%
	0
	0%

	Distributors and Contractors
	0
	0%
	0
	0%
	1
	8%

	Distributors and contractors.  Do not sell direct
	0
	0%
	0
	0%
	1
	8%

	Distributors or Dealers
	1
	8%
	0
	0%
	0
	0%

	Food service Dealers and Contractors
	0
	0%
	0
	0%
	1
	8%

	Food service dealers/distributors and mechanical contractors
	0
	0%
	0
	0%
	1
	8%

	Manufacturers Representatives and Distributors
	0
	0%
	1
	9%
	0
	0%

	Mechanical contractors, Direct to chains, Food service dealers
	0
	0%
	0
	0%
	1
	8%

	Mechanical contractors, Distributors, Direct to national accounts
	0
	0%
	0
	0%
	1
	8%

	Mechanical contractors, Distributors, Direct to some accounts
	0
	0%
	0
	0%
	1
	8%

	Mostly through dealer/distributor network.  Large chains buy direct.
	1
	8%
	0
	0%
	0
	0%

	Orders through Grainger
	0
	0%
	0
	0%
	1
	8%

	Purchase through a Dealer
	0
	0%
	1
	9%
	0
	0%

	Purchased through a Dealer
	0
	0%
	1
	9%
	0
	0%

	Resold through Dealer network
	0
	0%
	1
	9%
	0
	0%

	Through Dealer or shipped direct to customer
	1
	8%
	0
	0%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


8. Compared to other companies like yours, would you consider yourself to be small, medium or large in terms of revenue?


( Small
( Medium
( Large


	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Small
	6
	50%
	3
	27%
	4
	33%

	Medium
	3
	25%
	5
	45%
	4
	33%

	Large
	3
	25%
	3
	27%
	4
	33%

	Total
	12
	100%
	11
	100%
	12
	100%

	
	
	
	
	
	
	


We are particularly interested in understanding how decisions are made regarding the manufacturing of specific pieces of equipment. I am going to read a list of statements. Please indicate, on a scale of 1 to 10, whether you agree or disagree. A 1 means you strongly disagree and a 10 means you strongly agree. 

9. The most important operational issue for our company is keeping our development costs for new equipment under control. Organizational practices corp. strategy


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	0
	0%
	1
	9%
	1
	8%

	2
	2
	17%
	1
	9%
	1
	8%

	3
	1
	8%
	0
	0%
	3
	25%

	4
	2
	17%
	0
	0%
	1
	8%

	5
	1
	8%
	3
	27%
	1
	8%

	6
	1
	8%
	1
	9%
	0
	0%

	7
	1
	8%
	1
	9%
	3
	25%

	8
	2
	17%
	0
	0%
	0
	0%

	10
	2
	17%
	4
	36%
	2
	17%

	Total
	12
	100%
	11
	100%
	12
	100%


10. Investing extra money in the manufacture of energy efficient equipment would reduce our ability to take advantage of other opportunities to invest in productions or sales efforts. Organizational practices corp. strategy


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	3
	25%
	2
	18%
	4
	33%

	2
	1
	8%
	1
	9%
	1
	8%

	3
	1
	8%
	3
	27%
	2
	17%

	4
	1
	8%
	1
	9%
	1
	8%

	5
	2
	17%
	2
	18%
	1
	8%

	6
	2
	17%
	1
	9%
	0
	0%

	7
	2
	17%
	0
	0%
	2
	17%

	8
	0
	0%
	1
	9%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


11. I don’t see any reason to be proactive about energy efficiency in today’s economy. Organizational practices corp. strategy


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	6
	50%
	6
	55%
	11
	92%

	2
	3
	25%
	1
	9%
	0
	0%

	3
	3
	25%
	3
	27%
	1
	8%

	7
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


12. Determining if an energy efficient piece of equipment would be marketable requires too many resources. Info & search costs 


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	3
	25%
	2
	18%
	5
	42%

	2
	5
	42%
	3
	27%
	1
	8%

	3
	1
	8%
	2
	18%
	4
	33%

	4
	1
	8%
	1
	9%
	0
	0%

	5
	1
	8%
	2
	18%
	2
	17%

	6
	1
	8%
	0
	0%
	0
	0%

	8
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


13. The people who benefit most from energy efficient equipment seldom have influence in the purchase decision. Split Incentives 


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	4
	33%
	1
	9%
	0
	0%

	2
	2
	17%
	2
	18%
	3
	25%

	3
	1
	8%
	2
	18%
	4
	33%

	4
	0
	0%
	0
	0%
	1
	8%

	5
	2
	17%
	2
	18%
	1
	8%

	6
	1
	8%
	2
	18%
	1
	8%

	7
	1
	8%
	1
	9%
	2
	17%

	8
	1
	8%
	0
	0%
	0
	0%

	10
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


14. Energy efficient equipment is generally less reliable than standard equipment. Performance Uncertainty 


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	6
	50%
	6
	55%
	5
	42%

	2
	4
	33%
	1
	9%
	6
	50%

	3
	1
	8%
	1
	9%
	0
	0%

	5
	0
	0%
	2
	18%
	0
	0%

	8
	1
	8%
	0
	0%
	0
	0%

	DK
	0
	0%
	1
	9%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


15. I don’t see how we can recover the extra cost of manufacturing energy efficient equipment by increased prices given today’s energy costs. Financial Uncertainty 


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	1
	8%
	3
	27%
	3
	25%

	10
	1
	8%
	0
	0%
	0
	0%

	2
	2
	17%
	2
	18%
	3
	25%

	3
	2
	17%
	2
	18%
	2
	17%

	4
	0
	0%
	3
	27%
	0
	0%

	5
	4
	33%
	0
	0%
	2
	17%

	7
	1
	8%
	0
	0%
	1
	8%

	8
	1
	8%
	0
	0%
	1
	8%

	DK
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


16. It is difficult to find a market for energy efficient equipment. Product availability 


   ( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	4
	33%
	3
	27%
	3
	25%

	2
	0
	0%
	2
	18%
	5
	42%

	3
	4
	33%
	4
	36%
	0
	0%

	4
	2
	17%
	0
	0%
	2
	17%

	5
	2
	17%
	0
	0%
	1
	8%

	7
	0
	0%
	1
	9%
	0
	0%

	8
	0
	0%
	1
	9%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


Now I have a few general questions.

17. Does your company offer any energy efficient equipment?

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Yes
	11
	92%
	8
	73%
	10
	83%

	No
	1
	8%
	3
	27%
	2
	17%

	Total
	12
	100%
	11
	100%
	12
	100%


17a. Do you market it differently than your other equipment? 17b. If yes, how? 

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Yes
	8
	73%
	6
	75%
	8
	80%

	No
	3
	27%
	2
	25%
	2
	20%

	Total
	11
	100%
	8
	100%
	10
	100%


	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Additional value is described in marketing literature and quantified using a savings calculator tool
	0
	0%
	1
	17%
	0
	0%

	Based on return on investment on energy savings
	0
	0%
	0
	0%
	1
	13%

	Bring attention to energy efficiency aspects
	0
	0%
	1
	17%
	0
	0%

	Emphasize energy efficiency
	0
	0%
	0
	0%
	1
	13%

	Emphasize energy efficient features
	1
	13%
	0
	0%
	0
	0%

	Emphasize payback based on energy savings
	0
	0%
	0
	0%
	1
	13%

	Energy efficiency features and benefits are highlighted
	1
	13%
	0
	0%
	0
	0%

	Energy efficiency is emphasized
	0
	0%
	0
	0%
	3
	38%

	Energy efficiency is emphasized, paybacks are calculated for customer.
	0
	0%
	0
	0%
	1
	13%

	Energy efficient equipment marketed more heavily in high energy cost areas
	1
	13%
	0
	0%
	0
	0%

	Energy efficient features are highlighted
	1
	13%
	2
	33%
	0
	0%

	Energy Star certification is highlighted
	1
	13%
	0
	0%
	0
	0%

	Focus is on energy efficiency
	1
	13%
	0
	0%
	0
	0%

	Increased emphasis on energy star rating and energy efficiency.
	1
	13%
	0
	0%
	0
	0%

	More focused on chain accounts
	0
	0%
	0
	0%
	1
	13%

	Point out energy savings benefits and features
	0
	0%
	1
	17%
	0
	0%

	Promote equipment as energy efficient
	1
	13%
	0
	0%
	0
	0%

	Provide energy savings estimates to the customer
	0
	0%
	1
	17%
	0
	0%

	Total
	8
	100%
	6
	100%
	8
	100%


18. The Food Service Technology Center operates in San Ramon California. The Center conducts food service research and testing of equipment including cooking, refrigeration, and ventilation equipment. It also conducts a variety of workshops, seminars and conferences on the results of its research and testing. Have you ever heard of the Food Service Technology Center before? Linkage 6

( Yes



( No (GO TO 23)


( DK (GO TO 23)

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Yes
	8
	67%
	1
	9%
	9
	75%

	No
	4
	33%
	10
	91%
	3
	25%

	Total
	12
	100%
	11
	100%
	12
	100%


19. Where did you hear about the Center? Open opportunity.
	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	ASHRAE
	0
	0%
	0
	0%
	1
	11%

	ASHRAE and Don Fisher
	0
	0%
	0
	0%
	1
	11%

	At previous company, Lincoln Foods.
	1
	13%
	0
	0%
	0
	0%

	Business associates within company
	0
	0%
	0
	0%
	1
	11%

	California Restaurant Association
	0
	0%
	0
	0%
	1
	11%

	CKV test facility in Illinois
	0
	0%
	0
	0%
	1
	11%

	Cooking for Profit magazine
	1
	13%
	0
	0%
	0
	0%

	Don Fisher
	0
	0%
	0
	0%
	1
	11%

	Early 1980's when AQMD was raising issues regarding exhaust fumes
	1
	13%
	0
	0%
	0
	0%

	Engineers within company
	1
	13%
	0
	0%
	0
	0%

	Fellow employee
	1
	13%
	0
	0%
	0
	0%

	From Don Fisher who I met at ASHRAE
	0
	0%
	0
	0%
	1
	11%

	From largest customer
	1
	13%
	0
	0%
	0
	0%

	Has heard Don Fischer speak and has read his publications
	0
	0%
	1
	100%
	0
	0%

	Personally involved in initial development of Center
	1
	13%
	0
	0%
	0
	0%

	Previously knew Don Fisher
	0
	0%
	0
	0%
	1
	11%

	Through a Distributor
	1
	13%
	0
	0%
	0
	0%

	Worked on McDonalds project with Don Fisher
	0
	0%
	0
	0%
	1
	11%

	Total
	8
	100%
	1
	100%
	9
	100%


20. How many times have you attended the Center? _____ Linkage 6
	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	0
	5
	63%
	1
	100%
	2
	22%

	1
	2
	25%
	0
	0%
	2
	22%

	2
	0
	0%
	0
	0%
	2
	22%

	3
	0
	0%
	0
	0%
	2
	22%

	4
	0
	0%
	0
	0%
	1
	11%

	30
	1
	13%
	0
	0%
	0
	0%

	Total
	8
	100%
	1
	100%
	9
	100%


21. How many times have you received information from the Center? _____ Linkage 6
	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	0
	0
	0%
	0
	0%
	1
	11%

	12
	2
	25%
	0
	0%
	1
	11%

	20
	2
	25%
	0
	0%
	1
	11%

	30
	0
	0%
	0
	0%
	3
	33%

	30 - 40
	0
	0%
	0
	0%
	1
	11%

	5
	1
	13%
	0
	0%
	1
	11%

	50+
	1
	13%
	0
	0%
	0
	0%

	6
	0
	0%
	0
	0%
	1
	11%

	DK
	2
	25%
	1
	100%
	0
	0%

	Total
	8
	100%
	1
	100%
	9
	100%


22. What is your primary connection with the Center? Open opportunity.
	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Corroboration on studies, Validation of test data
	0
	0%
	0
	0%
	1
	11%

	Equipment testing
	1
	13%
	0
	0%
	0
	0%

	Industry information
	0
	0%
	0
	0%
	1
	11%

	Keeping up with industry trends
	0
	0%
	0
	0%
	1
	11%

	Mailing/Publication list
	0
	0%
	0
	0%
	1
	11%

	None
	2
	25%
	0
	0%
	0
	0%

	Participation in studies
	0
	0%
	0
	0%
	1
	11%

	Personal association with Don Fisher
	0
	0%
	0
	0%
	1
	11%

	Subscribe to Email and publications list
	1
	13%
	0
	0%
	0
	0%

	Third party consulting.  Participation in an industry panel with Don Fisher
	0
	0%
	0
	0%
	1
	11%

	Third party testing
	0
	0%
	0
	0%
	1
	11%

	Third party testing and information
	2
	25%
	0
	0%
	0
	0%

	Third party testing, Resource for information regarding energy efficiency
	0
	0%
	0
	0%
	1
	11%

	Trade Association
	0
	0%
	1
	100%
	0
	0%

	Use center to test equipment
	1
	13%
	0
	0%
	0
	0%

	Use center to test equipment and meet with customers
	1
	13%
	0
	0%
	0
	0%

	Total
	8
	100%
	1
	100%
	9
	100%


IF VENTILATION OR REFRIGERATION MANUFACTURER, GO TO QUESTION 30
23. The American Society for Testing and Materials (the ASTM) has test methods that provide accurate, reproducible results providing production efficiency and energy efficiency for different pieces of kitchen equipment (i.e., griddles, ovens, fryers). How aware are you of those methods? Linkage 13

( Not at all aware (GO TO 27) 


( Somewhat aware


( Very aware


( DK (GO TO 27)

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Not aware
	6
	50%
	0
	0%
	0
	0%

	Somewhat aware
	3
	25%
	0
	0%
	0
	0%

	Very aware
	3
	25%
	0
	0%
	0
	0%

	Total
	12
	100%
	0
	0%
	0
	0%


24. How did you hear of these testing methods? Linkage 7,9,12,14

( FSTC


( Publication

( Trade Show


( Other Manufacturer
( Utility

( ASTM


( Seminars

( Other: ___________________

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	ASTM
	1
	17%
	0
	0%
	0
	0%

	California Energy Commission
	1
	17%
	0
	0%
	0
	0%

	FSTC
	1
	17%
	0
	0%
	0
	0%

	Publication
	1
	17%
	0
	0%
	0
	0%

	Through engineers in the company
	1
	17%
	0
	0%
	0
	0%

	Trade show, ASTM
	1
	17%
	0
	0%
	0
	0%

	Total
	6
	100%
	0
	0%
	0
	0%


25. Do your dealers or manufacturer representatives have customers asking about how specific pieces of equipment scored on these tests? Linkage 7,9,12,14

( Yes



( No 


( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	No
	6
	100%
	0
	0%
	0
	0%

	Total
	6
	100%
	0
	0%
	0
	0%


26. How actively does your company incorporate the ASTM testing methods in your manufacturing process? Linkage 13

( Very


( Somewhat 


( Not at all


( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Very
	3
	50%
	0
	0%
	0
	0%

	Not at all
	2
	33%
	0
	0%
	0
	0%

	DK
	1
	17%
	0
	0%
	0
	0%

	Total
	6
	100%
	0
	0%
	0
	0%


27. Has your company developed in-house efficiency testing methods for the equipment that you manufacture? Behavior

( Yes



( No (GO TO 30)


( DK (GO TO 30)

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Yes
	9
	75%
	0
	0%
	0
	0%

	No, use ASTM methods exclusively
	1
	8%
	0
	0%
	0
	0%

	No  
	2
	17%
	0
	0%
	0
	0%

	Total
	12
	100%
	0
	0%
	0
	0%


28. Which equipment do you use the in-house testing methods on? _________________ Linkage 7,9
	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	All
	7
	78%
	0
	0%
	0
	0%

	Ranges
	1
	11%
	0
	0%
	0
	0%

	Refrigeration, Fryers, Ovens, Dishwashing
	1
	11%
	0
	0%
	0
	0%

	Total
	9
	100%
	0
	0%
	0
	0%


29. How actively does your company incorporate those in-house testing methods in your manufacturing process? Linkage 7,9

( Very


( Somewhat 


( Not at all


( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Somewhat
	1
	11%
	0
	0%
	0
	0%

	Very
	8
	89%
	0
	0%
	0
	0%

	Total
	9
	100%
	0
	0%
	0
	0%


30. When attempting to sell your product, what features do you promote most? (Can choose more than one answer) Behavior

( UL Listing

( Options available 

( Efficiency


( Looks

( Reliability


( Price


( Other:_________________________________________________________

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Air performance
	0
	0%
	0
	0%
	1
	8%

	Application, Reliability, Options available, Efficiency
	1
	8%
	0
	0%
	0
	0%

	Ease of use and Cleaning
	1
	8%
	0
	0%
	0
	0%

	Ease of use, Reliability, Options available
	1
	8%
	0
	0%
	0
	0%

	Efficiency
	0
	0%
	0
	0%
	1
	8%

	Efficiency, Construction
	1
	8%
	0
	0%
	0
	0%

	Efficiency, Durability, Custom designed features
	1
	8%
	0
	0%
	0
	0%

	Efficiency, Energy efficiency
	0
	0%
	0
	0%
	1
	8%

	Efficiency, High quality of components, Ease of maintenance
	1
	8%
	0
	0%
	0
	0%

	Efficiency, Reliability
	1
	8%
	0
	0%
	0
	0%

	Energy efficiency
	0
	0%
	0
	0%
	1
	8%

	Energy efficiency, Comfort improvements
	0
	0%
	0
	0%
	1
	8%

	Fire safety, Quality, Energy efficiency, Engineering expertise
	0
	0%
	0
	0%
	1
	8%

	Flexibility in design
	0
	0%
	0
	0%
	1
	8%

	labor savings, Energy savings, Safety (worker)
	1
	8%
	0
	0%
	0
	0%

	Looks, Options, Reliability
	0
	0%
	1
	9%
	0
	0%

	Options available, Efficiency, Electronic controller technology
	0
	0%
	1
	9%
	0
	0%

	Options available, Energy efficiency, Quality
	0
	0%
	0
	0%
	1
	8%

	Options, Reliability, Efficiency
	0
	0%
	1
	9%
	0
	0%

	Patented technology
	1
	8%
	0
	0%
	0
	0%

	Price, Energy efficiency, Construction features
	0
	0%
	0
	0%
	1
	8%

	Price, Performance, Energy efficiency
	0
	0%
	0
	0%
	1
	8%

	Price, Reliability, Options available
	1
	8%
	0
	0%
	0
	0%

	Price, Reliability, Workmanship
	0
	0%
	1
	9%
	0
	0%

	Price, Space Required
	0
	0%
	1
	9%
	0
	0%

	Reliability
	0
	0%
	1
	9%
	1
	8%

	Reliability, Customer Service After Sale
	0
	0%
	1
	9%
	0
	0%

	Reliability, Efficiency
	0
	0%
	2
	18%
	0
	0%

	Reliability, Food safety, Energy efficiency
	1
	8%
	0
	0%
	0
	0%

	Reliability, Heavy duty construction
	0
	0%
	0
	0%
	1
	8%

	Reliability, Long life, Reduced energy consumption, Reduced water consumption
	0
	0%
	1
	9%
	0
	0%

	Reliability, Performance
	1
	8%
	0
	0%
	0
	0%

	UL Listing, Options, Reliability, Efficiency, Price, NSF Approved
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


31. What percent of the time does your rep or the dealer or designer that carries your product recommend equipment that saves energy for the customer? Behavior

___________________
( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	0
	0
	0%
	3
	27%
	0
	0%

	10
	1
	8%
	0
	0%
	0
	0%

	100
	0
	0%
	1
	9%
	4
	33%

	20
	2
	17%
	0
	0%
	0
	0%

	25
	0
	0%
	0
	0%
	1
	8%

	25 - 30
	1
	8%
	0
	0%
	0
	0%

	30
	0
	0%
	2
	18%
	1
	8%

	40
	1
	8%
	0
	0%
	0
	0%

	50
	2
	17%
	0
	0%
	2
	17%

	70
	0
	0%
	0
	0%
	1
	8%

	75
	0
	0%
	0
	0%
	2
	17%

	80
	2
	17%
	1
	9%
	0
	0%

	95
	0
	0%
	1
	9%
	0
	0%

	DK
	3
	25%
	3
	27%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


32. Over the last few years, has this percentage decreased, increased, or remained about the same? L7,9,12,14

( Decreased


( Increased


( Remained the Same


( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Decreased
	1
	8%
	0
	0%
	0
	0%

	Same
	1
	8%
	3
	27%
	3
	25%

	Increased
	7
	58%
	4
	36%
	8
	67%

	DK
	3
	25%
	4
	36%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


33. What percent of your customers request equipment that saves energy? L 7,9,12,14

___________________ 
( DK


	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	0
	1
	8%
	4
	36%
	0
	0%

	1
	0
	0%
	1
	9%
	0
	0%

	5
	1
	8%
	0
	0%
	0
	0%

	10
	1
	8%
	0
	0%
	3
	25%

	15
	0
	0%
	1
	9%
	0
	0%

	20
	1
	8%
	0
	0%
	2
	17%

	30
	2
	17%
	1
	9%
	1
	8%

	40
	2
	17%
	0
	0%
	0
	0%

	50
	1
	8%
	1
	9%
	1
	8%

	70
	0
	0%
	0
	0%
	2
	17%

	75
	1
	8%
	0
	0%
	1
	8%

	75-80
	0
	0%
	0
	0%
	1
	8%

	DK
	2
	17%
	3
	27%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


34. Over the last few years, has this percentage decreased, increased, or remained about the same? L7,9,12,14

( Decreased


( Increased


( Remained the Same


( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Decreased
	1
	8%
	0
	0%
	1
	8%

	Same
	1
	8%
	5
	45%
	3
	25%

	Increased
	8
	67%
	2
	18%
	7
	58%

	DK
	2
	17%
	4
	36%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


35. What percent of the equipment you manufacturer in a given year would you consider to be energy efficient? Linkage 17


 
( DK

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	0
	0
	0%
	2
	18%
	1
	8%

	15
	1
	8%
	2
	18%
	0
	0%

	20
	0
	0%
	0
	0%
	1
	8%

	30
	1
	8%
	0
	0%
	1
	8%

	35
	0
	0%
	1
	9%
	0
	0%

	40
	0
	0%
	0
	0%
	1
	8%

	50
	2
	17%
	0
	0%
	1
	8%

	70
	1
	8%
	1
	9%
	0
	0%

	75
	0
	0%
	2
	18%
	0
	0%

	75-80
	0
	0%
	0
	0%
	1
	8%

	80
	1
	8%
	0
	0%
	1
	8%

	100
	5
	42%
	3
	27%
	5
	42%

	DK
	1
	8%
	0
	0%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


36. On a scale of 1 to 10, with 1 being very low priority, where do you think your customers rate energy efficiency in their decisions to purchase equipment?

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	1
	1
	8%
	3
	27%
	1
	8%

	2
	1
	8%
	0
	0%
	2
	17%

	3
	4
	33%
	2
	18%
	2
	17%

	4
	2
	17%
	1
	9%
	0
	0%

	5
	2
	17%
	2
	18%
	2
	17%

	6
	1
	8%
	2
	18%
	1
	8%

	7
	1
	8%
	0
	0%
	2
	17%

	7 to 8
	0
	0%
	0
	0%
	1
	8%

	8
	0
	0%
	0
	0%
	1
	8%

	9
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


37. What are you customer’s priorities when purchasing your equipment?

	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Application, Reliability, Productivity improvement
	1
	8%
	0
	0%
	0
	0%

	Delivery time
	0
	0%
	0
	0%
	1
	8%

	Flexibility, Durability, Quality
	0
	0%
	1
	9%
	0
	0%

	Functionality
	0
	0%
	1
	9%
	0
	0%

	Payback based on energy savings
	0
	0%
	0
	0%
	1
	8%

	Performance
	1
	8%
	0
	0%
	0
	0%

	Price
	2
	17%
	2
	18%
	5
	42%

	Price, Ability to Deliver, Reputation
	0
	0%
	1
	9%
	0
	0%

	Price, Availability, Performance, Energy usage
	0
	0%
	0
	0%
	1
	8%

	Price, Durability, Functionality
	1
	8%
	0
	0%
	0
	0%

	Price, Energy efficiency, Life cycle cost
	0
	0%
	0
	0%
	1
	8%

	Price, Lead time, After sale service
	0
	0%
	1
	9%
	0
	0%

	Price, output capacity, aesthetics
	0
	0%
	1
	9%
	0
	0%

	Price, Performance
	1
	8%
	0
	0%
	0
	0%

	Price, Quality
	1
	8%
	0
	0%
	0
	0%

	Price, Reliability
	0
	0%
	2
	18%
	0
	0%

	Price, Reliability, Delivery
	1
	8%
	0
	0%
	0
	0%

	Quality, Energy efficiency, Technology
	1
	8%
	0
	0%
	0
	0%

	Reliability, Ease of use
	1
	8%
	0
	0%
	0
	0%

	Reliability, Labor savings, Cost savings, Space savings
	1
	8%
	0
	0%
	0
	0%

	Reliability, Price, Service
	0
	0%
	0
	0%
	1
	8%

	Safety, Price, Energy Efficiency
	0
	0%
	1
	9%
	0
	0%

	Service, Delivery, Price, Features
	0
	0%
	0
	0%
	1
	8%

	Spped of cooking, Maintenance, Energy consumption
	1
	8%
	0
	0%
	0
	0%

	Strength, Reliability
	0
	0%
	0
	0%
	1
	8%

	Value, Cost per cubic foot
	0
	0%
	1
	9%
	0
	0%

	Total
	12
	100%
	11
	100%
	12
	100%


38. What kinds of changes do you think would be necessary in your market to make energy efficiency a high priority when a customer thinks about buying equipment? Open Opportunity
	Response
	Cooking
	Refrigeration
	Ventilation

	
	Frequency of Response
	Frequency of Response
	Frequency of Response

	
	N
	%
	N
	%
	N
	%

	Ability to objectively evaluate new technology and energy savings
	0
	0%
	0
	0%
	1
	8%

	Additional utility support to provide energy efficiency information to customers
	1
	8%
	0
	0%
	0
	0%

	Energy price increases, Government incentives
	0
	0%
	1
	9%
	0
	0%

	Financial incentives from utilities combined with advances in compressor and refrigeration technology
	0
	0%
	1
	9%
	0
	0%

	Government imposed standards
	0
	0%
	1
	9%
	0
	0%

	Government incentives or requirements
	0
	0%
	1
	9%
	0
	0%

	Higher energy costs
	1
	8%
	0
	0%
	0
	0%

	Improved economic return associated with energy efficiency
	0
	0%
	0
	0%
	1
	8%

	Incentives or rebates
	0
	0%
	0
	0%
	1
	8%

	Increased awareness of energy savings benefits
	1
	8%
	0
	0%
	0
	0%

	Increased customer education and rebates or other financial incentives
	0
	0%
	0
	0%
	1
	8%

	Increased energy costs
	0
	0%
	0
	0%
	1
	8%

	Increased energy education
	1
	8%
	0
	0%
	0
	0%

	Increased energy information programs
	1
	8%
	0
	0%
	0
	0%

	Increased energy prices
	1
	8%
	0
	0%
	0
	0%

	Increased energy prices and increased capital availability
	0
	0%
	0
	0%
	1
	8%

	Increased information/education for consumers
	1
	8%
	0
	0%
	0
	0%

	Increased level of customer education
	0
	0%
	1
	9%
	0
	0%

	Increased price of energy
	0
	0%
	0
	0%
	1
	8%

	Increased utility incentive programs
	0
	0%
	1
	9%
	0
	0%

	Increasing energy prices and information campaigns
	0
	0%
	1
	9%
	0
	0%

	Large media campaign to educate customers, Increased energy prices
	0
	0%
	0
	0%
	1
	8%

	More end user input into the purchasing of equipment
	0
	0%
	0
	0%
	1
	8%

	More energy information from utilities
	0
	0%
	0
	0%
	1
	8%

	More focus on lifecycle cost rather than first cost
	1
	8%
	0
	0%
	0
	0%

	More independent testing and comparison of equipment
	0
	0%
	1
	9%
	0
	0%

	More information about the benefits of energy efficiency
	0
	0%
	1
	9%
	0
	0%

	Price of energy
	1
	8%
	0
	0%
	0
	0%

	Rebate/incentive programs
	0
	0%
	1
	9%
	0
	0%

	Rebates
	1
	8%
	0
	0%
	0
	0%

	Rebates or tax credits
	1
	8%
	0
	0%
	0
	0%

	Rising gas prices
	1
	8%
	0
	0%
	0
	0%

	Significantly increased energy costs
	0
	0%
	1
	9%
	0
	0%

	Stricter codes, specifically strengthening the International Mechanical Code and updating UL test requirements
	0
	0%
	0
	0%
	1
	8%

	Utility rebates
	0
	0%
	0
	0%
	1
	8%

	Total
	12
	100%
	11
	100%
	12
	100%


That completes this survey. On behalf of the CPUC I thank you for your time.

Finish Time __________

Manufacturer Surveys Final Call Disposition
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Disposition Description

Cooking 

Manufacturer Final 

Call Disposition

Refrigeration 

Manufacturer Final 

Call Disposition 

Ventilation  

Manufacturer Final 

Call Disposition

1

COMPLETE

12

11

12

2

Schedule Call Back

0

1

1

3

Refuses to do Survey

3

3

3

4

Refuse-Take off list

0

0

0

5

Not in Service

0

0

0

6

Foreign Speaking

0

0

0

7

Eligible Respondent Not Available

0

0

0

8

Call Back Later

4

2

0

9

Answering Machine

12

2

4

10

Fax Machine

0

0

0

11

Pager/Cellular Phone

0

0

0

12

No Answer

0

0

0

13

Busy

0

0

1

14

Did Not Pass Screener

1

0

0

17

Terminate (TQ)

0

0

0

18

Other

0

1

5

19

Caller ID

0

0

0

20

Never Called Point

78

84

54

Total Survey Points

110

104

80

Average Survey Length: 

14 Minutes

13 Minutes

15 Minutes
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