Idaho Power Change-A-Light Promotion

Request for Proposals for a

 ENERGY STAR® Lighting Promotion

Released July 25th, 2008

Proposals due August 4th, 2008

1.0  Introduction

Fluid Market Strategies (Fluid) on behalf of Idaho Power Company is seeking a partnership with ENERGY STAR lighting manufacturers for a showroom and retail-based promotion beginning on September 1st, 2008 and ending on December 31st, 2008. The promotion will cover the Idaho Power service territory, which includes Idaho and parts of Oregon (please see Appendix A.) 

The primary goal of the Change-A-Light promotion is to increase ENERGY STAR CFL standard twist purchases through instant in-store rebates in Idaho Power service territory. The campaign will focus on the sale of products through showrooms and retail locations with a focus on small/independent hardware stores and grocery stores. 
The Idaho Power Change-A-Light promotion, implemented by Fluid, will fund up to 150,000 ENERGY STAR standard twist CFLs for distribution through a buy-down/markdown with multiple manufacturers, showrooms, and retail partners. The rebate fee per CFL is $1.45.

The promotion requires a minimum of one product SKU from at least two product wattage categories to be included, price not to exceed $0.99 per bulb. The program requests that partners offer products in at least two different color temperatures and meets the following lumen expectations for CFL products.
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CFL Wattage

Lumen Output

13-15

No Less Than 900

16-25

60 Lumens per Watt

26 and up

60 Lumens per Watt


2.0 Summary of Proposal Preferences
· Provide CFLs with a variety of color temperature, packaging and wattage categories.

· Provide the model number and specs for the products proposed.

· Feature non-traditional distribution channels (small retail, grocery, etc.) Participation of membership based retail stores will not qualify.

· Sales in rural markets

· Commitment to deliver products, documentation and sales data in timely manner.

· Retail pricing of $0.99 per bulb

· A combination of single pack CFLs and multi-packs are preferred. Multi-packs up to a four pack will be considered for the promotion.

· Manufacturers are encouraged to use messaging that supports the promotions objectives and incorporates Idaho Power’s logo on header-boards, shipper-packs, or other displays.

3.0 Proposal Components
A point scale will be used in the evaluation of proposals and products submitted-- no proposal scoring under 80 points will be considered for the promotion.
The first 50 points are contingent on the inclusion of the following:

· Product model numbers with specs

· Sales data reporting samples that accurately convey the data that will be provided are required to be included in the proposal
· Store list including store number, physical address, city state, and zip code, shipment and shelf date information must be included for buy-down promotions.

· Date(s) of shipment

· Quantity of shipment per store

· Location of shipment-store direct or distribution center
Note: The product can be marked down on September 1st, 2008. The product can arrive in stores as early as August 15th, 2008
· The promotion prefers a minimum of two of shipments, however, if retailers require more shipments that detail must be provided on shipment schedules in the proposal.

· Detail your and your partners plan for  contributing to the success of the promotion as it relates to:
· Marketing

· Data

· Communication
· Please identify areas in which Fluid can assist you and your retail partners in the development, delivery and implementation of the promotion.

· Please describe your approach to working and communicating with Fluid.

· A letter of commitment from the retail lighting buyer indicating agreement of participation must be included with the proposal.

· Product incentives will not be paid or covered by the program for CFLs that are not sold by December 31st, 2008. Retail sales data can demonstrate to partners that sale through may not occur by the required date. Please include in your proposal how you plan to move the product by the requested date, how you plan to monitor sales and how you would handle retail partners that are not meeting their sales goals.   

· Please address all items of the RFP such as: marketing plan, data reporting, field service, etc.
The remaining points will be determine by the additional information below 

· 3rd party testing data and lumen expectations

10
points

· Retailer promotional support




 5 
points

· Participation with non-Boise Metro stores


10 
points

· Consumer demographic data




 5 
points

· General proposal questions addressed


 5         points
3.1 Retail Partnership Request
Fluid requests proposals that maximize participation with independent/small chain retailers and showrooms in rural and small market locations, including grocery and hardware. Please include the number of stores and type of retail channel(s) of participating retailers.

3.2 Marketing & Consumer Education

To support the promotion, Fluid is operating a store locater website, in-store events, possible advertising and has created point of purchase (POP) including: Floor cling, shelf talker, dangler and aisle violator. 

The messaging of the marketing effort will focus on the following:

· The ENERGY STAR brand

· In order to associate the CFL products with the ENERGY STAR brand, materials will emphasize the term ENERGY STAR lighting.  In 2008 we have seen many more non-ENERGY STAR CFLs in the marketplace. For this reason, the marketing effort will aim to set the brand apart from the non-qualified product.

· Idaho Power Company Logo is to be included in marketing message
· The reduced price is provided by Idaho Power Company.
· Lumens 

· Educate consumers on how to determine the light level they want and need.

· Application 

· To educate consumers on which CFL is best for specific applications.
Please discuss your capabilities and plan to develop marketing pieces and communications to support the program delivery, including but not limited to:
· Achieve prominent level retail recognition for Idaho Power.

· Integrate of facilitate shipment of Fluid created POP.

· Work with the retail partner to supplement the provided marketing materials with a cobranded marketing piece incorporating the Idaho Power Logo

· Ensure that the discounted price is connected with the correct product. 
· Ability to display all POP items at the retail location, confirm that retailers will use the marketing materials and what role you will play in facilitating the process. If, these items will not work, please identify which POP items cannot be displayed and discuss how Idaho Power will be recognized in store.

· Ability of the retailer to price the product at $0.99. It is understood that some retailers are unable to advertise the $0.99 price point due to corporate guidelines, if this is the case, please discuss the price at which the retailer will be displaying product.
3.3 Data Requirements
Sales data is vital to the promotion since it is an indicator of the promotions success and is essential for tracking market penetration. Monthly shipping/receiving and point of purchase sales data must be submitted for the prior month within 14 days of the end of the previous month. Weekly reporting is required, due to the customer commitments of the program (in-store events, website locator and possible advertising.) Informal submission of weekly reporting is acceptable through written or verbal communications but formal monthly reporting is required. Shipment data includes:
· Shipping documents with product description and SKU (e.g., packing list, order copy, invoice copy) -required. 
· Proof of delivery documents (e.g., signed bills of lading) - required.
POS sales data is preferred in lieu of shipping and delivery documentation for proposals with a promotional product markdown rather than special shipments. 
· Included in your proposal must be an accurate list of units per store. While we are flexible on retail stores sharing units between stores we must know the amount of units at each location and be provided updates if that changes.
· Please describe your approach to tracking and providing point of sales data. 

· Please confirm your ability to develop a monthly reporting template. Please include an accurate example of how you will be delivering your data.  
· Please confirm your ability to provide informal weekly communication of sales data at each store location. 
· Please confirm that your POS data can meet the following requirements:
· No two months' data should be combined. Report each month separately. 
· Once submitted, additional data from that month must be submitted separately from the initial submission  (read: do not submit Nov 1-25th one day and then send an updated version with Nov 1-30; Nov 26-30 should be reported separately or if you submit the entire month's data and receive a store's sales at a later date, submit that store separately). 
· All sales data must be accompanied by at least one of the following;  a store number or a store name and street address  (If providing only store numbers, a complete address list with associating store numbers must be submitted at the start of the program)

·  If a store does not have any sales to report for any given month, the sales report should read '0'. Do not omit a store from the sales report.
3.4 Field Services

The field representative(s) will support participating retailers to train sales associates on promotion details, set up in-store signage, and check/refresh product displays and sales’ reporting is validated.   The field representative(s) will work with participating retailers to replenish the participating retail stores’ point of purchase materials for the duration of the promotion. 

Please discuss any supplemental field services that you can provide.

3.5 Damaged Product Replacement

Product returned to the manufacturer or transferred to retail locations, other than designated in the written confirmation (Memorandum of Understanding) from Fluid Market Strategies must have written approval from Selena Heise of Fluid on behalf Idaho Power Change-A-Light Program. Manufacturers and/or retailers must credit Fluid Market Strategies who provided the original incentive payment for the damaged product shipped,. 

Manufacturers must include a supply of replacement products at the retailers to handle customers’ returns for defective products at no charge to Fluid Market Strategies or retail customers. Supply should be equal to a minimum of 0.5% of product totals per shipment. 

Manufacturers must email Fluid Market Strategies within 5 business days that product has been shipped. If manufacturers are unable to meet delivery dates, Fluid Market Strategies reserves the right to reallocate resources to other manufacturers.  

3.6 Payment Schedule
Manufacturers will submit invoices for product shipped. Two payments will be made on each invoice submitted by the manufacturer (45 day terms). The buy-down funds allocated to the manufacturer will be paid in the following increments:

· 50% of requested funds after initial product shipment. Please invoice Fluid upon retailer receipt and display of product, providing a bill of lading. If the promotion is a markdown, payment will be made upon receipt of sales data.

· The remaining amount, up to 100%, of requested funds will be paid after 95% sell-through of product.

· If the product does not reach 95% sell-through, the requested funds will be paid upon actual sell-through. For example, if 85% of the product is sold, payment will be made for 85% of the product shipment.

· If product is not shipped to the committed amount there is a penalty of 5% per unit.
· Final sales data must be provided no later than January, 7th, 2008 in order to receive payment.

4.0 Schedule

July 

25

RFP sent to ENERGY STAR Manufacturers 

August 
4

Proposals due 

August 
15

Notify Bidders of selection 

August 
15

Agreements signed 

September 
1 

Promotion launch 

December 
31

Promotion conclusion

The deadline for submission of proposals is August 4th, 2007, 5:00 PM PST.

Completed proposals must be sent to:

Fluid Market Strategies
Attention: Megan McCabe

517 SW 4th Avenue, Suite 400

Portland, OR 97204

Or email proposals to: 

mmccabe@fluidms.com
5.0 Questions

Questions on this RFP will be accepted until July 31st and should be emailed to Megan McCabe at mmccabe@fluidms.com.

All submitted questions and answers will be distributed to all potential bidders on August 1st, 2008.
6.0 Selection Criteria

Selection and funding of any submitted proposal will be based on:
1. Retail product price. 

2. Value to Idaho Power Company– maximum lifetime energy (kWh) savings at lowest cost. 

3. Total manufacturer and retailer contributions for direct product support, e.g., reductions in wholesale or retail product cost/price, retailer point of purchase (POP) materials, other store level marketing efforts, product placement at store level, and other advertising support. 

4. Product quality - preference may be given to CFLs that have been tested by the Evaluation and Analysis of Residential Lighting (PEARL) and found to be in compliance with the current applicable ENERGY STAR specifications. Products tested must provide supporting testing data with proposal. 

5. Ability to provide verifiable store level shipments and sales data – Point of Sale (POS) data is a requirement. 

6. Number and type of retail channel(s). Fluid Market Strategies will give preference to submissions that maximize participation with independent and small chain retailers in rural and small market locations, especially hardware and grocery. 

7. In-store CFLs/product (SKUs) that will be marked-down at the retail level during the promotion rather than special shipments that will only be available during the promotion. 

8. Proposed products – Wattage categories of 13- 15, 18-23 and 25-27. The promotion requires a minimum of one product SKU from at least two product wattage categories to be included.

9. Proposed products- Manufacturers will offer CFLs from two different color temperature categories.

10. Details of proposed marketing, special events and/or consumer education plans. 

11. Detailed timeline of promotion execution – including start date, shipment dates, and marketing creative timeline. 

Fluid Market Strategies reserves the right to refuse any proposal or to negotiate the specifics of any submitted promotion, including funding levels. 
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