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Energy Issues

• Several factors are contributing to the focus on 
energy management and energy efficiency:

–Energy price volatility

–National security / energy independence

–Global warming and other environmental 
concerns related to energy use (mining, air 
pollution, etc.)

• Growing demand for electricity could outpace 
supply and transmission line growth, according 
to the North American Electric Reliability 
Corporation.

–Gap is handled by outages and price increases
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Energy Management Markets

• Upshot: The energy management market is 
growing, resulting in a prime opportunity for 
distributors.

• Many distributors are already taking advantage of 
this opportunity. A 2009 survey of NAED members 
found:

–70% of respondents are currently involved in 
selling energy management products and 
systems

–53% of respondents expect future energy 
management market growth to grow by 5 to 
15% annually in 2009 and 2010 
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Market Trends

• There are several trends in the energy 
management market that distributors should be 
aware of as they are opening up specific projects 
and opportunities.

• Trends include:

–Energy Efficiency and Demand Side Management 
incentives

–ESCO growth

–EPACT standards

–The 2009 American Recovery & Reinvestment Act 
(stimulus)

–Smart Grid
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Demand Side Management

• A common energy efficiency program funded by 
utilities is Demand Side Management (DSM)

–Since 2003, DSM spending by the utilities has increased 
by an average of 18% annually.

–From 2006 to 2007, DSM expenditures increased from 
$2.1 billion to $2.5 billion, a 23% increase.

–Requires products that reduce peak loads, such as 
lighting controls, occupancy sensors, VFDs/VSDs, etc.

• DSM programs result in major peak use 
reductions.

–Peak load reduction: 30,276 MW in 2007, 11.1 % above 
2006.
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• ESCO industry revenues ($3.6 billion in 2006) 
come from several sources:

ESCO Growth

Energy 

Efficiency, $2.5 

billion or 73% 

Renewables or 

on-site power 

generation, 

$600 million or 

16%

Consulting, 

master 

planning, and 

other services, 

$400 million or 

11%
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EPACT Standards

• The DOE will develop 25 new EPACT standards 
over the next 4 years.

• The latest standard was announced on June 29th

and will go into effect in 2012. The standard 
addresses fluorescent and reflector lamps as 
follows:

–T8s will replace T12s

–Halogen infrared reflectors will replace 
standard incandescents and halogens
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High-Performance Federal Buildings

• The General Service Administration (GSA) will use 
$4.5 billion of its stimulus funding to convert 
existing buildings into green, high-performance 
buildings

• The converted buildings will have the following 
features:

–Energy efficiency

–Sub-metering

–Daylighting

–Cool and green roofs

–Renewable energy

–Water conservation
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Smart Grid

• Smart Grid: electric distribution systems will take 
advantage of open system software standards and 
wireless communications technologies.

• Two-way digital communications over the grid will 
allow utilities and consumers to interact more 
effectively. 

–For instance, higher electricity rates during peak 
demand periods can be communicated to 
consumers through smart meters in real-time, so 
they can reduce demand.

• The ARRA allotted up to $4.5 billion for smart grid 
demonstration projects.
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Key Take-Aways

• Energy efficiency spending is growing rapidly

–What else is?

• ARRA is boosting demand for clean energy

–Adds to industry credibility

• ESCOs won’t be able to handle all of the demand

–Room for distributors to focus on mid-sized office 
buildings, government buildings, schools, colleges and 
hospitals

• Investigate stimulus spending in your region

• The smart grid may present significant 
opportunities; timing is uncertain
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Getting Started

• Distributors wanting to enter or expand current 
sales in the energy management market should 
focus on finding new sales opportunities and 
improving the marketing of energy-management 
related products and services

• This program will help you understand

–Where to look for potential sales

–How to pitch projects to potential customers

–Differentiating energy products and services
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What We’ll Cover

• Finding customers and projects

–LEED project listings, climate commitments, stimulus 
package links

• Energy management project proposals

–Lighting & energy audits, project costs, energy savings, 
incentives, making the business case

• Sample green catalog outline

–Environmental legislation, incentives, green product 
certifications
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• Start with your current customer base
–Review all of the (unsuccessful) energy management 
proposals you’ve made since 2007/2008 and update 
them with:
• Current electricity prices

• Federal, state, and local incentive and rebate programs

• New regulatory requirements (EPAct 2008 standards, EISA 2007, etc.)

–If the payback is more convincing, re-submit the 
proposals and highlight the changes

• Develop a clear strategy for what you will be 
selling, to whom, how and when
–Write/update your marketing & sales plans to address 

this market segment

–Have a clear game plan for training salespeople and 
preparing new/updated marketing and sales materials

Finding Customers and Projects
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Federal Incentives

• Websites with incentive information:
–www.dsireusa.org

–Tax Incentives Assistance Project –
http://energytaxincentives.org/

http://www.dsireusa.org/
http://energytaxincentives.org/
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• The Tax Incentives Assistance Project gives 
consumers and businesses the information they 
need to get the maximum benefit out of the tax 
incentives for renewables and energy efficiency 
provided in the Energy Policy Act of 2005
–30% tax credit on renewable energy systems

–Businesses can apply for deductions on new or 
renovated buildings that save 50% or more on projected 
annual energy costs compared to model national 
standards like ASHRAE 90.1-2004. Partial deductions are 
also available. Energy cost reductions are typically 
achieved through lighting and HVAC retrofits.

Finding Customers and Projects

http://www.realread.com/prst/pageview/browse.cgi?book=1931862664
http://www.realread.com/prst/pageview/browse.cgi?book=1931862664
http://www.realread.com/prst/pageview/browse.cgi?book=1931862664
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• Energy efficiency is a core component of the LEED rating 
system. In the revised 2009 (LEED v3) system, there even 
more possible points in the Energy category.

–35 points/100 total in LEED for New Construction 2009

• Many states and cities have adopted regulations requiring 
LEED in new building. Search for these regulations here:
–

http://www.usgbc.org/DisplayPage.aspx?CMSPageID=18
52

• Registered LEED (especially LEED-EBOM) projects are listed 
in a searchable, online database, by city and state:

–https://www.usgbc.org/LEED/Project/CertifiedProjectList.
aspx

Finding Customers and Projects

http://www.usgbc.org/DisplayPage.aspx?CMSPageID=1852
http://www.usgbc.org/DisplayPage.aspx?CMSPageID=1852
https://www.usgbc.org/LEED/Project/CertifiedProjectList.aspx
https://www.usgbc.org/LEED/Project/CertifiedProjectList.aspx
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• The American College & University Presidents 
Climate Commitment (600+ colleges) and the U.S. 
Conference of Mayors Climate Protection 
Agreement (900+ cities) both commit to reduce 
greenhouse gas emissions through energy 
management projects

• If there are such commitments in your area, be 
sure to find the concrete steps they are taking to 
meet their goals:
–http://www.presidentsclimatecommitment.org/html/sign

atories.php#Charter

–http://usmayors.org/climateprotection/list.asp

Finding Customers and Projects

http://www.presidentsclimatecommitment.org/html/signatories.php
http://www.presidentsclimatecommitment.org/html/signatories.php
http://usmayors.org/climateprotection/list.asp
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Finding Customers and 
Projects

×Teaming up with innovative electrical contractors 
and IBEW/other training programs is another way 
to become a “one-stop” shop for energy 
management solutions

×Some good examples are:

×NECA of Los Angeles County and IBEW Local Union 11 -
www.yoursolarsolution.org

×Rosendin Electric, San Jose, CA, contractor, offers 
energy efficient and renewable energy systems 
installation. Their Green Wire Newsletter is a great 
example of green marketing:

http://www.rosendin.com/wsfiles/news/GreenWire/Green
WireMay2009.pdf

http://www.yoursolarsolution.org/
http://www.rosendin.com/wsfiles/news/GreenWire/GreenWireMay2009.pdf
http://www.rosendin.com/wsfiles/news/GreenWire/GreenWireMay2009.pdf
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Finding Customers and Projects

• Federal funding will give the energy management 
market a significant boost over the next few years

• In December 2008, the Department of Energy 
awarded 16 Indefinite Delivery / Indefinite 
Quantity Energy Saving Performance Contracts 
(ESPCs) for up to $84 billion!

–This is the single most extensive source of funding for 
energy management in federal facilities, far exceeding 
stimulus funding

–Gaining access to these projects may require partnering 
with an ESCO

–The ESCOs that were awarded contracts are listed here: 
http://www.energy.gov/energyefficiency/6804.htm

http://www.energy.gov/energyefficiency/6804.htm
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Finding Customers and Projects

• The 2009 stimulus package, the American 
Recovery and Reinvestment Act (ARRA), provides 
a record amount of funding for clean energy 
programs (low-carbon, efficient, and renewable)

• 3 programs are most likely to directly impact 
energy management sales for distributors:

–State Energy Programs (SEPs, $3.1 billion)

–Energy Efficiency and Conservation Block Grants 
(EECBG, $3.2 billion)

–General Service Administration’s (GSA) “High-
Performance Federal Buildings” program ($4.5 billion)
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Finding Customers and Projects

• The U.S. Department of Energy administers the 
SEP and EECBG programs. The best way to track 
this spending is to take at look at how the funds 
are being distributed in your state

–Many states have set up stimulus tracking websites, an 
online map can be found here: 
http://www.recovery.gov/?q=content/state-local-tribal-
and-territorial-resources

–Background information can be found on these sites:
• SEP - http://apps1.eere.energy.gov/state_energy_program

• EECBG - http://www.eecbg.energy.gov/

http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://www.recovery.gov/?q=content/state-local-tribal-and-territorial-resources
http://apps1.eere.energy.gov/state_energy_program
http://www.eecbg.energy.gov/
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• A list of projects has already been designated for 
the GSA’s High-Performance Federal Buildings 
program. These projects will meet the sustainable 
design and energy-reduction targets mandated by 
the Energy Independence and Security Act (EISA) 
of 2007.

• The list of projects can be viewed here: 
http://www.recovery.gov/sites/default/files/ARRA
%202009%20GSA.pdf

Finding Customers and Projects

http://www.recovery.gov/sites/default/files/ARRA 2009 GSA.pdf
http://www.recovery.gov/sites/default/files/ARRA 2009 GSA.pdf
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Project Proposals

• Try to present project proposals to the C-suite, 
especially CFOs

–Take your facility management customer with you.

• Present the business case for energy 
management projects in financial terms, with a 
thorough analysis of not only payback, but also 
ROI, the impact on a building’s value and tenant 
retention

• For more information, please refer to NAED’s 
“Going Green Inside and Out” Commercial 
market segment case study
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Project Proposals

• Essential elements in an efficiency proposal:

• The following slides cover these elements in 
detail:

–Lighting and energy audit summary

–Recycling and material disposal costs

–Energy savings

–Payback / ROI

–Financing

–Environmental benefits

–Qualifications
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Project Proposals

×Some distributors use third-party energy auditors

×Helpful for whole building audits

×Some incentives, like EPAct, require a professional 
and/or certified auditors

×Energy audits are among the most likely activities that 
will be financed by the State Energy Programs (the 
SEPs received $3.1 billion from the Obama stimulus 
package)

×Association of Energy Engineers’ Certified Energy 
Auditors : 
http://www.aeecenter.org/certification/activelists/CEAA
ctive.pdf

×Building Performance Institute and Residential Energy 
Services Network qualified energy auditors can be found 
here:

http://www.energyaudits.com/FindAnAuditor.aspx

http://www.aeecenter.org/certification/activelists/CEAActive.pdf
http://www.aeecenter.org/certification/activelists/CEAActive.pdf
http://www.energyaudits.com/FindAnAuditor.aspx
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Project Proposals

• Lighting and energy audit summary should 
include:

–Efficiency opportunities identified by the audit

–Include total material and labor costs

–Estimate benefits with “low” and “high” scenarios for 
energy costs and savings

–Include ROI as well as payback analysis

–Highlight how the energy management solutions 
identified are tailored to the end user’s needs
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Project Proposals

• Recycling and material disposal costs

–Whether you provide in-house lamp recycling services or 
offer pre-paid containers, be sure to include the costs for 
the amount of lamps that will be discarded

–Lamprecycle.org provides information and resources for 
proper lamp disposal

–RECYCLEPAK® and EasyPak ™ are a well-known brands 
of postage-paid lamp recycling containers.
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Project Proposals

• Detail various aspects of energy savings:

–Include any special rates your customer has with the 
local utility

–Show how your proposal will affect both demand 
charges (i.e., per kW charges) and energy charges (i.e., 
per kWh charges)

–Show how inflation will likely affect future utility rates 
and savings

–Focus on how reducing energy use now is a way to 
protect yourself from future energy price volatility

• Be sure to include maintenance savings (e.g., 
from longer-lasting lamps that require fewer labor 
hours for replacement)
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Project Proposals

• Payback / ROI calculations

–Critical for most potential customers

–Clearly show how the energy savings and available 
incentives will help the project pay for itself and make a 
positive impact on the customer’s bottom line

–If you are talking to a commercial office building owner, 
show how certified energy-efficient buildings attract 
higher rents and show higher occupancy, along with 
greater resale value

• CoStar Group research:

http://www.costar.com/News/Article.aspx?id=D968F1E0DCF
73712B03A099E0E99C679

–Most lighting manufacturers provide online calculators 
for energy savings

http://www.costar.com/News/Article.aspx?id=D968F1E0DCF73712B03A099E0E99C679
http://www.costar.com/News/Article.aspx?id=D968F1E0DCF73712B03A099E0E99C679
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Project Proposals

• Financing

–Once customers see the bottom line (project costs minus 
savings), they’ll want to know their financing options

–Many distributors have partnered with banks and ESCOs 
to provide end-users with financing options, such as:

• Loans

• Equipment Leases

• Energy Savings Performance Contracts
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Project Proposals

• Environmental benefits:

–Show how the project has numerous environmental 
benefits, like greenhouse gas emissions reductions

–The U.S. Environmental Protection Agency offers a 
calculator that will convert the amount of energy saved 
into greenhouse gas emissions reductions. It is the basis 
for many greenhouse gas calculators:

http://www.epa.gov/cleanenergy/energy-
resources/calculator.html

• Efficient lamps often contain less mercury than less-
efficient counterparts. Get information on the mercury 
content of lamps from manufacturers, like this list from 
OSRAM SYLVANIA: 
http://www.sylvania.com/content/display.scfx?id=0036909
38

http://www.epa.gov/cleanenergy/energy-resources/calculator.html
http://www.epa.gov/cleanenergy/energy-resources/calculator.html
http://www.epa.gov/cleanenergy/energy-resources/calculator.html
http://www.sylvania.com/content/display.scfx?id=003690938
http://www.sylvania.com/content/display.scfx?id=003690938
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Project Proposals

• Qualifications

–Be sure to describe and document what you’ve achieved 
in previous energy management projects

–Include any credentials your staff has earned, such as 
Lighting Certified (LC) or LEED Accredited Professional 
(LEED AP)

• The Green Building Certification Institute recently changed 
future LEED AP accreditation requirements, so be sure to be 
up to date on these: 
http://www.gbci.org/DisplayPage.aspx?CMSPageID=28

http://www.gbci.org/DisplayPage.aspx?CMSPageID=28
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Green Catalogs

• Another way to market your energy management 
products and services is through a green catalog

• The basic elements we’ll cover in the following 
slides include:

–Introduction

–Product descriptions
• Energy and water savings

–Service descriptions

–Legislation overview

–Incentive overview
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Green Catalogs

• Introductory section

–Convey why your company is offering a green catalog, 
and what you are doing to reduce your own 
environmental footprint

–Can be as simple as a letter from the CEO or a “green 
mission statement”; from p. 1 of the McNaughton-McKay 
catalog:
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Green Catalogs

• Product descriptions

–Typical green catalog product categories include energy 
efficiency, renewable energy, smart grid, recycling, 
water conservation, health (i.e. green cleaning), and 
safety

–Be sure to clearly detail the energy saving, emissions 
reducing, and water conserving features of the products. 
• You don’t want to write anything that appears to be “greenwashing,” 

making unsubstantiated claims

–Ask manufacturers to provide you with a list of all the 
products they market as energy efficient or 
environmentally beneficial

–There are a number of certification programs for 
products:
• Green Seal, SCS Certified and others in the marketplace

• Underwriter Laboratories (UL©) testing and environmental claims 
validation
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Green Catalogs

• Green services

–Lighting & energy audits and lamp recycling are two 
green services commonly offered by distributors

–McNaughton McKay highlights ENERGY STAR© and LEED 
building certification services in their catalog:
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Green Catalogs

• Legislative overview

–Many green products and services meet certain 
regulatory requirements, keeping your customers 
compliant

–If you can, highlight the main points of these 
regulations, as they apply to your product and service 
offerings:

• U.S. Resource Conservation and Recovery Act

• U.S. Toxic Substance Control Act

• U.S. Universal Waste Rule

• European Union Registry of Hazardous Substances (RoHS)

• European Union Waste Electrical and Electronic Equipment 
compliant products (WEEE)

–Please refer to NAED’s “Inside Going Green: The Little Green Book 
of Corporate Sustainability” for more information on these 
regulations
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Green Catalogs

• Incentive overview

–Point out how various incentives can improve the 
payback on your products and services

–Hagemeyer does a thorough job of summarizing 
regulatory and incentive information in the “Educate 
Yourself” section of its   2009 Green Catalog:
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Green Catalogs

• There are several green catalogs, brochures, and 
directories available online:

–Hagemeyer -
http://hagemeyer.dirxion.com/WebProject.asp?BookCod
e=gre09flx&from=2#

–McNaughton-McKay - http://www.mc-
mc.com/Portals/1/McMcGreenGuide.pdf?utm_source=Gr
eenBrochure&utm_medium=email&utm_campaign=Gree
nBrochure

–GreenSpec© Directory -
http://www.buildinggreen.com/menus/index.cfm

–LED GREEN™ -
http://www.peretailsales.com/brochures/brochure_smd.
pdf

http://hagemeyer.dirxion.com/WebProject.asp?BookCode=gre09flx&from=2
http://hagemeyer.dirxion.com/WebProject.asp?BookCode=gre09flx&from=2
http://www.mc-mc.com/Portals/1/McMcGreenGuide.pdf?utm_source=GreenBrochure&utm_medium=email&utm_campaign=GreenBrochure
http://www.mc-mc.com/Portals/1/McMcGreenGuide.pdf?utm_source=GreenBrochure&utm_medium=email&utm_campaign=GreenBrochure
http://www.mc-mc.com/Portals/1/McMcGreenGuide.pdf?utm_source=GreenBrochure&utm_medium=email&utm_campaign=GreenBrochure
http://www.mc-mc.com/Portals/1/McMcGreenGuide.pdf?utm_source=GreenBrochure&utm_medium=email&utm_campaign=GreenBrochure
http://www.mc-mc.com/Portals/1/McMcGreenGuide.pdf?utm_source=GreenBrochure&utm_medium=email&utm_campaign=GreenBrochure
http://www.buildinggreen.com/menus/index.cfm
http://www.peretailsales.com/brochures/brochure_smd.pdf
http://www.peretailsales.com/brochures/brochure_smd.pdf
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Key Take-Aways

• Know where to look for potential sales

–There may be lots of leads that distributors are not using

• Make the business case to the C-suite, be able to 
speak their language

–Calculate ROI

–Show how energy efficient buildings attract higher rents 
and have better retention rates

• Use a green catalog to highlight the environmental 
attributes of your products and services
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The Future is Green!

• Skate to where the 
puck is headed, not to 
where it is now

• Energy future is 
uncertain; we need to 
design more energy-
efficient buildings

• What will green & 
ENERGY STAR 
buildings look like in 
2014?

–Net zero energy

–Regenerative

–Restorative

Sidney Crosby, Pittsburgh Penguins
2009 Stanley Cup Winners
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A Final Word

“An invasion of armies can be resisted, 

but not an idea whose time has come”

- Victor Hugo, 19th century French writer
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THANK YOU!


