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WORK COMPLETED TO DATE

Tasks #1 & #2: Opportunities In The Emerging Energy Services Market


Tasks #1 and #2 involved the review and analysis of the current and future U.S. energy market for the electrical contracting firm from the perspective of the energy production and delivery industry as well as commercial, institutional, industrial, and residential building energy consumption.  The purpose of Tasks #1 and #2 was to identify opportunities that electrical contracting firms could adopt to help their customers reduce energy use and recurring energy costs as well as improve the environment through energy conservation, efficiency, and production. 


The results of Tasks #1 and #2 indicated that the electrical contracting firm is in the midst of the "perfect storm" as concern about the environment; use of natural resources; national security; rising energy costs; new government legislation, regulations, and incentives; and other factors are driving owners and occupants to seek ways to improve the efficiency of their buildings.  Energy services involves helping the customer economically reduce energy use and the resulting energy expense while maintaining a quality environment through improvements in energy conservation, efficiency, supply, and reliability.


The energy services market for electrical contracting firms is not about new construction which is predicted to remain in the doldrums for some time in many areas due to over building and the lack of project financing.  The real opportunity for the electrical contracting firm in is in helping customers improve the efficiency of the existing commercial building stock in the United States which is numbered at around 5 million buildings.  About 90 percent of these commercial buildings were built before 2000, the median life of these buildings is between 70 and 75 years, and nearly 90 percent of these commercial buildings are less than 25,000 square feet according to the Department of Energy.  Additionally, entering the energy services market should be an outgrowth of the electrical contracting firm's existing service and design build capabilities and should only require training for key personnel and minor capital investment.

Task #3: Tax Incentives And The Energy Services Market 


Task #3 involved a detailed review and analysis of available tax incentives available to building owners, building lessees responsible for building energy use, and building managers to improve the energy efficiency of their facilities.  The purpose of this investigation was to understand what incentives are available to the electrical contracting firm's customers and how these incentives can be used by the electrical contracting firm to design its energy services' business and make these services as economical as possible for the customer.  The research conducted in Task #3 resulted in a standalone interim report entitled Energy Project Tax Incentives that was submitted to EI.  


This report details tax incentives available to customers for energy conservation, efficiency, and production projects in their existing facility's.  The report provides electrical contracting firms with information they can use when talking to a customer about energy services or information that they can provide to the customer to make them aware of the tax incentives that may be available to them to improve their return on investment (ROI) and payback period.  The outline of this interim report that is available through EI is as follows:
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WORK TO BE COMPLETED

Task #4 of this research project is currently underway based on the results of Tasks #1, #2, and #3.  Task #4 involves the development of a business model that the electrical contracting firm can use to profitably enter the energy services market.  This business  model will address not only the technical aspects of the market but also marketing that includes both energy audit and financial services, use of the electrical contracting firm's existing service and design build capabilities, and other requirements.  Task #5 will follow Task #4 and will use the results of the Task #1 through #4 research to develop a business plan to help the electrical contracting firm successfully enter the emerging energy services' market.

DISSEMINATION OF RESEARCH RESULTS TO DATE


In addition to interim EI reports, the interim results of this research project have been disseminated in presentations made at NECA and EI meetings as well as at NECA chapter meetings.  Te results have also been the subject of the monthly energy services Column in Electrical Contractor magazine this year.


The following two presentations based on the results of this research project will be made at the 2011 NECA Convention in San Diego:

· Lighting Retrofits: Benefits Beyond Energy Efficiency (Sunday, 23OCT11, 8:00-8:50 a.m. & 9:00-9:50 a.m., M-21)

· Alternative Energy Market for the Electrical Contractor (Monday, 24OCT11, 8:00-8:50 a.m. & 9:00-9:50 a.m., M-21)


In addition, the following three NECA Management Education Institute (MEI) seminars for 2012 have resulted from the results of this research project:

· Marketing Energy Services (Full Day)
· Lighting Retrofits: Benefits Beyond Energy Efficiency (Half Day)
· Alternative Energy Market for the Electrical Contractor (Full Day)
ELECTRI International
3
Roadmap For Entering The Energy Services Market
Project Update – September 2011


