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Chani Vines:
Hello everyone.  Thank you for joining us today for today’s webinar on developing, staffing, and overseeing a state energy savings performance contracting program.  This webinar is brought to you by DOE’s technical assistance program and the office of weatherization and intergovernmental programs.  My name is Chani Vines.

And the format for today’s webinar is going to be an introduction of the technical assistance program and overview of the ESPC program guidelines.  And we’ll hear from Scott Morrissey from the Colorado energy office, Eileen McHugh from the Massachusetts department of energy, and Len Hoey from North Carolina to give you experiences from the field.  Next slide, please.  Here is an upside down pyramid of the DOE technical assistance program.  As you will see, financing strategy is one of our priority areas.

Some resources that may be of interest of you range from fact sheets to how to guides and model documents.  With regard to our peer exchange activities and trainings, we offer webinars, conferences, and this year we’re offering better building project teams.  And you may wish to look at this further because we have two project teams: one on financing and one on energy savings performance contracting.  We also do one-on-one technical assistance.

Next slide, please.  With regard to financing strategies, we have so resources on Commercial PACE that live on the DOE solution center.  We also have a DOE clean finance guide and other finance resources.  And this year we’re updating our solution center portal for finance resources and this will go live later this year.

You may wish to mark your calendars for April 11th as we’ll be rolling out another webinar on financing energy upgrades for K-12 school districts.  Next slide, please.  Our first presenter today is Linda Smith.  She was a program manager at the Colorado Governor’s Energy office for over 17 years where she designed and managed an ESPC program that overcame many legal and market barriers, and achieved over $200 million in ESP projects in state and local governments.

Through her consulting company, 9Kft Strategies in Energy, she later worked as a contract consultant under U.S. Department of Energy in coordination with ICF, as well as with the National Association of Energy Services Companies, the Energy Services Coalition, and the Nevada State Office of Energy helping states to develop performance contracting programs and developing related tools and resources.  She was one of the initial three co-founders of the Energy Services Coalition, former vice president of the board, a longtime board member and founder, and long-time co-chair here of the Colorado ESC chapter.  She has a master’s degree in energy engineering, and numerous awards, and accommodations including the governor’s star award for exemplary achievement, innovation and energy management award from the U.S. Department of Energy, and green thought leader recognition from the National Renewable Energy Laboratory.  Linda, please.
Linda Smith:
Hi.  Thank you, Chani.  Well, this is a real pleasure for me as a former program manager of an ESPC program to present these program guidelines.  Next slide, please.

So, we’re introducing the energy savings performance contracting guidelines for developing, staffing, and overseeing a state program.  I thought I should start by what we mean by a state program.  We’re not talking about how to develop an ESPC project, but rather a state program that provides guidance to help facility owners develop ESPC projects on their own.  So, we directed the guidelines to state energy office and to state building administrations, but the guidelines can also apply to utilities.  I know many are represented on this call.

As utilities often offer programs themselves.  Or they can be used by others in a position of influence such as the state department of education that influences school districts in the state, non-profits with an energy or environmental focus, or maybe associations with a facilities or market sector focus.  For the people on the call wanting to develop an ESPC project in your own facilities, these guidelines can actually be useful to you as well, focusing in on the ESPC information and the process steps that we’re advising states to use.  And I encourage you to contact your state energy office for support.
And the ESPC program typically has an overarching goal to accelerate and expand the scope of energy efficiency looking at ESPC as the vehicle to achieve that.  So, the functional goal becomes to increase awareness of energy savings performance contracting or ESPC.  The common role of the program is to provide education and training to end users, typically reaching out to state and local governments.  Another role is often to provide technical assistance to end users in some form and to pave the way for projects, which could involve establishing recommended or state approved documents as well as standardized and streamlined processes.

So, there are many successful examples of state programs including Washington, Massachusetts, and Hawaii, which started their programs decades ago, as well as Colorado, Virginia, Kansas, Montana, North Carolina, Georgia, Louisiana, Wyoming, and others.  So, we’ll be hearing from three of these states soon.  Also note that the websites of these programs are listed in one of the resources in the guidelines.  Next slide, please.

As the title indicates, the guidelines are for developing, staffing, and overseeing a program.  So, that describes the guidelines in a nutshell.  The guidelines are a collection of resources organized by program strategy.  Essentially, we’re bringing order to a vast amount of information out there from many different sources.

The guidelines can help point you in the right direction so you can plug and play.  So, take parts and make them your own.  We truly encourage you to do that.  As a former project program manager, I know how it is. You don’t have time to do the research to find resources that may be out there and often times it just seems easier to start from scratch than to do the hunt.  So, we’ve done the work for you to collect some of these resources to get you started whether you’re developing a first time program, or tweaking or expanding your existing program.  Next slide, please.  
So, the guidelines are presented in six chapters. Chapter one is a seven page overview of ESPC, getting into some depth.  Chapter two presents an overview of an ESPC program, what a program could be.  It includes ideas for scanning a program to fit a budget.  From a virtually no cost program that’s website based to a self-funded program where client fees reimburse you for your technical assistance services, or to a fully budgeted program offering free technical assistance to clients.

Chapter three presents education and outreach strategies, which I’ll highlight in a minute.  Chapter four focuses on the process providing educational information about the familiar procurement and contracting documents used in the ESPC.  And chapter five is about overseeing a project, deciding what technical assistance to offer, and how to procure the consulting services from ESPC experts.  Finally, chapter six presents job descriptions and task lists to support program staffing decisions. Next slide, please.  
So, the guidelines provide 30 resources divided into appendices as they relate to the six chapters.  Some resources are new.  Some are improved, and then additional ones are accessed by links.

The six chapters are very descriptive and maintain the frame of reference for each of the resources.  So, the resources range from topical guides to informational resources to customizable templates.  So, in addition to the 30 resources, there are many links.  These are links to reputable sources of information such as DOE, State Programs, EPA, and the Energy Services Coalition or the ESC.  Next slide, please.

So, I’d like to give you a better sense of what’s in the guidelines.  Bringing these sections to life with a few highlights.  Chapter three focuses on education and outreach, which can be the key to the success of any program.  It involves increasing awareness of ESPC, overcoming real or perceived barriers about ESPC, promoting the program and its services, and using a wide variety of outreach approaches.  All with the goal to get projects lined up and successfully completed.  So, within section 3.1, it’s worthwhile to first invest time in developing a marketing plan.  So, to get you started, the guidelines provide a marketing plan template, along with a list of typical program goals to ponder, as well as common barriers and solutions to recognize, and typical services the program could provide to achieve the goals and overcome the barriers.  
So, for example, a key barrier might be technically-based such as skepticism about achieving project savings. Solutions to overcome that barrier are to educate about measurement and verification protocols that are standard in the ESCO industry, recommending model documents that have a M and V process built in, perhaps advising the client to hire a third party consultant to review the M and V plan and report.  And if funds allow, to offer technical assistance to ensure an M and V plan is fully developed in the audit contract and that it carriers through the performance contract and subsequent M and V reviews.  Another barrier may be the lack of understanding of ESPC.  So, the program solution there is to educate about ESPC, present the process, share success stories, and perhaps, have a one-on-one discussion at the site with decision makers to discuss how ESPC could work at their facilities.

Then in section 3.2, it’s about identifying which market sectors to target.  Let’s say its K-12 school districts you want to target.  But, don’t stop there with that broad market sector definition.  Identify the subset of that market and the particular individuals to target.

For example, in a lot of states, some small school districts may not have the sizable project potential to attract ESCO’s.  So, it’s important to know the makeup of the sector, know what size a project’s local ESCO’s will do, and define the subsector of that market that’s the best fit for ESPC.  Do all of that before you start telling them what performance contracting could do for them.  I’ll admit that’s a lesson learned, by the way, in my own experience.

For a program that wants to expand a very specific market sector, you may look at water, or wastewater treatment plants, or multi-family facilities as specific targets.  Once you’ve got the market sector defined, identify the individuals who will be the key champions or decision makers.  So, for example, for a school district, it’s the district superintendent, perhaps the school board, and financial officer.  It’s not a principal of an individual school who has no facility authority.

For a higher ed institution, it’s the facilities director, and maybe even the environmental division, as well as the financial officer.  But, for a small community college, you may go to a top decision maker.  If it’s a large school district, treat it like a university and approach the facilities manager.  So, the message here is know who you’re targeting before you implement your marketing plan.

So, now you can crop the message as we describe in section 3.3.  That means developing the hot button messages to reach particular individuals you’re targeting.  For a government decision maker, the message might be wise use of government dollars.  Instead of paying high utility bills, invest in infrastructure.

Or it could be pollution prevention. If that’s something you’re striving for.  Or it could be the more practical get better buildings now, increase worker or student productivity.  A message that resonates with a facility manager is usually improve comfort to reduce complaint calls, or reduce maintenance costs because of new equipment and better design, or undertake large scale projects without adding staff as the ESCO manages multiple projects under one contract.  For finance officers, the message might be reduce the risk of volatile utility prices or reduce the back log of capital budget needs. Next slide, please.  
So, moving on to one of the other six topics, a briefer highlight here.  Chapter four focuses on the ESPC process steps linking to the model documents posted on the Energy Services Coalition website that many are familiar with.  What’s new here is the add0-a-glance documents that provide quick overviews of each clause in the contracts and RFP’s.

Excuse me.  I think I skipped a slide.  Next slide, please.  
So, this is an example of at-a-glance piece. So, these are good for introduction to the documents and to increase understanding of the contract documents without dredging through the legalese of the formal documents.  And they can end up being a checklist as you develop your contract.  So, here’s just one example of the first part of the investment grade audit contract.  Section by section, it has a quick overview with key points, as well as negotiating tips and recommendations for customizing the contract.

So, look at the row second from the end on payment on the audit under negotiating tips.  And it says, “The cost of the IGA can either be rolled into the ESPC or paid up front.  If paid up front, all the savings then go to paying for the measures so you can expand the scope.”  So, that’s something to consider in negotiations. So, that’s just a real brief example of many at a glance documents we provided.  Next slide, please.  
So, one more highlight.  It says, “Section 5.2 on technical assistance services.”  The resources here include a project screening checklist and a process to assess the potential for an ESPC project so that you can determine if a client has a project before offering services. Again, that’s a lesson learned in the real world of program management.  
So, technical assistance for field reps is another resource.  It identifies strategic services they might provide for each step in the process to help ensure a project’s success for a client while keeping program costs low.  It lists the tasks as well as associated hours for budget planning such as a preliminary phone discussion and pre-screening to determine eligibility for program services along with a write-up.  It could take an hour or two.  A sight visit to meet with key decision makers and collect facility and utility information could take up to eight hours including follow up plus travel.  Reviewing the commissioning plan and measurement verification plan, as well as other schedules attached to the contract could take ten hours depending on the complexity and the scope of the project.  So, these are not set in stone by any means, but they’re provided as a way to plan and control the cost of technical assistance, which could otherwise go sky high.

We’ll hear from Colorado about their strategy to provide strategic technical assistance for free needing to keep the cost very much under control.  There’s also a sample RFP and a contract to select and manage field reps.  So, the guidelines also present a project tracking log.  This is a very simple spreadsheet that is great for the program team communications to keep track of involvement with a client when various team members are interacting with that client.

It’s also a great way to recall past decisions and efforts, and in using Google Docs.  Any other online service is a great way for everyone involved in a project to log their communications and progress.  Next slide, please.  
So, finally we want you to take a look at these. They’ll be posted possibly as early as tomorrow on the DOE EERE’s Solution center at the address provided here.  And I understand they’ll be e-mailed to each of the attendees in a file format.  So, take a look.  I think you’re sure to find something useful.

They make it easier to get going because so much has already been created, tested, and used elsewhere.  Also, today’s webinar session, as Chani mentioned, will be posted.  So, our next speakers will then talk about real world experience, focusing in on a specific aspect of the program.  That, that somewhat parallels what’s represented in the guidelines. So, we’ve got technical assistance in Colorado, as well as education and outreach efforts in both North Carolina and Massachusetts.  So, thank you very much and I think it’s back to Chani.
Chani Vines:
Thank you Linda.  We are very excited to be able to post these guidelines on our solution center.  As Linda mentioned, there’s more than 30 resources, so we are certain there is something for everyone in this guide book.  Right now, we’ll hear about the technical assistance program in Colorado.

Scott Morrissey is the program director in the state of Colorado.  He is the operations and program director in the Colorado Energy Office.  He’s responsible for managing all program staff including residential, commercial, industrial, and financial activities.  Before joining state government, he worked for six years with the city and county of Denver. First as a financial management analyst in Denver’s finance department, and then as the deputy director of GreenPrint Denver, a comprehensive environmental sustainability initiative housed in the mayor’s office.  Scott attended the University of North Carolina at Chapel Hill, where he earned a BA and MPA with a concentration in environmental management.  Thank you Scott.
Scott Morrissey:
Thank you very much for having me and good afternoon everyone.  The topic of my presentation is making a difference through technical assistance and I think that’s particularly apropos for the Colorado energy office program because technical assistance in its broadest terms really is the cornerstone of our program.  And it was helpful to have Linda Smith provide the opening today because as the creator of the program that I am going to be discussing now, it goes to show the longstanding nature of the program that we have.  And I think the reason that we are able to focus so much on technical assistance is due to this maturity of the program and maturity of the industry in Colorado.

To talk about a couple of the latest numbers that we have as of the end of last calendar year, we had 143 projects completed, totaling $290 million dollars’ worth of construction.  There are currently $80 million dollars’ worth of projects in construction currently.  And based on some analysis that we had done a couple of years ago, we believe that our program is supporting something close to 85 percent of all of the energy performance contracting within the Colorado market.  So, again, the goal of the energy offices program is to make the process easier for agencies.

Many of which have not worked on energy performance contracting before.  And make sure we’re doing what we can to support the industry while not getting in the way of any kind of organic market growth.  And one of the main ways that we do that is we harken back to this established track record that we have of successful projects throughout all different types of government within Colorado.  And I can speak from when I worked in the city and county of Denver. The fact that the then governor’s energy office was able to come to us and talk about successful programs in jurisdictions like ours was really beneficial in helping to make decisions on whether or not to consider energy performance contracting.  Next slide, please.  
So, I’ll give a really high level program overview, and then I will talk a bit about a document that we have called “Our standards of success” and pull out some of the key areas in which we provide support to our partner agencies.  So, for the quick overview, our program is almost entirely based on engineering consultants, who are providing this technical assistance. It is a very externally focused program from an operational perspective.  We have two engineering consultants that are on call when new projects come in.  We determine which of the two consultants is better able to provide support to that project given their current workload, and then that consultant is the main point of contact for the agency who’s considering the EPC.  We do have one STE that is dedicated to performance contracting within the energy office, although that is spread between two different staff.

We do a pre-qualification of energy service companies that are interested in participating within our program.  And so we do a relatively high level analysis of those organizations to make sure that they have the infrastructure in place to be able to effectively participate and follow all of the guidelines of all of our programs.  As of now, we have 18 pre-qualified ESCO’s and we just had 4 new ESCO’s join our program last year.  
One of the key elements of the program is standardized documents.

Understanding that in a place like Colorado we have something called the tax payer bill of rights amendment, which limits the ability of local government jurisdictions to take on multi-year fiscal obligations.  And so our standardized documents are helpful both in the context of showing the types of contracts that have passed statutory muster in the past, but also to respond to those very specific issues like tabor to make sure that people understand.  When any local government in Colorado has a conversation about a construction project, tabor issues come up and the fact that we have documents that have been evaluated by our state attorney general’s office that have been implemented and executed in hundreds of jurisdictions across the state, it’s really beneficial to pass that initial burden.  And finally, our program is open to all public agencies within Colorado. And so it’s a very broad program and we have local governments, county governments, K-12 universities all participating.  Next slide, please.  
Okay.  So, again, this is pulled out of a document that we call our standards of success document. And I’m going to step through the five steps that we have identified for a performance contract and talk through some of the ways in which we provide that technical assistance.  So, first, right from the beginning, we want to be involved with our consultants in these projects.  And so we have a PowerPoint presentation that we have created and improved over the period of several years called “EPC 101”.  And this is an initial conversation that we can have with a facility director of a jurisdiction to explain what EPC is, try to take some of the fear out of this idea, which can be a relatively complicated financial model to explain to people, and really talk about that track record that we have of successful programs within Colorado.

Next with the ESCO selection stage.  This is where the fact that we have 18 pre-qualified ESCO’s is really valuable, that the procurement burden is reduced from the local agency perspective because we can make sure that we provide access to these 18 pre-qualified ESCO’s.  And we have our consultants meet with the administrative legal procurement facility staff really making sure that we get all of the right decision makers in the room at the same time.  
Next is the technical energy audit stage. We do a couple of different pieces here because this is really a key go, no-go decision point for the local agencies.  We meet with the agency and the ESCO together to set expectations for the project.  We provide some more of our standardized documents like our TEA contract template.  We can assist in developing the terms and conditions of the contract and make sure that those expectations make their way into the final contracts.

And finally, we can provide review of the audit, provide technical contractual support in an ongoing basis, and help to develop the measurement verification plan that comes out of that technical energy audit.  Next slide, please.  
So, of course, construction is a particularly vital part of this project because it truly is where the rubber meets the road.  We have a Colorado model EPC contract that we can provide to jurisdictions.

Clearly, anyone who works from local government knows that there needs to be some level of local control and so we provide this contract template that, again, has been executed in other jurisdictions, but provided to a city attorney’s office say to make sure that they have all of their local language included in it.  And they can get comfortable with it.  But, again, without needed to spend the hours and hours, and thousands of dollars involved in developing a contract like that from scratch.  Again, we’re making sure the right people are in the room meeting with the legal team, meeting with the facilities team to review the general conditions of the contact, ensuring the contract terms meet everything that’s required both from a local legal perspective, as well as those larger statewide requirements like tabor. And we provide ongoing support through the construction phase.  If the local jurisdiction has questions, if they’re not comfortable with the pace of construction, they have an unbiased third party that they can be discussing these issues with and an unbiased third party that has an established relationship with many of these ESCO’s.  And finally, we can provide the measurement verification guidelines so that during the construction phase, we’re keeping an eye towards the performance guarantee element of the EPC in making sure that the construction is happening with measurement and verification in mind. 
The final step in our standards of success document is measurement verification. And this really speaks to the long-term relationship that we’d like to have with our partner agencies.  We’re happy to provide annual independent review of the energy savings reports to ensure that the measurement verification is meeting the targets that were set out within that document and we can answer questions on an ongoing basis to ensure that we are hitting all of the targets that were laid out within that contract.  Next slide, please.  
And I will apologize that my slide actually left my screen on my webinar, so I will be doing this from my paper form. This is just a summary of what I have discussed to this point that really the key aspects of Colorado program are the fact that we have these pre-qualified ESCO’s to ensure that we can have an ongoing relationship with the people who are actually doing the work within Colorado.  We have standardized process.  We have standardized procedures to make sure that we are walking these local agencies through what, again, can be a complicated and complex contractual transaction.  We have the standardized contractual documents both for the EPC itself as well as the technical energy audit. And we are able to provide this ongoing guidance and support at no cost.  
So, just to briefly discuss some of the challenges that we’re facing within our program.  One is the fact that while, as Linda mentioned, we really do try to provide targeted technical assistance at key points during the EPC process, there is a significant contractor budget associated with this program and Colorado’s facing the same kind of economic conditions that many other states are.  And as we consistently try to find ways to reduce our budget, we’re trying to find ways that we can target that technical assistance even more to make sure that we are providing it at those key decision points and having fewer meetings with several different members of the same staff.

And the final challenge I’ll mention is the fact that our program to this point has been very successful in the public sector, but Colorado’s private sector, energy performance contracting market, is relatively early stage.  In the fall of 2011 and going into the beginning of last year, we applied for and received a grant from the Department of Energy to try to promote private EPC using many of the lessons learned from our public sector program and we are right now in the middle of that program.  We have 12 private sector businesses that are participating and trying to really determine what are the unique market barriers in the private sector that we can take some of the success of the public sector to help address.  And with that, I will close my comments, but I’m very happy to answer questions from anyone during the question and answer phase.  Thank you very much.
Chani Vines:
Thank you Scott.  And as Scott mentioned, we will have a Q and A session after our last speaker.  Next, we’ll hear from Ms. Eileen McHugh from the Massachusetts Department of Energy Resources.  
Eileen has worked for the Massachusetts Department of Energy Resources since 1999.Her focus as programs coordinator is on the ESPC program in Massachusetts municipal market.  Ms. McHugh works directly with local government authorities to help them maximize energy savings and improve building environmental conditions.  She’s going to speak to us about outreach and marketing.  Thank you Eileen.

Eileen McHugh:
Hello.  Can you hear me?
Chani Vines:
Yes, we can.  Can you speak up a little louder, Eileen?

Eileen McHugh:
Sure.

Chani Vines:
Yeah.  Perfect.

Eileen McHugh:
Okay.  Next slide.  Our ESPC program, which is defined as energy management services is part of a larger green communities division.  The end that provides grants and many other tools, mass energy insight, which is an energy tracking and analysis tool that’s offered free to every municipality in Massachusetts.  It’s also being used by state agencies.

The unique thing about this is the electricity and gas data is automatically downloaded from the utility company.  And it helps you benchmark your buildings so you know which ones to look at.  We also have statewide energy efficiency programs, websites, and e-mail updates via a list serve.  Next side, please.

Massachusetts has a mature market and provides strong state support as an essential part of our program.  We have a well-defined path to project and implementation, and a variety of resources.  We also have two methods that municipalities are allowed to use when they go out for solicitation.  One is a request for proposal or an RFP. And the other is a request for qualifications or an RFQ and that was enacted in 2006.  This allows cities and towns to go out with a solicitation with an RFQ that does not require a price component.  So, it’s sort of an extra step.

We are in the midst of updating our old regulations and creating new regulations to clarify both these processes.  Also, in Massachusetts, any project that hits the $1.5 million dollar level requires an owner’s agent because the owner’s agent has to meet specific criteria.  If the city or town has that resource on staff, they’re allowed to use that resource.  We’ve been able to provide owner’s agents at no cost to cities and towns using ARRA funds and we recently provided state-funded grants to communities so they can hire owner’s agents directly.

We also have online resources such as a guide model document, or RFP’s, RFQ’s, contracts, investment grade audits.  We have presentations, case studies.  All of which we’re updating in conjunction with the new regulations.  We also review all documents, so public agencies have to file the RFQ or the RFP with our office and they’re prohibited from publishing them until we do a review and send them an acknowledgment that says, “Yes.  They are complete.”

We don’t pre-qualify ESCO’s; however, we do have another process for state certification of any contractor that works on public projects with a review of their finances, their record, because there is a subsequent evaluation that public agencies have to file.  And they can also be debarred.  So, in our process, we use that certification.  
We also provide webinars. As a matter of fact, we are planning a webinar for April.  It’s part of a series.  We already provided an ESPC 101 webinar that talked about what it is, how do you do it.  Our next one will be on implementation and it will include two municipalities that have gone through the process.  They will be part of that webinar. And our third one will probably be on measurement and verification.  Next slide, please.  Next slide.  Hello?  Can you move it to the next slide, please?
Chani Vines:
Jennifer, are we having a problem with the slides?

Jennifer:
You’re wanting it on page 23, right?

Eileen McHugh:
Next slide, please.

Chani Vines:
I think it’s the next slide.

Eileen McHugh:
Okay.  No.  This is the right slide.  Go back.  I’m sorry.


[Laughter]  So, besides the online resources and the webinars, we have in-house expertise, which is my role, and we’re lucky enough to have four regional coordinators that provide first line assistance.  So, they’re able to talk to cities and towns because they’re in the field.  And if they need further information, they will point them in the direction of someone who can provide more expertise.  And they do this on all kinds of things, but they also do it on our ESPC program.

So, we’ve been able to provide free statewide workshops presented by the state energy office, but sponsored by the ESCO’s, where the ESCO provided speakers on specific topics.  And also the last workshop we had, we also provided a display area for the ESCO’s and made sure that the attendees had enough time to interact with them.  And we opened this up to any energy services company in the state that wanted to attend this, so it was open to all of the ESCO’s.  One thing that I think we’ve done that has not been done before is leveraging existing resources and networks by working with statewide association.
Another thing we’ve done is work with regional governmental agencies that have conducted aggregate solicitations with their member cities and towns including Franklin Regional Council of Governments, Pioneer Valley Planning Commission, Merrimac Valley Planning Commission, and Metropolitan Area Planning Commission.  Massachusetts only has several counties left, so these other regional agencies fulfill some of those services especially in procurement that you would ordinarily associate with a county.  These regional projects represent almost 50 percent of the cities and towns that are doing comprehensive projects because we also have projects that are strictly solar.  So, we’ve worked with both MMA and these regional agencies. What this did was allow them to pull their resources.

We have modeled the model documents we provided so they were able to agree on, yes, this is the language that we want to use.  We’ve pulled our resources and we’ve hired a lawyer so each individual little town is not hiring their own lawyer.  They, in unison, hired technical assistance and in some cases in the beginning, the regional governmental agency provided a consultant to provide those services.  And, of course, we always do one-on-one meetings or small presentations to local officials. Next slide, please.  
So, this demonstrates the activity and effect of the things that I talked about.  You can see in 2006, the activity was very low for cities and towns because to respond to each solicitation, the ESCO’s would need to do a preliminary technical energy audit, which you all know is very expensive.  So, without that price component, they’re able to respond to the solicitation.

There’s a lot more activity as you can see in 2007.  That activity is due to not only the RFQ being enacted, but that was our first regional project.  And then in 2008, we had the green communities act, which gave us much more resources and also added solar projects to our definition of our project definition.  And it just goes on and on.  You can see 2009.

All these little purple rectangles are regional projects.  And then you can also see the effect of the lag time between when solicitation is published and an actual contract is signed.  I just had somebody that was part of the 2007 solicitation that signed at the end of last year, so there is quite a lag time.  So, this represents 250 cities, towns, school departments, regional school districts.

101 of them have contracted.  17 are complete.  35 cities and towns decided this isn’t for me.  And the rest of them are in some other stage of the process.  Next slide.  
So, we’re close to $300 million in contract costs.  That’s the investment into these projects.  And over $13 million in annual savings.  Thank you.
Chani Vines:
Next slide, please.  Thank you, Eileen.

Eileen McHugh:
Yep.  You’re welcome.

Chani Vines:
Thank you.  I’d just like everyone to know that there’s a lot of participants on the call today, so if you could please enter your questions via the message box.  We’ll be sure to answer them.  And I’d also like to know if Len Hoey was able to join us.  Len was pulled away at the last moment, so he may be able to join us a little bit later.  Len, are you with us?  Can you see if Len joined at all?

Jennifer:
I believe he’s just calling in and I’m not sure if he’s called in yet or not.

Chani Vines:
Okay.  Can we go to the last slide, Jennifer, and we can keep that up.  What we’ll do is we’ll go to questions and answers.  And if you could go to slide 29.  Thank you.

On this slide you’ll see where you can find some of our products on ESPC at the top solution center.  And right now, we’ll start answering questions.  Our first question is for the Colorado for Scott.  And the question is “How does the Colorado SCO cover costs for the ESPC technical support and oversight?”
Scott Morrissey:
Sure.  The project has been funded in a variety of different ways over the past years.  When the stimulus funds were provided to the office, we did expand the level of technical assistance that we provided with our funds, but as of now for our fiscal year 13, it is a combination of state funds, as well as state energy planned dollars from the DOE for re-allocation.

Chani Vines:
Thank you.  And a follow-up question is “Have you or the program considered changing to a fee for service to pay for technical assistance?”
Scott Morrissey:
We have considered that quite a lot actually.  We have some particular challenges that are, I think, probably unique to the Colorado Energy Office that may or may not be relevant to other state energy offices.  But, we considered that and we originally had a policy plan in place that we were going to be transferring to a fee for service for fiscal year 14.  Ultimately, we decided that because our office is an executive of the governor’s office, we do not have the statutory ability to take in revenue.
The alternatives that we had were either to try to find ways to reduce the costs of our program and maintain our existing level of service or to try to find a way to develop the fee for service model, while at the same time creating a statutory mechanism for us to be taking in funds and a statutory mechanism for us to be changing the amount or percentage of funds that we were taking over the period of time.  We determined that, that was not a course of action that was going to be available to us.  And so we focused on what I spoke about during my presentation, which is the ways that we can just reduce the cost of our program from that technical assistance perspective without necessarily going to a fee for service model.

Chani Vines:
Okay.  Thank you.  The second question is – and this can go to both of you, but Eileen, perhaps you can answer it first – is there a difference between the federal approved ESCO list and your state approved list?

Eileen McHugh:
Yes, there is.  Our state approved list is administered by the division of capital asset management.  That agency also oversees state ESPC projects and works with state agencies, where my agency here, while it’s our enabling statute, we oversee municipal projects.  So, that state division certifies all contractors within the state that are allowed to do projects for public agencies within our state.  So, yes, very different than the federal list.

Chani Vines:
How about Colorado?

Eileen McHugh:
Although, you’ll see some of the same companies.

Chani Vines:
Same folks.

Scott Morrissey:
The answer in Colorado is very much the same.  The list is different than the federal list because we are particularly eager to highlight those companies that have an established footprint within our state.  That can be really active in our Colorado market.  And so we develop our own list in coordination with our office of the state architect to make sure that each of the ESCO’s on our list has the ability to participate in our program fully.

Chani Vines:
Yeah.  And a follow-up question for both of you is - could you go a little bit further in detail about your onboarding and especially your offboarding of approved folks?  Is this an annual review or does it happen throughout the year?

Eileen McHugh:
Hi, this is Eileen.  Yes.  It’s an annual review and it is subject to reporting from the public agency after the project is done and there’s an evaluation and rating system.  And, yes, we do have a list of companies that have been debarred, although I can’t think of any ESCO’s that are on it.

Scott Morrissey:
And in Colorado, we also have an annual process.  The process is mainly to take in new entries into the market.  I’m sure Colorado is not unique from other states in that there’s been a lot of consolidation and new entities being created within the market.  And so we want to make sure we provide an opportunity for folks to participate in our program on an annual basis, although we don’t do it as a rolling application.

Chani Vines:
Okay.  Thank you.  And this is a question for Eileen.  Does Massachusetts charge a fee to participate in the ESPC program?

Eileen McHugh:
No.  We don’t.  Both of our state agencies and municipalities receive assistance at no charge.  For the state agencies, there is a team of 10 to 12 people. I forget now.  They oversee all energy efficiency projects, but they also oversee the energy savings performance contracts.  And in this office, I am the expert in overseeing the municipal projects.  I do not select the ESCO’s. I do not review the responses.  And that’s the role of the owner’s agent.  So, as I said, anything over $1.5 million requires an owner’s agent.

Chani Vines:
Okay.  And with regard to that point, who provides and who pays for the owner’s agent on projects over $1.5 million?

Eileen McHugh:
That would be the city or town, unless they have qualified people on staff to provide those services.  But, somebody has to be responsible.

Chani Vines:
Thank you.  Here’s another question.  It says, “For big geography areas, there seems to be a need for regionally responsive ESPC programs, are there any examples that the panel is aware of regional scale ESPC programs?”

Scott Morrissey:
This is Scott.  

Chani Vines:
Go ahead.

Scott Morrissey:
This is Scott.  I’m sorry that I don’t have any examples of regional programs, but I think that Colorado’s probably a good example of a state with a very large geographic footprint.  And so a significant part of our program and the reason why we do have the consultants that we have is to make sure that we can provide that kind of face-to-face, personalized assistance when it’s necessary.  And so certainly, we try to work with our consultants to do webinars like this with their clients to reduce the travel cost, but we understand that sometimes it’s really valuable to get out and meet face to face with the representatives of the organization.  And so we build that into our budget to make sure that even though Colorado is a very large state and those travel costs can be significant at times, that we have the capacity to have our consultants go to all of the corners of the state.
Eileen McHugh:
Hi, this is Eileen.  We’re not a very big state, but we do have, I think, a model that works.  It’s based on regional projects.  As I said, we leverage existing resources. So, if you have very little resources, you can work with existing resources such as planning commissions, councils of government, counties.  So, you have someone in those areas that can aggregate projects geographically.  We approach the ESCO’s directly and ask them if they would be interested in doing this and they said, “Yes,” they would.  I think organizing projects regionally attracts more attention.  It gives the ESCO’s the motivation to actually put a resource in the area because they’ll be getting more business and that allows them to do that.  So, I think even though we’re a small state, I think that regional model is a great idea.

Chani Vines:
Linda, do you have any comment on this –

Len Hoey:
Hello, this is – 
Chani Vines:
– with regard to Wyoming?  I’m sorry.  Did we just hear from Len Hoey?

Len Hoey:
You just heard from Len Hoey.

Chani Vines:
Hi.  Thank you for joining.  We’re going into our Q and A session, but I would love to break and hear from you from North Carolina and some of your field experience.

Len Hoey:
Alright.  Well, thank you.  Are the slides up ‘cause all I got is a cell phone, so I don’t have the web available to me right now?

Chani Vines:
Okay.  So, we’ll put up your slide that shows the results.

Len Hoey:
Well, go to the one that is that kind of shows why we’re doing what we’re doing.  The one that starts with shrinking budgets.

Chani Vines:
Yep.  We’ll go to slide 27, please.  Okay.  You’re on.

Len Hoey:
Thank you.  Hello, everyone.  This is Len Hoey.  I’m the engineering manager with the North Carolina energy office and I oversee our utility savings initiative, which is the public buildings energy efficiency program in this state.

`
And also PC is a subset of that.  I’d like to say that the increase that we have seen in PC is directly related to all or our efforts, but I think, as you can see on the number one bullet, I’m sure as is in any state, they would all admit that shrinking budgets both at the state level and local government level have really spurred interest in performance contracting.  And it is way up and we are doing a lot of work in it.  
As I mentioned, PC is a subset of our utility savings initiative. And we have three regional people as well as myself to cover four geographic areas of the state from the western mountains through the foothills to in and around our capital area in Raleigh, and then the coastal area.  And I think the element that makes our program unique and also helps fuel PC in the state is personal assistance from our team.  We get out there.  We meet with county commissioners. We meet with boards of education, boards of trustees, city managers, the whole gamut of people to go over what their needs are and see how PC can fill those needs.  We will even conduct initial audits for people.  They’re just very simple sight walk through.  And then if they need additional assistance, we’ll get them referred over to a third party engineering firm to provide additional assistance.

We’re fortunate in that our program is currently funded by state appropriations.  We do not have to charge a fee for working on PC.  And I find that’s very beneficial for us in that we have the appearance of being very impartial.  We have no skin in the game to say.  An owner is not felt compelled to pursue PC.  So, we do have that perception of being impartial.  Our statutes require that a licensed professional engineer review all RFP responses and write an evaluation for those responses.  When you move over into the state government area, the statutes say that the IGA should be reviewed, and the annual reconciliation report should be reviewed by an independent third party engineering firm, and those costs should be paid for from the savings of the project.

We highly recommend that local governments also take this path.  I heard a little of discussion about using consultants and such.  We strongly recommend that there be an independent party to look at all these documents and as an owner who represented it.  On the assistance side that we can provide, we have template documents for the RFP, the IGA, and the energy service agreement itself.  And all of our documents are based on the energy services coalition.

For outreach and trying to get out and spread the word about PC, we have a very strong collaboration and a very strong energy services coalition.  They participate in a very strong way in educating and going out.  We will conduct joint training sessions with people from our office and ESC personnel.  And we also allow the ESC to have a spot as a breakout session in our annual state and energy office, energy coalition and conference.
So, we do a lot to make sure that people understand what PC is.  And know how to contact our office and the ESCO’s to make something happen.  If you go to the results, we have in place right now about $160 million dollars in approved state contracts and that’s with 10 different energy services companies.  Almost every company that has bothered to bid on projects has won at least one contract, so we get a lot of participation in responding to our request.  And the selections have been very across the board.  
In the same period, we have about $126 million in approved local government contracts.  These contracts, which is very important in this state – employment and jobs is number one with most of the people we deal with.  And our projects have employed over 1,100 people.  So, this is a number that we’re rather proud of.  And right now, we have a little over $200 million dollars of PC’s in process.  They either have the RFP’s released or they’re in doing the investment grade audit.  So, we’re doing quite well.  With that, I’ll turn it back over I guess to allow more questions.
Chani Vines:
Thank you Len and thank you for breaking away from your meeting to join us.  We greatly appreciate it.  We have a question for you.  How do you handle competing statutes – the one governing the ESPC programs, probably the state agencies, and local units of government such as K-12 projects?

Len Hoey:
The ESCO’s know what the statutes are and we keep them basically out of trouble.  And the differences are not that great.  Usually, if it’s in the statute for the state entity, we generally recommend that the owner go ahead and include it.  And you can always in the contract, and the RFP, and such go after a higher level of back up and documentation.  We don’t find that it’s a real problem.

Chani Vines:
Thank you.  Eileen, can you comment on this too because I think your programs are very separate?

Eileen McHugh:
Right.  We don’t have a separate statute.  The statute is this agencies enabling statute; however, it is a three-prong program because in the statute it keeps everything very close to the agencies that manage the building, which I think is a great idea.  So, for the agency that manages state buildings, there is language in our statute that says that their commissioner manages their program.  So, we’re lucky enough that we all work under the same statute.

Chani Vines:
Thank you, Eileen.  Len, do you mind putting your phone on mute in case it’s not?  There’s just a little background noise.

Len Hoey:
Yeah.

Chani Vines:
I appreciate that.  And a follow-up question is for you, Scott.  In Colorado, are there uniform ESPC enabling the legislation for local units of government, school districts, and state agencies?  And then it continues.  Are ESCO’s required to develop projects using the state program contractual documents or can they develop projects using their own contracts?

Scott Morrissey:
Answering both of the questions – the first question about the statute.  There is a single statute on the state level that allows EPC to move forward.  We are in a home rule state, so certainly there the potential of contradictory statutes on the local level, but to be honest, I have not heard of situations in which local regulations have gotten in the way of an EPC project.  And I’m sorry.  Could you repeat the second question for me?

Chani Vines:
Right.  Are ESCO’s required to develop projects using the state program contracts or can they develop projects using their own contracts?

Scott Morrissey:
Thank you.  To the degree to which an ESCO wants to participate in our program and take advantage of the technical assistance that we provide, we do require them to use the state contact.  Of course, there are some projects that move forward outside of the context of our program, but given that we are confident that our contractual document is something that both passes legal muster and adequately protects the agencies, we certainly try to push our local agency partners to our contract as much as possible.

Chani Vines:
Thank you.  And we have a hand up from Harry Carbor from Kentucky.  Harry, if you unmute your phone, you should be able to ask a question.

Chani Vines:
Harry, are you with us?  Let’s see.

Len Hoey:
Eileen, this is Len and I may have misunderstood your question a little bit about conflicting local government and state government.  All of our statutes are at the state level.  There are just some minor differences in the requirements that a local government has to follow versus a state government unit that has to file.  But, all of our statutes are written at the state level.  So, the local government does not have or cannot write their own requirements for PC or regulate the process through which they go through.  Our office handles that exclusively.

Chani Vines:
Thank you Len.  Here’s another question from our audience.  Nobody mentioned ongoing maintenance responsibility over the life of the project.  In their experience, many ESPC’s fail due to lack of oversight of maintenance performance by the ESCO.  Can you, Eileen, explain how this is handled by the state offices?
Eileen McHugh:
Sure.  We do stress to local communities that much like a warranty – say it was your roof.  Then you punctured the roof.  You would lose your warranty.  And that ESPC works much in the same way that the ESCO warrants that you will realize – can somebody mute their phone? That you’ll realize those annual energy cost of savings and they will guarantee them.  Well, if you do not maintain the equipment, then you are going to lose that guarantee.  So, they do have responsibility.  However, you do not have to have the ESCO provide the maintenance in order to keep the guarantee. You just have to have qualified people providing maintenance.  And, of course, the ESCO’s going to want to approve those people because in the end, if those people don’t maintain the equipment, then they’re going to end up writing a check.  But, it’s either way.  And some communities have just gone ahead and hired the ESCO and that’s an added cost in their project. Or they have worked with the ESCO and the ESCO has approved their existing project or a combination thereof where the ESCO does some maintenance.  The town has an existing contract and the ESCO provides training to the staff in the community.

Chani Vines:
Thank you, Eileen.  Len or Scott, would you like to respond as well?

Scott Morrissey:
This is Scott.  Our answer is very similar to what Eileen mentioned in Massachusetts.  We do try to through the EPC contractual mechanism to urge our state agencies to have a specified M and V period in which we will continue to provide assistance and the ESCO is contractually obligated to provide that M and V.  But, ultimately, the longer out you go with the M and V term, the more costly it becomes.

And so we try to do that same kind of education to make sure agencies understand that ultimately the maintenance perspective of the EPC is going to be their responsibility and they need to make sure that they develop procedures and train their staff as necessary to make sure that they can maintain those savings moving forward.
Chani Vines:
Thank you.  And a follow-up question to you Scott and to you Len is outreach communities, stakeholders, and grassroots, environmental justice groups – how does that happen?  How do you reach stakeholders and grassroots groups?

Len Hoey:
We don’t.  We’ll deal with the league of municipalities or North Carolina Association of County Commissioners.  A lot of the other groups that you mentioned, we really don’t have that much of an outreach to them.  Now, the utility savings initiative does sometimes work with them, our UC group.  But, the PC solely – we generally don’t get involved with too many of those groups.

Chani Vines:
Thank you.  How about you, Scott?

Scott Morrissey:
In Colorado, we’ve been doing our program for so long and we’ve done so many projects in different corners of the state that we really get a lot of repeat business.  We get a lot of folks that have heard about projects from their colleagues in other jurisdictions that we don’t do as much direct outreach as we once did.  When those opportunities come up to speak with the Colorado Municipal League or the Colorado Counties Incorporated, we take advantage of those opportunities, but I think at this point EPC is efficiently established within the market.  That jurisdictions that are considering energy projects aren’t really thinking about EPC as a first option in many cases, contacting us without that kind of significant outreach budget.

Chani Vines:
Yes.  Thank you.  Here’s another question for you.  Have you considered using a joint powers agreement to enable local units of government directly to use your contracts?  So, Linda, do you want to comment on this at all as well?

Len Hoey:
I’m not sure what he is referring to with a joint powers agreement. Would that be trying to aggregate multiple municipalities?

Chani Vines:
Yeah.

Len Hoey:
I’m not sure.

Chani Vines:
Sure.  Linda, are you on the line?  Can you comment about the joint powers agreement?  I believe Nevada might be thinking of it or Louisiana might use it.

Linda Smith:
I’m not familiar with that.  I’m sorry.

Chani Vines:
Okay.  We’ll just jump to the next question.  Let’s see.  How do you all qualify the ESCO’s?  Do you use an RFQ?  And if so, what process did you put them through to assure that they will meet the needs of the end user?
Len Hoey:
This is Len.  We pre-qualify all of our energy service companies.  We do use the RFQ process.  We have a technical review team that consists of personnel from the energy office, our state construction office, our department of public instruction and their design team, the community college system office, and the university system office.

And then we also have our treasurer’s office do a financial review.  So, we vet them pretty carefully to make sure that they have the technical wherewithal to do a large, diverse project, and then that they have the financial wherewithal to provide a solid financial guarantee.

Chani Vines:
Len, a follow-up question for you then is did you pre-qualify them yearly or is that every two years?

Len Hoey:
We do a pre-qualification, and then about every three years, we will come back and re-qualify them.  Not through a full RFQ process though.  And then we look at their financials every time they bid on a project.  So, we vet them financially every time they do a bid on a project and review their technical experience.  And we review what results we have seen from them on the projects they have done every three years.

Chani Vines:
Thank you. Scott, can you comment on Colorado’s process?

Scott Morrissey:
Colorado’s process from the request for qualifications is actually very similar to what Len mentioned in North Carolina.  I’d say the only difference potentially is that we’re really looking for a minimum qualification level because we want to make sure that we’re being responsive to the market and leaving it open to as many ESCO’s as possible.  And so if an ESCO’s demonstrates through that application process that they have both the technical and financial wherewithal to participate in our program and to provide the adequate protections to the local agencies – as I mentioned, we have 18 ESCO’s within our program that have been pre-qualified.  So, we do have a criteria that shows that you are active in the Colorado market and that you are competing for deals.  At the same time, we want to makes sure that we provide the local and state government partners with the ability to have an open procurement process and determine which ESCO is most appropriate for their individual project.
Chani Vines:
Thank you, Scott.  So, you’re also probably pre-qualifying folks that may not technically have the ESCO in their name or be in ESCO, but they could be a qualified subcontractor?  Is that what you’re also discussing?

Scott Morrissey:
I’m sorry.  Was that question for Scott?

Chani Vines:
Yeah.  I’m sorry.  Yeah.

Scott Morrissey:
No.  We’re actually only pre-qualifying the energy services company.  We do have a lot of conversations with organizations that may be subcontractors to let them know about project process; know how they can fit into it.  But, we are pre-qualifying the ESCO’s themselves.

Chani Vines:
Okay.  Great.  Thank you.  And Eileen, can you explain Massachusetts, the process?

Eileen McHugh:
Okay.  We don’t call it pre-qualification.  We don’t use an RFQ.  We use what we call contractors certification.  We have a division that is under accounting and finance that is part of the division of capital asset management. And they do all of the certifications for the contractors that apply for it.  We have two pages of contractors that are certified under energy management services.  So, they have to prove that they are qualified for energy management services, that they have the financial wherewithal.  And there is an evaluation process that is required from the agencies that use them and an annual review.  So, I think it has components of what other states are calling pre-qualification.  So, when a local governmental agency uses that request for qualification, that’s a competitive solicitation and they’re sending that out to those companies that are on that certified ESCO list.  So, it is competitive.

Chani Vines:
Thank you.  Here’s one other question for you, Eileen.  Let me see.

Eileen McHugh:
I’m sorry.  I cannot hear – 

Chani Vines:
Yeah.  Do you have issues with the statute regarding competitive selection process or basically an RFQ versus selection without competition?

Eileen McHugh:
We don’t have any issues.  

Chani Vines:
Can somebody mute their phone? Thanks.
Eileen McHugh:
The RFQ process is competitive.  It just doesn’t contain a price component, so you’re not getting not only the cost to the ESCO because the state is not getting that price component.  So, there’s subsequent price discovery.  Your investment grade audit agreement becomes more important than if you were doing an RFP with a price component. I will have to qualify that though with saying that in the response, the ESCO has to give their markup for major categories.  And once they put the markup in their response, they’re unable to change it.

Chani Vines:
Thank you, Eileen.  Len, can you respond to that as well?  Basically, an RFQ versus the selection without competition.

Len Hoey:
Of course, the owner does select.  Currently, we have an RFP process, where every ESCO that responds to a solicitation has to submit their budget and cash flow for each project.  We’re in the process.  We have submitted legislation that will change that to what we call more of a designer selection, where they will do a qualifications-based evaluation of the responses, and then the top selected ESCO will prepare a budget and cash flow prior to going on to the IGA.   And that whole document will be negotiated.  So, if the owner is not pleased with what the ESCO’s markup, and profit, and what have you is, they can negotiate that.  And if they fail to negotiate that contract, then they can move to the next highest graded ESCO.  So, we’re changing our process right now or hopefully changing it.

Eileen McHugh:
Yes.  That sounds very similar to what we do.  Only in the response, we get the markups.  We get the markups up front.  They rate the top three.  They start negotiating with the top rated ESCO.  They sign an investment grade audit agreement and really that’s the beginning of the negotiating the final contract because they’re looking at how to optimize their project.  What are the best energy conservation measures to give them the most bang for their buck?  So, it’s very similar except for where the public agency receives the information for the markup.

Len Hoey:
Yeah.  And prior to signing the IGA, we get the full costing and markup for what was written in the request for qualifications.  Or we’re still calling it an RFP, even though there’s no pricing.  We ran into some serious problems, especially with small governmental units, where if you went to them and ask to approve entering into the IGA, which had a cost with it and you had no concept of how big a project it was going to be or at least a relative idea of how large a project they might be approving by okaying the IGA, most of them were very reluctant to proceed.

So, that’s why we kept that component of doing a complete budget and cash flow analysis prior to signing the IGA agreement, which is in our three tiered approach.  Signing the IGA is the first place, where an owner takes on any financial potential liability.

Eileen McHugh:
Exactly.  And in Massachusetts, in some cases, that requires approval at town meeting.

Len Hoey:
Uh-huh.

Chani Vines:
Thank you.  And in our last two minutes, we have one last question.  And it says, “With the expanding roles of ESCO’s into deep energy retrofits and portfolio energy strategies at the federal level, are the states also following suit?  So, are you requiring ESCO’s to do deeper retrofits in your state or promoting retrofits?

Len Hoey:
Yeah.  This is Len.  I don’t know that we’re requiring them to, but when there’s no budget money – O and M budgets are getting cut, repair and renovations budgets are being cut and there’s very little interest in doing a bond.  About the only way people have in the state to attack their deferred maintenance measures, especially along the lines of anything with a return on investment and energy is to go ahead and use performance contracting.  It’s become the vehicle of choice.

Chani Vines:
Yeah.  How about you, Scott?

Scott Morrissey:
The answer is, again, similar to Len in that we certainly try to look for our partners at the local or state level to take a portfolio approach to try to develop a higher level energy savings, but we haven’t formally built that into our program.

Chani Vines:
Alright.  Thank you.  Well, it’s now 3:30.  I’d like to thank our panelists.  You’re all hearing a silent cheer right now.

You did a great job and thank you for taking the whole half hour to answer the questions.  As we mentioned earlier, this webinar will be posted to our solutions center along with our guidelines on developing, staffing, and overseeing a state energy savings performance contracting program.  I hope you all look for them tomorrow.  And thank you again for attending.

Len Hoey:
Thank you.
[End of Audio]
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