
Saving Energy 

Saving Money 



Speaker Info  

David Leidy 

30 years with New York utility 

– 25 of those years dealt with 

commercial and industrial customers 

– Energy Audits 

– Bill Review and Rate Analysis 

– Rebate Programs & Sales Programs 

Currently with Usource (energy broker) 

as Business Development Manager  

 



Presentation  

In an effort be green….this 

presentation will be made available 

electronically. 

 

Sign-up sheet available to have it 

sent to you electronically with 

some attachments. 



Saving Energy & Money 

Saving energy may or may not 

 

 equate to saving money…. 

 

– What do you mean by that??? 

– ….more about that later…. 

 

– Main focus will be on the electric bill 



Electric Bills  

Multiple line items on bills any 

more 

– Some you can do things about… 

others, such as mandate government 

surcharges you can’t 

– Demand Charges  

– Kwh charges 

• These 2 items who can affect 



Demand Charges 

Demand –  

– What it is? 

• Capacity Charge for generation 

• How is it arrived at? 

• Average draw of watts over a 15 or 30 

minute window 

• Highest record draw during billing cycle 

determines what you get billed for 

• Pay attention to meter read dates if you 

have any major variation in demand 

month to month 



Demand Metering 



Reading Your Elec Bill 

2.07 cents in /kwh charges 

9.95 cents/kwh 



How do you go about 

saving energy? 

Look at number of hours which 

equipment runs  

– Lights 

– Motors 

– Compressors 

– Computers 

– Refrigeration equipment 

– Exit Signs 



Inventory Your 

Equipment 



Inventory Your 

Equipment  



Lights  

Normally on from the time you 

come into the building until you 

leave….lots of hours of use 

Areas of limited use 

– Good candidates for occupancy 

sensors 

 



Lights 

Older fixtures replace 

– Old magnetic core and coil ballast 

should be replaced 

– T-12 lamps/bulbs should be replaced 

with T-8’s or T-5’s which are much 

more efficient 

Exit Lights – are on 8,760 hours 

per year….replace with LED type 



Calculate Savings 



Motors 

Look at hours of operation 

When a motor fails and needs 

replacement…select most energy 

efficient one which works for that 

application 

Match motor size to work done 

– Many times a motor maybe oversized 

for the work it has to do 



Compressors 

This is another area where many 

businesses are unaware of the 

true operating cost and the impact 

on their business. 

 

To speak more about this is  

– Jeff Wright 

– Compressor Energy Services 



Computers 

Monitors 
– New LED monitors use much less than old 

CRT type….take up less space also 

– Turn off when not in use 

Computer CPU 
– Turn off at night unless absolutely 

necessary to have running at night 

– Remember there are 8,760 hours in a year 

and a typical employee works 2,080 hours 

per year.  
• The PC could be sitting there 6,000 hours a year doing 

nothing but increasing your electric bill 



Energy Audit  

Have a simple energy audit done 

in order to  

– Inventory energy using equipment in 

building 

– Helps identify which areas you 

should go after first to have the 

biggest and quickest payback 

– Sample audit available on 

spreadsheet 



Reference Material 

This book 

summarizes many 

of the items 

reviewed today. 

 

It is available 

through  

Advanced 

Publications, 

Boston MA. 



Meter Data Services 

Many utilities offer a service where 

you can get meter data real time or 

day after 

Gives you more immediate 

feedback on changes you make in 

your plant 

Some go under name of Energy 

Profiler Online 



Energy Profiler Online 

Profile of a days use 

 



Utility Rates 

Off peak rates 

– Do you have equipment which runs 

infrequently and could be run off 

peak? 

• May lower your daytime demand 

– Some utilities have NO demand charge 

during off peak hours. 

Incentive Rates 

– New business rates- discounts for 

new loads or retaining load 

– Check with local utility reps 



Rebates 

Rebates for energy efficient equipment 

– Replacement  

– New 

• Idea is to bring newer technologies in with lower 

payback periods 

Rebates may be available through local 

utility or state agency 

Your have probably been contributing to 

the fund for these rebates, makes 

sense to get some of your money back 



Deregulated States 

You can now shop for a supplier 

This can save you money if done 

properly 

Be careful when you shop…. 

It is buyer beware 



Save Time, Save Money 

You can save your personal time 

and save money. 

Shopping for electricity and natural 

gas can be extremely time 

consuming and frustrating if you 

don’t know all the pitfalls that are 

out there. 



Usource - Who We Are 

 

 

 Energy Management and Procurement Firm (founded 
2000) 

 

 Customer advocate with suppliers 
 

 

 One of the largest consultant/broker in the US with more 
than 1,200 clients, 10,000 accounts and $500 million 
per year of energy under management 
 

 Provides services in all deregulated “electricity” states 
with commercial operations in 15 states 
 
 

 Wholly owned subsidiary of Unitil (NYSE:UTL) a $400 
million publicly traded energy company 

 

 

 

 

 

 

 



Task of contacting 

multiple suppliers 

Request for bid 

 

No Call Back 

 

No Call Back 
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One Call gets you started 

 

One Call to Usource 

 

Customer 
 

Suppliers 
 



Represent You in the 

Competitive Energy Markets 

 Develop a customized 
energy strategy 

 

 Obtain best prices via a 
blind auction platform 

 

 Continuously monitor the 
markets 

– Identify & recommend the 
best buying opportunities 

 We get results 

– Create intense competition 
for your business 

We sit on your side of the table 



Customized Energy 

Strategy 

 Jointly developed energy 

strategy 

– Based on your business 

drivers & risk tolerance 

– Not what suppliers wish to 

sell 

 

 Our energy experts are an 

extension of your staff 

 

 We work with you 



Customized Energy 

Strategy  

 Usource handles 
solicitation development 

– Data gathering 

• Historical loads, 
expected changes 
[swing] 

– Supplier identification 

– Contract review & 
evaluation 

– Credit assembly 

• You provide, suppliers 
approve ahead of time 

 

Strategy in place + Good market conditions = Go to bid 



Bid Auction Platform 

Supplier Months Start  End  Bid (1) Bid (2) Swing Credit Terms 

Supplier 1 11 Jan-08 Dec-08 0.07990 0.00700       

  23 Jan-08 Dec-09 0.08210 0.00740 +/- 25% Approved 15 

Supplier 2 11 Jan-08 Dec-08 0.07511 0.00892       

  23 Jan-08 Dec-09 0.07723 0.00912 +/- 10% Approved 20 

Supplier 3 11 Jan-08 Dec-08 0.07828 0.00791       

  23 Jan-08 Dec-09 0.08009 0.00849 +/- 25% Pending 15 

Supplier 4 11 Jan-08 Dec-08 0.07390         

  23 Jan-08 Dec-09 0.07690   +/- 10% Approved 20 

BID (1) Fixed Price Electricity BID (2) Index Priced Electricity  



Continuous Market 

Monitoring 



Why Usource 

 Secure the best energy deal for you now & in 
the future 
– Unrivaled market experience, knowledge & tools 

• Dedicated energy experts with 150 years of combined 
experience 

• Proprietary state-of-the-art platform 

• Access to all energy suppliers 

 

 Proven track record 
– Extensive client base → ~$500mm energy 

– High customer loyalty → 95%+ 

– Large, financially stable company 



Usource Footprint 

Green = Gas Only 

Orange = Gas & Elec 

Yellow = In Process 



Contact Information 

David Leidy 

– Business Development Manager 

– Office: 607-604-4156 

– Cell:    607-434-0707 

 

– E-mail: leidy@usourceonline.com 




