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LIGHTING CONTROL
PAYS OFF

n 1586, many lights were left
burning all night in the com-
puler service center of a large
Cleveland bank holding com-
pany, Society Corp.

The facilities manager re-
alized that they could save money
by automatically controlling lights,
which comprised more than 2,400
fluorescent fixtures consuming
about 298,000 watts of power,

. Thebank needed a controller
that was rigid enough to save ener-
EY. but flexible enough to allow indi-
vidual employees to override zones
when they planned to work late,

The bank termned to COMSE En-
ergy Managers, Twinsburg, Ohio,
for help. COMSE is an energy man-
agement consultant, offering servic-
5 that rasge from energy sudits to
design/tnild energy-management
Eystem installztions.

After examining the building,
COMSE recommended installation
of a building automation system
that would run on an IBM personal
computer using off the-shelf soft-
ware, To save on installation costs,
COMSE suggested use of a power-
line carrier rather than hard wiring,

Individual employees could
override their lighting 20ne by us-
g their telephone. To extend light-
ing in » particular office, the occu-
pant enters a series of instructions
©n a touch-tone telephone key pad.

The bank approved the propo-
sal. The result: Savings analysis dur-
ing the 12 months following installa-
tion showed that Society Corp.
saved $42,000 in epergy costs,
(That was in addition to $45.000
saved through instalfation of energy
controls on the building’s HVAC
gystem.)

The story shows that the ener-
RBY manzagemnent marked is alive and
well in the late 1980s. In fact, Rich-
ard G_Lubinski, COMSE general
manager, estimales that only about
10% of the commercial findustrial
buildings that could make use of a
properly designed energy manage-
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ment system have done so o date.

Many potential customers don't
know how to read their monthly
utility bills and aren't even aware
that they could save money through
energy management. “Cuslomer ig-
norance is probably the biggest in-
pediment 10 market expansion,” he
£ays.

CUSTOMIZED SOLUTIONS

COMBSE was formed in 1981 as
an engineering joint venture he
tween two Ohio electrical contrac-
tors, Community Electric Inc., Ak-
ron, and S&E Electric Inc,
Twinsburg {the name *COMSE" is
composed of the brst letters from
both Community and S&E}).

The two electrical contractors
were witling to make the investment
in money and manpower to estab- -
lish a cradible energy management
business. At the time the new com-
pany was formed, the two founding
contractors realized that the energy-
managemeni business was become
ing farger and more sophisticated
and could no longer be handled on
a sirictly part-time basis, More so
than electrical cottractors, energy
management Cempanies need a
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record of lawless success to sur.
vive. "Reputation and credibility are
paramount,” Lubinski says, “You
get one black eye and you're gut of
business.”

Today, after eight years, COM-
SE is practically a “grandfather” in
an indusiry where many start-ups
last only two years. The company’s
specialties are hotels, banks and
restaurants, but it has 21so done of
fice buildings, supermarkets, facto-
ries and computer centers.

As of early 1989, the finn had
completed more than 104 instala-
boxs, with documented total annnal
savings of about $1.3 million.

COMSE's strategy is to market
itself as in independent consultant,
The company doesn't attempt to
push s particular produet line, but,
rather, it examines the customer's
unique needs and designs custg-
mized solutions. In the past, the
Birm has instaled and programmed
fnergy-management systern com-
puters from 14 different manufactyr
€T3,

If customers knew what they
wanted ahead of time, they would
draft specifications and solicit bids,
But most customers have no idea
what they want, so they hire an in-
dependent cansultant to do the anal-
ysis and make recomrnendations.
*This is not necessarily a low-hid
market,” says Lubinski, “Jobs are
not awarded on.the basis of price
alone.” The cusiomer looks to the
consultant te explain what is feasi
ble, how much energy will be saved,
and how much will be cost justified.

_ According to COMSE's engi-
neers, Lance Yukoder and George
Locher Jr., building cwners are
sometimes confused by the firms
that claim to be energy consultants.
Some Brms offer “free audits™ But
these firms know ahead of time that
the “audit” outcome will be to rec-
orumend the only product they rep-
resent. In essence, they know they
have the solution before they know
if the building has a problem.

On each b, COMSE goes
through a two-step procedure prior
to drafting a proposal. The first step
is the preliminary analysis, which

. usually takes a half day for the aver-

age building. Lubinski will sit down
with the customer, review utility

bills for the previous 12 months,
and discuss the customer’s opera-
ticns and existing astomatic con-
trols. The preliminary analysis or
feasihbility study is designed to rule
out buildings that do net have good
payback potentizl.

If COMSE thinks the customer
could benefit from energy manage-
ment, they will recommend the next
step, an energy audit The audits
are conducted by one of COMSE's
mechanica! engineers. The compa-
ny charges a fee for the andit, which
involves on-site inspection by the
engineer plus a computer analysia,
Depending on the facility, the audit
can take anywhere from a few hours
10 over & month.

The audits are designed to de-
termine specifically what strategies
or equipment will produce the best
return-on-investment for the build-
Ing.

The engineer develops w

management strategy, which is
ﬁhnﬁnad to the customer in the
form of a proposal. If the customer
accepts the plan, COMSE wil! de-
sign the system, install it {using la-
bor from the sister electricat con
tractor companies), down-boad its
customized computer programs and
test everything to ensure it is work-
ing correctly, The firm also trains
the customar's key personnel, and
conlinues to monitor the system af

terinstallation.
“We don't abandon the custome

er once the job is done, We stick
around te Ave-tune, make seasonal
changes, and make sure the system
fits into the building's routine opera-
Hons. " .
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