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Compressed Air Training Course Follow-Up

May 2006

Sending the right candidates to compressed air (CA) training
, while important, it is not enough to ensure that a utility will achieve maximum value from training investments.  Equally important is for utility account representatives to immediately follow-up with training course attendees while the CA training is still fresh in their minds.

We recommend the approach outlined below for utilities’ larger end-users (defined as those with loads of 1 aMW and greater) and with significant compressed air connected loads, 100 horse power (HP) and over.  Follow-up should be part of a Compressed Air Account Management Strategy
.  An abbreviated version of this could also be used for smaller end-users using a simplified questionnaire, email follow-up, etc.  

Ensure the right person/people, trainees and decision makers, attend the follow-up session.  The specific objectives of this follow-up call are to:

· Assess how useful they found the training to be, i.e., what were the most important things they learned, and why?
· Discuss how they plan to use the information learned in the training to improve the efficiency of their compressed air system.

· Recommend what their next steps should be with respect to assessing the inefficiency in their current compressed air system and identifying appropriate changes they need to make.

· Describe the additional compressed air technical and financial assistance available through the utility to help them with these efficiency improvements.

Our specific recommendations with respect to training related follow-up activities and rationale are described below:

Timing of Follow-up Call

We recommend an immediate follow-up (within one week of attendance) by the utility account representative.

Tracking of CA Training Course Attendance

In order to ensure the timeliness of this follow-up call, it is important to be able to track training course attendance by course title and date offered using a simple spreadsheet, or some other tool.  This record should be continuously updated as additional courses are offered.  This will give account representatives easy access to the end-user’s training history and recent training dates.

Topics/Questions Covered in the Initial Follow-up Call
Use a specific script (or questionnaire) to structure this follow-up call.  This ensures that the calls are consistent between account representatives and that all necessary information is gathered.

Begin with a question sequence inventorying their compressed air system equipment and then follow with specific questions about the CA training and their planned follow-up activities.  Suggested questions and topics are below.

· Inventory of compressed air system components and operations

· Please describe your current compressed air system equipment.

· How many compressors do you have?

· What size (HP) of compressors do you have?  

· What is the number of compressors in each size category?

· What compressor control strategy do you use (if any)?

· Before the training, did you purchase services from CA vendors promoting services to reduce energy costs in CA systems?  If yes, why do you purchase service (#1 reason)? If no, why not?

· Effectiveness of CA training for rating, use a scale of 1-10, with 1 meaning low and 10 high.

· What were the most important things you learned from the training you attended?

· Rate the effectiveness of the CA training (1-10)

· Rate your satisfaction with the training course with respect to:

· Its relevance to your business (1-10)

· The usefulness of materials provided (1-10)

· The knowledge level of the instructor (1-10)

· The main strengths of the training course (1-10)

· The main weaknesses of the training course (1-10)

· What are your suggestions for improvements?

· How likely are you to recommend the CA training course to others?

· CA System Management (CASM) function

· Who has primary responsibility for CASM?

· What is your primary objective for CASM?

· Will you change the objectives as result of the CA training?  If so, what changes will you make?

· Do you have a service contract for your compressed air system or components?  If so, who provides this service?

· Do you think you will establish a service contract in the future for your compressed air system or components? 

· CA Maintenance and Efficiency Practices 

· For each compressed air energy efficiency measure or O&M practice listed below, please answer the questions that follow.  Repeat the question sequence below for each measure listed: Put measures last, questions first.

1 High efficiency compressors

2 More efficient controls or control strategies 

3 Maintenance practices to increase efficiency

4 System leak detection or prevention

5 Measurement of CA system performance

6 Analysis of end-use reduction opportunities, such as reducing unnecessary CA usage or replacement by motors

7 Efficiency improvements to other components (air dryers, separators, etc.)

· Prior to your attending the CA training, did you implement this measure or practice? What specifically did you do?

· If no, do you plan to implement this measure or practice in the future as a result of attending the CA training?

· Do you plan to implement this measure or practice more often since attending the CA training?

· Lifecycle Costing 

· Does your organization use long-term investment analysis to select energy-using equipment?

· What financial criterion do you use for investments?

· Is this criterion applied to O&M or capital replacement?

· What is the longest payback that is acceptable?

· How will these criteria change as result of attending the CA training?

· Next Steps for Improving Compressed Air Energy Efficiency at Your Facility

· Probe on possible next steps:

· Which compressed air energy efficiency measures or O&M practices do you think are needed at your facility?  Why is that?  

· Is your company in a position to implement them, if its financial criteria are met? 

· Explain:  A critical next step for you is having a compressed air audit done at your facility.  That will give you the specific information you need about what needs to be done, the energy and cost savings that are possible, and the relative priority and cost of each measure.  When would you like to have that done, if your utility offers this service?
· What other technical services might you interested in?
· Additional Compressed Air Technical/Financial Services Available 
· Explain:  Once you’ve had the compressed air audit done and specific energy saving measures have been identified, the utility may have additional types of technical and financial assistance available to help you implement them.  

· Would you like to hear more about those?  

· Which specific types of assistance are you interested in?

Additional Follow-up Steps

After this initial follow-up call has been completed, the utility account representative will have a much better idea of further, more specific follow-up activities and timing.  They should develop a specific action plan with milestones and dates and continue to work with the end-user, as necessary, to assist them with implementation of these later activities.







� By following the recommendations in the Tip Sheet for Marketing Compressed Air Training


� As recommended in Tips on How to Market Compressed Air Energy Efficiency to Targeted Industrial 


  End-Users.








