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Tips on How to Work with Local 
Compressed Air Vendors

May 2006

Compressed air market providers, also known as compressed air vendors (CA vendors), are potentially a valuable resource for developing compressed air energy efficiency projects with end-users.  In many successful compressed air programs, CA vendors work directly with end-users to develop compressed air efficiency projects, and then bring those projects to their serving utility or energy efficiency provider for financial assistance.

The purpose of this document is to present ideas for how a utility can work with CA vendors, without interfering with its direct relationships with their end-users.  These ideas are discussed below:

1 Vendors Working with Utility End-users

· Joint Visits to End-user Facilities.  We recommend utility account representatives and CA vendors jointly schedule and make site visits to end-users, to discuss potential compressed air suggestions and utility program offerings.  While more cumbersome than having the vendor work directly with the end-user, this approach allows the utility to leverage the power of the vendor, while still keeping the account representative involved with the project as it develops.  This joint approach particularly makes sense for development of compressed air energy efficient projects for larger end-users (defined as those with loads of 1 aMW and greater) and with significant (100 HP and over) compressed air connected loads.
· Vendor–directed Projects with Utility Account Representative’s Knowledge.  A variation on the above would be that projects are initiated by the vendor, but with the full knowledge by the account representative during each step of the project.   The vendor would cc: the account representative on all email correspondence to the end-user, making sure they are invited to all site visits (initial sales call, audit, technical assessments, presentations, installations, etc.) and also invite them to participate in any phone calls to the end-user, etc.  One caution: The utility should encourage the vendor to be equipment brand neutral.  Also, some vendors may recommend equipment (e.g., new paint) that is not always in the customers’ best interest. It would then be up to the account representative to decide how fully they want to participate in these activities.  They would be kept fully informed of the activities and scheduling and could then decide whether they will participate, or not.
2 Vendor Education and Relationship Building
· Breakfast Meetings with CA Vendors.  Another idea that could be done in parallel with the joint end-user visits is to hold breakfast meetings with CA vendors. The main purpose of these meetings would be to stimulate vendor interest in the utility’s programs by discussing technical and financial incentives that are available, even sharing project leads and opportunities, etc.  It is likely that many of the vendors are general mechanical and electrical contractors who may not be familiar with the business opportunities that may be available to them through the utility’s compressed air program offerings.  These meetings will help to inform them of the utility’s incentive programs and stimulate their interest in promoting it.

Another very important purpose of these meetings would be the relationship-building between the utilities’ account representatives and the CA vendors.  Hopefully, these breakfasts would help to nurture vendor-utility relationships and make them more willing to work together on individual projects.

3 Local Compressed Air Training by Vendor

If local offerings for Level I - Fundamentals training is not available and there are at least six (6) potential attendees, then it is recommended that the utility work with a Compressed Air Challenge (CAC) trainer to provide a utility-sponsored training event.  The cost of one-day training would be roughly:

$ 1,000

Trainer Fee

$    200

Per Diem 

$    300

Travel Charges

$    100

Training materials per attendee

$    500

Local advertising

$ 2,100

The benefits of a local training effort would be:

· End-user interest

· Education

· Implementation










