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Tips for Utility:  Strategy to Build a Strong 

Vendor Base in Commercial Lighting 
November 2006

Lighting professionals and energy service providers can be valuable partners and trade allies for the utility in design and implementation of a local lighting program.  The relationship between the utility and the lighting professional will vary according to local needs and practices.    

· Consider using a Request for Quotes (RFQ) to find potential program partners, those who have experience and service commitment consistent with utility practice.  Write the RFQ to address key issues of importance to the utility.   

· Mail the RFQ to local electrical contractors.  Local papers, business and commerce journals, as well as trade publications are useful for communicating the RFQ.

· Interview RQF respondents, check references and select partners.

· Establish program parameters and service expectations, preferably in writing.

· Be responsive to potential trade allies and partners.  Ensure that the distributors serving local markets are aware of the program and specifications.

· Have a plan for communicating the program and services to your end users, and be specific about roles and responsibilities. 

· Decide how your most important customers, key accounts, will be handled.
· Whether one partner or several in your program, have a clear plan to communicate program information and changes to them.  

· Specify the “product” you want the lighting professional to provide, such as an audit and the audit report format.  Also, describe the information to be included such as estimated installed cost, rebates, return on investment, equipment specifications, as well as bids and measure installation options.  Decide who will provide the report to the consumer.  

· Decide whether the utility will market to consumers, the partner will make the contacts or both will reach out.  Will the utility suggest that interested consumers get several bids?  Will the utility give callers a list of partners to contact for bids and services?

· Ensure the end-use customer gets a copy of the vendor audit.  Inquire if anything else is needed.

· Decide who will be responsible for follow up to get a decision to proceed.  Always talk with the customer representative who can make the decision to proceed with the project.  



Helpful Definitions:
Vendor:  person or organization trying to sell a product or service.  A sales representative 
Contractor:  person or organization contracted for specific reasons such as installation, consultation or supplying materials to a jobsite
Consultant:  supplies professional services only, does not install or supply material  

Supplier/Distributor:  supplies materials for a jobsite.  A Distributor is a large supplier with close ties to manufacturers, and likely to carry many different product lines
Lighting Contractor:  installs equipment delivered by a supplier 
Electrician:  worker who has passed the journeyman requirements for an electrician and who works for an electrical contractor (may be the sole proprietor)  

Electrical Contractor:  installs any electrical equipment that a supplier delivers (lights, motors, drives, etc.)  

Turn-key Contractor:  usually a general contractor who does everything.  They coordinate all services and materials.  Utility is responsible for the quality of work.  
General or Prime Contractor:  coordinates subcontractors or directly provides services and materials.  Some tasks may be done by the customer such as design, scoping or consultant services.  In all projects, there is no substitute for hands-on utility involvement.
Subordinate or Subcontractor:  has a contract with the prime or turn-key contractor to perform a portion of the contractual duties.
Manufacturers Representative:  a person who directly represents specific manufacturers and therefore is quite knowledgeable about specific product lines.  They educate suppliers, distributors, contractors, engineers and electricians about their products.  They do not supply, install or sell products or services directly to the end user.  
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