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SMG TARGETS 5% ENERGY REDUCTION
WITH ENERGY INFORMATION SERVICE
World’s Largest Private Facility Management Company Estimates $2.5 Million Savings
Abstract

The number one private facility management company reports on its progress to shave $2.5 million from its yearly $50 million energy bill. Integrating a Web-enabled energy information service into its facilities to achieve its goal is a process that requires convincing skeptical owners and working with local facility staff to evaluate utility contracts, use load profiles and identify energy ‘hot spots. Results show that facilities are using the service to reduce energy consumption and demand by improving operational procedures.  
Suggested blurbs:

· “We want to bring facilities together to leverage energy consumption…”
· “We realized we needed a much better way to measure energy in order to manage it better so we could reach our five percent goal.”

· Evaluate utility contracts, identify energy ‘hot spots,’ retrofit and aggregate.

· The convention center protects its profit margin.
· Changing operational procedures saved $2,000.
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SMG, the largest private facility management company in the world, decided  to take a bite out of its energy consumption, which usually makes up 20 – 25 percent of its operating budget. In fact, it’s targeting a five percent reduction of electricity, gas and other utilities.
Accomplishing this across the board for the 1,000,000 entertainment seats in more than 150 facilities worldwide would produce an estimated savings of $2,500,000, based on annual utility costs of about $50,000,000.

“As a large company, we recognize our strength is in our numbers,” said Bryan Hayden, SMG’s executive director of Operations and Design. “We want to bring facilities together to leverage energy consumption. That will provide value to clients, use our size to leverage our market position and keep our competitive edge.”
It would be a win-win-win for everyone, but where to start? With monitoring and measurement.
Most facilities in the SMG portfolio used utility bills to monitor consumption and demand charges. Demand charges, in particular, can account for up to 40 percent of a single bill. The problem is that utility bills are ‘after the fact,’ making energy management reactive, rather than proactive. Utility bills do not explain why energy consumption or demand might be high in a given billing cycle, and they certainly don’t suggest ways to remedy the problem. 

“It was very rudimentary,” Hayden said. “We realized we needed a much better way to measure energy in order to reach our five percent goal.”

The company selected a Web-enabled energy information management service that included both building and sub meter installation. 
-MORE-

SMG Case Study

Page 3

Need Affordable Solution

“Above all, we needed something that wasn’t cost prohibitive,” Hayden said. “The Automated Energy Web-based system is good because we access the information from corporate and from the field. There’s no expensive hardware to buy, no installation problems and no upkeep.” It’s a point-and-click tool that requires no intensive computer training.
Hayden knew that facility owners might be skeptical because they had no experience with energy information management so he developed a presentation that explained the technology, what it could and could not do and what they could expect in return. The recommendations include a cost estimate for meter installation and activation, which can take two to three months. “Without this type of information, they don’t think the benefits are possible; they think something is hidden,” he said.
Because the service would be a capital item in operating budgets due to the physical meters’ cost, the best time to present the program is when budgets for the coming year are being developed.

Four-Phase Program

Once approved for a facility, the program commences with the first of four phases—meter installation that allows the facility to create a load profile (Fig. 1), or baseline that shows ‘typical’ energy consumption during a day, week, month or year. 
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The second phase includes helping facility staff evaluate utility contracts (Fig. 2) to determine whether the rate and other factors are correct. They then look at cost-saving measures by identifying energy ‘hot spots’ of high consumption in the facility. Third is retrofitting equipment, such as chillers and lighting, and determining whether or not it is so inefficient that replacement is the only option. Lastly comes the investigation of opportunities to aggregate loads of various facilities and earn volume discounts.
“Initially, we selected facilities that we felt would get a huge impact from our program, especially financially,” he explained. “These early successes have been offered as examples to other owners to help convince them that the benefits are real.” So far, 15 facilities have signed on for the service.  
Cox Business Center Saves

One is the Cox Business Center and Arena in Oklahoma City. Brian Hensley, the Center’s chief engineer, said, “We use load profiles to track kilowatt-hour and decotherm demand by a variety of events, such as hockey games and concerts, to identify distinct consumption patterns.” Public events for 15,000 to 20,000 persons are different than office buildings and manufacturing facilities, where demand is more consistent and predictable. 
Before subscribing to the energy information service, high electricity costs for a particular event affected the profit margin that facility management wanted to achieve. But in Oklahoma, electricity cannot be a line item cost to convention users, so each convention service, such as the kitchen, hall and other areas, became cost centers. Management installed five meters and, with the Web-enabled energy information management service, began to monitor and analyze consumption at each cost center. 
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The convention center protects its profit margin by determining rental costs for each center, which is based in part on their respective energy use. Hensley also uses the information to avert setting new electricity demand peaks, especially during the summer, and over and under charges for natural gas. “Because when utility bills go up, people come to us for answers,” he said. “Now, we check consumption at least once a week and know within two percent what our bill’s going to be.” Typical electricity consumption ranges from 1.2 million to 1.4 million kilowatt-hours a month and between 7,000 and 14,000 decatherms for gas.
In one instance during preparations for a concert, the facility set peak demand of 3.34 MW for the month on the 12th of that month. Later that month on the morning of the 27th, the facility was operating at 95 percent capacity. Concerned about setting a new peak, the facility manager used the real time monitoring capability of their energy information management service to compare the facility’s load profile for the month and the real time readings from the revenue meters. 

He raised the discharge temperature on the chilled water by four degrees, shifted air supply units and staggered the start up of other units, in accordance with the current load. This action topped demand out at 3.15 MW and averted setting a new peak, which saved more than $1,000 in energy costs.  
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The facility saved an additional $2,000 by changing general operating procedures. Traditional practice had been to turn on a chiller before turning off another chiller. Real time meters that monitored the building’s four chillers helped track energy consumption during this procedure. The building’s load profile (Fig. 3) showed that a 15-minute interval separating the shutdown of one chiller and start-up of another one would reduce consumption and demand costs by more than $2,000. Also, starting chillers more slowly reduces maintenance.
Today, the Center has 14 meters, including three real time billing-grade meters, a sub meter for each of four chillers and one for gas. 
What’s the Bottom Line?

What’s the bottom line on the energy information service? 

“It more than pays for itself,” Hensley said. “It enables us to manage our electricity and gas consumption, improve operational procedures and double check the accuracy of our utility bills,,” he said. “And Finance tells us the bills are down.” In fact, the Center’s owner, the City of Oklahoma, saw the savings and has hired an energy manager to handle the utilities of all its buildings. 
This type of Web-enabled energy information management also is being integrated into another SMG-managed property, the Nassau Veterans Memorial Coliseum on Long Island in New York City. The service includes load profile capabilities that enable facility managers at the 18,000-seat Coliseum to collect and manage precise load profile information. They also can review up-to-date energy consumption data at any time from two revenue meters and 12 sub meters via the Internet. 
-MORE-

SMG Case Study

Page 7

The rate tariff functionality and data mining tools that are part of the load profile service provide managers with a better handle on utility billing structures, not to mention increased leverage during rate renegotiation. Bottom line results are better cost control and reduced risk. 

As the number of SMG-managed properties with energy information management capabilities increases, the company can include them into its enterprise-wide view of energy consumption. That’s important because SMG is part of the Environmental Protection Agency’s Energy Star Partner program, which promotes comprehensive energy management as a way to protect the environment by preventing pollution and reducing energy costs as the incentive to participate. 
For a detailed explanation of the energy information network, call Randy Colton at 405-601-7500, or e-mail RColton@automatedenergy.com
Captions

Fig. 1
SMG staff can develop load profiles for each facility and compare profiles of a number of facilities by geography, utility, or other category. Comparing profiles of similar facilities can indicate whether a building is as energy efficient as its companion facilities. Profiles can be aggregated to develop an enterprise-wide perspective of energy demand.
Fig. 2

Local staff can analyze rates and validate bills by season, peak periods, energy charges, demand charges and monthly and additional charges.
Fig. 3
The red graph reflects kWh demand when multiple chillers are started simultaneously. The black graph shows how demand dropped by staggering chiller startup.
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