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Purposes of an Audit

Provide specific 
advice on current 
savings opportunities

Educate client to help 
manage energy costs 
over long term



Preparation

Site visit

Analysis and reporting

Follow up

Selling Your Ideas Throughout the 
Audit Process



Thorough utility bill and equipment analysis

Write ARs identified through utility analysis

Discuss likely ARs in pre-assessment meeting, assign 
ARs to individual team members, and assemble 
resources (previous ARs, software, etc.)

Identify potential savings opportunities

Define roles within assessment team

Selling your ideas begins before stepping foot in the 
plant!!

Preparation 



Preparation: “Pay for Lunch” 
Pre-written ARs
– Power Factor
– Billing Error

LEA 1: indep 86%: lights & equipment on, 
no zoning, poor process control
LEA 2: indep 12%: well controlled 



Site Visit

1) Briefing and billing analysis
2) Facility walk-through
3) Lunch provided by client
4) IAC team meeting
5) On-site data collection
6) Analysis
7) Debriefing



Initial Briefing: Teamwork

Include upper management & maintenance

Two stories to promote teamwork 
– Client’s advantage: you know this facility
– Auditor’s advantage: seen lots of facilities

– Auditor’s job: identify and quantify savings 
opportunities

– Client’s job: determine if ideas work within multiple 
constraints

Most productive if work together



Initial Briefing: Build Credibility
Build off of your strengths
Ask proper questions

UD-IAC Approach: Rate Structure and 
Billing Analysis

Structure
Explain rate structure as it relates to client
Show client how to use rate structure to their 
advantage
Show client how to use billing analysis to 
understand their processes and facilities
Report billing errors and identify potential AR’s

Purpose
Develop credibility
Lead client into discussion of processes and 
facilities



Facility Walk Through

Generate list of possible savings opportunities
– See everything but focus on energy
– Safety 
– Stay on task

Consolidate ideas and plan next steps
– Prioritize savings opportunities
– Pursue all opportunities you believe in
– Write equations for quantifying savings to guide data 

collection effort



On-site Data Collection
Make measurements and 
observations to quantify 
opportunities
– Get all necessary data

Photographs

Talk to as many levels of 
personnel as possible
– Hear all sides of the story

Display enthusiasm about 
ideas….“Sell the Idea”



Debriefing

Presentation of ARs
– System, Savings amount, etc.

Describe savings opportunities
– Start general and funnel to specifics
– Provide numbers if possible
– The “Visual Bible”



Debriefing: The “Visual Bible”

Binder of common recommendations 
No more “waving of the hands”
Visual cue’s to inform clients
Helps convey information to everyone 
present
– Not everyone is present during the day
– Management does not always have a 

technical background



The “Visual Bible”: Examples



The “Visual Bible”: More Examples



Final Report
Clients are not good technical 
readers
– Sell ideas at the assessment!!
– Don’t rely on report to sell the ideas

Write clearly and concisely 
Write ARs for everything we 
believe in, not just short payback 
or what management says they 
are interested in
– Often, people in room aren’t 

decision makers 
– Turnover 
– Weak correlation between simple 

payback and implementation rate



Follow-up

Initial phone call to answer questions

Implementation results 
– Determine which recommendations 

implemented
– Assess overall satisfaction with service

Savings measurement and continued support



Summary
Preparation: sets stage for everything that follows
– Set expectations
– Credibility
– Build on your strengths: rate structures and billing analysis 

Site visit
– Create “team” philosophy
– Manage time effectively so you “bring home the bacon”
– Communicate and sell ideas throughout assessment
– The “Visual Bible”

Analysis and reporting
– Broad and thorough

Follow up
– Learn from feedback



Thank You!

Questions to…

Thomas Wenning
wennintj@notes.udayton.edu

937-229-3343
www.engr.udayton.edu/udiac

mailto:wennintj@notes.udayton.edu


University of Dayton’s IAC Website
www.engr.udayton.edu/udiac
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