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General Information

• Please be sure to sign in at back of room

• Restrooms located in the lobby west of the floating wall

• Feel free to get up, stretch and replenish refreshments

• Emergency exits for the Colorado Room are located in 

the west and northeast – Evacuation Assembly point is 

Washington Park or City Hall if inclement weather



Upcoming Events
Put Your Summer Irrigation on a Budget  
April 26

Fort Collins  8:30-10 a.m., networking 10-10:15 a.m. 

Learn to create water budgets based on landscape needs, while discovering best practices and other 

incentives for efficient irrigation. Also, see the new, free Fort Collins Utilities service that helps 

customers and contractors visualize the impact of excess summer water use.   

Energy Efficiency 101 
May 24

Fort Collins  8:30-10 a.m., networking 10-10:15 a.m. 

Longmont  3-4:30 p.m., networking 4:30-4:45 p.m.

Learning the basics of energy efficiency can help you understand your utility bills and manage energy 

use. Find out about common terms, ways to evaluate technology and why utilities support efficiency. 

Also learn how to take advantage of utility incentive programs that reduce the cost of improving the 

performance of commercial facilities.

Efficiency Works Business Tours
June 28  Locations TBD

Take a tour of recently completed Energy Efficiency projects. Transportation and lunch will be provided.  

Additional details to be released soon.



General Information

• For a limited time, qualified Efficiency Works™ lighting 

projects can save an additional 25 percent on efficient 

lighting improvements for new LED fixtures. 

• This offer is valid on all commercial building projects that 

are pre-approved, completed and submitted for payment 

through November 15, 2018.

• The bonus rebate will be applied in addition to current 

Efficiency Works incentives, while funds last. 

• Details, requirements and annual maximums available at 

www.EfficiencyWorks.org .

http://www.efficiencyworks.org/
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Efficiency Works Business: 

2018 Energy Efficiency Rebates



Platte River Power Authority provides electricity to 

Estes Park, Fort Collins, Longmont, and Loveland

Generation

Substation

Transmission 

Networks

Substation

Distribution Lines

Customers

Coal / Natural Gas Wind Solar Hydroelectricity

Platte River’s owner municipalities distribute power to customers



A Collaborative Effort



Program Funding

Estes Park 

Projects

Fort Collins 

Projects

Longmont 

Projects

Loveland 

Projects



▪ Lighting – (LEDs & controls)

▪ Cooling – (economizers, 

controls, evap. cooling, etc)

▪ Envelope – (windows, 

insulation & cool roof)

Rebates

▪ Food Service – (cooking & refrigeration equipment, ice machines, etc.)

▪ Grocery – (refrigeration cases, controls & EC motors)

▪ Office & IT – (task lighting, ES computers & plug loads controls,  thin 

client, server virtualization, etc)

▪ VFDs – up to $120 per HP, 75 HP max (fans, pumps, compressors)

▪ Custom – (NC lighting, evaporative coolers, compressed air, special 

controls, etc.)  Rebates based on $0.10/kWh annual savings or $500/kW



Fluorescent to LED Example

Lighting (Retrofit Examples)

HID to LED Example

400w 

Metal Halide

100w 

LED

4-Lamp T8’s (114w) LED Troffer (40w)

$269 
per fixture

$111 
per fixture

$336 
per fixture

$139 
per fixture

With 25% New Fixture Bonus

With 25% New Fixture Bonus



2018 Project and Customer Caps

• Rebate caps are based on a per customer per year 
allocation
– Multiple projects will be counted towards this cap

– Multiple sites with one customer will be included

– Customer: who is paying for the project

• Per site cap is $50,000 per year per customer

• Customer annual cap is $100,000 
– Multiple non-adjacent sites



Efficiency Works Business

Higher 
Efficiency 

& 
Savings

Rebates

Multi-Family 
Program

Energy Advising & 
Facility 

Assessments

Online Marketplace

Building Tune-
ups & Focused 

Support

Midstream Cooling



Integrated Design Assistance Program 
Performance base incentive for 

designing high performance 

commercial buildings.  Applies to 

new construction and major 

renovation projects in Fort Collins.

Building Tune-Up Program
Rebate is based on 100% of the cost of RCx 

study and implementation support and 

verification by RSP and customer commits 

$0.05 per sq ft for implementation of selected 

measures.

Optimizing Existing and New Buildings

http://efficiencyworks.prpa.org/wp-content/uploads/sites/2/2013/12/For-Business-Photo.jpg


Energy Advising

▪ Required for incentives over $10,000 

(before pre-approval).

▪ Quality Assurance for the Customer, 

Contractor and Program

▪ Connects you to our technical 

resources



Facility Assessment Benefits 

▪ Provides an efficiency plan 

✓ Current utility usage analysis

✓ Benchmarking

✓ Opportunities specific to your facility

✓ Cost and savings information, 

including rebates

▪ Connects you to our technical resources



Complete a Project with Efficiency Works

17

When the customer is ready to move forward with the project given your estimated 
rebate amount, it is time for pre-approval. Send the application and project quote in to 
Efficiency Works at info@efficiencyworks.co.

1 2 3 54

Efficiency Works staff reviews your application to make sure that it is inline with 
program rules. Energy advising or an inspection may be necessary before being granted 
an approval code.

After the upgrade is made or the equipment is installed send in final paperwork. Send in 
the signed Request for Payment, final invoice, application, and W9 to Efficiency Works at 
info@efficiencyworks.co . Rebates can be paid to the contractor or customer.

Efficiency Works staff will review the final paperwork to verify energy savings and final 
incentive. Once all proper paperwork is received you will be notified that processing is 
complete and if there were any changes to the incentive.

Both the customer and contractor will receive a letter when final processing is 
complete. These letters summarize the project and the appropriate party's letter will 
include the incentive check. Receive letters in 4-6 weeks.

mailto:info@efficiencyworks.co
mailto:info@efficiencyworks.co


New Website (Monday)

www.EfficiencyWorks.org

http://www.efficiencyworks.org/


Efficiency Works Business: 

Contact Us

Info@EfficiencyWorks.CO

1-877-981-1888

Call direct at 

970-229-4823

mailto:Info@EfficiencyWorks.CO


Topics

1. Current PV Incentives in FCU Service Territory

2. Commercial PV in FCU: Status & Targets

3. Motivations  & Challenges to Commercial Customer

4. Rates Matter!

5. Example of Commercial 207 kW ProForma

➢ Multiple Perspectives: Customer, Developer, Utility



Renewable Programs 2018

2

• Green Energy Program
• 2.65 cents per kilowatt-hour by subscription

• Wind resources through Platte River “Tariff 7”

• Solar Rebates
• $0.50 per wattDC up to 200 kilowatts commercial

• Net Metering (aka behind-the-meter ‘BTM’)

~100 kW UAB



Renewable Programs 2018

3

• Solar Power Purchase Program (SP3)
• ~1.5 megawatts additional capacity by end of 2018

• Long-term power purchase agreement

• Purchase rate TBD with reverse auction likely (request for bids)

• Front-of-the-meter aka ‘FTM’  and hosted on customer’s property

~1,000 kW    INTEL



FCU Renewables/Parallel Generation 

Category Summary

Count Category KW

893 Home (PV) 4,839

57 Business (PV) 1,382

14 SP3 3,660

1 CSG 621

2 CoGen 1,200

Energy Policy

20% RE by 2020

2% Energy from Local Distributed 

Generation by 2020 (~ 22 MW) 

11,702 Total Capacity (KW)
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Net-Metered Commercial Projects

What Motivates the 

Customer?

Challenges to the 

Customer?

6

Economics due

To Rate Structure



RATES MATTER !

4 Commercial Rate Classes

GS

GS25

GS50

GS750

The best value for solar energy is 
from consuming at time of 
generation.

Note the difference (Rate GS):

Energy ~9-10¢/kWh consumed 
from grid

vs.

Energy ~4.5¢kWh ‘excess’ energy 

sent to grid for ‘Net-Metered’ credit

7

Conduct Analysis of Energy Cost Savings



RATES MATTER !

4 Commercial Rate Classes

GS

GS25

GS50

GS750

The best value for solar energy is 
from consuming at time of 
generation.

Note the difference (Rate GS):

Energy ~9-10¢/kWh consumed 
from grid

vs.

Energy ~4.5¢kWh ‘excess’ energy 

sent to grid for ‘Net-Metered’ credit

8



222 LaPorte – 1 DAY

9



222 LaPorte – 1 Month

10



~200 kW Project Proforma Example

11
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Perspectives: Customer, Developer, Utility



Commercial Solar FCU

Resources-

Link to Rates:

https://www.fcgov.com/utilities/business/manage-your-account/rates/electric

Link to our Rebate and Interconnection & sREC Agreement:

https://www.fcgov.com/utilities/residential/renewables/solar-rebates

MV-Web Tool for FCU Commercial Customers:

https://www.fcgov.com/utilities/business/manage-your-account/electriconnect

Rhonda Gatzke

Sr Energy Services Engineer

rgatzke@fcgov.com

970-416-2312

13

https://www.fcgov.com/utilities/business/manage-your-account/rates/electric
https://www.fcgov.com/utilities/residential/renewables/solar-rebates
https://www.fcgov.com/utilities/business/manage-your-account/electriconnect
mailto:rgatzke@fcgov.com


END.  Q&A.

14
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Agenda

Research background

Adoption of PV

Barriers to adoption and engagement strategies

The future of PV
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Background & Objectives

Background

• Changes in market conditions appeared to be affecting changes in business 

customer attitudes and preferences for PV

Objectives

• Identify those most likely to adopt PV

• Provide insight into motivations and drivers of business customer acquisition

• Understand barriers and provide strategies for overcoming those barriers
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Methodology

Two-Phased Approach:

• Qualitative: Get insight into decision-makers & future prospects relevant to 

existing/new installations

• Quantitative: Provide statistically reliable assessments of actions and motivations 

now and projections for the future

Quantitative Methodology

• 802 large and medium-sized businesses in the US 

• Participants represent businesses with more than 50 employees in eight sectors

• ~5% of all such business establishments
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Adoption of PV



© 2018 E Source | www.esource.com 6

Facilities with PV Systems Installed

About 1/3 of the larger facilities represented by the 

sample have at least one PV system operating, with most 

being owned. 

Of the 35% of 

facilities with a PV 

system:

79% are owned

18% are leased

Percentage of 

electricity 

needs covered 

(%)

(n = 317)

Percentage of 

respondents 

(%)

0–20 31

30–70 59

80–100 10

© E Source

As far as electricity generated, the 

systems are providing most with a 

significant amount of coverage.

At the time, these systems were also new: 84% said their 

most recent system was installed since 2011. 
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Overview of Regional Variation

West
Active, aware, 

and optimistic 

about PV

Northeast
Active and optimistic 

about PV (and expect 

a supportive utility)

South
Less active on PV and less 

optimistic about the future of PV. 

Less optimistic about engaging 

with the utility

Midwest
Less active, less familiar 

and less optimistic about the 

future of PV. Less optimistic 

about engaging with the 

utility
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PV Adopter Characteristics
LESS Likely to Have PV Installed MORE Likely to Have PV Installed

Healthcare & Manufacturing 
sectors

Use traditional utility 

NOT on a demand rate

Medium / low on green 
commitment  

NOT highly satisfied with utility

Have not used EE rebates

Lease their facility

Number of locations is 1

Grocery, Retail, Lodging sectors

Use a competitive retail provider

On a demand rate

High on green commitment

Highly satisfied with utility

Used EE rebates

Own their facility

Number of locations is 11+

Actively manage energy use
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Reasons for Acquiring PV Systems

Factor driving the acquisition of  EXISTING PV systems

Percentage rating as 

“single most important” 

factor (%)

Percentage rating as a 

“key deciding” factor 

(%)

Lower overall electricity costs 13 33

Enhance the brand and reputation of our company 13 32

Avoid electric demand charges 10 33

Help meet overall company environmental / sustainability goals 9 28

Experiment with the technology to see how well it works 9 29

Be independent of “grid electricity” 9 31

Take advantage of rebates and tax credits that were available 9 38

Help eliminate uncertainty about future environmental compliance costs 8 29

Help eliminate uncertainty around future electricity costs 6 34

Respond to specific pressure from customers / stakeholders to reduce our carbon footprint 6 26

Fortify the reliability and resiliency of the power supplied to our facility 4 26

Avoid getting all of our electric power from our current electricity provider 3 31

© E SourceBase: Respondents with PV (n = 317). Question 25: Which of the following were key deciding factors in your 

organization’s original decision to acquire your current PV system(s)? (Please select all that apply) Q26: What was the 

single most important factor in your original decision to acquire your current photovoltaic (PV) systems? (Select only one 

response). Note: Percentages may not add to 100 percent due to rounding.

Also a “key deciding” factor
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Barriers to 

Adoption
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Familiarity with PV Among those W/O
4 in 5 businesses without PV systems say they’re familiar with PV, and 2/3 of those have 

conducted at least some research on PV. 

14

52

24

9

0

20

40

60

80

100

Done analysis
and sought

quotes

Done some
research

Started to think
about it

Not done
anything

P
er

ce
nt

ag
e 

of
 r

es
po

nd
en

ts

Level of analysis

Level of Analysis of PV

© E SourceBase: Respondents without PV but familiar (n = 387). 
Question 31a: Which of the following best reflects your 
organization's current thinking about PV systems? Note.
Percentages may not add to 100 percent due to rounding.
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Biggest Barriers to PV Investments

Barrier that limits the ability to acquire an initial or another PV system

Percentage rating 

as one of two “most 

limiting” factors (%)

Percentage rating 

as an “important 

barrier” (%)

The up-front costs would be too high for us 20 29

Our management has other concerns that take priority over things like this 14 20

We don’t have enough information  to make an informed decision 11 20

We are not confident in the performance / reliability of the technology 9 18

We doubt that the overall financials would work for us 9 16

Our electricity provider’s pricing options are not compatible with solar investments 8 15

We have the space for a PV system, but the sun exposure we have is not adequate 8 16

We lease our space and it would be challenging to get our landlord / building manager to facilitate the installation 8 15

We have never thought seriously about it 8 16

We do not have the space on our roof or elsewhere on our property to site a PV system 7 14

We are concerned about the appearance / look of the panels 7 12

We don’t know which consultants / vendors to trust 7 16

I / we don’t have time to pursue something like this 7 14

We don’t want to be in the power generation business 6 13

We don’t understand our electricity provider’s pricing options well enough to know whether they're compatible with solar investments 5 11

None of these are important barriers, 9 respondents

© E SourceBase: All respondents (n = 802); nine indicated that none of the options was an important barrier. Question 45: Which of the following are important barriers 

that limit your ability to acquire [IF Q20=1 - “another,” ELSE “a”] photovoltaic (PV) system? (Please select all that apply) Q46: Which two of the factors …? 

Note: Percentages may not add to 100 percent due to rounding.

Barrier that limits the ability to acquire an initial or another PV system

Percentage rating 

as one of two “most 

limiting” factors (%)

Percentage rating 

as an “important 

barrier” (%)

The up-front costs would be too high for us 20 29

Our management has other concerns that take priority over things like this 14 20

We don’t have enough information  to make an informed decision 11 20

We are not confident in the performance / reliability of the technology 9 18

We doubt that the overall financials would work for us 9 16

Our electricity provider’s pricing options are not compatible with solar investments 8 15

We have the space for a PV system, but the sun exposure we have is not adequate 8 16

We lease our space and it would be challenging to get our landlord / building manager to facilitate the installation 8 15

We have never thought seriously about it 8 16

We do not have the space on our roof or elsewhere on our property to site a PV system 7 14

We are concerned about the appearance / look of the panels 7 12

We don’t know which consultants / vendors to trust 7 16

I / we don’t have time to pursue something like this 7 14

We don’t want to be in the power generation business 6 13

We don’t understand our electricity provider’s pricing options well enough to know whether they're compatible with solar investments 5 11

None of these are important barriers, 9 respondents

© E SourceBase: All respondents (n = 802); nine indicated that none of the options was an important barrier. Question 45: Which of the following are important barriers 

that limit your ability to acquire [IF Q20=1 - “another,” ELSE “a”] photovoltaic (PV) system? (Please select all that apply) Q46: Which two of the factors …? 

Note: Percentages may not add to 100 percent due to rounding.
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Sources of Information About PV
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Where Do You Get Most of Your Information About PV?

Businesses with PV Businesses without PV

© E SourceBase: All respondents (n = 802). Question 48: Where do you get most of your information about 
photovoltaic (PV) systems? Note: Percentages may not add to 100 percent due to rounding.

80%

100%
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Influencing Factors

3%

1%

18%

36%

44%

46%

47%

49%

0% 10% 20% 30% 40% 50%

Nothing

Something else

Organization has a formal
sustainability plan in place

Other businesses like yours have done it successfully

Overall system costs are meaningfully less than grid-
supplied electricity

Up-front costs are completely eliminated

System performance guarantees
provided by a reliable vendor

Access to case studies from a neutral source that
demonstrate system performance

Percentage of respondents

S
ce

na
rio

Base: All respondents (n = 802). Question 46a: Please select all of the factors below that would be 
important to your organization in tipping the scales in the direction of acquiring a photovoltaic (PV) system.

90% 100%

© E Source
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Engagement Tips
Focus on “active energy managers”
• Companies that are more actively engaged in energy efficiency and have made greater commitments to 

sustainability are more likely to explore new or additional PV systems.

Provide comprehensive proposals
• Customers want clearly outlined design and cost elements.

Provide convenience
• Customers are looking for turnkey solutions. Work with your utility to secure permits and interconnection 

approvals, determine the best rate structure, and streamline installation.

Create certainty
• Work with your utility to develop specific rate structures and provide performance guarantees that 

minimizes bill variability.

Clarify financial impacts
• Assist business customers in understanding the true financial costs and benefits with detailed bill and rate 

analyses.

Provide financing options
• Work with your utility to develop PV solutions that minimize up-front costs. Potential options include direct 

utility financing, on-bill financing, and leasing options.
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Your Utility as Partner

Customers who have installed PV tend to 

say their electric utilities were supportive 

and helpful during installation. For 

example, 69% say their electric utility was 

generally supportive of their installation, 

whereas only 3% said their utility was 

negative.



© 2018 E Source | www.esource.com 17

Financial Criteria

ROI or 
IRR
48%

Payback 
period
30%

NPV
12%

Somethin
g else

1%

No formal 
criteria

9%

Primary Financial Criterion

Base: All Respondents (n = 802). Question 39. What 
primary financial criterion does your organization use, or is 
it likely to use, to dermine whether a PV system investment 
is appropriate? Note: Percentages may not add to 100 
percent due to rounding. © E Source

10%

14%

17%

9%

48%

0%

20%

40%
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100%

IRR / ROI Target Hurdle 
Rates

up to 10% 11–25%

26–50% 50%+

Don't know

Base: Respondents using ROI / IRR as 
primary financial criterion for PV (n = 
363). Question 40. What is your 
organization's approximate target 
threshold return value (or "hurdle 
rate")? Note: Percentages may not add 
to 100 percent due to rounding.

© E Source
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Longest Acceptable 
Payback Period

More than 5 years

4-5 years

3 years

Less than 3 years

Base: Respondents using payback 
period as primary financial criterion 
for PV (n = 250). Question 41. What 
is the longest payback period (in 
years) that your organization would 
accept for an investment in a PV 
system? Note: Percentages may not 
add to 100 percent due to rounding.

© E Source
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Financial Models for PV
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Finance the system through our electricity provider on our
electric bill
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cash from our existing capital budgets
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Preferred Investment Model for PV Facility                                                 

© E SourceBase: All respondents (n = 802). Question 42: Which of the following investment models would be most attractive to your 
organization when it comes to dealing with the costs of a new photovoltaic (PV) system installation (if you were going to 
make one)? Note: Percentages may not add to 100 due to rounding.

95% 100%
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The Future of PV
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Who Says They Will Have PV?

These groups include customers that:

• Are grocery stores and restaurants

• Are on demand rates and dynamic 

pricing rates

• Are highly committed to green initiatives 

and energy-efficiency investments

• Are satisfied with their electricity 

provider

• Have backup generation

• Have energy-intensive operations

• Operate in states with high electricity 

costs
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Customers expect to install a LOT of PV
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For More Information

Ryan Odell

Analyst, Demand Side Management, E Source

303-345-9109    ryan_odell@esource.com

You're free to share this document in its entirety inside your company. If you'd like to quote or use our material outside of your business, 

please contact us at customer_service@esource.com or 1-800-ESOURCE (1-800-376-8723).

Charles Framularo

Director, Market Research Services, E Source

303-345-9210    charles_framularo@esource.com

mailto:name_name@esource.com
mailto:customer_service@esource.com
mailto:name_name@esource.com

