




Sel l ing Energy Solutions

T H U R S D A Y ,  S E P T E M B E R  2 4 ,  2 0 0 9

12:00 – 1:30 pm	 Opening Luncheon & Presentation
	 Regulatory Mandates  
	I mpacting Electrical Industry

1:30 – 3:30 pm	 Keynote Presentation
	 How to Sell Green
	 Jerry Yudelson, PE, MS, MBA, LEED® AP, principal,  
	 Yudelson & Associates, and author of NAED research,  
	 �'�R�E�E�N���'�O�E�S��M�A�I�N�S�T�R�E�A�M����and �'�O�I�N�G���'�R�E�E�N�«I�N�S�I�D�E�������/�U�T

	 Yudelson will define key segments within energy management where the 
largest opportunities exist for those in the electrical distribution channel to 
serve their customers and grow revenues. You will learn how to:

>	 Make the business case to invest in energy efficiency and building 
upgrades

>	 Seize green market opportunities
>	 Identify customer purchasing decision drivers
>	 Implement successful sales strategies
>	 Speak the customer’s language

4:30-7:00 pm	 Opening Networking Reception	
	 Energy-Efficient and Green Product 

Showcase
Meet new vendors, expand your professional network, and learn all about 
new and energy- efficient and green products to sell in a relaxed, “happy 
hour” atmosphere.
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Sel l ing Energy Solutions

F R I D A Y ,  S E P T E M B E R  2 5 ,  2 0 0 9

8:00 – 9:00 am	 Breakfast & Presentation
	 Renewable Energy Market  
	 and Product Opportunities

Enjoy breakfast with your peers as you learn about new opportunities for 
distributors in this exciting emerging market.

9:00 – 10:30 am	 Case Studies Workshop
	 Strategies, Tactics, & Real-World Solutions
	 Jerry Yudelson, PE, MS, MBA, LEED® AP, principal, Yudelson & Associates

	 This interactive session offers you the chance to:

>	 Learn best practices from distributors who successfully sell energy 
management solutions

>	 Learn strategies and tactics you can put to work right away 
>	 Learn from others’ mistakes
>	 Take part in a small-group exercise that will force you to think critically 

about real-world customer problems and what solutions you would offer

10:30 – 11:30 am	 How-to Presentation
	 Performing an Energy Upgrades  
	 Needs Analysis

Patrick Comunale, MBA 

	 Once you identify prospects for efficiency building upgrade sales, you 
have to know how to ask the right questions of your potential customers 
to determine their needs, how they operate, and how they make decisions. 
You will learn the best way to interview your customers to obtain critical 
information, such as:

>	 Their current energy costs 
>	 Their lighting control and building control needs 
>	 Their ability to pay and/or the need for financing 
>	 How soon your customers would want to move forward
>	 What the decision-making process and purchasing process would be 
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F R I D A Y ,  S E P T E M B E R  2 5 ,  2 0 0 9  ( con   t i n u ed  )

11:30 am – 12:15 pm	 Lunch & Presentation
	 Financing Sources for  
	 Energy Retrofit Projects

The most common objections to a proposal to upgrade lighting and other 
building systems are cost and lack of budget. Learn how you can suggest 
third-party financing solutions to an end-user to overcome these objections.

12:30 – 1:30 pm	 How-to Presentation
	 Conducting an Energy Audit
	 Patrick Comunale, MBA

	 Learn the step-by-step process that includes physical inspection and taking 
measurements, plus the best framework for conducting audits and proposing 
energy-saving measures. You will learn:

>	 How to perform energy audits
>	 How to create an energy plan
>	 How to develop proposals

1:30 – 2:00 pm	 Role Play Exercises
	 Implementing Your New Skills

Facilitator: Ed Orlet, NAED Director of Development 

	 Practice what you have learned in small group exercises designed to help 
you implement your new skills when you return to your territory tomorrow.

2:00 pm	 Adjourn
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S P E A K E R S

Patrick Comunale, MBA
Patrick Comunale’s first connection with the energy industry began over 20 years ago 
while in purchasing at United States Gypsum Company. There he was responsible for 
natural gas purchases and transportation from the Texas and Louisiana well heads, 
via several pipeline companies, to the USG plants in the Northeast. Later in 1991, 
while working for a local electrical distributor, and subsequently an ESCO, he became 
involved with energy conservation through existing Demand Side Management (DSM) 
programs in New York and New Jersey.  While he has assisted customers in several 
states, his primary business location is in New York City. There he has been responsible 
for reducing the energy usage and costs of many hospitality, office, and theater 
facilities, such as One Radio City Music Hall.

Ed Orlet, NAED Director of Development
Edward M. Orlet is the National Association of Electrical Distributors’ Director of 
Development. He leads NAED’s research efforts made possible by the Channel Advantage 
Partnership endowment fund. Orlet also is responsible for all fundraising at NAED as 
well as governmental affairs.  In addition, he serves as facilitator for diverse distributor 
and cross-industry groups, as well as moderator for industry panels nationwide. Prior to 
joining NAED in 2001, Orlet worked as a distributor salesperson to mechanical contracting 
and OEM markets. He has more than 12 years experience in distribution and sales to 
construction, institutional, and industrial customers. Orlet also worked on the legislative 
staff in the Illinois State Senate. 

Jerry Yudelson, PE, MS, MBA, LEED® AP, principal, Yudelson & Associates 
Jerry Yudelson is one of the country’s leading experts on green buildings and green 
building marketing and principal of Yudelson Associates. He has served on the 
national board of the U.S. Green Building Council (USGBC) and co-founded the first 
regional chapter in the Pacific Northwest. A registered professional engineer, he is 
an expert in the LEED® green building rating system, and consults with clients on 
creating, developing, designing and marketing green building projects. Yudelson is 
the author of NAED’s research, Green Goes Mainstream: How to Profit from Green 
Market Opportunities and Going Green: Inside & Out, in addition to several books on 
green buildings, including Green Building: A to Z, The Green Building Revolution, and 
“Marketing Green Building Services: Strategies for Success.”
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