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Today’s Agenda

* Introduction to Motor Management
Barriers

MDM Tools and Resources

— The 1-2-3 Approach to Motor Management
— Motor Planning Kit

— MotorSlide calculator

— Simple Savings Chart

Questions and Discussion

Open House (Britannic Room)




Who is CEE?

Consortium for Energy Efficiency

L$ OQRQ SURILW QDWLRQDO RUJDQL]DW

H OHPEHUV DGPLQLVWHU RU VXSSRUW S
IXQGHG HIILFLHQF\ SURJUDPYV

U 'HYHORSLQJ QDWLRQDO LQLWLDWLYH\
PDQXIDFWXUH DQG SXUFKDVH RI HQF
HIILFLHQW SURGXFWV DQG

VHUYLFHV




What is the

Motor Decisions Matter SM

Campaign?
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Motor Decisions Matter

ORWRU ODQXIDFWXUHUV (IILFLHQF\ 3URJUDP $GPLQLVWUD
o $%% ,QF H $GYDQFHG (QHUJ\

M $2 6PLWK (OHFWULFDO 3URGIXFW%¥ &RPEDQ\

U %DOGRU (OHFWULF iU &RP(G D GLYLVLRQ RI ([HORQ
U (PHUVRQ ORWRUYV iU /RQJ ,VODQG 3RZHU $XWKRUL
U *( ,QGXVWULDO 6\WWHPV H OLG$PHULFDQ (QHUJ\ &RPSDQ\
M 5HJDO %HORLW &RUSRUDWLR@® 1DWLRQDO *ULG 86%

U 5RFNZHOO $XWRPDWLRQ 5HQLDRFBWDWHWQHUJI\ 5HVHDUFK

U 6LHPHQV (QHUJ\ $XWRPDWLRQ 1RUWKZHVW (QHUJ\ (IILFLHQF\
B 7(&2 :HVWLQJKRXVH ORWRU &RPSIBQ@%5 (OHFWULF *DV

U 7RVKLED ,QWHUQDWLRQDO u 3DFLILF *DV (OHFWULF
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What Is Motor Management?
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Making Motor Decisions

2QJRLQJ SROLFLHV DQG
WKDW KHOS FRPPHUFLDO DQ
SURDFWLYHO\ SODQ DQG H
WKHLU PRWRU SRSXOD

IUHGXFLQJ HTXLSPHQW G
DQG HQHUJ\ FRVWYV

SUDFWLFH
G LQGXVWIH
IHFWLYHO)
WLRQ!

RZQWLPH



Improves Decision Making

Going from PANIC
to
PROACTIVE planning
and
cost effective
DECISION making.

[KH % XLOGLQJ %ORF
ORWRU ODQDJHPHQW

L ORWRU LQYHQWRBXUFKDVLQJ S

NV RI

ROLF\

DQG WUDFNfJ EDVHG RQ OLIH F\FOH

LlBURDFWLYW. FRVWLQJ
UHSDLU UHSY DFH %HVW SUDFWL
GHFLVLRQ ﬁrNquROLF\

H 6SDUH PRWJl )| p 3UHGLFWLYH

LQYHQWRU\ SUHYHQWLYH
PDLQWHQDQFH

FH UHSDLU

SODQQLQJ




It's A Big
Opportunity

A
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2SSRUWXQLWLHYV
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What's the Catch?

%DUULHUYV
uM /DFN RI $ZDUHQHVYV

M OLVSHUFHSWLRQV
I (QHUJ\ VDYLQJV DUH VPDOO
i BUHPLXP HIILFLHQW PRWRUV DUH QRW FRIVW HIIHFWLYH

JLUVW FRVW WKLQNLQJ
ORWRU $YDLODELOLW\
3XUFKDVLQJ DQG RYHUKHDG EXGJHWYV DUH VHSDU
/[LNH IRU OLNH UHSODFHPHQW SROLFLHV RYHUVL]

IDFN RI RU SRRU LPSOHPHQWDWLRQ RI FRUSRUD!'
PDQDIJHPHQW SROLFLHV

T T T T T




How much does it cost each year to
operate a motor compared to
its purchase price?

Half the purchase price or less

Equal to the purchase price

Twice the purchase price

Five times the purchase price

Don’t know

How much does it cost each year to
operate a motor compared to
its purchase price?

Half the purchase price or less 36%
Equal to the purchase price 18%
Twice the purchase price 14%
Five times the purchase price 7%

Don’t know 25%
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(VWLPDWHG /LIH &\FOH &RVW

How Does
Motor Management Help ?

11



Motor Management Benefits

Benefits the bottom line....

Reduce Energy Costs
Reduce Downtime
Improve Reliability
Increase Productivity

]\

Builds Relationships

Win-Win Situation
No risk
Build credibility & trust

Provide value added
services

Premium efficiency
motors

Develop other
opportunities

12



Credibility with Customers

Unified,
third-party

message creates

National
Press

CREDIBILITY
with your _
customers
TRROV B5HVRXUFHYV
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/KH SSSURDFK
WR ORWRU ODQDJIJHPHQW

H 6HOHFW D UHSUHVHQWDWLYH YDPSOH R

H &ROOHFW QDPHSODWH GDWD RSHUDWLQJ |
FRVW RI HOHFWULFLW\ IRU HDFK PRWRU

H (QWHU GDWD LQWR WKH ZRUNMVKHHW

H SHYLHZ WKH ILQDQFLDO UHVXQQWV DQG RWI
REVHUYDWLRQV PDGH GXULQJ WKH ZDON Wt

H $VVHVV RSSRUWXQLW\ DQG JHQHUDWH
UHFRPPHQGDWLRQV

1 2 3 Objectives

* Educate your customer about...
— Life-cycle costing
—Proactive planning
—Non-energy benefits

» Support follow-through E

15



How does 1 2 3 work?

/KH SSSURDFK
WR ORWRU ODQDJIJHPHQW

What you do:

, &ROOHFW QDPHSODWH GDWD IURP |ILYH VDPSOH F
HQWHU LW LQWR WKH VSUHDGVKHHW

What thel 2 3 Approach does:
! & DOFXODWHV HQHUJ\ FRVWV DQG §RWHQWLDO VL
! & DOFXODWHV VLPSOH SD\EDFN /&& DQG 139
! & RPSDUHV UHSDLU UHSODFH GHFLYLRQV
' 3ULQWYV WDJV WR UHODWH UHSDLU|[{UHSODFH GHF
! *HQHUDWHY D VXPPDU\ UHSRUW

16



7KH  $SSURDFK
WR ORWRU 0DQDJHPHOQ

OGO
SURFHVYV
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5HVXOWV
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Technical Messaging

Relevant motor
D issues addressed
/ as talking points.

SVVXPSWLRQV

M 1DPHSODWH GDWD IXOO QRDG HIILFL
H &XVWRPHU DSSURYHY DOO|GDWD
H)XWXUH PRWRU IDLOXUH ZUOO UHTXLL

H %HVW SUDFWLFH UHZLQG ZLOO PDLQV
HITLFLHQF\
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SURFHVYV
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SURFHVYV

( )

\ <

( )
SHVXOWYV
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Financial
Message

Financial
Message
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Summary
Report

SURFHVYV

-

Y

N

'"HFLVLRQ
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1 2 3 Demonstration

/KH SSSURDFK

An introductory tool to educate your
customers about...

—energy Costs,

—proactive planning
—life-cycle costing, and
—other appropriate strategies

24



1 2 3 Message

Talking the right language...
to promote proactive motor management.

Connects the pieces to bridge the gap.

Thel 2 3

Plant Approach Senior
Personnel Management

Now that you
have your customer’s

attention...
what’s next?

25



/RROV OSOHVRXUFHYV

'HYHORS $ 30DQ
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7KH %XLOGLQJ %ORF
ORWRU ODQDJHPHQW

L ORWRU LQYHQWRBXUFKDVLQJ S
DQG\NUDFN‘rJ EDVHG RQ OLIH

LlSURDFWLYWI FRVWLQJ
UHSDLU UHS DFH % HVW SUDFWLU
GHFLVLRQ ﬁrNLQ$R0LF\

L 6SDUH PRWE ) g 3UHGLFWLYH
LOYHQWRU\ SUHYHQWLYH
PDLQWHQDQFH

NV RI

ROLF\
| F\FOH

FH UHSDLU

SODQQLQJ

MotorSlide Calculator
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Simple Savings Chart

Regional Allies

o Utility
— Technical assistance
— Financial incentives

* Manufacturers

* Other Vendors

e MDM Resources
— www.motorsmatter.org
— Case studies
— Survey data

28



SHVRXUFHYV

DOE’s MotorMaster+

* Inventory management

* Maintenance logging

 Life-cycle costing

» Database of available
motors

http://www1.eere.energy.gov/industry/bestpr
actices/software.html
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CEE Members

As of January 2006

Motor Management is a
TEAM EFFORT

and a Win-Win situation.
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