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What is ESC ? 

The Energy Solutions Center is a technology 

commercialization & market development 

organization of 54 North American gas utilities 

and 60 equipment manufacturers that work and 60 equipment manufacturers that work 

together to bring improved, energy efficient 

natural gas solutions to residential, 

commercial, and industrial energy users
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The Value of ESC

ESC leverages the limited amount of 

funds, personnel and resources that utilities 

can dedicate to marketing, sales, and 

customer outreach and communication
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ESC Goals

•Equip utility marketing and customer 

support staff  with the knowledge, skills, 

and abilities to be more successful in 

delivering energy efficient gas solutions to 

customers

•Identify and promote new gas solutions 

that increase competitiveness, productivity, 

and reliability of our member’s customers

•Develop more effective partnerships 

between utilities, equipment manufacturers, 

architects and engineers, and customers3



Where ESC Fits In

• Gas Technology Institute – research and 
development; product development;

• American Gas Association – lobbying and policy; 
operations and engineering; communications and 
public relations

• Energy Solutions Center – market development;
technology deployment; education and training of 
utility reps and customers; marketing and sales 
materials

• Regional Gas Association – regional policy issues, 
codes and standards, annual marketing meeting, 
operations; education and training



Primary Features of ESC

• Technology & Market Assessment 
Forums

• Resources & Tools

• Consortia
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Technology and Market 
Assessment Forum (TMAF)

• Premier education & training venue

• Unique 2.5 day event – 3/year

• Free to all members

• 300 gas marketing & sales professionals

• Professional networking opportunities with 
colleagues from 50 local distribution companies 
and dozens of equipment manufacturers

6



Technology and Market 
Assessment Forum (TMAF)

• Robust Focus

• New Gas Solutions

• Strategic Marketing & Sales 

• Conservation & Efficiency

• Specialty Tracks (Foodservice / NGV)

• Gas Equipment Exhibits
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Future TMAFs

October 23-25, 2013, Philadelphia, PA

February 11-13, 2014  Atlanta, GA

June 2014, Kansas City, KSJune 2014, Kansas City, KS

October 2014, Los Angeles, CA

Past TMAF Presentations are posted on 
the ESC web site
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General Resources & Tools

www.escenter.org9
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Workshops and Webinars
ESC conducts
workshops
for utility staff
or their customers
in their service 
territories

For Internal Sales Representatives or Customers11



Builder/Realtor Kits
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Customer Magazines
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Consortia

• Critical mass of utilities pursuing customer 
niche more aggressively

• Investment Prospectus outlines goals, 
deliverables, and costs

• Member utilities join based on corporate • Member utilities join based on corporate 
and departmental sales/marketing goals

• Only join and pay for those consortia that 
interest you 

• Leveraging resources to give members the 
skills, tools, abilities to pursue niche 
markets
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Typical Consortium Deliverables

• Sales Training Modules

• Sales & Marketing Materials / Templates

• Electronic Tools

• Technology Demonstrations• Technology Demonstrations

• Market Research Studies

• Trade Show Exhibits

• Electronic Newsletters or Magazines

• Prepared Powerpoint Presentations for 
Customers
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ESC Consortia

• Builder Liaison

• Commercial Buildings 

• CHP

• Gas Air Conditioning

•• Gas Foodservice Equipment Network

• Industrial Energy Efficiency

• Multifamily

• National Accounts 

• Oil Conversions

• Residential
16



• Customizable marketing literature

• Electronic tools and information

• Utility rep training

Commercial Buildings 

Consortium
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Marketing Handouts
•Healthcare

•K-12 Schools

• Universities

•Lodging

•Office Building

•Retail

Commercial Buildings Consortium

(Over 600 pages in total)

Customizable

•Retail

•Food Service

•Elderly Care

•Multi-Family

•Niche Markets
•Churches

•Laundries

•Fitness Centers

•Public Assembly

•Prisons
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Tools to Expedite Customer 
Decision-making

• Booster Water Heater Calculator

• Water heater Payback Tool

• Oil vs. Gas Emissions Calc.

• CO2 Calculator

Commercial Buildings Consortium

• CO2 Calculator

• Micro-CHP
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PowerPoint Presentations for 
Customers and A&E’s

• Heating

• Water heating

• Gas Air Conditioning

• Cogeneration

Commercial Buildings Consortium

• Humidity Control

• Benefits of Natural Gas
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Sales Rep Training
Presentations to train new commercial sales 

reps in the markets, equipment, and 

business solutions

Commercial Buildings Consortium

Colleges & Universities Multi-Family CHP Water Heating

Foodservice 
Elderly care Retail

Foodservice 

Technologies
LEED & Green Globes

Healthcare Office Buildings Gas Cooling Energy 101

Foodservice Facilities Schools K-12 Heating Financial

Lodging Boilers Humidity Control
Benefits of 

Gas Use
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• Focus on issues & challenges to bringing 

natural gas to apartments and high rises

• Tools & Resources

• Customizable Vertical Subdivision Design 

Multifamily Consortium

• Customizable Vertical Subdivision Design 

Guide

• Appliance cost study for various multi-

family technologies
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CHP Consortium
The objective is to accelerate the acceptance of onsite 
power generation for all markets and sizes of equipment. 

www.understandingchp.com



• Videos

• What is CHP

• Benefits of CHP

• Using the Waste Heat of CHP

• Engine Driven CHP

• Turbine Driven CHP

CHP Consortium

• Turbine Driven CHP

• Microturbine CHP

• Video Case Studies

• Reading Housing Authority 

• University Square Apartments24



Special initiative to accelerate deployment of 

Micro CHP technologies

•Market and Technology 

Presentation

CHP Consortium

Presentation

•Payback Calculator

•Micro-CHP Guide



GFEN's mission is to help increase the use of 

natural gas in the commercial and institutional 

foodservice markets by serving as the 

Gas Foodservice 

Equipment Network

Consortium

foodservice markets by serving as the 

preferred resource for information, education, 

testing and marketing support.

www.gfen.com



Case Studies / Newsletters

Gas Foodservice Equipment Network



GFEN Customer Care Workshop
Last workshop, July 26 & 27, San Diego

Comprehensive 2 Day Foodservice Workshop

Gas Foodservice Equipment Network

Energy Solutions Center

Comprehensive 2 Day Foodservice Workshop



Turnkey strategies and materials to 

accelerate customer conversion from 

oil or propane to natural gas

Oil Conversion 

Consortium

oil or propane to natural gas
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Videos

promote the features and benefits of 

natural gas over oil

Oil Conversions

Customer testimonials

• Save Money

• Clean & Comfortable

• Why Switch
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Marketing Collateral
Oil Conversions
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• Partner with chains and franchises seeking to 
improve productivity and profitability

• Developing partnerships and projects 
between energy utilities and NA customers

National Accounts 

Consortium

between energy utilities and NA customers

• Sector Orientation 

• Restaurant Chains
• Supermarkets with Food Prep
• Big Box
• Retail
• Lodging

• Members are providing priorities and 



National Accounts

• Ale House

• Burger King

• Cheesecake Factory

• CKE: Hardee’s/Carls’Jr

• Darden: Red Lobster, Olive Garden, Longhorn

Relationships: Restaurant Sector - Partial Listing

• Dine Equity: Applebee’s, IHOP

• McDonald’s

• Blooming Brands: Outback, Carrabba’s, Bonefish

• Pantry

• Sonic

• YUM Brands: KFC, Pizza Hut, Taco Bell,

• Wendy’s/Arby’s



National Account Consortium

• Working with CKE and Panda on propane to gas

conversions

• Promoting low-volume gas fryers: McDonalds, Burger

King, and Sheetz.   Frymaster OCF to be tested in three

Some Current Initiatives

King, and Sheetz.   Frymaster OCF to be tested in three

Florida Burger King Restaurants

• Working with Blooming Brands on patio heater 

installations.  Tests at Colorado restaurant are a “hit”

• IntelliChoice/Aisin Gas Heat Pump evaluations for



Residential Consortium
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• Marketing Collateral

• Marketing support

• Studies & tools

• Electronic media



Videos for websites, tradeshows, 
cable TV

Heating – Furnace

Heating - Boiler

Water Heating

Residential Consortium

Cooking

Dryers

Fireplace

Outdoor Living

EE for Home

EE for Remodeling

Environmental36



Residential Consortium
www.outdoorroomdesign.com
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• Meet with national & regional builders to 

convey advantages of natural gas homes

• Marketing material & messages

• Realtor outreach

Builder Liaison 

Consortium
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• Realtor outreach

• PowerPoint presentation for builders



Questions

• Darrell Wilson

• ESC Chairman of the Board

• Director, Marketing and Communications• Director, Marketing and Communications

• Chesapeake Utilities

• dkwilson@chpk.com

• David Weiss
39


