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“"Marketing and sales for a Local Energy Agency”

Sala Mozart, VeronaFiere, Verona

1. ABOUT THE TRAINING MODULE |

Who Should Attend?
This training module is targeted at either Directors or Deputy Directors of Italian Local & Regional Energy
Agencies (LEAS)

Why this Training Module?

The goal of the training module “Marketing and sales for a Local Energy Agency” is to
provide participants with a solid understanding of suitable marketing and sales techniques, necessary to
transform a SAVE agency, supported during the start-up phase entirely by the EIE programme and the co-
funding of local partners, in an almost completely self-sustained, no-profit organisation.

What will be covered?

Key components of the training module will include:

* Successful local energy agencies: experiences around us.

* Preparing the “AFTER SAVE” period during the EIE contract
* Organisation of the agency in the transition phase

» Marketing concepts for a local energy agency

* How to sell services as an NGO

« Developing and proposing new projects

*  Preparation of offers.

2. LOCATION AND TIMING

Verona- May 15-16, 2008

The Training Module will last for 2 days, from 14:00 of the first day to 16:00 of the second day.

2. PROGRAMME OVERVIEW

The Training Module is composed of 4 Parts over 1.5/2 days, with each Part comprising 2-3 Sessions.
Sessions can be composed of parallel modules, addressed to different targets: typically one module for _
directors of agencies still under the EIE contract and another one for directors of agencies already in the 2
“after SAVE” period. Each module lasts for 1-2 hours.
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Some sessions will be explained by Marcello Antinucci in Italian, others by Catrin Maby in English
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PART

TITLE

SESSION TITLE

PART 1 Introduction: Training 1A: Welcome and Orientation
Seminar & LEA
Sustainability 1B: Successful Agency — The Experiences around us (AESS,
SINTRA, Severn Wye).
PART 2 The management of a
local energy agency 2A: Developing an efficient agency to afford the “After SAVE”
in its developing phase
phases. (for directors of agencies in the start-up period)
2B: Marketing strategies for your agency
PART 3 Developing and sell
new projects 3A: Market potential and new activities
3B: How to submit an EIE proposal supporting a strategy towards
local actors
3C: Proposing new activities
PART 4 Conclusion
4A: Marketing and sales: opinions
4B: Review and Evaluation

MANAGENERGY TRAINIG PROGRAMME — DAY 1

Timing Programme Session
13.30 hrs Registration
PART 1 — Introduction — Training Seminar and LEA Su  stainability
14.00 hrs | Session 1A: Welcome and Orientation:
¢ Participants introduce themselves
¢ Rationale and purpose of the training programme _1h].
* Participants learning objectives from the programme § o s
14.30 hrs | Session 1B: Successful Agency — The Experiences around us. § i
Power point presentation : Measuring the success, the ingredients for success; %
Group work in couples: barriers and solutions; 2
Feedback from group work in form of questions)
Examples of successful agencies. EURoeEAN
16.00hrs Coffee break
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MANAGENERGY TRAINIG PROGRAMME — DAY 1

Timing

Programme Session

PART 2 - The management of a local energy agency i n its developing phases.

16: 30

Session 2A: Developing an efficient agency to afford the “After SAVE” phase.

PP Presentation: Structure and tasks of staff, allocation of responsibilities, external
resources vs. internal staff, performance indicators for a self evaluation (activity;
energy/environmental objectives, economic and financial indicators); project cost and
turnover structure; how to develop a 'business plan’ meeting the agency
mission/objectives/strategy.

Self-assessment by markers on poster
Collective assembly of a possible 3-year business p lan on an excel file .

17:30

Session 2B: Marketing strategies for your agency

Market place of agency’s materials (ask participants to bring their ads and marketing
tools with them)

Presentation: To develop a marketing strategy for your organisation.

18.15 hrs

Day 1 Ends

MANAGENERGY TRAINIG PROGRAMME — DAY 2

PART 3 — Developing and sell new projects

09.00 hrs

Session 3A: Market potential and new act ivities (common session)

Objective: To understand the expectations of your local environment (local
administrations, social housing companies, other public institutions, innovative
enterprises, environmental and consumer's NGO); the “additionality” of the agency
respect to the market: to develop new projects and raise the funds for them by ‘selling’
the idea, rather than just to compete in tenders. Raising the local or regional authorities
awareness of external resources or financing mechanisms that can support sustainable
energy activity, whether this is from private or government or even EU sources.

Project work in three groups, assigning to them three different market areas, to be
described, general strategy identified, a project idea selected and developed.

10.15 hrs

Session 3B : Methods for contract acquisition

Objective: Understanding how to contact your clients, propose projects, make fun
raising for local projects.

ectorat@-Genera

Simulations/role-playing by volunteers : three following attempts for presenting orall
your agency to a Mayor (using results from 2Bb); then again three attempts presenting
project idea (using results from 3A).
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Discussion on the results: compare presentations, finding positive aspects an@"

TOT ENETgY
and Transport

OPEAN
MISSION

learning from errors.
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MANAGENERGY TRAINIG PROGRAMME — DAY 2

11.00hrs Coffee break
11:30 Session 3C: How to submit an EIE proposal

Introduction:  An EIE proposal can represent a good option to support financially some
new strategies of yours towards local actors, provided that this fits with the European
added value expected by the Commission.

Working session : selecting a project from the EIE project database and discuss how it may fit
the agency strategy

13.00 hrs LUNCH
PART 4 - Conclusions and Review

14.15 hrs | Session 4A: Marketing and sales (common session)

Discussion: Project development is alternative to ‘selling’? Competitiveness, market
support or risk aversion? Collecting funding or market positioning?
(ping-pong exercise)

15.00 hrs | Session 4B: Participant Discussion and Feedback:
« Reviewing learning and relevance for participants’ agencies
* Feedback on the training course and component modules.

16.00 hrs | Seminar Ends

16:00— ManagEnergy staff available for follow up discussio ns.
16:30
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3. TRAINER'’s BIO’s

Marcello Antinucci

Dr. Antinucci, physicist, after 4-years of academic research, spent more than 30 years in industrial research
and consulting in renewable energies, energy efficiency, and building energy applications. He led the
Conphoebus (ENEL Group) building energy laboratory for 12 years, then operated for 6 years as manager
for Conphoebus business development, performing project management, scientific co-ordination, project
promotion in several technical areas, from waste recycling to electro-chromic material applications for
windows. In 1998 he started working as a free lance consultant in energy and local development.

He co-founded the consulting ECUBA srl in 1997, operating energy, environment and land planning studies
and services. Since 1999 he is the director of Modena energy agency, operating at local level in energy
planning, feasibility studies, design of renewable energy plants, energy audit in buildings and industries. The
agency is also in charge for assisting the Municipal and Province administrations in the boiler inspection
task, as foreseen by the Italian bill 10/91. He is a member of the Italian Association of energy managers,
deputy President of RENAEL (Association of Italian local energy agencies), supports the local
administrations in the development of energy sustainable regulations and programmes.

Catrin Maby
Director, Severn Wye Energy Agency, UK

With a background in engineering, Catrin has a lifelong interest in sustainability and the impact of technology
on social equity. She has worked in sustainable energy since 1984, when she set up an energy advice
service for London tenants. She has wide experience in strategic development, training, technical
consultancy and awareness-raising, and assisted several UK local authorities in the development of their first
Home Energy Conservation strategies in 1996.

As an independent energy consultant, Catrin assisted Birmingham City Council in developing sustainable
energy aspects of inner city regeneration programmes, working with technical and community liaison staff
and community groups over a period of several years, including developing energy awareness materials for
use in literacy, numeracy and English as a second language classes.

Catrin joined Severn Wye Energy Agency in 1999, overseeing its development as a dynamic and dedicated
team of energy professionals, with a wide portfolio of sustainable energy projects and services in South West
England and Wales. She was one of a team of four international consultants selected by the European
Commission to research the work of European energy agencies in 2004, and is currently coordinating two
Intelligent Energy Europe Projects.

4. ManagEnergy

Chiara Anglesio

General
for Energy

Chiara holds a degree in Political Science and works for Gruppo Soges S;p.A. since almost 10 years in the ;
preparation anad managment of technical assitance projects in developing countries and in the EU. She is a=
member of the ManagEnergy Support Team since March 2007. She has developed the Sectoral Advice, a2
service of free energy consultancy to local and regional energy actors, working with a team of around 30 ¢
experts from almost all EU member states. Chiara has contributed to the set-up and launch in early 2008 of®
the ManagEnergy Thematic Groups. She follows the work of the Group Buildings and of the Group s
Sustainable Mobility. She follows a number of ManagEnergy promotional activies and events in Brussels and s
elsewhere. She takes care of ManagEnergy also from the contractual and reporting sides. Chiara is Italian sowissio
mothertongue and works daily in English, French and Spanish.
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