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ATTACHMENT 1 – VENDOR RESPONSE CHECKLIST AND 
SUBMISSION FORM 

Amended 03/10/2015.  All amendments are shown in red. 
All Bidders must complete and return this form with their response in order to be considered responsive.  
Completing every section of this document fully is mandatory unless instructions for specific questions 

state otherwise. 
 
1. Vendor General Information 
Provide the following information about your company: 
 
Company Name: Enerwise Global Technologies, Inc. d/b/a CPower     

Company Address:  111 Market Place, Suite 201, Baltimore, MD  21202 

Commonwealth Vendor Customer Number: 00010437       Internet Address: William.Cratty@CPowerCorp.com 

 
2. Designated Account Manager 
Vendors must provide contact information requested below for the designated account manager who will be responsible for the 
overall management, reporting and ensuring adherence to the performance measures of this contract during normal business 
hours.  
 
Account Manager Name: William E. Cratty  Account Manager Address: 24 Pell Mell DR., Bethel, CT  06801  

Account Manager Phone Number: 203-262-9444 Account Manager Fax Number:      

Account Manager E-mail Address: William.Cratty@CPowerCorp.com                       
 
3. Evidence of ISO-NE Certification and cash reserves to support this bid 

 
1. Bidders must attach evidence of being certified by the New England Independent System Operator (ISO-NE) to 

provide Demand Response Programs.  The qualified Bidder must demonstrate that they have a Capacity Obligation 
with ISO for purposes of transferring any of the existing Customer Assets on this contract into.  In addition, the 
qualified Bidder must demonstrate that they have a monitoring and verification plan filed for said obligation that is 
consistent assets to be transferred. 

 Response: Upload required documentation as one separate file.  No more than five (5) first 
pages of the M&V plan may be included as proof of maintaining such plan.   

 
2. It is desirable that the EP provide a level of security for the claims made under this contract.  Please provide a 

discussion as to how the potential payment stream developed under this contract is to be secured.  It is understood that 
DCAMM cannot guarantee the long-term enrollment of any asset, notwithstanding that there may be a penalty for 
early withdrawal. 

Response: Please use this box to provide the required information.  The box will expand to 
accommodate your response. 

Effective November 1, 2015, Enerwise Global Technologies, Inc. acquired Constellation New Energy’s Load 
Response business and combined it with the Commercial and Industrial Load Response business of Converge, a 
wholly owned subsidiary, to form CPower Holdings, LLC d/b/a CPower now the second largest demand response 
services provider in the nation.  CPower will provide security for the claims made under this contract by maintaining 
a quality assurance program for the Assets enrolled in the program and by CPower’s financial strength as illustrated 
by the financial assurance CPower has on deposit with the ISO-NE. 
 
Quality Assurance 
CPower is committed to a process of continuously improving our demand response programs to include 
maximization of the kW curtailed at each customer Asset.  A key component of this process is rigorous program 
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performance metrics, complete reporting, and a proactive program assessment process that ensures potential 
problems are identified before they become serious.  If an Asset should fail to respond to an event due to CPower’s 
failure to 1) ensure metering devices are reporting timely and accurate data, 2) notify the Asset when an event is 
called by ISO-NE, or 3) fail to transmit required meter interval data to the ISO-NE then CPower will continue the 
then existing monthly payment until the next event. 
 
Financial Assurances: 
CPower presently has on deposit $2.0 million of Financial Assurance with ISO-NE to ensure an adequate Capacity 
Supply Obligation for the contract hereof. 
 
Payment calculation: 
All payments pursuant to FAC89DesignatedDCAMM will be based on actual event kW performance to include the 
transmission and distribution gross-up.  

 
4. Prior Experience and Operation of EP 
a. Experience in Coordinating Demand Response Program Participation 

 
1. Bidders must include a narrative (no more than 10 pages) detailing their experience in enrolling and managing 

demand resource assets.  The narrative must include statistics on assets and/or kilowatts enrolled in prior programs 
with ISO-NE or similar programs in other power pools.  Emphasis should be placed on the level of penetration in the 
market sectors (by SIC Code) on a kW/square foot basis.  Additional documentation in the form of spreadsheets may 
be attached to the response.  This information is important to determine the level of expected results for the DCAMM 
market. 

Response: Please use this box to provide the required information.  The box will expand to 
accommodate your response. 

The new CPower combines two of the country’s oldest, largest and most experienced non-utility providers of 
demand response services.  Our fundamental objective is to develop and efficiently deliver, effective and sustainable 
load and energy reduction solutions that earn market payments for facility owners and operators.  CPower’s focus is 
on the commercial, industrial and institutional segments of utility and regional transmission organization load 
response markets.  CPower operates on an aligned incentive business model via shared earnings and vendor 
independence.   

We currently provide demand response solutions to over 1700 customer sites across the country, to include the major 
energy markets of New England, New York, California, the Mid-Atlantic Region, and Texas.  CPower is currently 
managing 2,200 MW of dispatchable customer electric load.  CPower currently has a full time staff of 108 with a 
very experienced executive management team and senior staff.  Our people are experienced industry professionals, 
expert in working with end-use customers in every commercial, industrial and institutional setting to identify and 
develop opportunities to participate in demand response markets that maximize their revenue potential.  We take an 
integrated Energy Management Approach, in which demand response revenues and incentive programs can help 
fund additional end user energy efficiency and peak demand management projects.  We manage the entire process 
for our clients, from initial demand management assessments through event participation and ongoing measurement 
and monitoring. 

CPower’s Strategic Plan focuses on program specific opportunities in each ISO market.  We do not track market 
penetration by SIC Code or on a kW/square foot basis as these metrics are not relevant to the stewardship of our 
business Plan.  For example, we have over 220 MW of dispatchable load under contract in the ERCOT (Texas) 
market 10 minute Responsive Reserve Ancillary Service programs.  Industrial and oil field producing assets 
comprise more than 90% of these loads.   

In the NYISO markets, while we have significant capacity in the commercial and institutional sectors large 
multifamily housing complexes in New York City comprise a major portion of our portfolio.  In the ISO New 
England market, however, the residential sector does not offer a significant enough business opportunity to justify 
pursuing as a priority.  The ISO-NE demand response programs, however, facilitate a diverse DR marketing plan.  
Following is our December 2014 profile of ISO-NE Enrolled Capacity as categorized by ISO-NE in their Capacity 
Asset Management System (“CAMS”).  The greater portion of this capacity is in the 30 minute real-time DR market.  
Depending on the nature of the facility DCAMM assets can listed in either the Commercial, Municipal or Other 
category. 
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ISO-NE Asset Category # of Assets Profile 
Commercial 598 55.27% 
Industrial 213 19.69% 
Municipal 202 18.67% 
Other 64 5.91% 
Residential 5 0.46% 

Grand Total 1082 100.00% 
 
Market Enrollment 

While the Commonwealth of Massachusetts enrollments are predominately 30 minute Real-Time Demand Response 
assets, the continuing developments in energy efficiency, load management and distributed generation technologies 
will significantly increase the opportunity for the Commonwealth to earn revenues as On-Peak Hours Resources in 
the ISO-NE markets.  CPower is experienced and well prepared to not only support the existing DCAMM On-Peak 
Hours Assets in the market but also to assist DCAMM in acquiring and optimizing On-Peak Hours revenue 
opportunities.   

In the Forward Capacity Market (“FCM”), all capacity resources are required to deliver a level amount of capacity 
each month in order to earn revenues at a given amount of capacity.  In other words, to receive payments year around 
at 1000 kW, a DR capacity resource must be able to deliver 1000 kW of DR in August and in January.  Otherwise, if 
that resource can deliver 1000 kW of DR in the summer months but only 700 kW in the winter months due to there 
being no air conditioning load then that resource will be paid at the 700 kW amount year around.  However, if that 
resource can supplement its winter DR capability with 300 kW of winter capacity via a Composite Offer with a 
generator having surplus winter generating capacity then that DR resource can receive payments at the rate of 1000 
kW for eight months of the year and 700 kW for four months of the year thus significantly enhancing FCM revenues.  
CPower has extensive experience in managing Composite Offers. 

Not only does CPower have the necessary experience enrolling and managing demand response assets in the FCM, 
we also are very cognizant and knowledgeable of the ISO-NE rules and on-going program changes as they continue 
to develop and affect FCM participants.  We are continually looking down the road to where the ISO-NE programs 
and markets are going so that we can continuously ensure revenue optimization for our customers.  

CPower’s customer enrollment success has been achieved through sales and marketing outreach that positions 
CPower as a thought leader, an established direct sales force, and client service that creates enthusiastic advocates 
within our client base.  CPower’s sales and marketing initiative is augmented by our partner network, to include 
Constellation New Energy, who have their own powerful sales and marketing resources.   

Complementing our sales outreach is CPower’s use of technical and engineering expertise to provide an 
understanding of the potential demand reduction at a customer site.  Our engineering staff approaches facilities with 
an open mind without any preconceived vendor or product biases to find the optimal demand response solutions for 
the customers to meet their needs of reducing their operating costs and increasing asset value.  We have a strong 
customer focus with relationships ranging from the “boiler room to the boardroom,” which helps us identify projects 
and bring them to fruition.   

CPower sales and engineering personnel have significant experience in collaboratively developing curtailment 
protocols with the customer that result in an achievable and repeatable Demand Reduction Value (“DRV”).  This is 
initiated by the sales team.  After prospects are identified and pass initial desk reviews, CPower engineers visit the 
client site to assist in preparing a Curtailment Plan appropriate to the facility.   

When preparing the Curtailment Plan, it is critical to understand the customer’s operation including processes, 
operating hours, level of the building energy management automation, and the major electrical loads which can be 
curtailed.  The customer’s tolerance for interruption, including notice period requirements is thoroughly discussed 
with the customer.  Impact on personnel, the customer’s customer, critical processes, and safety are all reviewed.  
This understanding coupled with the sites utility electrical usage history is used to estimate the DRV.   

Event Notification, Data Management, Settlement: 

CPower has extensive experience in managing Demand Response events, which include notification of clients when 
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an event occurs, managing the data to measure performance, and settlement of accounts based on performance. 

Once an event call notification is received, CPower executes a series of pre-defined actions to initiate, control and 
monitor the event.  Practice event handling ensures that these processes are effective.  CPower is able to guarantee 
that all enrolled customers that are subject to an event call will be notified according to the contracted parameters of 
the program, either by voice mail, text, email, and/or pager.  Positive notification feedback is used to enable this 
guarantee whenever possible.  For those clients who are automatically enabled with Direct Load Controls (“DLC”), 
CPower will activate the automatic load control process from the control software. 

CPower monitors event performance to confirm that the expected load drop is in fact happening.  If there is an 
appearance that a site is failing to perform, additional action may be taken to notify the customer contact of this.  The 
event parameters are closely monitored by CPower.  One of these will be the event duration.  When the time is 
reached for the event to be completed, a second notification is sent by the agreed format (voice mail, email, text, 
etc.,) to the participating site managers, where manual load control is being performed.  DLC control devices are 
reset automatically by CPower, according to the contracted protocols that are established when a customer enrolls in 
the program. 

Upon receipt of the interval data, CPower will clean errant data using ISO-NE approved methods.  Such cleaning 
will adjust interval data for missing or anomalous readings and ensure that all interval data is in a standardized 
format.  CPower then transmits the cleaned data to ISO New England.  ISO-NE then computes each site’s event 
performance by comparing this data to the appropriate event baseline data.   
 
Metering and Verification:   

CPower has ISO-NE approved Measurement and Verification (“M&V”) plans in place per Attachment 1, Section 3 
above.  Copies of these plans are available on request.  CPower is very familiar with various measurement and 
verification protocols for measuring and verifying kW reductions achieved as a result of the activation of a demand 
response event.  CPower bases its Measurement and Verification plans on the International Performance 
Measurement and Verification Protocol (IPMVP).   

Overall Management Approach and Experience:  

To date, CPower has successfully managed Demand Response for clients in markets overseen by NYISO, ISO-NE, 
PJM, ERCOT, and CAISO.  Types of response have varied from providing reductions with 21 hours of notice. to 
providing reserves with only 5 minutes of notification  Our DR assets range from simply turning off unnecessary 
lights in commercial buildings to shutdown of manufacturing equipment and commercial processes, and activation of 
generators at large institutions. 

Management responsibilities for FAC89DesignatedDCAMM will be carried out principally by our New England 
office located in Wakefield, MA which in turn is supported by CPower corporate operations in Baltimore, MD for 
providing and administering necessary functional support.  This support includes sales and marketing, metering, 
reporting, settlement, engineering, and monitoring relevant market changes.   FCM Support Services will be 
managed and administered in the same manner.   

The corporate function has standardized business processes for engineering and M&V as well as expertise in sales 
and market verticals like Industrial, Hospitality, Institutional, Public and Retail Sectors.  The valuable nationwide 
best practices for sales and technical support functions helps in quickly providing the necessary tools for effective 
and efficient program design and implementation.  In addition to enrollment, notification, performance verification, 
reporting and ISO-NE settlement for demand response events the Baltimore office maintains a 24/7 fully equipped 
operation for event monitoring and notification.   Additionally, our sales partner, Constellation New Energy, will be 
working with the local sales team to develop and implement the sales initiative for achieving DCAMM’s 30 MW 
new enrollment goal. 

One important reason CPower has been able to successfully manage clients having diverse needs and capabilities is 
because our customer service program is not limited to the weeks immediately before, during and after events.  
CPower provides year-round customer service and maintains a close relationship with our clients so that we 
understand the challenges and opportunities in their facility on a month to month basis. 

In order to maximize reliable performance during DR events, our account managers Conduct webinars and review 
curtailment plans prior to likely event periods.  They also keep in regular contact with their portfolio of customers in 
order to keep their awareness level high and to keep track of opportunities to improve performance during events, as 
well as track changes at the customer sites that may have an impact on performance.  Because CPower has been one 



FAC89designatedDCAMM 

Page 5 of 30 

of the pioneers in demand response, we have become adept at educating prospective customers and helping 
established customers work through the occasional challenges involved in launching and maintaining demand 
response at their facility.   

Overall, our experience is second to none in understanding and implementing what is required to successfully 
market, enroll, and manage the assets of our customers in a cost-effective manner, so as to provide reliable MW’s in 
DR programs around the country and to make sure our customers see the greatest benefits possible. 

 
2. Confirm if your company or your company caused any client to be charged a penalty from any ISO. Provide an 

example of what occurred and the impact of the EP and the customer. Explain how this type of issue was address and 
how it could or could not occur in the future. 

Response: Please use this box to provide the required information.  The box will expand to 
accommodate your response. 

A transaction closed, effective October 31, 2014, restructuring the ownership of Enerwise, and through which 
Enerwise acquired certain demand response assets from Constellation.  The bidder is Enerwise doing business as 
CPower.   
 
CPower is committed to full adherence to all market rules applicable to its demand response business.  All CPower 
employees are expected to comply with all related regulatory requirements.  CPower is committed to providing its 
employees the resources needed to enable full compliance.   
 
By taking advantage of the combined experience of the Enerwise and Constellation personnel now comprising 
CPower, CPower is better able to conduct its demand business in a manner which reduces the likelihood of incidents 
such as those which will be described below.   
 
CPower’s response to the question regarding ISO charges will be limited to providing examples of ISO charges with 
respect to the demand response assets comprising CPower, and to events occurring during the period of March 2013 
through the bid date.  Each of the examples below occurred prior to the close of the transaction described above.   
 
In ERCOT, a penalty was assessed against Constellation relating to a dispatch error that resulted in resources not 
performing to their prescribed curtailment amounts within the specified time frame.  That matter was settled for an 
amount of $20,000 which was levied by the PUCT.  The settlement is awaiting final disposition by the PUCT and 
payment.   
 
ISONE assessed a charge against Constellation of approximately $360,000 for a meter data issue which had been 
self-reported to ISO-NE.  It related to two customers for which meter pulse factor changes had not been 
appropriately captured.  The result was an unintended inflation of metered kW values and thus an over-statement of 
each customer’s demand response performance.  The charge represented the total over-payments by the ISO for each 
customer’s inflated performance.  This issue had largely been detected prior to making customer payments, but not 
in time to provide ISONE with accurate resettlement data.  As a result, the two customers received payments 
commensurate with their actual performance. 
 
Demand response business is conducted in several RTOs via a forward capacity market.  In PJM, a demand response 
provider must offer in capacity that it intends to deliver into the Reliability Pricing Module (RPM) which is PJM’s 
forward capacity auction.  The RPM is made up of four separate auctions for each delivery year; Base Residual 
Auction (BRA) and 3 incremental auctions.  The capacity that was offered into the RPM consists of existing 
capacity, which is made up of customers already existing in their portfolio, and planned capacity, which is made up 
of new customers that the demand response provider intends to have in its portfolio for each delivery year.  The 
capacity that clears the auction represents an obligation of the demand response provider that it must deliver prior to 
the start of that delivery year.  If in any year it fails to sign up and register sufficient existing and planned capacity 
from its demand response customers it attempts to fulfill the obligation with replacement capacity that is either 
purchased in an incremental auction or via a bilateral transaction with another market participant.  If it fails to fulfill 
its obligation by the start of the delivery year it is assessed a deficiency penalty from PJM for the shortfall MW at the 
rate of 20% of the cleared RPM price.  Such a penalty is assessed to the demand response provider through normal 
PJM settlement procedures and is not passed on to any customers. 
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b. Marketing Strategy to expand the potential enrollment of asset for DCAMM and other agencies 
in the Commonwealth 

 
1. Bidders must include a narrative (no more than 10 pages) detailing their marketing strategy on how they will 

maximize the enrollment of the Customer Assets for DCAMM.  The narrative must specify specific actions that will 
be taken within the first 60 days and 180 days after contract execution.  Bidders must provide specific details about 
their plan for enrolling new assets into the program.  Details shall be provided on strategy for immediate enrollment 
(if possible) through bilateral or reconfiguration auctions or with EP existing capacity to enroll new assets.  Bidders 
must document their strategy for enrolling new resources through the FCA auctions starting with June 1, 2015 (for 
FCA 6 resources and for the upcoming FCA 9 auction).  Include any details regarding incentive payments (either 
through a flat fee or % or revenue) that would be paid to the Enrolling Participant to accomplish earlier enrollment of 
new resources.  (This relates to Attachment 2 Part 2) 

Response: Please use this box to provide the required information.  The box will expand to 
accommodate your response. 

 Beginning with the start of FACDesignated56DCAM, CPower has worked side by side with DCAMM and the 
Commonwealth to build the DCAMM demand response program and the associated revenues. Throughout the term 
of the contract, CPower has worked with DCAMM to identify entities with viable active and passive assets and 
market the Demand Response Program to those locations. With DCAMM’s help, CPower has further worked to 
enroll these assets utilizing available CPower Capacity Supply Obligation (“CSO”) and as well as the 
Commonwealth’s CSO.   

Using the knowledge gained over the past six years working with DCAMM on the Commonwealth of Massachusetts 
demand response program, CPower has put together a solid marketing plan to increase the total enrolled asset base. 
The plan has been developed taking several factors into consideration, including available CSO in each ISO-NE 
Commitment Period by dispatch zone, projected resolution of site engineering issues that are inhibiting asset 
enrollment, anticipated completion of on-site projects that will create or enable assets to be enrolled, origination or 
availability of required documentation, and, lastly, the evaluation of available CSO (by Commitment Period) against 
potential asset size and anticipated metering costs.  

Due to the one (1) year term of the contract award, CPower’s strategy is to prioritize and focus on two groups of 
assets that have previously been solicited by CPower.  The first group of assets and sites are small in size, but they 
have metering already in place.  In-place metering allows these sites to be considered by overcoming the issue of 
asset size versus potential earned revenue versus metering costs for a short 12 month contract term.  The second 
group consists of those assets that present the best opportunity to generate enough revenue in a twelve month 
contract to cover the metering costs and still be “cash flow positive”.  

The first group consists of several sites that are identified in Attachment 2, Part 2 “Potential Enrollees” as retired 
assets.  In each case, the sites have specific issues that are preventing enrollment from occurring.  With corrective 
action, these sites stand a good chance of being enrolled for the June 1 start date of the 2015/2016 Commitment 
Period.  The sites in this group include:  

- MCI Norfolk     
- Essex County Sheriff’s Dept. 
- Franklin County Jail 
- DYS-Westboro Zara Cisco 
- Salem State College  

The second group of potential sites/assets consists of those with the largest MWs of potential demand response 
capability as identified in the Attachment 2, Part 2 “Potential Enrollee” list.  The targeted sites have been ranked and 
prioritized from the largest DRV to smallest DRV as follows:   

- MWRA 
- MassPort 
- Mass Information Technology Center 
- Springfield Data Center 
- UMass Medical School (Jamaica Plains) 
- MassPort 
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- UMass Medical Center (Worcester) 
- UMass Boston 

In total, the assets shown above represent a potential of 32 MWs of demand response that is targeted for 
enrollment/addition to the DCAMM DR portfolio.  However, CPower acknowledges that the DR load size will have 
to be balanced against available CSO in each dispatch zone to determine exactly when each site will be recognized 
by the ISO-NE as part of the regional DR portfolio for payment purposes.  For example, prior to November 2014, the 
facilities manager at the Massachusetts Information Technology Center (“MITC”) expressed the desire to enroll in 
time to participate in the coming winter market.  At that time, there was enough CSO available in the Boston Zone to 
cover the asset’s full curtailment capability.  However, MITC did not move forward and the available capacity was 
filled by other customers.  Nevertheless, we will strongly encourage MITC to enroll prior to the start of FCM 6 even 
though capacity is not currently available to the asset.  If  MITC enrolls by June 1, performs in the summer audit and 
the performance of the Boston Resource falls short of its CSO due to underperformance by other assets, MITC 
would earn revenues to the extent it’s performance off-sets the short fall of other assets. The early enrollment would 
also reserve a full capacity allotment for MITC starting FCM 7. 

CPower will continue the on-going process of uncovering additional DR assets around the Commonwealth that exist 
in the various department and agency locations throughout the state.  We will actively market the state-wide DR 
contract to these locations, and work with DCAMM to qualify and enroll any new resources.  

CPower will continue to aggressively research, identify, contact, educate and qualify regional and local 
institutions/assets on the benefits and merits of enrolling under the DCAMM state-wide demand response contract.  
As we have shown through past performance, the CPower team has the experience to find, qualify and enroll 
municipal assets.  We will continue to aggressively identify and execute these opportunities. 

CPower will continue to participate in the yearly MASSbuys EXPO.  This event has proved to be an integral part of 
the process of uncovering new state and local asset opportunities. MASSbuys EXPO has also been instrumental in 
educating non-state governmental agencies about the state-wide contract.   

CPower will continue to work with DCAMM on managing the Commonwealth’s Capacity Supply Obligation.  
Currently, we are working with DCAMM to secure new capacity in FCA10 to cover the Norfolk-Walpole re-builds.  
For CPS reporting, we have managed the process for all of DCAM’s existing resources, and have deferred any 
capacity termination as long as the rules would allow. Also, for annual M&V compliance auditing, we have always 
included DCAMM assets in our sampling each year at no cost to DCAMM. We have, and will continue, to use 
Sebesta Blomberg as our auditor to examine metering accuracy and compliance with other measurement and 
verification procedures. 

CPower looks forward to continuing the ongoing relationship with DCAMM, and building the scope and breath of 
the program.  

60 Days after Contract Execution 
CPower will work to enroll MITC for FCM6 as stated above. Additionally CPower will commence solicitation of the 
following Group 1 assets to re-enroll in demand response effective with the start of FCM 6.   

- MCI Norfolk - RTEG   
- Essex County Sheriff’s Dept. - RTEG 
- Franklin County Jail - RTEG 
- DYS-Westboro Zara Cisco - RTEG 
- Salem State College - RTEG 

Each of these assets has successfully participated in DCAMM’s demand response program previously and has 
expressed a desire to re-enroll in the program.  However, we will need DCAMM’s assistance to overcome the 
hurdles they face as identified in Attachment 2, Part 2 in order for the enrollment to be successful.   

CPower will also participate in the annual MASSbuys EXPO with our sales partners Constellation New Energy and 
Carol’s Lighting & Supply, our certified SDP Partner.  We have found previous EXPOs to provide good opportunity 
to place our offerings before eligible non-state entities and to reinforce our message with other potential enrollees 
who have not yet made enrollment decisions.   

180 days after contract execution 

By 180 days, we expect to have all Group 1 potentials either enrolled or committed for enrollment once they 
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overcome the hurdles identified in Attachment 2, Part 2.  We also expect to be in negotiations with eligible non-state 
entity leads that will be developed at the 2015 MASSbuys EXPO.   

Additionally, we will have commenced solicitation of the following Group 2 potentials: 

- MWRA – RTEG 
- MassPort – RTEG 
- MITC – RTEG 
- Springfield Data Center – RTEG 
- UMass Medical School (Jamaica Plains) - RTEG 
- MassPort – RTDR 
- UMass Medical Center (Worcester) - RTEG 
- UMass Boston – RTEG and RTDR 

As the marketing process unfolds, CPower’s experienced sales staff and sales partners will work directly with 
prospective client staff to provide them with the information they need to make the right decision for their facility.  
Where the opportunity is available, CPower believes that the facts will speak for themselves: the ability to earn 
revenues from being energy smart will result in client conversions, particularly when other DCAMM assets speak up 
about their positive experience. Once clients have a full appreciation for their ability to contribute to the 
sustainability of the grid, they should have further interest in participating in the DR program. 

The most important step CPower takes to ensure the reliability of our demand response portfolio is to make sure that 
each customer participates at the level that is right for them.  CPower does not try to sell “one size fits all” Demand 
Response programs.  Instead, we take the time to understand the customers’ business and technical capacity so that 
we can design appropriate demand response solutions. Once an enrollment decision has been made, we collaborate 
with our clients to create a curtailment plan that is based on their capabilities, fits into their business operations, and 
uses appropriate technology.   

The advantage of using this process is that it will enable both CPower and our customers to mitigate the risk of 
pursuing opportunities that are not technically sound or financially feasible.  In sum, by combining the collective 
direct sales force of CPower and our sales partners, deploying proven energy service sales techniques, and applying a 
responsible approach to assessing value for our existing and prospective assets, we will be able to enroll new assets 
while also investigating greater opportunities to assist in energy efficiency at enrolled facilities. 
 
The final critical pieces in maximizing enrollment consist of an accurate engineering assessment of the customer 
facility and a mutual agreement about what the customer’s tolerance for reduction may be.  Engineering assessments 
will begin within 30 days of an enrollment commitment. 

Complementing the initial outreach to potential customers is our use of engineering expertise to provide an 
understanding of the potential for demand reduction at a customer site.  Our engineering staff approaches facilities 
with an open mind without any preconceived vendor or product biases to find the optimal demand response solutions 
for each customer.  We have a strong customer focus with relationships that span from the “boiler room to the 
boardroom,” which helps us identify projects and bring them to fruition.   

CPower sales and engineering personnel have significant experience in collaboratively developing curtailment 
protocols with our clients that result in an achievable and repeatable DRV.  Based on the identified curtailment 
loads, a Curtailment Plan illustrating the curtailment measures and the potential kW associated with each measure is 
developed.   

In preparing the Curtailment Plan, it is critical to understand the customer’s operation including processes, security 
requirements, operating hours, level of the building energy management automation, and the major electrical loads 
which can be curtailed.  The customer’s tolerance for interruption, including notice period requirements is 
thoroughly discussed with the customer. Impact on personnel, the customer’s customer, critical processes, and safety 
are all reviewed. This understanding coupled with the sites utility electrical usage history is used to estimate the 
DRV.   

30 MW Goal 
It is CPower’s intention to achieve the goal of enrolling 30MW of new capacity over the 5 year duration of the 
contract hereof. Timing for achieving the goal in concert with CPower’s existing qualified CSO position is projected 
in Attachment 3, Part 2.  However, no assurance can be given that the goal can be readily achieved due to the initial 
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1 year term and 1 year renewal terms and the condition that metering cost will be paid by deduction from ISO-NE 
payments.   
In order to recoup metering cost from the ISO-NE revenue stream an asset of a size that could curtail enough kW to 
generate the needed revenue must fully participate in both summer and winter seasons.  This requires that the asset 
be enrolled and metered in time to be declared ready-to-respond by ISO-NE on June 1 of the relevant Commitment 
Period. As a result, unless contract renewals are granted by March 1 for the ensuing Commitment Period there is no 
assurance that expenditures for metering to meet the June 1, ready-to-respond date will be recouped. 
Additionally, while CPower currently has qualified capacity positions available for new DCAMM assets as projected 
in Attachment 3, Part 2, when considering forfeiture of Financial Assurance due to not fully subscribing to our 
committed CSO, the 1 year renewal terms inhibits reserving any portion of this capacity for DCAMM assets.  This 
being the case, due to the Financial Assurance risk, CPower’s available capacity positions must be filled on a first 
come first serve basis.   

 
2. Bidders must also provide a marketing and outreach strategy for non-DCAMM assets and how this work would be 

coordinated with DCAMM to allow for minimal administrative burden on DCAMM personnel. (This relates to 
Attachment 2 Parts 3) 

Response: Please use this box to provide the required information.  The box will expand to 
accommodate your response. 

Non-DCAMM assets will be marketed using the same overall strategy outlined above for DCAMM assets.  
However, since many of the assets have unknown potential, and decision-makers may have had even less exposure 
to some of the previous marketing efforts discussed, they will more closely resemble potential customers in a new 
market who are generally unaware of DR, ISO-NE, and the DR programs available to them.   
 
CPower will work in consultation with DCAMM/DOER personnel to develop and prioritize an initial listing of Non-
DCAMM Commonwealth facilities to target for enrolling in the demand response programs.  CPower expects the 
DCAMM/DOER administrative roll in this process to be limited to identifying key contacts at the targeted facilities 
and serving as a program reference for verifying CPower’s official contract status with the Commonwealth. 
 
In addition to direct sales, CPower will take advantage of the Strategic Sales Partnerships it has with Constellation 
and energy efficiency contractors to reach out to municipalities.  We expect DCAMM’s administrative roll in this 
process to be limited to serving as a program reference for verifying CPower’s official contract status with the 
Commonwealth. 

CPower anticipates obtaining viable leads for Non-DCAMM Commonwealth entities and municipalities as an 
exhibitor at MASSbuys EXPO.  Most remaining elements in enrollment should follow the same plan as outlined 
above for DCAMM assets.  Some DCAMM personnel may be required during the preparation and signing of 
contracts with non-DCAMM facilities in order to ensure that the contract language is agreeable.  However, we would 
anticipate that that workload would drop to zero as more such contracts are written and an effective, agreed-upon 
procedure developed. 

 
c. Technical Strategy to maximize payments for DR and ODR to DCAMM  

 
1. Bidders must include a narrative (no more than 10 pages) detailing their technical strategy on how they will maximize 

the Customer payment stream from the Customer Assets and eliminate or minimize any ISO penalties.  The narrative 
must specify specific actions that will be taken within the first 60 days and 180 days after contract execution. It is 
understood that any backup generation will only operate within the then current site-specific DEP limitations. It is 
further understood that any payments for metering and monitoring will be paid from the savings derived by this 
contract and that DCAMM and the EP will negotiate these costs on a case-by-case basis.  (This relates to Attachment 
A Part 2) 

Response: Please use this box to provide the required information.  The box will expand to 
accommodate your response. 

Proven Track Record 
 
CPower has been performing as a DCAMM Enrolling Participant (“EP”) for the ISO-NE Capacity Market since 
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2006.  This experience, along with our extensive knowledge of the Forward Capacity Market “FCM” programs and 
rules, positions CPower as the best EP to ensure that Commonwealth of Massachusetts Assets will earn maximum 
revenues from the FCM.  CPower currently represents 36 MW of enrolled demand response capacity for 87 
DCAMM assets. CPower clearly understands not only the challenges associated with state, county and municipal 
facilities but also the additional opportunities available in the FCM 30 Minute Real-Time Demand Resources and 
On-Peak Hours Resources programs.  This experience will enable us to maximize FCM revenues to DCAMM at not 
only currently enrolled demand response assets, but also at new facilities joining the DCAMM Demand Response 
Program as well as the Commonwealth CSO Assets currently enrolled and to be enrolled in the coming FCM.  
Current Commonwealth CSO Assets participate in the FCM as On-Peak Hours Resources. 

Understanding the Needs of DCAMM facilities: 

During the past six years of enrolling DCAMM sites, CPower uncovered a number of DCAMM-specific site 
constraints and side-benefits vis-à-vis demand response: 

• Unique qualities of DCAMM facilities such as labor costs associated with 2nd shift performance, 
notification through EPABX systems and security clearance at DOC sites require a customized service 
approach for DCAMM compared to typical institutional, commercial and industrial facilities. 

• Engineering Site assessments uncovered emergency preparedness gaps especially with the utilization of 
emergency generation assets and helped DCAMM and facility staff prioritize infrastructure investments and 
planning to address them. 

• Based on availability of trained resources and critical needs of the facilities some DCAMM facilities prefer 
remote deployment of demand response resources where as other preferred that the staff implement DR 
manually.  

• The time interval based data collected by the metering device and the data analysis tools available on 
CPower’s VirtuWatt web portal can be effectively utilized to bench mark facility energy usage and trends.  
This tool can be effectively used to optimize energy cost for opportunities beyond demand response such as 
energy management / efficiency upgrade and energy procurement 

• Site staff valued on-going access to our account team and prompt feedback on their performance during 
tests / events. 

A recent performance analysis of the DCAMM assets over the past 4 years on and asset-by-asset basis has revealed 
numerous opportunities for improvement.  This analysis lays the groundwork for an effective performance 
improvement initiative.  DCAMM and DOER active support will be essential to the success of the performance 
improvement program.  

First Sixty Day of Program Implementation: 

The program emphasis during the first 60 days and continuing thereafter will be to work with site personnel to 
identify conditions that have caused deterioration in or have inhibited Demand Response Performance. 

1. Improve the performance rating of existing DR assets 
• Existing demand response curtailment plans will be reviewed and the identified curtailment kW will be 

compared against the curtailment achieved during past ISO-NE demand response events.  Facilities for 
which the average performance ratings achieved during demand response events are below 90% of the 
enrolled kW will be reviewed for any performance dependency such as for example: 

o Curtailment implementation sequence, 
o Ambient temperature and humidity on the day of the curtailment event, 
o Day of week - Ability to curtail for individual facilities may differ due to schedule changes to 

“Day of Week”, and 
o Relationship between event performance and event duration.  

• A detailed step by step sequence of operation for curtailment will be provided if applicable. 

2. Improve reliability of the event dispatch 
• The contact information for the facility staff responsible for implementing the curtailment plan will be 

updated for phone, text, email and other appropriate event notification means. 
• Where feasible work with DCAMM to install remote start/stop of RTEG assets.  
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• Where feasible work with DCAMM to install VirtuWatt Link to automate DR response via the building 
energy management system at RTDR assets.  

• Where feasible work with DCAMM to install visible notification devices at appropriate locations 
within a facility to signal start of an event when dispatched for demand response. 

3. Identify additional opportunities for demand response at existing facilities 
CPower technical staff will work with facility personnel at appropriate facilities currently participating in 
demand response to identify and quantify additional demand response opportunities.  This effort will 
include an overview of major facility energy assets which contribute to the electric load, analysis of the 
electric load profile with respect to trends and potential cost reduction opportunities, and identification of 
any site specific constraints for participating in demand response. 

4. Addressing of facility specific issues to increase demand response curtailment kW 
The facility specific issues which result in lower kW due to improper execution of the curtailment plan 
resulting to inadequate training, program exhaustion and designing a proper communication protocol to fit 
the facility needs will be addressed by individual facility visits by CPower technical staff. 
 

Performance Improvement Options - First 180 days   
Within the first 180 days after contract signing and continuing thereafter CPower will: 

• Focus on maximizing demand response performance at all facilities, new and old, as described above.  
Automating DR event response using VirtuWatt Link will greatly improve both response reliability and the 
amount of kW curtailed.    

• Consult with facility staff to identify additional curtailment opportunities where appropriate. 
• Compare event specific curtailment with historical performance ongoing.  The facilities where the 

performance falls below a certain threshold will be flagged for counseling and corrective action where 
feasible. 

• Work with DCAMM to improve the reliability and timeliness of the meter data collection and reporting for 
Commonwealth CSO assets. 

The combination of all the improvements discussed above will result in higher event performance, better reliability, 
more curtailment kW per facility. 

Actions to Conclude an Event 
The event parameters are closely monitored by CPower.  One of these is event duration.  When the time is reached 
for the event to be completed, a second notification is sent by the agreed format (voice, text, email, etc.) to the 
participating site managers, where manual load control is being performed.  Remote Dispatch control devices are 
reset automatically by VirtuWatt Link according the contracted protocols that are established when a customer 
enrolls in the program. 
  

 
2. Vendors must include a narrative as to its operational strategy for: 

a. The transfer of the currently Enrolled Assets under contract with a current vendor to the Bidder CSO and 
who owns the CSO, if different from Bidder (Attachment 2 Part 1)  

b. The maximization of DR at each site that is not currently an Enrolled Asset (Attachment 2 Part 2 and Part 3) 
c. [Deleted] 

Response: Please use this box to provide the required information.  The box will expand to 
accommodate your response. 
a. The transfer of the currently Enrolled Assets under contract with a current vendor to the Bidder CSO 

and who owns the CSO, if different from Bidder (Attachment 2 Part 1):  
CPower will follow the ISO-NE established procedure for transferring assets from one Enrolling Participant 
(EP) to another EP.  This procedure is simple and straight forward.  All it takes to transfer assets between EPs is 
for the incumbent EP to retire the asset and the new EP to enroll that asset to be effective on the same date.  
Additionally, CPower will apply the 60 day and 180 day technical strategy set forth in 4.c. above to maximize 
payments to DCAMM for all such Assets regardless of when they are transferred to CPower.  If the currently 
Enrolled Asset is under contract to another vendor and the end date of that contract has not been reached at the 
time of the contact award pursuant to this solicitation, then the transfer would not take effect until the contract 
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between the other vendor and the asset has terminated.   Regardless of when the transfer takes effect, CPower 
has been awarded enough new capacity in the FCM to accept all such assets at their full Enrolled kW amounts 
and ensure that the assets will continue earning revenues.    
 

b. The maximization of DR at each site that is not currently an Enrolled Asset (Attachment 2 Part 2 and 
Part 3) 
CPower will apply the 60 day and 180 day technical strategy set forth in 4.c. above to maximize payments at all 
facilities that elect to join the DCAMM program.   

During the first 30 days we will focus our sales efforts in accordance with our Marketing Strategy to expand the 
potential enrollment of asset for DCAMM and other agencies in the Commonwealth (4.b. above).  Once these 
assets commit to participating, CPower will apply the 60 day and 180 day technical strategy set forth in 4.c. 
above to maximize payments to DCAMM.  (As a point of information Bridgewater State College is now a 
CPower 500 kW RTDR Asset). 

 

ATTACHMENT 2 – ASSETS 

Part 1.  Currently Enrolled Assets 
The following list is an itemization of currently enrolled Commonwealth Demand Response Assets that are enrolled under an 
Enrolling Participants Capacity Supply Obligation.   
 
The approximate MW enrollment by Dispatch Zone is as follows: 
 
Boston- 7.4 MW 
Central- 8.2 MW 
Lower SEMA- 4.1 MW 
NEMA- .53 MW 
North Shore- .052 MW 
SEMA- 3.13 MW 
Springfield- 2.25 MW 
WCMA- 1.4 MW 
Western MA- 4.7 MW 
 

Asset ID DR Class Site 
MW 
enrolled Dispatch Zone 

40309 On Peak MWRA Chelsea Creek Headworks 0.230 Boston 
40306 On Peak MWRA Columbus Pk Headworks 0.190 Boston 
40303 On Peak MWRA Ward Street Headworks 0.180 Boston 
deleted deleted deleted deleted deleted 
36217 On Peak North Shore Community College - McGee Building 0.027 NEMA 
42576 On Peak North Shore CC - Berry 0.038 NEMA 
36903 On Peak MCI Concord, DOC 0.027 NEMA 
36153 On Peak South Middlesex CC, DOC  0.025 NEMA 
36493 On Peak Chelsea Soldiers Home  0.025 NEMA 
40042 On Peak Salem State University 0.076 NEMA 
39963 On Peak MCI Northeast Correctional, DOC 0.059 NEMA 
42579 On Peak Framingham State University - Athletic Center 0.047 NEMA 
42582 On Peak Framingham State University - Student Center 0.024 NEMA 
39669 On Peak Mass Water Resource Authority - Loring Road Facility 0.185 NEMA 
39709 On Peak MCI Norfolk #1 WWTP, DOC 0.086 SEMA 
40183 On Peak MCI Bay State Correctional, DOC 0.043 SEMA 
42586 On Peak Chickatawabut Hill, DCR 0.025 SEMA 
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43807 On Peak MWRA Nut Island 0.500 SEMA 
39568 On Peak Mount Wachusett Community College 0.800 WCMA  
39966 On Peak MCI Shirley, DOC 0.121 WCMA  
42566 On Peak Berkshire Community College 0.203 WCMA  
42570 On Peak Fitchburg State University 0.042 WCMA  
42589 On Peak Greenfield Community College  0.038 WCMA  
42573 On Peak Springfield Recycling Facility Complex, DEP 0.055 WCMA  
42659 On Peak UMass Lowell - Costello 0.035 WCMA  
42662 On Peak UMass Lowell - Dugan 0.042 WCMA  
42671 On Peak UMass Lowell - Bourgeois & Leitch 0.046 WCMA  
46891 RTDR MWRA Carroll facility 1.5 Central MA 
18050 RTDR McCormack Building, DCAMM 0.500  Boston 
18047 RTDR State House, BSB 0.150  Boston 
18056 RTDR Lindamann Building and Hurley, DCAMM 0.500  Boston 
28820 RTDR Framingham Campus (Mass Bay Community College) 0.100  Boston 
30506 RTDR Mass College of Art & Design - DR 0.406  Boston 
36900 RTDR Brockton Trial Court 0.150  Boston 
36969 RTDR Edward Brooks Court House 0.295  Boston 
37158 RTDR Suffolk Superior Court 0.234  Boston 
36912 RTDR Plymouth Trial Court 0.114  Boston 
46349 RTDR John Adams Court House 0.310 Boston 
46343 RTDR West Roxbury District Court 0.073  Boston 
46340 RTDR Roxbury District Court 0.090  Boston 
46337 RTDR Brighton District Court 0.034  Boston 
46346 RTDR Dorchester District Court 0.100  Boston 
43541 RTDR Fitchburg State College 0.450 Central MA 
43541 RTDR Holyoke Community College 0.500 Central MA 
35253 RTDR UMass- Dartmouth 1.500  Lower SEMA 
36972 RTDR Newburyport District Court 0.052  North Shore 
36975 RTDR Fall River Trial Court 0.075  SEMA 
39134 RTDR Fall River Judicial Center 0.150  SEMA 
35261 RTDR Holyoke Soldiers Home - DR 0.120  Springfield MA 
36966 RTDR Fenton Judicial Center 0.045  WCMA  
40551 RTDR UMass - Amherst - Incremental Gen 2.527  Western MA 
42169 RTDR UMass - Amherst - Curtailment 0.600  Western MA 
19727 RTEG Lemuel Shattuck Hospital, DPH 0.624 Boston 
19739 RTEG Boston Pre-Release Ctr, DOC 0.288 Boston 
19742 RTEG S Middlesex Corr Ctr, DOC 0.040 Boston 
19745 RTEG Northeastern Corr Ctr, DOC 0.108 Boston 
35694 RTEG Wellesley Hills Campus (Mass Bay Community College) 0.645 Boston 
29810 RTEG MA State Police Headquarters 0.290 Boston 
30761 RTEG Suffolk Cty Sheriffs 1.000 Boston 
31991 RTEG MCI Framingham, DOC 0.400 Boston 
32504 RTEG Chelsea Soliders Home 0.241 Boston 
40239 RTEG Office of the Chief Medical Examiner 0.120 Boston 
19700 RTEG MCI Shirley, DOC 1.123 Central MA 
19706 RTEG Souza Baranowski Corr. Fac., DOC 1.548 Central MA 
19724 RTEG Tewksbury State Hospital, DPH 0.800 Central MA 
19736 RTEG DYS Leahy 0.280 Central MA 
25586 RTEG UMass Lowell - North Campus 0.535 Central MA 
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25589 RTEG UMass Lowell - South Campus 0.300 Central MA 
28874 RTEG Middlesex County House of Corr Sheriff 1.085 Central MA 
24266 RTEG Bristol County Sheriff's Dept 0.723 Lower SEMA 
27086 RTEG Barnstable County Jail, Sheriff 0.850 Lower SEMA 
28412 RTEG Plymouth County Jail 1, Sheriff 0.800 Lower SEMA 
28415 RTEG Plymouth County Jail 2, Sheriff 0.250 Lower SEMA 
19703 RTEG MASAC, DOC 0.110 SEMA 
19712 RTEG Bridgewater Admin, DOC 1.000 SEMA 
19718 RTEG Bay State Correctional, DOC 0.170 SEMA 
19721 RTEG Pondville Corr. Center, DOC 0.175 SEMA 
28622 RTEG Wrentham Development Center, DDS 0.800 SEMA 
24110 RTEG Holyoke Soldiers Home - EG 0.300 Springfield MA 
37007 RTEG Dept. Youth Services, Westfied 0.175 Springfield MA 
29510 RTEG Hampshire County Sheriff 1 0.090 Springfield MA 
29513 RTEG Hampshire County Sheriff 2 0.025 Springfield MA 
43986 RTEG Hampden County Sheriff - Chicopee 0.300 Springfield MA 
40264 RTEG Hampden County Sheriff (Ludlow)  1.240 Springfield MA 
19730 RTEG Mass State Police Academy 0.450 Western MA 
43978 RTEG N. Central Correctional Inst., DOC 0.632 Western MA 
32171 RTEG Berkshire County Sheriff 0.501 Western MA 

Municipal 
Entities RTEG Town of Burlington DPW 0.700 Boston 

 
RTEG Town of North Andover DPW-WTP 0.600 Western MA 

 
RTEG Pittsfield WWTF 0.850 Western MA 

 TOTAL  34MW  

Part 2.   Potential Enrollees 
The Following is a list of Assets not currently enrolled but identified as potential participants in the program. 
 
Asset ID Site MW potential Dispatch Zone 

Retired MCI Norfolk - emissions 0.800 SEMA 
Retired Essex County Sheriffs Dept - mechanical 0.657 North Shore 
Retired Mass Hospital School - mechanical  0.447 SEMA 
Retired Franklin County Jail - emissions  0.435 Western MA 
Retired DYS Metro-Dorchester - emissions 0.170 Boston 
Retired DYS-Westboro Zara Cisco - emissions 0.150 Central MA 
Retired Worcester State Hospital - Mechanical 0.600 Central MA 
Retired Salem State College -  Cat Cove - emissions 0.140 North Shore 
37271 Salem State College - O'Keefe - emissions 0.326 North Shore 

 
National Guard HQs - Milford 0.200 SEMA 

 
UMass Boston 1.000 Boston 

 
UMass Medical School - Jamaica Plains 1.865 Boston 

 
Massachusetts Information Tech 4.200 Boston 

 
MassPort -RTDR 1.500 Boston 

 
MassPort - RTEG 8.900 Boston 

 
MWRA -RTEG 9.200 Boston 

 
Mass DEP - Wall Experimental Station 0.400 Springfield MA 

 
Mass College of Liberal Arts 0.250 Western MA 

 
Bristol State College 0.100 Lower SEMA 

 
Mass Emergency Management Bunker 0.250 Boston 
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Western MASS Hospital 0.250 Springfield MA 

 
UMass Medical School - Shrewsbury 0.700 Central MA 

 
Umass Medical School - Wocester 1.100 Central MA 

 
Westfield State College 0.500 Springfield MA 

 
State Archives 0.200 Boston 

 
Springfield Data Center 2.000 Springfield MA 

 
Worcester Trial Court 0.059  Central MA 

 
Salem Trial Court TBD North Shore 

 
Springfield Hall of Justice TBD Springfield MA 

 
Worcester State College TBD Central MA 

 
Berkshire Community College TBD Western MA 

 
North Shore Community College TBD North Shore 

 
Roxbury Community College TBD Boston 

 
Quinsigamond Community College TBD Western MA 

 
Middlesex Community College TBD Central MA 

 
Bridgewater State College TBD SEMA 

 
Northern Essex Community College TBD North Shore 

 
Springfield Tech Community College TBD Springfield MA 

 
Massasoit Community College TBD SEMA 

 
Framingham State College TBD Boston 

 
Deer Island M/W 0.077 NEMA 

 
Deer Island ROC 0.035 NEMA 

 
DEP Wall Laboratory 0.020 NEMA 

 
Middlesex DOC 0.028 WCMA 

 
Massasoit Community College - SC 0.057 SEMA 

 
Massasoit Community College - LA 0.038 SEMA 

 
Massasoit Community College - HB 0.035 SEMA 

 
Massasoit Community College - TB 0.023 SEMA 

 
Massasoit Community College - SB 0.023 SEMA 

 
UMass Boston - CAF Ice Rink & Lobby 0.037 NEMA 

 
UMass Dartmouth - Woodland Common Dorms 0.063 SEMA 

 
UMass Dartmouth Tripp Athletic Ctr 0.063 SEMA 

 
Westfield State College - Wilson Hall & Bates Hall 0.052 WCMA 

 
MWRA - Deer Island Conventional 0.152 Boston 

 
MWRA - Deer Island FloDesign 0.190 Boston 

 
MWRA - Charlestown 0.050 Boston 

 
UMASS Dartmouth 0.375 SEMA 

 
 Total 37.7 MW   

Part 3.   Other On-peak Demand Response Assets. 
The following is a list of Passive On-peak Demand Response assets enrolled under the Commonwealth of Massachusetts 
Capacity Supply Obligation with the ISO New England: 
 

Asset ID DR Class Site 
MW 
enrolled Dispatch Zone 

TBD On Peak NCCI Gardner Wind 1.100 Western MA 
33414 On Peak Mass Maritime Academy 0.150 Lower SEMA 
33402 On Peak Bridgewater Correctional CHP, DOC 1.500 SEMA 
33449 On Peak Norfolk/Walpole DG 1, DOC 0.790 SEMA 
36397 On Peak Tewsbury State Hospital, DPH 0.595 Central 
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36785 On Peak MCI Cedar Junction - Industrial Buildings, DOC 0.083 SEMA 
42148 On Peak MCI Cedar Junction - Industrial Buildings #2, DOC 0.054 SEMA 
36849 On Peak Mass Maritime Academy 0.034 Lower SEMA 
36906 On Peak Bridgewater Correctional, DOC 0.048 SEMA 
36376 On Peak Mount Wachusett CC 0.041 Western MA 
36478 On Peak Worcester State College 0.043 Central MA 
36403 On Peak Springfield Tech CC 0.037 Springfield MA 
36906 On Peak MCI Bridgewater / MCI Norfolk  0.086 SEMA 
Total   4.5 MW  
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ATTACHMENT 3 – PROPOSAL PAYMENT FORM 

Instructions: 
 
Provide a bid for Enrolled Assets and Non-enrolled assets separately.  Each price must be a stand alone price.  . It is understood that DCAMM  may hire multiple vendors, one 
for Enrolled Assets and one for Non-Enrolled Assets.  Additionally, DCAMM  may hire a more than one vendor based on resources in a specific Dispatch Zone as noted 
below. 
 
It is understood that DCAMM  is encouraging payments from the ISO to the EP, such that DCAMM is provided a clear understanding that the payments made by the ISO and 
the percentage afforded to DCAMM are transparent.  Please provide a summary as to how this can be accomplished.  
 
Asset Payment Calculations: 

CPower will pay DCAMM its share of the ISO-NE payments in accordance with the following calculations: 
Payments for current enrolled assets:  Each month for each Asset multiply that month’s kW Capacity Rating as determined in accordance with the ISO-NE Market Rule 1 by 
that month’s T&D Gross-up to obtain the Asset’s UCAP kW Value for that month.  Then multiply the UCAP kW Value by the then current ISO-NE $/kW-month Payment 
Rate to obtain the Gross ISO-NE Payment Value.  Then multiply the Gross ISO-NE Payment Value by the “EP Percentage of ISO-NE payment” set forth in Part 1 below to 
obtain CPower’s share of that month’s Gross ISO-NE Payment Value.  Then subtract CPower’s share from that month’s Gross ISO-NE Payment Value to obtain DCAMM’s 
share of the Gross ISO-NE Payment Value for that month.   

Please see the attached “Calculations” Excel workbook for details supporting the EP and DCAMM revenue values set forth below in Part 1 “Payments for Current Enrolled 
Assets”.   For the sake of simplicity the T&D Gross-up has been applied to the ISO-NE $/kW-month Payment Rate as displayed in the ISO-NE Pricing tab of the file.  

 

 
Please note that responses in these sections should reflect all costs.  The standard contract allows for the following reimbursable expenses (unless pre-approved): 
 

Attachment 3, Part 1: Payments for Current Enrolled Assets: 
Vendor to fill out the blank sections.  Provide percentage split (to Enrolling Participant) for currently enrolled assets in the columns below starting with FCA Auction 6 
commencing on June 1, 2015. 
 

Asset 
ID DR Class Site 

MW 
enrolled 

Dispatch 
Zone 

% split 
to EP 
(FCA 
Auction 
6 
pricing) 

% split 
to EP 
(FCA 
Auction 
7 
pricing) 

% split 
to EP 
(FCA 
Auction 
8 
pricing) 

Total EP 
revenue 

Total 
DCAMM 
revenue 

40309 On Peak MWRA Chelsea Creek Headworks 0.230 Boston 28% 28% 28% $20,943 $53,853 
40306 On Peak MWRA Columbus Pk Headworks 0.190 Boston 28% 28% 28% $17,301 $44,487 
40303 On Peak MWRA Ward Street Headworks 0.180 Boston 28% 28% 28% $16,390 $42,146 
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Asset 
ID DR Class Site 

MW 
enrolled 

Dispatch 
Zone 

% split 
to EP 
(FCA 
Auction 
6 
pricing) 

% split 
to EP 
(FCA 
Auction 
7 
pricing) 

% split 
to EP 
(FCA 
Auction 
8 
pricing) 

Total EP 
revenue 

Total 
DCAMM 
revenue 

36797 On Peak MWRA Carroll facility 1.500 
Central 
MA 28% 28% 28% $74,088 $190,512 

36217 On Peak North Shore CC - McGee Building 0.027 NEMA 28% 28% 28% $1,639 $4,215 
42576 On Peak North Shore CC - Berry 0.038 NEMA 28% 28% 28% $2,307 $5,932 
36903 On Peak MCI Concord 0.027 NEMA 28% 28% 28% $1,639 $4,215 
36153 On Peak South Middlesex CC  0.025 NEMA 28% 28% 28% $1,518 $3,902 
36493 On Peak Chelsea Soldiers Home  0.025 NEMA 28% 28% 28% $1,518 $3,902 
40042 On Peak Salem State College 0.076 NEMA 28% 28% 28% $4,614 $11,863 
39963 On Peak MCI Northeast Correctional 0.059 NEMA 28% 28% 28% $3,582 $9,210 
42579 On Peak Framingham State College - Athletic Center 0.047 NEMA 28% 28% 28% $2,853 $7,337 
42582 On Peak Framingham State College - Student Center 0.024 NEMA 28% 28% 28% $1,457 $3,746 

39669 On Peak 
Mass Water Resource Authority - Loring Road 
Facility 0.185 NEMA 28% 28% 28% $16,845 $43,317 

39709 On Peak MCI Norfolk #1 WWTP   0.086 SEMA 28% 28% 28% $2,832 $7,282 
40183 On Peak MCI Bay State Correctional  0.043 SEMA 28% 28% 28% $1,416 $3,641 
42586 On Peak Chickatawabut Hill, DCR 0.025 SEMA 28% 28% 28% $823 $2,117 
43807 On Peak MWRA Nut Island 0.500 SEMA 28% 28% 28% $16,464 $42,336 
39568 On Peak Mount Wachusett CC 0.800 WCMA  28% 28% 28% $39,514 $101,606 
39966 On Peak MCI Shirley 0.121 WCMA  28% 28% 28% $3,984 $10,245 
42566 On Peak Berkshire Community College 0.203 WCMA  28% 28% 28% $6,684 $17,188 
42570 On Peak Fitchburg State College  0.042 WCMA  28% 28% 28% $1,383 $3,556 
42589 On Peak Greenfield Community College  0.038 WCMA  28% 28% 28% $1,251 $3,218 
42573 On Peak Springfield Recycling Facility Complex  0.055 WCMA  28% 28% 28% $1,811 $4,657 
42659 On Peak UMass Lowell - Costello 0.035 WCMA  28% 28% 28% $1,152 $2,964 
42662 On Peak UMass Lowell - Dugan 0.042 WCMA  28% 28% 28% $1,383 $3,556 
42671 On Peak UMass Lowell - Bourgeois & Leitch 0.046 WCMA  28% 28% 28% $1,515 $3,895 
18050 RTDR McCormack Building 0.500  Boston 28% 28% 28% $45,528 $117,072 
18047 RTDR State House 0.150  Boston 28% 28% 28% $13,658 $35,122 
18056 RTDR Lindamann Building and Hurley 0.500  Boston 28% 28% 28% $45,528 $117,072 
28820 RTDR Framingham Campus (Mass Bay College) 0.100  Boston 28% 28% 28% $9,106 $23,414 
30506 RTDR Mass College of Art & Design - DR 0.406  Boston 28% 28% 28% $36,969 $95,062 
36900 RTDR Brockton Trial Court 0.150  Boston 28% 28% 28% $13,658 $35,122 
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Asset 
ID DR Class Site 

MW 
enrolled 

Dispatch 
Zone 

% split 
to EP 
(FCA 
Auction 
6 
pricing) 

% split 
to EP 
(FCA 
Auction 
7 
pricing) 

% split 
to EP 
(FCA 
Auction 
8 
pricing) 

Total EP 
revenue 

Total 
DCAMM 
revenue 

36969 RTDR Edward Brooks Court House 0.295  Boston 28% 28% 28% $26,862 $69,072 
37158 RTDR Suffolk Superior Court 0.234  Boston 28% 28% 28% $21,307 $54,790 
36912 RTDR Plymouth Trial Court 0.114  Boston 28% 28% 28% $10,380 $26,692 
46349 RTDR John Adams Court House 0.310 Boston 28% 28% 28% $28,227 $72,585 
46343 RTDR West Roxbury District Court 0.073  Boston 28% 28% 28% $6,647 $17,093 
46340 RTDR Roxbury District Court 0.090  Boston 28% 28% 28% $8,195 $21,073 
46337 RTDR Brighton District Court 0.034  Boston 28% 28% 28% $3,096 $7,961 
46346 RTDR Dorchester District Court 0.100  Boston 28% 28% 28% $9,106 $23,414 

43541 RTDR Fitchburg State College 0.450 
Central 
MA 28% 28% 28% $22,226 $57,154 

43541 RTDR Holyoke Community College 0.500 
Central 
MA 28% 28% 28% $24,696 $63,504 

35253 RTDR UMass- Dartmouth 1.500  
Lower 
SEMA 28% 28% 28% $74,088 $190,512 

36972 RTDR Newburyport District Court 0.052  
North 
Shore 28% 28% 28% $2,568 $6,604 

36975 RTDR Fall River Trial Court 0.075  SEMA 28% 28% 28% $3,704 $9,526 
39134 RTDR Fall River Judicial Center 0.150  SEMA 28% 28% 28% $7,409 $19,051 

35261 RTDR Holyoke Soldiers Home - DR 0.120  
Springfield 
MA 28% 28% 28% $5,927 $15,241 

36966 RTDR Fenton Judicial Center 0.045  WCMA  28% 28% 28% $2,223 $5,715 

40551 RTDR UMass - Amherst - Incremental Gen 2.527  
Western 
MA 28% 28% 28% $124,814 $320,949 

42169 RTDR UMass - Amherst - Curtailment 0.600  
Western 
MA 28% 28% 28% $29,635 $76,205 

19727 RTEG Lemuel Shattuck Hospital 0.624 Boston 28% 28% 28% $47,049 $120,982 
19739 RTEG Boston Pre-Release Ctr 0.288 Boston 28% 28% 28% $25,808 $66,363 
19742 RTEG S Middlesex Corr Ctr 0.040 Boston 28% 28% 28% $3,584 $9,217 
19745 RTEG Northeastern Corr Ctr 0.108 Boston 28% 28% 28% $9,678 $24,886 
35694 RTEG Wellesley Hills Campus (Mass Bay College) 0.645 Boston 28% 28% 28% $57,799 $148,627 
29810 RTEG MA State Police Headquarters 0.290 Boston 28% 28% 28% $25,987 $66,824 
30761 RTEG Suffolk Cty Sheriffs 1.000 Boston 28% 28% 28% $89,611 $230,429 
31991 RTEG MCI Framingham 0.400 Boston 28% 28% 28% $35,844 $92,172 
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Asset 
ID DR Class Site 

MW 
enrolled 

Dispatch 
Zone 

% split 
to EP 
(FCA 
Auction 
6 
pricing) 

% split 
to EP 
(FCA 
Auction 
7 
pricing) 

% split 
to EP 
(FCA 
Auction 
8 
pricing) 

Total EP 
revenue 

Total 
DCAMM 
revenue 

32504 RTEG Chelsea Soliders Home 0.241 Boston 28% 28% 28% $21,596 $55,533 
40239 RTEG Office of the Chief Medical Examiner 0.120 Boston 28% 28% 28% $10,753 $27,651 

19700 RTEG MCI Shirley 1.123 
Central 
MA 28% 28% 28% $52,184 $134,189 

19706 RTEG Souza Baranowski Corr. Fac. 1.548 
Central 
MA 28% 28% 28% $71,934 $184,972 

19724 RTEG Tewksbury State Hospital 0.800 
Central 
MA 28% 28% 28% $37,175 $95,593 

19736 RTEG 
DYS Leahy 

0.280 
Central 
MA 28% 28% 28% $13,011 $33,458 

25586 RTEG UMass Lowell - North Campus 0.535 
Central 
MA 28% 28% 28% $24,861 $63,928 

25589 RTEG UMass Lowell - South Campus 0.300 
Central 
MA 28% 28% 28% $13,941 $35,847 

28874 RTEG Middlesex County House of Corr 1.085 
Central 
MA 28% 28% 28% $50,419 $129,648 

24266 RTEG Bristol County Sheriff's Dept 0.723 
Lower 
SEMA 28% 28% 28% $33,597 $86,392 

27086 RTEG Barnstable County Jail 0.850 
Lower 
SEMA 28% 28% 28% $39,498 $101,568 

28412 RTEG Plymouth County Jail 1 0.800 
Lower 
SEMA 28% 28% 28% $37,175 $95,593 

28415 RTEG Plymouth County Jail 2 0.250 
Lower 
SEMA 28% 28% 28% $11,617 $29,873 

19703 RTEG MASAC 0.110 SEMA 28% 28% 28% $5,112 $13,144 
19712 RTEG Bridgewater Admin 1.000 SEMA 28% 28% 28% $46,469 $119,491 
19718 RTEG Bay State Correctional 0.170 SEMA 28% 28% 28% $7,900 $20,314 
19721 RTEG Pondville Corr. Center 0.175 SEMA 28% 28% 28% $8,132 $20,911 
28622 RTEG Wrentham Development Center 0.800 SEMA 28% 28% 28% $37,175 $95,593 

24110 RTEG Holyoke Soldiers Home - EG 0.300 
Springfield 
MA 28% 28% 28% $13,941 $35,847 

37007 RTEG Dept. Youth Services, Westfld 0.175 
Springfield 
MA 28% 28% 28% $8,132 $20,911 

29510 RTEG Hampshire County Sheriff 1 0.090 
Springfield 
MA 28% 28% 28% $4,182 $10,754 
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Asset 
ID DR Class Site 

MW 
enrolled 

Dispatch 
Zone 

% split 
to EP 
(FCA 
Auction 
6 
pricing) 

% split 
to EP 
(FCA 
Auction 
7 
pricing) 

% split 
to EP 
(FCA 
Auction 
8 
pricing) 

Total EP 
revenue 

Total 
DCAMM 
revenue 

29513 RTEG Hampshire County Sheriff 2 0.025 
Springfield 
MA 28% 28% 28% $1,162 $2,987 

43986 RTEG Hampden County Sheriff - Chicopee 0.300 
Springfield 
MA 28% 28% 28% $13,941 $35,847 

40264 RTEG Hampden County Sheriff (Ludlow)  1.240 
Springfield 
MA 28% 28% 28% $57,621 $148,169 

19730 RTEG Mass State Police Academy 0.450 
Western 
MA 28% 28% 28% $20,911 $53,771 

43978 RTEG N. Central Correctional Inst. 0.632 
Western 
MA 28% 28% 28% $29,368 $75,518 

32171 RTEG 
Berkshire County Sheriff 

0.501 
Western 
MA 28% 28% 28% $23,281 $59,865 

    Town of Burlington DPW 0.700   28% 28% 28% $62,728 $161,300 
    Town of North Andover DPW-WTP 0.600   28% 28% 28% $27,881 $71,695 
    Pittsfield WWTF 0.850   28% 28% 28% $39,498 $101,568 

 
 
 
 
 

Attachment 3, Part 2.  Payments for Potential Enrollees 
 
Based on the list of potential enrollees listed in Table 2-1 provide a % split to EP in the table below. 
 
Fill in the percentage split in the table below based on aggregation of assets enrolled by Dispatch Zone based on total MW enrolled.  Fill in 
expected enrollment in the year 1 of the contract commencing on June 1, 2015 and for each year following expected for enrollment and based on 
the Marketing plan provided.    
 

Dispatch 
Zone 

Total MW 
enrollment 
Year 1 
(FCA 6) 

% 
payment 
to EP 
FCA6 

Total MW 
enrollment 
Year 2 
(FCA 7) 

% 
payment 
to EP 
FCA7 

Total MW 
enrollment 
Year 3 
(FCA 8) 

% 
payment 
to EP 
FCA8 

Total MW 
enrollment 
Year 4 
(FCA 9) 

% 
payment 
to EP 
FCA9 

Total MW 
enrollment 
Year 5 
(FCA 10) 

% 
payment 
to EP 
FCA10 

Boston      10.900  28%  4.200  28%  10.400  28%     
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NEMA                      
Central MA  0.150  28%  1.100  28%              
WCMA                       
SEMA  0.800  28%                   
Lower SEMA                        
North Shore  1.030                      
Springfield          2.000  28%         
Western MA  0.450  28% 

 
               

           Total  2.430  28%  12.000  28%  6.200  28%  10.400  28%     
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Attachment 3, Part 3.   Pricing for FCM Support Services 
 
Provide both types of pricing below for services listed in RFR Section 3.2.5.  Following proposal evaluation, the 
SSST will determine which of the two types of pricing will be used for the contract. 

 

Pricing Type 1: Hourly Rate: 

 
Employee level Hourly rate 
Executive $200 
Manager $145 
Sr Engineer $145 
Engineer $125 
Jr engineer $105 
Accounting $80 
Clerical $50 

 

Pricing Type 2: Percentage of Asset Earnings: 

        % share of asset earnings  

9% - 6/1/2015 through 5/31/2016 

9% – 6/1/2016 through 5/31/2017 

5% – 6/1/2017 through 5/31/2018 

4% – 6/1/2018 through 5/31/2019 

4% – 6/1/2019 through 5/31/2020 
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Supplier Diversity Program (SDP) Plan Commitment - SDP Plan Form #1 
(To be submitted with Bid Response) 

 
Contract/RFR Document Number: FAC89DesignatedDCAMM 

 

 
 
Supplier Diversity Program (SDP) Resources: 
• Resources available to assist Prime Bidders in finding potential Minority Business Enterprises (MBE) and 

Women Business Enterprises (WBE) partners can be found on the Supplier Diversity Program Webpage 
(www.mass.gov/sdp).  

• Resources available to assist Prime Bidders in finding potential Service-Disabled Veteran-Owned Business 
Enterprise (SDVOBE) partners can be found on the Supplier Diversity Office Webpage (www.mass.gov/sdo). 

• The Supplier Diversity Program offers training on the SDP Plan requirements.  The dates of upcoming trainings 
can be found on the OSD Training & Outreach Webpage.  In addition, the SDP Webinar can be located on 
the Supplier Diversity Program Webpage (www.mass.gov/sdp). 

 

Instructions: Completing all parts of this form is mandatory. Please read instructions in the SDP section of the 
solicitation. Complete one form and submit with Bid.  

Part I  Bidder/Contractor Information (Required)  

Business Name:  Enerwise 
Global Technologies, Inc. 
d/b/a CPower 
 

Contact Name: William 
Cratty 

Phone # (203) 262 - 9444    Email address:   
William.Cratty@CPowerCorp.com 
 
 

Part II  Financial Commitment (Required)  
Provide a specific percentage committed (as a percentage of Bidder/Contractor sales derived from this contract for the life 
of the contract) to be spent with all certified SDP Partners that the Bidder will propose if awarded a Contract.  Please note 
that prime bidders who are SDO-certified must also submit an SDP Plan Form.  
 
SDP Percentage Committed in Bid Response for Life of Contract: 0.75% 

http://www.mass.gov/sdo
http://www.mass.gov/anf/budget-taxes-and-procurement/procurement-info-and-res/osd-training-events-and-outreach/
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COMMONWEALTH OF MASSACHUSETTS 

Prompt Pay Discount Form 
(Invoice discounts for receiving fast payments) 

 
Revised 3/9/07 

Bidder Name: Enerwise Global Technologies, Inc. d/b/a CPower                            . 
Vendor Code (VCUST):  00010437                                                                     . 
Contract/RFR Number(s): FAC89DesignatedDCAMM                                           . 

 
Prompt Payment Discounts (PPD).  All contractors/vendors doing business with the Commonwealth must provide a 
Prompt Payment Discount (PPD) for receiving early payments unless the Contractor/vendor can provide compelling 
proof that providing a prompt pay discount would be unduly burdensome.  Contractors benefit from PPD by increased, 
usable cash flow as a result of fast and efficient payments for commodities or services rendered.  Contractors who 
agree to accept Electronic Funds Transfer (EFT) increase the prompt pay benefit by ensuring that funds are paid 
directly to their designated bank accounts, thus eliminating the delay of check clearance policies and traditional mail 
lead time.  Payments processed through the state accounting system (MMARS) can be tracked and verified through 
the Comptroller’s Vendor Web system using the Vendor/Customer Code assigned to you by a Commonwealth 
department.   
 

The Commonwealth benefits because contractors reduce the cost of products and services through the applied 
discount.  While Bidders/Contractors have flexibility in determining the actual % discount(s) offered to the 
Commonwealth, the discount(s) must be identified for 10, 15, 20 and/or 30 days for payment issuance in the column 
entitled “% Discount Off Proposed Price” below. The Commonwealth may use the prompt pay discounts submitted as 
a basis for selection and may negotiate discounts as deemed in the best interest of the Commonwealth.  The 
requirement to offer PPD discounts may be waived by the Commonwealth on a case-by-case basis if participation in 
the program would be unduly burdensome, provided the specific reason for the hardship is outlined below.  
 

All discounts offered will be taken in cases where the payment issue date is within the specified number of days 
listed below and in accordance with the Commonwealth’s Bill Paying Policy.  Payment days will be measured from 
the date goods are received and accepted / performance was completed OR the date an invoice is received by the 
Commonwealth, whichever is later to the date the payment is issued as an EFT (preferred method) or mailed by 
the State Treasurer.  The date of payment “issue” is the date a payment is considered “paid” not the date a 
payment is “received” by a Contractor. 
  

If internal Bidder/Contractor systems require an alternate method of measuring payment issue dates, the 
Bidder/Contractor must note the issues below or on an attached page if necessary to be considered by the PMT.  In 
cases where the Bidder/Contractor considers that offering a Prompt Payment Discount would be a hardship, the 
Bidder must clearly define the issues and reasons for said hardship.  Providing volume discounts or other discounts 
on prices is not considered a hardship, since the PPD provides the additional benefit of early cash flow for the 
Contractor. 
 

Enter the Prompt Payment Discount percentage (%) off the invoice payment, for each of the payment issue dates 
listed, if the payment is issued within the specified Payment Issue days. For example: 

5% - 10 Days  
4% - 15 Days 
3% - 20 Days 
2% - 30 Days 

If no discount is offered enter 0% 
Prompt Payment Discount % Payment Issue Date w/in  

2% 10 Days 
 % 15 Days 

 % 20 Days 

 % 30 Days 

The Contractor is unable to provide a prompt payment discount due to the following hardship:   
 
 

Contractor/Bidder Authorized Signature _Joseph Gatto_____________________ Date: _March 16, 2015 
 
Contractor/ Bidder Authorized Signatory Print Name and Title: _Vice President_____________________  

https://massfinance.state.ma.us/VendorWeb/vendor.asp
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BUSINESS REFERENCE FORM 
 
Bidder Company Name: _Enerwise Global Technologies, Inc. d/b/a CPower                  Date:    March 16, 2015     
The bidder must provide (indicate a number) 4 business references.  

 

Reference name: Madison Paper Industries______________________ Contact: David Lovley                                   . 

Address: 3 Main Street, Madison, ME  04950  Phone: # (207) 696-1225                               _ 

Fax/Internet address: david.lovley@upm.com                                                                                                                 _ 

Description and date(s) of commodities and services provided: Madison Paper Industries has been a CPower demand 

response customer since January 2010.                                                                                                                              

 ____________________________________________________________________________________________ 

 

Reference name:  Providence Place Mall                                                               Contact: Mark Dunbar ___________. 

Address: One Providence Place, Providence RI 02903                             Phone: # (401) 270-1012  x7010        

Fax/Internet address:Mark.Dunbar@generalgrowth.com ________________________________________________ 

Description and date(s) of commodities and services provided:  Providence Place Mall has been a demand response   

customer of CPower since June 2010.                                                                                                                              . 

 ____________________________________________________________________________________________ 

 

Reference name: Rhode Island Hospital________________________ Contact:  Marc Leduc                                        

Address: 593 Eddy Street, Providence, RI  02903__________________Phone: # (401) 444-8800                                 

Fax/Internet address:  mleduc@lifespan.org __________________________________________________________ 

Description and date(s) of commodities and services provided: Rhode Island Hospital has been a demand response     

customer of CPower since October 2007                                                                                                                            

 ____________________________________________________________________________________________ 

 

Reference name: Williams College                                                          Contact:  Don Clark ____________________ 

Address: 60 Latham Street, Williamstown, MA  01267                           Phone: # (413) 597-2019________________ 

Fax/Internet address:  dclark@williams.edu __________________________________________________________ 

Description and date(s) of commodities and services provided: Williams College has been a demand response             

customer of CPower since February 2008                                                                                                                          

 ____________________________________________________________________________________________ 

 

References will be contacted to confirm the bidder’s abilities and qualifications as stated in the bidder’s response. The department 
may deem the bidder’s response unresponsive if a reference is not obtainable from a listed reference after reasonable attempts. 

mailto:david.lovley@upm.com
mailto:dclark@williams.edu
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ADDITIONAL ENVIRONMENTALLY PREFERABLE PRODUCTS / PRACTICES 
 

Bidder Company Name:   Enerwise Global Technologies, Inc. d/b/a CPower                                         Date:  March 16, 2015     

In line with the Commonwealth’s efforts to promote products and practices which reduce our impact on the environment and 
human health, Bidders are encouraged provide information regarding their environmentally preferable/sustainable business 
practices as they relate to this contract wherever possible.   
Bidders who can demonstrate such initiatives (referencing, but not limited to, the items listed below) will be eligible to receive 
evaluation points. In order to receive evaluation points, Bidders must complete this form and submit it with their RFR Response.  
Bidders must submit appropriate documentation to support the items for which the Bidder indicated a “Yes” (and/or include 
information in the box following each question). (See page 2 for additional guidance on completing this form) 
 
1. Packaging 
Has the Bidder implemented any of the following environmental initiatives? (A checkmark indicates “Yes”) 
____ Use of corrugated materials that exceeds the required minimum of 35% post-consumer recycled content 
____ Use of other packaging materials that contain recycled content and are recyclable in most local programs 
____  Promotes waste prevention and source reduction by reducing the extent of the packaging and/or offering 

packaging take-back services, or shipping carton return  
____  Reduces or eliminates materials which have been bleached with chlorine or chlorine derivatives 
____  Eliminates any packaging that may contain polyvinyl chloride (PVC), or polystyrene or heavy metals 

If yes, documentation of practices must be included in the box below, which will expand to accommodate your response. 
 

2. Business Practices / Operations / Manufacturing 
Does the bidder engage in practices that serve to reduce or minimize an impact to the environment, including, but not necessarily 
limited to, the following items? (A checkmark indicates “Yes”) 
_YES Recycles materials in the warehouse or other operations  
____ Use of alternative fuel vehicles or vehicles equipped with diesel emission control devices for delivery or transportation 

purposes 
____ Use of energy efficient office equipment or signage or the incorporation of green building design elements 
____ Use of recycled paper (that meets federal specifications) in their marketing and/or resource materials 
 YES Other sustainable initiative 

If yes, documentation of practices must be included in the box below, which will expand to accommodate your response. 
All CPower offices have recycling programs.  The CPower VirtuWatt metering platform incorporates algorithms to 
facilitate energy management at all customer facilities.  VirtuWatt provides real-time energy usage and weather data and 
can alert facility personnel when electricity usage approaches pre-set limits of acceptability.  All CPower customers are 
continually advised to take advantage of the energy conservation features available to them with VirtuWatt  

3.  Training and Education 
Does the bidder conduct/offer a program to train or inform customers of the environmental benefits of the products to be offered 
under this contract, and/or does the bidder conduct environmental training of its own staff?  Yes   No   
If yes, bidders must attach a description of the training offered and the specific criteria targeted by the training in the box 
below which will expand to accommodate your response.  

 

4.  Certifications 
Has the bidder or any of its manufacturers and/or subcontractors obtained any of the following product/industry certifications? 
____ ISO 14000 or adopted some other equivalent environmental management system 
____ Other industry environmental standards (where applicable), such as the CERES principles, LEED 

Certification, C2C Protocol, Responsible Care Codes of Practice or other similar standards 
____ Third Party product certifications such as Green Seal, Scientific Certification Systems, Smartwood, etc. 
A check = “yes”; Bidders must indicate certificate name in the box below and attach a (scanned) copy with their response. 

 

5. Other Environmental Criteria  
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Bidders are encouraged to respond to criteria specifically indicated in this RFR as “desirable environmental criteria” to receive 
consideration in the evaluation. (Please provide information in the box which will expand to accommodate your response.)  
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Purpose of the Form 
Additional Environmentally Preferable Products / Practices 

 

The Additional Environmentally Preferable Products / Practices form is a standard evaluation tool included with virtually all OSD 
Requests for Response (RFR) that will result in a Statewide Contract. It applies to the operations of the Bidder (not any 
manufacturer or other company represented by the Bidder).  

Purpose of the Form 

The primary purpose for incorporating this language into RFRs is to encourage potential Bidders to adopt business practices that 
foster a sustainable approach to conducting their operations. Such an approach may include one that has a reduced impact on the 
environment or public health, such as, but not limited to, creating less waste by using less packaging; eliminating the use 
substances and/or materials that are considered toxic during the manufacturing process, at time of product use, or upon disposal; or 
utilizing vehicles in the delivery fleet that operate on alternative fuels for the purpose of reducing air pollution and greenhouse gas 
emissions.  

Other purposes for the form that may be beneficial to the Bidder include: 

• The form alerts Bidders to the fact that the Commonwealth considers such initiatives part of the “best value” of a 
procurement. 

• The form provides Bidders with an opportunity to receive “preference” in the evaluation phase of the RFR for the 
environmental initiatives they have instituted. It is important for Bidders to provide a statement (or other 
documentation) along with their response to substantiate or better explain how those initiatives are implemented in 
their operations in order to receive a preference or points. 

Guidance on Completing the Form 

1) Packaging – Many forms of corrugated containers now contain 60% or more post-consumer recycled content and are 
comparable in cost; in addition, several alternatives to using polystyrene as a packaging cushion are now available. 
Bidders should check with their box manufacturers to learn about the recycled content they use and include information 
about that in their RFR Response. Companies are also encouraged to research the EPP alternative products and practices 
indicated on the form and convert to their use wherever possible. 

2) Business Operations – This section refers to things the Bidder does within their own operations to create a smaller 
“environmental footprint” in the marketplace by reducing the impact of their operations through energy conservation, 
waste and toxics reduction and other sustainable practices. 

3) Training and Education – If Bidders offer a product or service that involves an environmentally preferable component 
and they train their staff to inform customers of these features, such training should be mentioned in conjunction with this 
form to receive credit. If Bidders provide materials (brochures, info on websites, etc.) on the environmental attributes of 
their products/services, they can also receive credit in the evaluation process if a brief explanation is included with the 
form. It is preferable if such training materials and other information are included with the Response. 

4) Certifications – Bidders should familiarize themselves with the various certifications for products and processes that are 
available within the industry in which they operate, with particular attention to those concerning environmental issues. 
Providing information with the EPP form on such certifications and/or attaching a copy of the actual certificate is 
important to receive credit in the evaluation process. 

5) Other Environmental Criteria – If Bidders are already doing something indicated in the RFR as a “desirable” criteria 
and they include a statement with their RFR that they have implemented  such measures, this will be considered in the 
evaluation phase as well. In addition, any initiative untaken by the Bidder that may be considered an environmental 
benefit, should be mentioned as part of this section in the RFR. 
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PARTICIPATION IN THE ANNUAL OPERATIONAL SERVICES 
DIVISION (OSD) MASSBUYS EXPO  

 
 
OSD hosts an annual marketing and training trade show aimed at educating public purchasers and contract end-users on the 
commodities and services available on statewide contracts, highlighting innovative environmentally preferable (green) products 
and providing marketing and networking opportunities to the business community.   
 
The MASSbuys EXPO takes place in the spring (April or May) of each year and has grown to be the largest business to 
government event in the Commonwealth. There are several options to exhibit and sponsor. The cost to exhibit is approximately 
$1,000 and up. The event is well attended by public purchasers representing all Commonwealth agencies, cities and towns across 
the Commonwealth, independent authorities, higher education and eligible not for profit human and social service organizations. 
The venue for MASSbuys has significant marketing value and is extremely cost effective as it provides exceptional opportunities 
for statewide contractors to market directly to thousands of attendees.  
 
This one-day event is held in a central Massachusetts location and the exhibitors are limited to statewide contractors or multiple 
department contractors.  OSD believes that the MASSbuys EXPO event is important for two reasons:  

1. It provides public purchasers with an opportunity to meet over 350 statewide contractors at one event and receive 
important information on new products, services and technology; and 

2. For a statewide contractor, it provides an opportunity to meet and renew business relationships with existing customers 
and to market their business to approximately 2,000 attendees, many of whom represent potential new customers.  

 
Please note that exhibiting at the MASSbuys EXPO is not required and no points will be awarded to those Bidders who commit to 
participate.  However, Bidders who indicate their willingness to exhibit at MASSbuys in their RFR Response will be required to 
honor their commitment for the duration of their contract, if awarded a contract. 
 
Please indicate whether, if awarded a statewide contract, your company will commit to exhibiting at the annual MASSbuys EXPO: 
 
X Yes, I will commit to exhibit at the annual MASSbuys EXPO  
 
□  No, I cannot commit at this time  
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