ArcelorMittal & Alcoa Joint In-Plant Training – Fred Schoeneborn
>> Sachin Nimbalkar
There is a slide on your background, your experience, so I think I’m going to make you presenter. Yes, so let’s open your presentation. 
[Next Slide]
And start this webinar. Perfect. So basically, Fred, I’m showing your slide number 1, basically title slide. 
>> Fred Schoeneborn
Perfect, Perfect. What I’d like to do is basically give you a whole intro into this session as far as this particular In-Plant Training webinar that we’re talking about. Number 1: I am just delighted to be part of this webinar program here because what’s happening is you’ve got two of the best companies that I’m aware of that have the greatest energy programs. And again, I’ve been involved with them so I know how good they are. So to have Larry from ArcelorMittal and Walt from Alcoa, both participating in an In-Plant Training that’s going to happen next week. I think it’s going to be unbelievable. I’m just delighted that DOE and Oak Ridge are able to put this together. It’s something that I believe will be a world-class event. And it’s something that, as Sachin says, where whoever is going to be there is going to be the beneficiaries of wonderful information. So just a little bit about me, I always believe that when someone’s giving a talk, you really ought to know who that talker is that’s giving the information. 
[Next Slide]
Here’s just a little history on myself. I spent the better part of my career working for Mobile Oil. During that time, I was a global energy manager for Mobile. I really enjoyed finding energy as one of those items that really brought a whole new career to my life because originally I was building buildings for Mobile. And I built those buildings all over the world. One of the most fun things in life was to build the buildings where you find oil. And Mobile used to have this great saying that God’s ultimate joke was where to put the oil because it’s in some pretty rotten places, I can tell you that. So I built buildings in those places and then all of a sudden, I discovered that energy was an item that we were just not taking care of. So I created the energy program, and as part of that program, I found DOE and I found the EPA program. I found a lot of things where governmental voluntary programs could really be very, very helpful. So I say in here that I currently work with ArcelorMittal. I work with Alcoa. I work with ExxonMobil. I work with many people. And the one item that I always want to stress, and people have heard me say this, is the lack of implementation that happens during energy programs. In my old case, I know, I ran the energy program and I used to grant publish. As you can see in my agenda where I say that 103 million dollars was saved over 4 years, but I can tell you that the 103 million dollars was literally found money. They were not implemented. So somehow because of my many years with Mobile, they gave me a pass on this. And I was able to claim the 103 million dollars over 4 years, but I can tell you that was not actually implemented savings. So when I became a consultant, I kind of realized that also. So with that, I’d like to go to the agenda slide. 
[Next Slide]
The first thing that I want to talk about is the Implementation Challenge, why implementation is such a challenge. Then I want to talk about the barriers and what you can do to make it happen. What are the enablers? An implementation strategy I’m going to talk about, rewarding implementation, and then the prize that we’re going to unveil at this In-Plant Training is the actual new Implementation Guidebook that we will have available for everybody that is coming to the In-Plant Training in Cleveland. DOE is literally printing them, so you will have actual hard copies there. So when I do my presentation on Friday the 22nd, we will have an actual hard copy of the Implementation Guidebook there. I also want to talk a little bit about the value of replication. Replication is obviously a follow on to implementation, but it’s something that we need to go ahead and also talk to. 
[Next Slide]
So, on the next slide I want to talk about what you’re going to see. You’re going to see a wonderful implementation opportunity. But actually because people like Arvind Thekdi and Sachin are going to find things. They’re going to find things, there’s no question in my mind. I’ve had the opportunity to work with both of those people at various sites. I know they’re going to find things. So, I might say you found things. Now what? But I would also like to go to what the plant manager says, how a plant manager sees this. So in my case, I’d just like to give you a little bit of information about my participation with senior management. I had the pleasure of working with the chairman of ExxonMobil during my time. And I can tell you that top people think a little bit differently. They will always give you all the information that you think you should be getting. They want you to be able to read between the lines. They’re not going to spell out things for you. So a plant manager may not say this, but I can tell you that this is what a plant manager thinks. One saying that he has will be “I can’t spend potential savings.” You go ahead and you put potential savings in front of a plant manager. There’s nothing a plant manager is going to do with it because the plant manager can’t spend potential savings. An assessment is going to have the In-Plant Training in Cleveland at both Alcoa and the ArcelorMittal site. It’s going to cost time and effort for the people at the plant. So it’s not free. There’s an effort involved, there’s a logistics effort involved. There’s been a lot of planning on the part of Larry and Walt who have been involved in weekly calls just to organize all this. There have been several people like Mike Caulfield, several other folks, who have been involved with this, from the actual plants themselves. So you’re talking about a lot of people having been involved in it, so it is going to cost effort. The other thing that the plant manager will have in the back of his head is that, or her head, is that this assessment, this In-Plant Training Assessment is going to be something that the person at the plant will be accountable for. “You’ve talked me into doing this, and now I’m going to approve you doing it, and you will have done it, but I will want results.” So they’re going to grant the whole deal. The person who is actually running the In-Plant Training for Alcoa and for ArcelorMittal is accountable. 
[Next Slide]
The last bullet on that slide may not necessarily be something that you are aware of, but that is that corporate has a very peculiar way of controlling the money that will come out of an assessment. The way they can make sure that they truly do get the money that you say will be available is they will reduce the budget for that particular plant. And that is one way that I say corporate will seize the money identified which is one reason why it’s so important to have the information that will come out of an In-Plant Training until it is fully verified by the plant kept confidential. Don’t have people going around and saying “Is this kind of money available?” until the plant says “Yes, this is real money that we agree is available.” That’s a very important item. 
[Next Slide]
On the next slide, I’ll about a little bit about the implementation and the lack of focus. Up until now, implementation has never been part of an assessment focus. When you’re doing an assessment, you hire wonderful people. You bring wonderful people in like you’re doing here in Cleveland, folks like Arvind Thekdi, who as far as I’m concerned is world-class, at identifying opportunities. And you have somebody like Arvind Thekdi there. We have a heavy breather on our call I think, alright. The next thing is you have somebody like Arvind Thekdi there. And what will happen is you really just think about bringing in the experts and finding opportunities. Nobody thinks about the actual implementation that is necessary to make this thing happen. Implementation has never been part of training like it is being done right now and my compliments to Oak Ridge National Lab and DOE. This is the first time that I am aware of where implementation is really part of a training effort. Implementation has never been part of an agenda and I say that it has been treated as a stepchild of activities because it was a given. Everybody pats each other on the back once we find things. But then the implementation kind of just happens. Okay, so what happens as far as the barriers that DOE looked at?
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Prior to this In-Plant Training, DOE did assessments that were done as far as bringing people to sites to look for opportunities. And then what happened is that things did not get implemented. And I got involved with a gentleman by the name of Tony Wright, you probably know. Tony was at a job similar to what Tom Wenning has today. And Tony was the fellow who brought me in and he said we’re having a hard time with implementation. Things aren’t getting implemented. And I think the number he threw at me, he said we only implement 16% of the savings, 16, one six of the identified savings! Those are identified savings that have 2 years of payback or less. So as far as I’m concerned, it’s a no-brainer that things should be implemented. So I said, well Tony, what is the problem? He says, well we did a review of all of the findings that were used from all these assessments. And the list you see on the slide here says here is what we found, what people said to us why things are not getting implemented: unattractive return on investment, the lack of manpower to make things happen, the change in policy or funding for energy reduction, process-related limitations, concern regarding operational changes, limitation of technology, red flags by employees who were kind of concerned, and then political issues. Those were the main bullets that DOE came up with as to why people are not implementing. These are the reasons that people gave DOE. This is why we’re not implementing. But I believe it is a whole other issue which on the next slide you will see what I call Latent Implementation Barriers.
[Next Slide] 
I say the barriers are really in cases where implementation did not get a seat at the table. If you never talk about implementation upfront and make it part of the overall program, it just is not going to go ahead and happen. That is just the way I see it and that is just the way I see the overall lack of implementation being recognized. The case was not made for the benefits of implementation. If you don’t let people know upfront here’s the situation that will make things happen easier for implementation, then it’s never going to happen. And the failure to implement was never understood by the stakeholders. So what I’m saying on the next slide are implementation enablers.
[Next Slide]
Here is what I consider enablers to make implementation happen. And there are some very basic things and some things that you may or may not be aware of. By the way, I just want to let you know before that these slides that I’m talking from are going to be made available to you and I encourage you to steal as much as you can from these slides. Anything that you think will be worthwhile in your career or in the measures that you’re trying to give to management or your team, use these slides. And one of my favorite expressions is Plagiarism Saves Time. So you go ahead and steal my things. You just go ahead and do it, not a problem. Okay, now the number one enabler that I believe is you’ve got to go ahead and you’ve got to sell the benefits of implementation. And this is one of those golden rules of selling. Anything that is sold, this golden rule that says “Lead with benefits, do not lead with features.” Unfortunately, technical people have the real need to explain features. And there’s that old joke where I ask you what time it is, you tell me how to build a watch. What you want to do is let people be aware of the benefits. That’s how people sell. When people sell you a car, they don’t talk about the heartaches you’re going to have with the mortgage or the payments or the potential gas situation or the inability to get a parking space and all these other good things that come with owning a car. No, no, they’ll talk about the wonderful fun you’ll have owning a vehicle that does zero to sixty in 4 seconds, that can go ahead and do all these wonderful things for you, make you look good in front of your fellow compatriots as far as “Guys, look at what a nice car I have,” etc. But they always tell you the benefits first. Never start off with features. That goes the same way when you’re selling implementation. You want to speak dollars when you’re quantifying opportunities. Never talk about anything else other than dollars. Dollars is the reason for companies to be. Alcoa and ArcelorMittal, the reason for those companies to be is to make money.  It is not to have an energy program or to do any other things that you think might be important. At the end of the day, it is to make money, so speak money. Make the site leader accountable. This is another wonderful enabler. Make the site leader accountable. That person again who is there and part of the In-Plant Training and who is running the logistics of getting people into the plant and getting Arvind Thekdi and other experts around, make that person responsible. This person is accountable for the In-Plant Training. He certainly is the owner. He is responsible for the implementation. And also, the performance is determined by implementation, not the identified opportunities. Get anything out of this, it is the implementation. Now the next slide I use…
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…is a real eye-opener for me personally. As I told you, my experience with Mobile was one where I kind of sold my savings that were identified as real savings and I kind of got away with it. Then when I became a consultant and I did very similar things, and during this one company’s senior management presentation, we went ahead and we put up a slide, very simply that what you see here. The slide showed identified savings of 80 million dollars. And these 80 million dollars was something that was identified over a 4 year period. And the actual savings that were identified were 2 year payback or less. And this was a real case. I know there are people on the call who literally know exactly what I’m talking about because they have been part of the overall effort that I’m discussing. The next thing what happened is we showed the implemented savings. Okay, well people asked how much has really been implemented? So at the end of the day we showed implementation. And implementation in this case is that lower line. And you see it’s only 18 million dollars over 4 years. So this person had a great line. This was a senior manager from this company. He had a wonderful line. He said “You did not cash the check. You left 62 million dollars on the table.” That was such a profound wake-up call for me personally that I recognized that this particular company that I worked with, that we stopped all assessments and went and asked why are things not implemented, because I consider this, as I said at the top of the slide, the Implementation Career Trap because if management hears that you left 62 million dollars on the table, that’s not going to help your career go north. So it’s one of these things where people recognize that the fact that we got to do something with it. So this particular case was my wake-up call. So the next thing I want to talk about is the implementation helpers.
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What you want to understand is, very simply, you want to understand how the site uses energy. You want to be able to use that information; particularly you want to use it if you develop an elevator speech. I’m sure you’ve heard that expression. Elevator speeches are one of the most powerful things that you can develop. One of the things I learned during my energy efficiency career at Mobile, it’s different than building a project, different than building a building. When you build a building, you’ve got a budget and you’ve got a time, and you basically would sell your mother to keep any one of those two things in place. Schedule and budget, that’s all you’re worried about with a project. That’s with building any kind of a building. The next thing is when you’re selling something like an energy program or like implementation of an energy program, you want to be able to get the right message to management. And an elevator speech is nothing more than a one-liner, a one-liner that tells people something that’s going on. And it’s a great way to sell. In my case, I heard for example, Alcoa had a great elevator speech that Walt used. He came back from Brazil and during his assessment at a plant in Brazil, he found air compressors that they literally shut off. So by the time he came back to Knoxville, he had saved 2 million dollars by shutting off the air compressors. That’s a wonderful speech. Hey, I just came back from Brazil, worked with the people there, everything is great, and by the way, we just shut off air compressors and we saved 2 million dollars before the assessment was finished. That is a great elevator speech. And like most things, when you talk about any kind of presentation like an elevator speech, give credit to others. Give credit to others, so you didn’t find it, the plant found it. This is always about the plant because I know in my case when I was the global manager, I didn’t find a damn thing. The people that found things were the people that were the experts like Arvind Thekdi and Sachin and the people at the plant. So give credit always. Don’t try to boost your own ego by what you have found. You found nothing. The plant found it. That’s a very great way to go out and recognize it. The last bullet on the slide is you want to be able to use easy-to-understand projects when you talk to people. When you want to sell, you want to go ahead and talk projects that people understand. Compressed air for example, people understand compressed air. But they don’t understand that compressed air is the costliest utility that you have at a plant. And when you see somebody like senior management and you have a chance to talk to them for a while, even if it is truly in the elevator, just say “Are you aware that it takes 8 units of electricity to make one unit of compressed air?” That is such a profound statement. I’ve used it in senior management presentations many, many times. And it is a wake-up call how costly compressed air is because everybody thinks that compressed air is free anyway. It’s pretty curious. On the next slide I’ll talk about implementation strategy.
[Next Slide]
Here’s something that you want to do after you’ve had an assessment done and you literally have opportunities that you now want to implement. You want to review the results with management. They’ve paid for you to be able to do this assessment. They’re anxious. They see all these people walking around your plant, all these strangers walking around from outside, from DOE here. Well what is the story? They want to know, even if they don’t tell you. They want to know. So you should go ahead and set up a meeting with them afterwards and say “here is what really happened at our In-Plant Training” so that they understand and as a result, you get their buy-in. Buy-in is key! They need to understand what was done and that you are going to put it in place. Secondly, you want to accept the findings, recommendations, and estimates. You want to accept them. So when Arvind Thekdi and Sachin are done with their In-Plant Training, with both Alcoa and ArcelorMittal, you want to accept it. Don’t just give it lip service. Make sure that what is really said you accept that it’s real. And once it’s real, announce it. Announce the fact that the findings are real and that you have accepted them and that the plant is now formally accepting them. Obviously you want to praise the plant participants. Never go light on praise. Plant people are the thing that makes any kind of assessment, any kind of implementation happen. So praise the people. Let them know how good they really are. Not enough people do this and I think it’s one of those rare things that we could all be better at. Let the people at the plant know how effectively they have helped us. Show the prize. The prize is one of those things that I’d just like to spend a little bit of time on. The prize is something that relates to what is really being done at the plant and how it relates to the impact of the energy savings that you will be putting in place as a result of the In-Plant Training. If I can just go back in my history, during my days at Mobil, during my first year, we had a saving of 15 million dollars. Now, 15 million dollars is a lot of money to me and probably to most of you. But to a company that measures their earnings is billions per quarter, in double digits of billions per quarter, you know, 15 million kind of gets lost in the rounding. But to me it was a big deal, and I made mention of this to one of my friends in the finance department. And this fellow said to me, “Well, Fred, why don’t you convert your 15 million to the language of the company.” And I said “Language of the company? What’s the language of our company? We’ve got a secret language?” “No, no Fred. Our language is gallons of gasoline sold.” That is the language of Mobil. Now a light went on in my head and he said “What you want to do is use what we make per gallon.” And in those days, this was the 90s; we made 3 cents for every gallon of gasoline sold, pure profit, 3 cents. That means you had to sell 32 gallons of gasoline to make a dollar. So then you take your 15 million, okay, and you go and do times 32. All of a sudden, you’ve got a number that over 500 million dollars and 500 million gallons. So when I saw people and talked about the energy program, and what was done the first year, I said “Folks, are you aware that you would have to sell 540 million gallons of gasoline to the market in order to equate to the bottom-line savings that we have achieved with the energy program?” And the same thing applies to the aluminum or the steel industries. How many tons of aluminum would Alcoa have to sell in order to make the kind of money that is the result of an energy assessment or the result of an energy program? Same thing with Larry as far as the steel industry, how many tons of real, tons of sellable steel, does ArcelorMittal have to produce to equate to the wonderful job that Larry is doing with the energy program? So that is one way to determine the prize. And it is something that I believe is a very great way to show what’s going on. I do this with the auto industry, with Nissan you probably heard me say it. How many cars does Nissan have to sell in order to equate to the energy program that Mike and Richard and Ken are running? What is the amount of money that they would have to spend? That is a great way to show what the prize is. And you can do this with any of your items of what your plant produces. Steve from 3M equates his prize to truckloads of post it’s, which is very realistic. So how many truckloads of post it’s does he have to sell to equate for the energy program? Okay, now the next bullet is assign and publicize accountability. And again, I’ll come back to this several times that it’s so important that you want to publicize and you want to assign accountability. You want to educate the staff to facilitate implementation. Let people be aware of what is really going on as far as implementation. You want to be flexible. You want to encourage any kind of modification because things change. And again, you’re a facilitator. The plant is the real reason for being. You want to make sure that the plant gets things in their way that they can understand. And the last bullet I really believe is a key to any kind of assessment or any kind of finding of solutions to problems. When you want to go ahead and let the people at a plant feel good, celebrate what they’re doing right. In other words, celebrate best practices. Whenever I personally run an assessment, with my business where I do assessments for ExxonMobil and a lot of other people, when I do an assessment and I have experts like Arvind Thekdi there, I say “Folks, I’ll tell you what. I want each of you to find me one best practice; something that this plant is doing that is outstanding, that you and your expert judgment believe is a best practice.” That is so powerful. And you tell me, when we do our close-out meeting, we’re not just going to talk about the things that we have found. We’re also going to talk about the things that we have found that are best practices. Not just the opportunities for improvement, but what you’re doing already, and what you’re doing really well. This could be as simple as metering of the plant or whatever. There always can be something. The steam trap management system can be wonderful. Whatever you can find that experts like Arvind Thekdi will say this is great what they are doing. I find nothing, because with this area of the plant, everything is great. Let people know that a best practice is already in place at the plant, especially if you do this at a close-out meeting at the end of the assessment. As you will see when Arvind Thekdi speaks on Friday morning, he’s going to talk about things that were found, things that he talks about that were found that are great, especially when the plant manager is sitting there. And you give credit to the plant people for having done something excellent. It is a wonderful, wonderful opportunity. 
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The next slide talks about implementation aids. And here’s one where funding is a question that you always will have. Now Larry is an absolute genius at finding ways where it’s what I call OPM, Other People’s Money. Larry is a person that can find initiatives and wonderful incentives. I know DOE did some great work with him on the boiler. He did some great work using incentive money. So this is an area where you want to get the Better Buildings, Better Plants TAM (Technical Account Manager) to help you. You can literally find funding opportunities. You want to go ahead and assign owners for each recommended action. There’s nothing, nothing, like having a real owner that is participating in an actual action that has his name next to it. If you have his name next to it, it makes all the difference in the world. If you have no name next to it, it’s just going to happen, I keep saying, a young man by the name of Jack du Paul, the du Paul guy is going to go ahead and handle it then. You want to go ahead and be in a situation where you have a name next to some activity. And this person feels like this is something that I need to go ahead and get done. And this is something that I will be held accountable for. To me, that is an absolute great way to go forward. 
[Next Slide]
[bookmark: _GoBack]What I want to do is go on to the next slide which is the implementation guide. But you cannot go anywhere without having a “by-when” date. When will something happen? To me, a “by-when” date is as important as to have a person that is accountable for the actual activity. You want to have an owner and you want to have a “by-when” date, those are two of the simplest things that you want to have, and I believe the most mandatory things. If you don’t have an owner next to an action, and if you don’t have a date when it’s going to be completed, you’re just going by a wish list then, that old expression, “Trust is great, control is better.” If you go ahead and just trust that somebody is going to do an action, no. You want to go ahead and put some control on it. And you do that by giving it to a person who now knows that he or she will be held accountable for it and a “by-when” date. Now the next slide I want to talk about is the implementation tracking tool. Now this tool was something that was developed as part of the implementation guide that we’re going to go ahead and talk about later on in this presentation. Also, this guide will be made available to you. I can tell you that everything in the guide had real people participating in it just like this tool. This tracking tool was something that came from Steve Schultz, the 3M Global Energy Manager. This is his tool. And when we developed the implementation guide, I went to a lot of very powerful people in the country and said, “Folks, this should not just be a guide that’s put together by a bunch of consultants sitting in a closet.” This should be real world people putting something together that works. And people like Will Brockway and Arvind Thekdi helped us put this program, helped us put this, excuse me, helped us put this guide together. And as part of it, I’ve got a couple of tools that I want to show you that are part of the actual, part of the actual guide. Now these tools are all very easy to use. And you can go ahead obviously and use them during your assessment where you literally keep track of what is going on at each particular plant. Again on this page, it’s very simple; I like one page, so it’s a one page tool. The plant in Saint Louis in the glass division is automotive. And the project description is reduce pressure. And then you’ve got the owner, Paul Owner. That is the key thing. Without Paul Owner, you’ve got nothing. So Paul Owner is the person who is responsible for this project. And what is the technology? In this case, it’s compressed air. When you look at the actual drop down menu that’s a part of the actual tool, it’s got the technology (boilers, chillers, compressed air, HVAC, lighting, process, or other). And then you go to the next side and Steve does this purely to keep track of where his biggest findings are or where his biggest perks are that he’s implementing. The annual savings estimate, I’ll give you a dollar number there. The next thing is the cost to implement estimate. And then the implementation status – my favorite column. The implementation status is very simple. Again you go to the drop down menu and you’ve got identified, being evaluated, planned, implemented, on hold, or it has been dropped. Then you go to the funding status. This is also a very powerful area where everyone can look at what is going on with that particular project. And in this case here, no funding needed for this particular project. If you look at the drop down menu again, it’s got funding status: not ready for funding, funding requested, funding approved, funding denied, or no funding needed, as it is for this project here, no funding going forth. The last two columns are just a listing of the electricity savings and the natural gas savings that are part of this project. Okay, now we go to our next slide. 
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I want to just make you aware of the very simple tactics that go on during an implementation opportunity. You want to go ahead and focus on big ticket items. If you have big ticket items that you literally have identified, that people will listen to, okay that is a great way to let people be aware here is where it is. In your case, you’re going to have a lot of issues with the heaters that Arvind Thekdi is going to be looking at. I think it’s going to be a great opportunity to use that during any of your discussions and in the follow-up meeting that you have. You don’t have time to go through a laundry list of 20 items. Pick out 1 or 2, just for impact. Just let senior management be aware these are the ticket items that we are looking at. Now you want to keep score. I’m going to show you, the Better Buildings, Better Plants program allowed me to develop what I call a Thermometer graph. And I will show that to you, which is another tool that came out of the implementation guide. You want to report your progress to plant management and I believe it should be on a weekly basis. And you should be participating in weekly plant operating meetings anyway, so this to me is one of those things that I believe folks like Toyota have a great program where every Monday morning, the energy person from that plant reports to plant management what is going on with the plant and what’s going on with energy. This happens at an 8:40 meeting. And why is it at 8:40? Because it happens at 8:40 in the morning. So it’s a standup meeting in one room full of KTI’s and metrics that show what’s going on at the plant. But it is a meeting that, like I said, is a pure standup meeting. And it’s a meeting that lasts for, what, 20 minutes…? And everybody takes a turn. On Mondays at 8:40 it’s the energy folks. But obviously, you probably have other folks doing it at other times. But every Monday morning at 8:40, at the Georgetown plant, I’ve been there to see that this meeting is very, very effective. The next tool that I want to show you is the implementation scorecard. 
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And this is a real tool that came from a real project management person which is Brad. Most of you probably know Brad. Brad developed this tool while he was at Saint-Gobain. He did a great job with this. And while he was at Saint-Gobain, I asked if he could participate in putting the guide together with us. So he helped us, and for most of you who don’t know this, Brad just accepted a position at Koch Industries. He is now the Global Energy Manager for Koch Industries and is doing extremely well. He’s still somebody that I keep in very close touch with. And he’s about to become a part of the Better Buildings, Better Plants program also. So we’re not going to lose Brad, we’re just going to gain a person with more power than he had before. What happens here with this particular scorecard, again it’s a one-pager, and it fills in by itself. And again it works on what we used to call subtle intimidation. Subtle intimidation means green is on time, yellow is grace period or caution, and red – you’re behind, you’re late. So nobody wants to have a project description, especially with a project manager listed, this gave us Joe Blow. Joe Blow does not want to have his name on a scorecard that has red on it. You have no idea how effective red is. The stoplight scorecard is super effective. So in this case, it’s got 4 status columns. Again, they fill in by themselves. The colors change automatically. The initial assessment at the top was due and then completed. And then you have the next project submitted due/completed, project implemented due and completed, and the project follow-up and verification due and completed. So again these are all very simple tools that are a part of the guide that we have and are really recommending. It’s something that’s really easy to understand. And again, you’ll have the hard copy of it and also the electronic version so you can actually use it in the privacy of your office. The next item is the thermometer graph that I talked about. 
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Now the thermometer graph is a very visual way to show what the implementation opportunities or results are from an assessment. Now I stole this one from a little oil company called BP many, many years ago. Then BP had this particular graph. And I saw that this makes sense. And I used it. And my management at Mobil used to call it my blood drive chart because for those of you who have been involved in blood drives in companies, you have a way of, or united drives or whatever it is, they put pressure on you to participate fully and what you should make happen, which is exactly what this is, a little subtle intimidation. It is showing you on the left side the bar of annual savings. The assessment itself, at a 1.45 assessment target, because when the assessment was completed, 1.45 was signed off by the plant and recognized as something that should be implemented and that’s real. Now I at Mobil used to do this once a month. I went to every assessment. And I would go ahead and get the feedback. Where are you? And in this case, the implementation is 605,000. Again, that means there’s a lot of orange left. And the production improvement was another thing that we tracked at Mobil. For example, if you look at process cooling in a chemical plant, the degree of cooling water, you can literally thaw the cooling water in a chemical plant by 1 degree – tremendous opportunities in production improvement. So what we use to track the production improvement was there as a result of the assessment. So in this case, we would end up with $710,000 and 55,000 at the implemented at that time. The one-time savings are something that you just stumble on literally while you’re doing an assessment. And the one example that I think of mostly is whenever we came to an assessment where we found opportunities with taxation where, for whatever reason, the plant had been overtaxed and we could find a way to reduce it, but that’s a one-time saving. But that’s really what that is. Okay. 
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Now I believe in rewarding. Rewarding is a good thing and you should reward accomplishments. And I say dollars always work. At the end of the day, dollars is what makes things happen. So you want to go ahead and, for the folks that I deal with that have literally started programs and where results are rewarded in dollars, where literally people get the opportunity to participate in something where they save, which is great. You want to have notes from stakeholders. That is just the DOE or any other internal senior management with letters that go to the various people at a plant or something. I’ll show you one. The next one that I’ll talk about is the 100% completion award. The 100% completion award is a key opportunity to show people that you appreciate what they’ve done and they’ve got 100% completed of the actual work that was identified as the result of the assessment. My last bullet is one of my giveaways as far as single-liners that I really like. It’s “sell your accomplishments but sell with facts.” Most technical people do not do the selling part. And it’s something that Sachin and I always talk about is being the genetic defect that technical people have which is the inability to sell. You want to sell because if you don’t sell the good things that you have done, I can tell you that there are other people out there. For my many years with senior management, I can tell you, there are many, many companies and consultants and others that go around in ways, and everyone was great at this, to go ahead and go to senior management and hand them a line of something that could be done if they only brought in them and got rid of the in-house people because the in-house people are captive people anyways that never really get any outside information. And you could do so much better having outsiders running this operation for you. So unless you have the opportunity to sell your program to senior management and that they know for sure that what you’re doing is fantastic, you will never, ever, ever be able to fight somebody that comes to see your senior management, during a cocktail party or other areas where you are not present, to hand them a line of “Hey, I can go ahead and do this.” For example, someone put a 50 million dollar check on the table when they literally wanted to take over the operation for CHASE Bank. I know this for a fact because the person that ran that program was and is a dear friend of mine. So this is how people sell. You want to be able to let your management know that you run a great program and how do you do that? By giving credit to the plant. Show them what the plant is doing. The fact that you’re working with the plant also helps. That old saying, you know, “You can’t help but light a candle for somebody without having some of the glow befall on you.” Shine a candle for the people at the plant that are doing great things and you will also be recognized for it. In my particular case, I’ll say, as far as selling, when Exxon and Mobile were in the process of merging, the FCC, which is the governmental agency that checks if you can literally go ahead and have two giant companies like that merge, they asked Exxon and they asked Mobile to be clear what are competitive advantages that they had over the other one that they would never share with that company if they were not going to merge. And our chairman declared the energy program as a competitive advantage that Mobile had. To me, that shows that our chairman truly understood our energy program and the value that it had. So that is the result of selling. 
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The next one is the 100% implementation completion award. This is the simplest thing you could possibly do. It’s a piece of paper and it’s here to celebrate the fact that a plant has completed 100% of the identified savings that were the result of an In-Plant Training. This is so simple to do. You get the chairman to sign it or you get other high-powered people to sign it. You give it to the plant manager. The plant manager gives it to the people at the site. Everybody wins. It’s a wonderful, wonderful tool. 
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There’s an implementation checklist that is part of the guide. I won’t go through it because you will have the guide yourself. The checklist is a very detailed list of each of the items. Again it is in the guide that you will be receiving. And it’s very simple.
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If you want to go through it to make sure, these are all of the things that you have in the implementation guide and this is the only way you can make it happen. Now this is the much shorter implementation guide. And here’s the actual URL for how to get to it. 
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Here’s the electronic version. I believe Sachin has already shared it or is about to share it with everybody. But we will also have a hard copy at the implementation; I beg your pardon, at the In-Plant Training session in Cleveland. We will have a hard copy which also shows all the people. Many of you will recognize names of people like Walt and Larry, who literally participated in putting this guide together. For those of you who know Greg Harrell, Greg was one of the people who helped us put this guide together. Glen Cunningham, another wonderful person, that helps with assessments. All these people say the same thing. They have assessments at plants, but they have a hard time getting things implemented. So this is one of those books that took us a year to put together. And it was something that, again, Tony Wright from Oak Ridge had the vision to do the book after I complained that nothing has ever been done on implementation. There is not another guidebook written on implementation, that I’m aware of, and how to go ahead and make things happen. There are a lot of guidebooks on how to find things, but there is no guidebook on how do you make it happen. That is something that is just not shown. So that’s something that the guidebook is all about. And the guidebook is really, on the next slide it shows you it’s made up of 11 implementation guideline principles. Now when we talk of principles, this sounds very formal. 
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It says these are principles that must be in place in order for implementation to be successful. And if these principles are not in place, you will not have implementation. Okay, number 1, and these are all in the actual guidebook. You see these described very, very nicely and with case studies examples for it and also comments from people like Larry and Walt in the actual book as far as what they have done. Number 1 is integrate the process of identifying energy-savings opportunities with the process of implementing energy-savings opportunities. So if you want to go ahead and make sure implementation is part and gets the same level of respect as energy-savings opportunities gets. But when you talk energy savings, the opportunities are one thing. But you want to, you got to make these opportunities happen. But that should be happening at the same time. Number 2 is assign clear accountability to those participating in the assessment. You want to make sure that people who are participating in an assessment know what their role is. This is so important. You have people coming to an assessment and they really don’t understand. You want to make sure that people who come are clearly on the same page as you. Explain and communicate the implications of performing an assessment. You want to make sure that people truly understand what it takes to perform an assessment. Very, very important that people understand what goes on at a plant while an assessment is going on. You’re basically a visitor coming into an operation, that it’s ongoing and the last thing they need is another project going on, another, as people sometimes refer to it, a drive-by shooting. To have another team of experts come through my plant and tell me what I don’t have, you know. So these drive-by shootings, they happen from energy, they happen from DHS, they happen from all kinds of areas such as safety, security, everybody has these drive-by shootings. So you want to make sure that people understand really what is going on for the actual implementation to be successful. Number 4 is understand the company scheduled to conduct the assessment. Alright, this, or in this case, you have the people who are coming to do the assessment. There is nothing worse than having somebody who runs a plant operation from an energy side. You bring people into a plant. And what do they do? They’re amateurs. They’ve never been to a steel plant or to an aluminum plant before. And they’re basically learning from you and they’re taking your science. And these are the kind of things where there just are a lot of questions that are asked so it makes sense. And your people know that their time is being wasted. I always equate it to my hobby, as most of you, Larry and Walt know, is Porsches. I love Porsches. When somebody asks me “What kind of gas mileage do you get on a Porsche,” you know, that’s not why you drive a Porsche. Okay, so that’s the same thing when you’re bringing a company in to your plant that asks questions that the plant people say “That’s a stupid question.” And as soon as you ask a stupid question, all credibility of the person coming into the plant is gone. So make sure you understand the company that you’re bringing into the plant or the experts that you’re bringing into the plant. I know in this case, Arvind Thekdi is somebody that I’ve talked to Walt about; I’ve talked to Larry about. Arvind Thekdi is the best there is. Okay, I’ve been with Arvind Thekdi at plants and I’m totally amazed at the expertise that that gentleman has, just totally overpowering to me personally, just absolutely wonderful. The next thing here is number 5, it’s from my own personal experience, it’s perform an assessment only if the plant welcomes it and demonstrates its commitment to implementation. In other words, if a plant does not want you to come into the plant, I can tell you, number 1, it’s not going to be any fun for you to be at the plant. Number 2: the chances of getting something implemented that you have found are pretty much zero. So I had a saying at Mobile; I only go where I’m loved. I want to go to a plant where I’m going to be welcome. And you want to make sure, like in this case here, I know that both plants in Cleveland have welcomed this In-Plant Training. And that’s why it’s going to be successful. Because you people asked these people to come in. The fact that you’re participating in the webinar here now shows the interest that you have in making this happen. So therefore, there is real willingness to make things happen. That is so important for an assessment to be successful. It’s not someone coming in to do an audit of your assessment. I hate that work, to have an audit done of your assessment. Audits have the indication that something is being done wrong. No, nobody does anything wrong. Nobody goes to work at a plant with the intention of doing a lousy job. That just doesn’t happen. Most people in a plant just don’t have the understanding of what the energy opportunities are. They haven’t had the necessary training and also, in a lot of cases, or the manpower. When you have a shortage of manpower, it gets to be what I say when you have a shortage of manpower, routine becomes your friend. So in other words, you don’t want to look at news things when you don’t have enough manpower to handle the things that you’ve got already. But it’s a very important thing to make sure that you’ve got a situation where you’re really welcome into the plant. I say if you’re going into a plant, where the furniture to stay warm is in that bad of shape, they don’t need another assessment to come in, somebody that’s going to tell you that you got a 3-year payback item here when there’s literally just these folks trying to stay alive. So it’s very important to make sure that you’re truly welcome. Number 6 is organize assessment logistics to promote a successful identification process for opportunities. Now what that means is that the logistics are very important at your plant just like the effort that has been done here by Oak Ridge to make sure that we had meetings once a week. We talked about the how do we get around the plant. How do we have transportation handled? What hotels do we stay at? Okay, those are questions. What kind of safety tools are required? All these things are super important. You can’t just show up at a plant without having these logistics done. And unfortunately, I can tell you in my case, first assessment I ever did for Mobile, I did zero In-Plant Training logistics, zero! And we just showed up at the plant and it was terrible what we did. It took us an entire day to get through that. In this case, I know that when the people show up in Cleveland, the logistics are in place so that you can literally have a successful In-Plant Training. 
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Number 7: employ an assessment process that moves smoothly from identifying to implementing opportunities. So you don’t want to just drop things and pick them up again 3 months later. You want to maintain the opportunities for implementation, that they are there and that they are recognized, that they are part of a sequence. Number 8 is maintain continued momentum from the assessment to the implementation of approved energy-savings projects. You don’t want to go ahead and be in the situation where you drop something for a while and then pick it up again 2 years from now. That’s not going to happen. You want to go ahead and make sure even before the assessment is completed that the people that are involved with the teams are going around and understanding the opportunities that are there. Those people that are a part of that team should be recognizing that they are also going to be a part of the team that is going to be involved with the implementation. That is a very good way to say “Hey, you’re involved with this team and I’m probably going to look for you to help make implementation happen.” Number 9 is quantify energy-savings benefits from assessments. Again money, you want to make sure that the savings, dollars, are truly, truly identified, that you have a situation where everybody knows these are the benefits in real dollars. Number 10 is publicize successful implementation results and recognize employee contributions. That is the recognition of people who have helped. It’s so important. I don’t know what is being done at this site, but I know at other sites Walt has given away t-shirts and other things for the actual assessment. But this is a great way to recognize what people are doing. Number 11, the last one and this is the hardest one there is: identify lessons learned to ensure success. This is something so that people know that literally the designed systems for plants get the benefit of what has been done here. This is a very hard thing to do. I tried this at Mobile and failed at it. I didn’t get it done before I retired. This is something that is so key that you want to get done. I can tell you now that Exxon Mobile, in their bluebooks, has a particular item list just for this: lessons learned while incorporating a new design for the plant. And that is what this is all about. That’s the key one. The next thing I’d like to talk about is replication just a little bit, what replication is all about.
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Again the opening bullet – design one, build many – I stole that from Exxon Mobile. That is literally what they use to make any kind of decision. They do pilot programs and they go ahead and design one and build many. Another company I worked with is Corning. Corning is big in New York. Corning, the young man that runs it by the name of Pat Jackson, Pat Jackson has money to do pilot programs at the plants. And he can go ahead and bring the money to these plants to do pilot programs. But whatever is found at that plant is then incorporated into other plants. And it really works. So then other plants will then see the benefits and implement them. Pat Jackson does not provide the money to implement it again, but he does provide the money for the pilot programs which is, I think, the right way to go. You want to leverage your best practices. When you find wonderful things like I’m sure you’re going to find at the two plants in Cleveland, when you find best practices, you want to leverage them. Let people be aware of those best practices. Some similar to what Walt Brockway does, Walt Brockway and his team issue best practices books that go through all of the Alcoa system so that people are aware of the best practices that exist within the Alcoa system. And this is something that is not written by a consultant. It’s written by people from Walt’s team and they identify best practices that are being done at an Alcoa site by Alcoa, so that if you have a question, you are encouraged to call this person to find out how this person did this particular best practice. It is one of the cheapest ways. Management loves this by the way. Best practice sharing throughout the company is one of the cheapest ways to spread wonderful work throughout the company. And I really encourage everybody to do that. I know Larry does that because he does quite a bit of this also. Link implementation and replication. Obviously it’s pretty hard to replicate something unless you implement it. Don’t replicate something unless you have implemented it. Make sure you have a proven commodity here that you could really replicate. So that is a key opportunity as far as getting implementation done. And once you’ve got it done, you can say “here we’ve got an opportunity and we can replicate further.” You want to adhere to company procedures. Every company has a little different approach to what is a best practice and what is considered a best practice. It is not an informal as having an expert walk through a plant and say “Oh I like that. That’s the best. I’ve never seen anything like this. This is great.” And you call that a best practice and run and tell the whole company. There are companies, and I know Alcoa is one of those; you make sure that the top people in the company agree that something is truly a best practice. Alcoa has a very formal procedure where best practices are reviewed at the very high level. And once they’re approved, implementing the best practices is what senior management looks for. But it’s a great way to make things happen, but every company is just a little different. So you want to adhere to what the procedures are. 
[Next Slide]
Replicating is a roadmap. It’s very simple. It’s a process. You want to go ahead and get involved. Folks look at it as something that we do just one time, no no no. You want to consider this as a long term mission. You find opportunities. You want to go ahead and develop it into a process. You want to go ahead and make sure that people are aware that the process involves really looking at things, looking at opportunities, to implement best practices and to make sure that these best practices have been tested. These are not just somebody throwing out an idea to see how much sticks on the wall. You want to identify best practice candidates. You want to have a system. I know this. I stole this from Ford some time ago. Ford had the best program for literally identifying best practice candidates. You want to go ahead and have a system where people nominate best practices. And then you go and find out. Is it truly a best practice? You can literally investigate. And once you have it, you’ve got to identify the best practices, you know, to build a vision. What is the vision for this best practice? What’s in it for the company? You want to present a business case. Management wants a business case. Don’t just say “trust me, this is good.” What is the business case? What are the pluses and minuses that make this happen? You want to develop an action plan. How long is it going to take to put this in place? And what will it take to maintain this? A lot of things are wonderful ideas, but the maintenance of the ideas takes a lot. And you want to communicate the status. I mean, communication to me is one of the key items that you want to be involved in to make sure that you truly have communicated items. 
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The next slide shows what I consider concerned stakeholders. When you replicate something or you give a best practice for something that should be done at the site, you got to remember that there are other people involved. And you got to make sure that these other people are on board with you because we all know if you don’t like an idea, and if you believe that that idea is a threat to you, you could find 15 ways to sabotage that idea. And in this case here, you want to give credit to the original design team. The people that originally did this maybe used different criteria to make it happen, but they also came up with this idea. They came up with this design, which you are going to go ahead and change. So there is a real issue here that you move forward with a change to their idea. And I’ve been involved with this several times where we did not go ahead and get the concerned stakeholders upfront in the process and all of a sudden we came up with this great idea. And I can tell you, people fight it because you’re changing what they originally said was a good idea. So you want to make sure that you get these people on board. You want to consider the site engineering team. The engineers at a site are very powerful people. Okay, and they’re involved with things. And you’re coming along now and changing things. You want to make sure that the engineers are totally aware of what you are putting in place, that they will support and understand why this is being done. So it’s always best to bring them along as you’re doing something. Don’t just do after the fact: “Hey, here’s something we did. Come and look at it. What do you think?” No, no, no. Let them be aware while you’re doing things. This is how you get the site engineering team to be on board. You need to retrain your operating staff. Again, operating folks have enough to do and then all of a sudden, you’re coming in a changing something. You want to make sure that they truly understand why you’re doing this. Why is the operating staff all of a sudden got to deal with something new? Cause it is a better fit for the company. It will keep our plant open. It’s a big thing. You want to evaluate the impact on the finance staff. The financial people can hurt you big time. You want to make sure that financial people are on board and they understand why you’re doing what. The key fact is do not underestimate the power of finance people. They’ve had years with the top folks and when they drop a dime on you, it’s almost like having a bad idea. It can hurt you big time. Address executive level management. A lot of things, like we said earlier, if you’re going to go ahead and make a change or something is a change or something all of a sudden becomes a policy, not every company likes policies. You have got to make sure that senior management is aware of what you’re doing. At Mobile, I used to say that I had one person that was like my air cover person. When I had an idea or something that I thought would have an impact on the company, I had one executive that was a friend that I would run this idea by. I’d say “what do you think? What should I do?” And normally, he would say “Hey Fred, it’s a great idea, but you better talk to so and so, so and so, and so and so and get them on board.” Because if they are not on board, it ain’t going to happen. So we say the physical impossibility of the corporate world is the more the people there is in the boat, it will float. So if you’re going to get an idea through, you’ve got to have a lot of people in the boat with you to make sure it works. And then institutionalize with future design teams. If you can go ahead and get the ear of people putting together future designs of things that you’re talking about and that you’re impacting, it’s a key thing. I was involved with that with Mobile where we had steam traps that were being badly originally designed for our plants. We literally went ahead and made an inside presentation for why these traps for these petrochemical plants were not working. And it was a big, big effort and it worked. You’ve got to make the case, I’m saying, on the next slide you’ll see…
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…stress financial messaging. You’ve got to always talk money. No matter how much everybody is going to tell you about the environmental benefits, they get it. It’s the financial messaging that matters. And in New York they have this great expression: that it’s not the money, it’s the money. That is at the end of the day what it’s all about. Your management will never tell you this. Your management will always give you some other elegant reason why something is being done. Believe me, at the end of the day, it’s the money that matters. Sell best practice identification using a matrix. Always put together a very simple matrix that shows what the various stages of the management system are that you’re proposing so that they understand. Consider corporate hot buttons. You want to understand corporate hot buttons. You want to understand things that just do not work in a company, certain things that will just not float. You want to make sure that you have the right people on board. Don’t compare what you’re doing to some other company that is being viewed by your company as a loser. I can tell you, it ain’t going to work. The best way to do it, I found, is to find out the people who are on the board of your corporate board. And you find out what those companies are, like at Mobile, it was always IBM. IBM always was on the board, and is on the board of Exxon Mobile. And I went ahead and always checked out what IBM was doing. I knew their program cold, what they were doing. Because when I would get questions, about somebody saying this, or somebody saying that about what IBM is doing, I could say “yeah, I know that program, here is what they do.” And I could also, when I make my sale, I could refer to the IBM program. And it always clicked, because one of the board members is IBM, and that board member was always happy to hear that we consider them one of our benchmarking markers. I think that worked really, very well. 
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Now my next slide is the slide where I say “Will you cash the check?” I have no idea. 300,000 is number that I love to throw out all the time. But how much money will be found. I’ve been in assessments that have been in the millions of millions. I’ve been in assessments where we almost found nothing. And I used to tell the plant manager when I walked through the door initially. And I would get the beady eyes on me and the “What the heck are you doing here just showing up here?” And I would say “Look, the worst I could do is walk out of here and tell you you’re doing everything great. We found nothing.” That’s the worst thing that can happen to you. And that kind of is what we’re talking about here. I am convinced, even though both Larry and Walt run great operations, I’m totally convinced of it, you folks have looked at your Cleveland plants, but when you have somebody like Arvind Thekdi and Sachin go through your plant, they will be looking for things. And they’ll be fresh eyes on something that you may not have looked at before. So I’m convinced that there will be a number. And I will insert that number on the 22nd, for those presentations that will happen on that Friday. So I’m looking forward to putting a wonderful number there. And hopefully your senior management will be at the presentation. And I can kind of let them be aware of how much money is on the table and how much support they should be giving you to make implementation really happen. 
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So with that, that’s my last slide and I thank you for listen to me all this time here and I hope you picked up some wisdom and like I said, these slides are available to you. And use them. They’re not copyrighted any which way and they’re not any which way hard to duplicate and you can steal them all day long. I have no problem with that. To me, one of my favorite things in life is to teach people all of the things that I’ve learned over my years. So with that, Sachin, can we open it up for questions or what would you like to do next sir?
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>> Sachin
Okay, that’s actually…we went to your webinar…I have actually attended your webinar, Fred, multiple times. And every time actually that I attend your webinar, I always get excited. I get so much energy and I feel like I should go to the nearest plant here and I’ll conduct some assessment or use all your knowledge. So thank you, thank you for all this information. And thank you for sharing all your experiences. So this is definitely good. So we have one question. And that question is basically from Helga. And the question is: what do you mean by red flags by employees? And I think there is one slide where you talk about implementation values. And one value is basically red flags by employees. So what do you mean by red flags?
>> Fred
What slide? I didn’t get it.
>> Sachin
Sorry, what do you mean by red flags…
>> Fred
Oh red flags, red flags, okay, red flags. Red flags, okay, and I know Helga. Helga is a first class person. Helga, red flag is an American term when somebody sees something wrong. And they right away throw a red flag up. They say “this is a problem, this is a problem,” without really looking at it, but they will throw a red flag up. And that’s what happened with the projects that DOE was trying to implement with the old assessments that they did where an employee would just throw up a red flag and say “we can’t do that, we don’t have enough horsepower to do it” or whatever. But that’s what that means. The red flag is just an identification of a problem that they see with the recommendation. 
>> Sachin
Great! I actually have one more question from my side Fred. This implementation guide book, you know, where you basically worked with Tony and then all the industry people, and you put together this implementation guide book. And I think that was sometime in 2010. Now starting from 2011, we started delivering these In-Plant Trainings. And In-Plant Trainings more focus on implementation and replication. So do you think we should go ahead and maybe put together and updated and improved, updated implementation guide book based on the last 2-3 years of experience? Or do you think the information in this implementation guide book is still relevant and there is no need for a revision? 
>> Fred
Well, I definitely believe it could be updated, particularly with the new terminology and the new names of operations and so forth. Sure, I mean I believe that anything has the potential to be improved. We have new teams here and there and I think they ought to look at it and say “How can we make it better?” I’ve got no pride of authorship here. I think we should make this as good as we possibly can. But also Sachin, where I told you we’re going to go with this is we should be looking at the implementation rate that has been going on with the Oak Ridge National Lab In-Plant Training efforts because I bet you it’s more than 16% that’s being implemented than what was originally implemented. 
>> Sachin
Right, right, in fact, in one article we just published at the ACEEE conference, and there we talked about the implementation rate and also replication. And because of this implementation guide book, and because of all that effort, we are definitely seeing improved implementation rates. And of course hypothesizing is not enough. And based on some additional In-Plant Trainings this year and in 2014, we should be able to come up with the latest results. Right, right…so I think there are no more, no other questions. So I’m going to see if maybe Larry and Walt are available, if there are any comments are closing remarks. So Larry, are you there?
>> Larry Fabina
His Sachin, can you hear me? 
>> Sachin
Yes, yes, we hear you Larry, so please go ahead.
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>> Larry
Yeah I’m sorry but I was having some trouble with my microphone earlier. Fred, I think I was the heavy breathing that you heard earlier. So I got it fixed. But nevertheless, yeah, I’m anxious to see what we can get done next week. And I believe one of the things on implementation is don’t be the one that lets yourself stop a project. If you really truly believe a project is worthwhile…
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…push it up to someone higher and let them say no. And a lot of times, you’ll be surprised about the outcome if you do present it the way Fred said, not leaving money on the table, and make it become a reality. In fact, I have one of those tomorrow that I will be pushing up to upper management for their approval. But nevertheless, I’m looking forward to working with Fred as usual. 
>> Sachin
Great, great! Thank you Larry for those remarks. Walt, are you there? Yeah, I think Walt his having trouble with his mic or phone system. Okay, so one thing that I just kind of wanted to talk about, 2 things. One: I’m going to send Fred’s presentation and also recording, maybe not, to all the participants. So you will have his presentation and also the recorded version of his webinar with you. And second, I’m going to send a separate email and in that email I’m going to provide you documents like the In-Plant Training agenda and that In-Plant Training is going to start next week on Monday. So I’m going to provide you, I’m going to send you this agenda, this word version of the agenda and some additional documents like the participant In-Plant evaluation form and directions and maps to the Alcoa and ArcelorMittal plants and also the implementation guide book that Fred just mentioned in his presentation. That implementation guide book is available on the DOE website. But I’m going to send you an electronic version of that guidebook and last but not least, PHAST tool download instructions, so the Process Heating and Assessment Survey Tool  - how to download that tool from the DOE website, and then process heating source book and also process heating assessment tip sheets. So I’m going to send you two separate emails with all those details. And then another important thing that I wanted to cover: so Fred’s webinar today, definitely very important and through a preparation point of view, it was very important. So in addition to this webinar, he has a keynote session. So we will have an actual presentation by Fred on November 22, so it’s the last day of In-Plant Training. So we will have a one-hour session by Fred on November 22 during the In-Plant Training. That way, you will get the opportunity to meet Fred in person and then ask him questions and also get some guidance from him based on his experience, almost 30 years of experience. So during this working lunch, you will get the opportunity to actually meet Fred and talk with him and ask him questions. So that’s that. And then last but not least, in this In-Plant Training agenda, one: you will get details about day 5 and day 3 and day 4. But along with that, we have some bio sketches. So basically, if you’d like to get to know all these instructors and energy experts, all their bio sketches are on page number 3 of this In-Plant Training agenda. And then the most important part, on the last, basically page number 4, page number 4 of this In-Plant Training agenda, you will see PPE requirements. So these are instructions. For all participants, please read these instructions carefully, particularly if you are a non-US citizen. There are some additional requirements. So please take care of these additional requirements as soon as possible. And then for each plant, for example the ArcelorMittal plant and the Alcoa plant, PPE requires, each of the requirements are different. These requirements are stringent so make sure you follow these instructions carefully. In particular, for the Alcoa plant, metatarsal shoes are compulsory. So if you have these metatarsals with you, make sure you bring those during your visit to this Alcoa plant and also this ArcelorMittal plant. So metatarsal shoes are important. For non-US citizens, there are some additional requirements. And parking details. I’m going to send you, going to share with you directions and map. But follow all these instructions. Read this agenda carefully so that, you know, you’ll be well-prepared for this event. Anything else Fred before we end this?
>> Fred
I don’t know, is Walt available, Walt Brockway? I know he was on mute before.
>> Sachin
Yeah, something is wrong with his phone system, but maybe something is wrong with this go to webinar too, or the computer. 
>> Fred
Got it, got it. Well I just want to say Sachin, that I’m nothing but excited to be part of the In-Plant Training. I’ve been a fan of In-Plant Trainings for a long while. As a matter of fact, you may remember Sachin, but I was one of the champions of talking to DOE about needing something like an In-Plant Training. And you guys perfected it, which is absolutely fantastic. I think it has become better than what I ever hoped it would be. And to have a session now at 2 of my favorite, favorite companies together, Alcoa and ArcelorMittal are going to work together and enhance each other, it’s going to be just a world-class event. This is going to surpass anything that has been done with the In-Plant Trainings past. And I’m just happy with the excellent participation that we’ve been getting from ArcelorMittal and from Alcoa. Many of my friends up in the plants for both companies are just thinking that this is America at its best. I really think it’s fantastic. 
>> Sachin
Great, great! So that ends our webinar. Again thank you Fred for all this information and also for sharing your experience, definitely very, very, very helpful. Also, thank you to all of you who participated. We are glad you could join us and hope this session was helpful for you. Just a reminder, I will be sending you evaluation forms. I will be sending you the In-Plant Training agenda. So expect at least two emails with all possible details. And then, if you have any questions, please know that we are available for additional technical support after this webinar. So please feel free to contact Fred or me or Thomas Wenning by phone or email if we can be of any assistance. So you should not hesitate. Please contact us. And thank you again and enjoy the rest of your day. Thank you. 
>> Fred
Thank you Sachin.
>> Sachin
Thank you, yes, Bye. 

