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Company:	
Location:
Key Contact:	 	
Date:	
	Done
	Finalizing the Design

	|_|
	Luminaire Selection 
What luminaires did you select?
“Cut Sheets”
Unit Pricing
	Comments:

	|_|
	Lumen Method of Calculation
Take a major area of the facility and do the lumen method of calculation (i.e. ~ 15- 25K sq. ft.)
	Comments:

	|_|
	Installation & Construction Issues
Construction Details – how they will hang
	

	|_|
	Finalize Energy Calculations 
· Use a spreadsheet to develop your comparative energy calculation
· Need Payback & ROI
· At least two luminaire types
	

	|_|
	Lighting Layouts
You may use manufacturer’s software, a spreadsheet, architectural drawings to complete this step. 
	

	Done
	Finalizing the Proposal 

	|_|
	Verify the Labor Hours 
Labor rate
Hours per ECM – energy Conservation Measure
$$$ per ECM
	Comments:

	|_|
	Assemble the Proposal
Labor and Materials
Environmental (if required)
Exec.. Summary
Support docs from research 
	Comments:

	|_|
	Send a draft of the proposal to your “company coach” – 
Schedule a meeting to review
	Comments:



	Done
	Review Meeting

	|_|
	Design Concept
· Confirm that what you have proposed aligns with your customer needs and values
	

	|_|
	Luminaire Schedule
· Review both the schedule and the cut sheets to confirm acceptance
	

	|_|
	Energy Calculations
· Walk through calculations with your resident Customer Coach
· Make sure that they “own” the data
	Comments:

	|_|
	Demonstration Reports
Review the Reports that you did when you did the orig. demo.
· Get your Customer Coach to share what happened when he did the demo in your stead
· Identify who of the Decision Makers have seen the demonstration – 
· What was their reaction?  Have they talked with the workforce?  What was the result?.
	

	|_|
	Maintenance Requirements 
Review the recommended maintenance that the new system will require.
Particularly, how it will reduce both material and labor costs 
	

	|_|
	Design Constraints
Review the problem areas in the facility that require special attention, and how you have worked around these issues
	

	|_|
	Other Issues
Scheduling
Supervision
Construction Maintenance
	




	Done
	Making the Presentation

	
	You Are Presenting
· Make sure you are clear about:
· What they want to here
· Duration (time limit)
· Potential Objections
· Work out with your Customer Coach how you will utilize his/her knowledge and expertise
· If practical, allow your Customer coach to do a portion of the presentation
· Practice the Presentation in front of a live audience
	

	
	Your “Coach” is Presenting
· Make sure you are clear about:
· What they want to here
· Duration (time limit)
· Potential Objections
· Work out with your Customer Coach help them utilize their knowledge and expertise
· Encourage your Customer Coach to practice the Presentation in front of a live audience – you, preferably
	

	
	Contract Documents
Make the presentation simple, 
Straight-forward and easy to read and understand.
Emphasize picture, graphics and drawings.
Close for an approval today.
	

	
	
	




Scoring – Design Development (80 points passing)

Bottom line – do you and your Customer Coach believe that you have a viable project, and that you are ready to move forward and make a successful presentation?

	
	Task
	Possible 
Points
	Points 
Earned

	1
	Finalizing the Design
	20
	

	2
	Light Calculation – Lumen Method, Point Method or both
	15
	

	3
	Energy Calculation – Payback, ROI, Cost-of-Waiting, etc. 
	15
	

	4
	Finalize the Proposal
	15
	

	5
	The Review Meeting 
	25
	

	6
	Making the Presentation
	10
	

	
	Total
	100
	



The scoring is a judgment call between you and your Coach.  
· Have you developed a Lighting Project that can be built, and can answer the basic questions surrounding the customer’s values and needs?  
· Do you understand what it will take to gain approval for this Design and get permission to proceed to construction?
· Are you ready to make your case directly with the Customer, or indirectly through your Customer Coach, in a manner that is compelling, thought provoking, and sensible?
Remember, this is a technique.  It is an opportunity to improve your ability to:
1. Prepare a Proposal in a systematic manner
2. Practice presenting your ideas directly, or through your Customer Coach.  
a. Most times we are not in the room when the final decision is made.  Practicing how to engage that person and help them do a better job of representing your proposal is an art.  Learning to do it well, is financially rewarding.
3. Present ideas in a way that matters; in a way that differentiates you from you competition.

If you and your Coach agree that you have substantially done this, and done it effectively, you pass this section.  The real mark of success though is not what we think, or even what you and your Coach thinks.  What matters is how your customer relates to, and responds to the work you and your Customer Coach have done to bring this proposal to fruition.


___________________________             ________________________     __________
	Candidate (Print name)			Coach (Print name)		       Date

___________________________             ________________________  (signed)
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