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Company:	
Location:
Key Contact:	 	
Date:	
	Done
	“Don’t Jump to Solutions”

	|_|
	When Was the Lighting Concept Last Evaluated? 
Who does the work?
Work tasks performed?
Changes in technology?
Change in illumination standards?
	Comments:

	|_|
	How Would You Proceed, If You Were Building a New Facility? You have what they do, who they are, and how they do it, right in front of you to observe.  Even though this will be a retrofit or a renovation – what should you do?
	Comments:

	Done
	Review What You Have 

	|_|
	What Does the Customer Value? 
“Look and Feel” of the space?
Energy savings?
Maintenance savings?
Environmental Responsibility?
Other?
	Comments:

	|_|
	What Must the Lighting do to Support the Customer’s Ability to Make a Profit or Meet Their Goals? 
Support speed and accuracy
Minimize eye fatigue
Minimize any forms of glare, etc.
	Comments:

	|_|
	What Does the Customer Need?
Things that they see.& don’t see. 
Things that affect “look & feel”
Things they might not want to see, but need to 
	Comments:

	|_|
	What Else Did Your Site Visit Uncover?




	Comments:

	Done
	Developing Your Design Concept

	|_|
	The Concept
· Align what you have developed with what your customer  values/needs
· Your sketch
· Your review of what you’ve done so far
· Present your Design Concept
· Get “buy-in” for your concept
· Taking “next steps”
	

	|_|
	The “Nuts and Bolts” – How Well Does it Address the Design Issues?
· Use Chapter of the Handbook the QVE - 
· Identify the Design Issues for your application
· Map the Design Issues and be prepared to address the Very Important and Important 
	

	|_|
	Putting Your Design Concept On Paper
· Making a sketch, a working drawing
· In space, where does it need to come from?
· Where does it need to go within the workspace?
· Who needs it?
· How much do they need?
· Why?
· Color quality
· “Look and feel” – warm/cool
· The constraints and how we dealt with them
· Codes
· Budget
· How does your concept align with what the customer values?  With what your customer needs?  Be explicit.
· Testing it out on a colleagues
	Comments:

	|_|
	Handling “Knotty Little Problems”
What did you identify?
· Safety issue?
· Performance/Productivity?
· Sense of Well-Being?
· Image?
What can you do about it?
	




	Done
	Presenting the Design Concept

	|_|
	Get the Appointment to Present Your Design Concept
	

	|_|
	Conduct the Presentation of the Design Concept
· Gain acceptance of the Concept, or…
· Gain acceptance with modifications
	

	
	Demonstrating the Approved Design Concept

	|_|
	Testing the Design Concept
· Identify two systems that meet your Design Concept
· Run the numbers to ensure they will both fall within the budget
· Develop a Mock-Up to show energy savings – might be a table top demonstration
	

	|_|
	Getting Permission to Demonstrate at Full Scale
· Outlining the demonstration
· Making the appointment
· Setting the stage for the review of the demonstration
· Order Materials
	

	|_|
	Organize the Demonstration
· Demonstration procedure
· Necessary forms and props – color, reading materials, people
· Record what you learn
· Get you “internal coach” ready to replicate demo
· Record results
	

	|_|
	Return to Your Office
· Review what you have learned from the Schematic Design work
· Review what you have learned from the Design Concept work
· Prepare to start Design Development
	






Scoring – Schematic Design (80 points passing)

Bottom line – did you come up with a viable Design Concept?  That is the basis for the evaluation.

	
	Task
	Possible 
Points
	Points 
Earned

	1
	“Don’t Jump to Solutions”
	5
	

	2
	Review What You Learn During the Programming Step
	15
	

	3
	Current ASHRAE 90.1 – Identify LPD for Application 
	5
	

	4
	Develop Your Design Concept
	30
	

	5
	Watts per Luminaire: Existing and Your Two Options 
	5
	

	6
	 Do the Two Systems Fit the Budget?
	5
	

	7
	Presenting the Design Concept
	15
	

	8
	Demonstrating the Design Concept
	15
	

	9
	Return to the Office
	5
	

	
	Total
	100
	



The scoring is a judgment call between you and your Coach.  What did you do to convey and gain acceptance of your Design Concept?  Do you have a viable Design Concept?  Complete the three “data requests” (ASHRAE 90.1, Watts per Luminaire, Budget)?  Do a “table top” demo, a full scale demo, or both?  Do what is necessary to move the selling process on to the next step.  

Remember, this is a technique.  It is an opportunity to improve your ability to:
1. Use information developed with your customer to create your Design Concept.
2. Get permission to do a Table Top, and/or a Full Scale Demo and learn how to:
a. Set it up and conduct it
b. Help your “Coach” at the facility do the demo for others who did not attend the original demonstration
3. Take what you learn and put it into your Design Development
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, 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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