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When planning 
your 

strategy… 
 

“I never hit a shot, not even 
in practice, without having 

a very sharp, in-focus 
picture of it in my head.” 

- Jack Nicklaus 



Discussion 

 Evolution in energy procurement 

 yesterday 

 Today 

 tomorrow 

 Technology 

 Market data 

 Liquidity 

 Ashland University 

 

 

 



Some brokers and suppliers are 
overweight! 

 Some suppliers 
keep market 
benefits 

 Bid on experience 
with like sized 
clients 

 Brokers often earn 
more than the 
supplier 

 Both are at times 
less than 
transparent 



Supplier value? Or risk? 

Client 

Clearing House Physical Bilateral 

Third-Party 
Risk  

NONE 

Phase  
 
I 

Phase  
 

II 

Phase  
 

III 



Market Trends 

 

Contango – outer periods 
trading at premium to near 
periods   

 

Backwardation – outer periods 
trading at a discount to near 
period  



Access to data… 



ERCOT vs. PJM 



When to buy….. 



When to buy…Q2 2021  



When to buy…add Technical 



When to buy…add Technical 



Understand and apply… 



Implement your indicators… 



Ashland University 

 Located in Ashland, Ohio 
 Founded in 1878 
 Central Boiler Plant, Decentralized Limited Chilling Capacity 
 Annual gas usage of 75,000 dths 
 Annual electric usage of 21M kwh’s 
 Electric Grid PJM, AEP and First Energy 
 Gas, Columbia of Ohio 
 26 Buildings  
 Energy Budget $1.8M 

 
 



The need 

 Stephen Storck – 
CFO Ashland 
University 

 
 Cost reduction  

 Partner with a firm 
with depth of 
services and 
knowledge 

 Innovation and 
Technology  

 Proven track record 

 



What we learned… 

 3 year historical 
structures 
 Power was fixed full 

requirements with 
no pass through line 
items 

 Natural Gas was – 
NYMEX plus  

 

 RFP/Reverse 
Auction approach 



What we learned… 

 Unfavorable 
contracts 

 Structure 
 Financial obligations 

 Lack of participation 

 Balancing  

 Suppliers capability 

 Pricing 

 Client used “Point-
in-Time”  

 

 



What we did… 

 Interviewed key 
staff involved in 
procurement 
initiative  

 Determined sites 
appetite for risk 

 Established 
benchmarks 

 

 Identified key 
services required 
of the supplier 

 Removed 
portfolio pricing  

 Established 
separated 
independent 
pool 

 



The process… 



The results…  Immediate cash 
flow of $350K 

 

 Removed mark- 
ups where 
applicable 

 

 20% savings on 
the energy alone 

 



Next steps… 

 Ohio has price risk from the utility  

 

 Reviewing building data for CHP 
applicability 

 

 Creative financing  

 

 



Summary 

 Web-enabled system 

 Spreadsheets are good for analytics, but 
not for tracking data 

 System should track each step in the 
procurement process 

 System should trigger when opportunities 
exist 

 Identify and report on your Key 
Performance Indicators 

 Actual and projected data in the same 
system 

 

 



Questions? 
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