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Introduction and Agenda 

 Session Objectives: 

 Provide update on the Better Buildings Alliance’s 

Renewables Integration Team 

 Present case studies and strategies from successful solar 

PV projects on commercial buildings 

 Agenda 

 Introduction – Jay Paidipati 

 A Commercial Building Owner Perspective – Eugenia 

Gregorio 

 Solar PV Case Studies – Matt Lynn 

 Commercial Solar Case Study – Mark Manthy 

2 



 

 

   

 

  

 

 

 

Renewables Integration Team Summary 

 Goals and Objectives 

 Individual members often do not have the resources or 

expertise to address these very specialized issues, and vendors 

selling renewables projects have a vested interest in promoting 

their solutions. 

 Provide unbiased advice and shared experience to help BBA 

members navigate complex regulations, business models, and 

utility policies associated with distributed renewable energy 

systems. 

 Deliver projects based upon member interests and needs 

 Project Team Lead: Jay Paidipati, Navigant 

Consulting 
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Team Activities 

Current Work 

 Hospitality Solar Guide 

 Healthcare Solar Guide
 

 Promoting Solar PV on 

Leased Buildings Guide 

 Supporting Case Studies
 

 Request for Information
 

Upcoming Work 

 Coordinate with SunShot 

Program 

 Market Recent Work 

 Team Meetings 
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Request for Information 

 Background: DOE’s SunShot Initiative and BBA are 
exploring the best strategies to support, expand, and 
streamline efforts to deploy PV on and for commercial 
buildings in the U.S. real estate market. 

 Drivers: Understanding the benefits and most prominent 
challenges for building owners, tenants and other 
stakeholders is essential for developing resources and 
solutions to promote solar installations in this market. 

 Purpose: solicit feedback from building owners and 
building tenants, academia, research laboratories, 
government agencies, and other stakeholders on issues 
related to installing solar on commercial buildings. 

 Where: https://eere-exchange.energy.gov/ 
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Presentations 

 Eugenia Gregorio, The Tower Companies
 

 Matt Lynn, Lend Lease 

 Mark Manthy, Direct Energy Solar 
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Integrating Solar PV: 
Strategies and Case Studies 

A Commercial Building 
Owner Perspective 

Better Buildings Summit
�

Thursday May 28, 2015
�

Eugenia Gregorio 

Director of Corporate Responsibility 

The Tower Companies 



  

    

    

     

   

  

    

 Company Overview
�
‹ Family-Owned, Privately-Held 

Real Estate & PM Firm 

‹ Locally-Focused 

‹ Develops, Owns & Manages 

‹ Over 5 million SF of commercial 

office, multi-family residential, 

and retail centers 

‹ Leader in Green Building Industry
�



       
     

       
      

 

 Sustainability Leadership
�

Lead by example on environmental responsibility, by 
developing and managing high performance 
properties, being a global voice on environmental 
stewardship, and sharing our sustainable and 
innovative practices. 



   Goal: 20% by 2020
�

https://www4.eere.energy.gov/challenge/partners/better-buildings/the-tower-companies
 

https://www4.eere.energy.gov/challenge/partners/better-buildings/the-tower-companies


   

                  
 

  

 

  

   

 

   

 

  
 

Energy Conservation Measure 
Best Practices 

V Real-Time Energy Management 

V Align Building Operations with 
Lease Hours 

V Night Audits 

V LED Lighting 

V Green Lease Guidelines 

V BMS & Equipment Upgrades 

V Set-point modifications 

V Green Teams & Engagement 

V Renewable Energy 



  
 

The Millennium Building 
Sustainability Features 



 Project Highlights
�



  

 

 

 

 

 

   

 

  

Motivations & Financing
�

V Long-Term Perspective 

V Environmental Leader 

V Financial Incentives 

V Electricity Avoidance 

V SREC Sales 

V 30% Federal Tax Credit 

V Accelerated Depreciation 

V 40% Upfront Credit 





  

 

    

 

 

  

Challenges & Solutions
�

V Industry Experience 

V New Process for Government Agencies 

V Financial Incentives 

V Design Modifications 

V Education for Clients 



 Educational Signage
�



 

 

   

THANK YOU! 

Eugenia Gregorio 

Director of Corporate Responsibility 

Eugenia.Gregorio@towercompanies.com
	
301.692.1463 

mailto:Eugenia.Gregorio@towercompanies.com
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Objective 

 Let’s analyze the real world numbers behind a 

commercial solar installation in Washington, DC, 

Maryland and Virginia. 

 This will allow you to more clearly understand 

the huge differences that only a few miles can 

make in the economics of a solar installation. 
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Introduction 

Who am I? 

 I’ve been in ‘the business’ 

for over 5 years 

 Live in Baltimore 

 Boston College Undergrad
 

 UMD MBA 

 7.7 kW on my roof 
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Introduction 

Who are we?
 
 About Direct Energy 

 Direct Energy is one of North America's largest energy and energy-related services 
providers with over seven million residential and commercial customer relationships. Direct 
Energy provides customers with choice and support in managing their energy costs 
through a portfolio of innovative products and services. A subsidiary of Centrica plc (LSE: 
CNA), one of the world's leading integrated energy companies, Direct Energy operates in 
46 states plus DC and 10 provinces in Canada. To learn more about Direct Energy, please 
visit www.directenergy.com. 

 About Astrum Solar 

 Astrum Solar is a leading national full-service residential solar provider, serving 
homeowners and small businesses in Connecticut, Delaware, New Hampshire, Maryland, 
Massachusetts, New Jersey, New York, Ohio, Pennsylvania, Virginia, Washington, DC, 
West Virginia, California, and Arizona. Astrum Solar's mission is to spread solar power to 
the rooftops of America and to ensure that its customers get the most out of their solar 
panels: the most energy generated, the most electricity savings, the most beneficial 
environmental impact, and the most joy each time they see a sunny day. Astrum Solar was 
on the Inc. 500 Fastest Growing Companies List in 2012 and 2013. 
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Introduction 
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The DMV 

For you out of towners:
 

District 

Maryland 

Virginia 
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The Project! 

The Millennium Building
 

1909 K St, NW Washington, DC
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Project Specs 

109 Suniva 270 Watt Panels = 29.43 kW Solar
 

Edge Inverters with Optimizers
 

Flat Ballasted, no penetrations
 

Approximately 35,000 kWh generated per year
 

About 1% of total building usage
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Project Specs 

 Project owned and financed by the Tower 

Companies (Hi Eugenia!) 

 Project is the first solar PV installation on a 

large, commercial, Class-A office building in 

Washington, DC. 
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Project Economics 

1% of total building electricity offset by solar array!
 

WOW!
 

Seriously – what am I missing here?
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Project Economics 

Maryland 
$100,000 cost
 

-$30,000 (Federal Tax Credit)
 

-$1,765 (State Solar Grant)
 

=$68,235
 

Annual PEPCO offset (at 35,000 kWh @ $.14/kWh) = $4,900
 
Annual SREC Production = 35 SREC * $120 = $4,200
 

Approximate annual income = $9,100
 

**Not taking into account any depreciation
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Project Economics 

District of Columbia 
$100,000 cost 

-$30,000 (Federal Tax Credit) 

=$70,000 

Annual PEPCO offset (at 35,000 kWh @ $.14/kWh) = $4,900 
Annual SREC Production = 35 SREC * $380 = $13,300 

Approximate annual income = $18,200 

**Not taking into account any depreciation 
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Project Economics 

Virginia 
$100,000 cost 

-$30,000 (Federal Tax Credit) 

=$70,000 

Annual Dominion offset (at 35,000 kWh @ $.10/kWh) = $3,500 
Annual SREC Production = 35 SREC * $40 = $1,400 

Approximate annual income = $4,900 

**Not taking into account any depreciation 
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Takeaways 

 Location, location, location! 

 EVERY SITUATION IS DIFFERENT! 

 Can you take the tax credit? 

 What are you paying for power? 

 Are you incurring a cost of capital? 

 What is an acceptable return? 

 Any depreciation concerns? 

 Solar is GREAT and if you’re in the right 

situation could be very profitable. 
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Thank You! 

Mark Manthy 

mark.manthy@directenergysolar.com 

202.643.0344 

15 

mailto:mark.manthy@directenergysolar.com


 

 

  

Closing and Next Steps 

Thank You! 

 Thank you to our 

speakers 

 Thank you for attending
 

Getting Involved 

 If you would like to join 

the BBA or the 

Renewables Integration 

team, contact me at 

jpaidipati@navigant.com 

 We are currently looking 

for case studies of solar 

PV deployed at leased 

buildings. 
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