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1998 Energy
Champion Awards

At the 1998 National Conference in San Antonio,TX,

Rebuild America presented the first annual Energy

Champion Awards for Partnership of the Year,Partnership

Leader of the Year and State Representative of the Year.

Their peers from around the country nominated

individuals and partnerships for Energy Champion

Awards.

Nominees were judged on their demonstrated

excellence in four categories:

■ Program commitment.

■ Program leadership.

■ Program innovation.

■ Special qualities and contributions.

On page six is a roundup of the winners and some

insights into their award-winning activities.
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Managers of a national movie theater

chain wanted to know why their

theaters in Ohio were either too hot 

or too cold.

We helped them figure out that their

control systems were designed for 10-

screen theaters but now had to handle

18-screen multiplexes.

Through our Rebuild America

partnership,1500 Days: The Central

Ohio Energy Efficiency Project,we

solved their problem. Now we’re

helping the company retrofit all of their

theaters in the Northeast.

If we had approached them with

Rebuild America’s services purely on an

environmental or even economic basis

we’d have gotten no response.

But when we approached from the

standpoint of theater quality and

customer satisfaction,they listened.

The key to closing a deal,we’ve found,

is finding out what’s already on the

customer’s agenda. Then show them

how Rebuild America can help.

Follow the Steps
There are three steps to selling

Rebuild America,and they’re the same

for a business,community group,

government agency or anyone else.

They are:

❶ Get the attention of the 

organization’s decision-makers.

❷ Present your program to them 

in person.

❸ Follow up.

Look at your target audiences,

determine what would interest them,

and find a way to show how your

product meets their needs.

Get Their Attention
We discussed ways to get people’s

attention in the March-April 1998 issue

of Partner Update. It boils down to

figuring out who your target audience is,

what they listen to and how you can

become a part of that.

For example,our market is high-traffic

buildings like movie theaters and

restaurants. So we run public service

announcements on TV and radio about

projects we’ve done for businesses.

Present Your Program
A historic live theater in Ohio wanted

to showcase their renovation. We

offered to do a commercial for them in

exchange for a chance to talk about
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Closing the Deal  By Glen KizerRight: A 1998 Energy Champion Award
Below: Award winners Les Wilson of 
Rebuild Webster City, IA (left), John
Ruckes, and Wendell Jones. 



Awards

A tireless advocate of Rebuild America,Jones is willing to

tackle the tough issues that can derail a program. His direct,

results-oriented approach has been instrumental in guiding the

effort to achieve goals and milestones. On his own dime he has

traveled to workshops on energy efficiency in addition to

dedicating many hours of his spare time to fortifying the

Rebuild Little Rock initiative. Jones has taken on this challenge

without additional staff.

His service truly has been “above and beyond.” He has

succeeded in connecting Rebuild Little Rock with many

valuable players in the city and has exhibited exceptional skill

and determination in translating the goals of the program into

action.

"The beauty of Rebuild America is that it allows everybody to

be as creative as possible. I'm honored to be recognized and

reenergized to do more." – John Ruckes

John Ruckes,lead planning analyst for the Connecticut Office

of Policy and Management,has served as the catalyst for five

Rebuild America partnerships in Connecticut that have

identified over 4 million square feet of candidate space for

energy-efficient retrofits.

Connecticut was a beneficiary of a court decision to

compensate the state for past overcharges on petroleum

products. Ruckes did not miss a beat in putting these “Stripper

Well”funds to work in creating and supporting new

partnerships in Connecticut. He conducted workshops

statewide to help communities hammer out the framework for

successful partnerships.

Indicative of Ruckes’dedication to the big picture is his active

involvement in Rebuild America program team meetings and

conference calls and his service on the Steering Committee to

shape Rebuild America’s 1998 National Conference.

Ruckes introduced one of the first state newsletters,Rebuild

Connecticut Partnership Initiatives,to promote Rebuild

America and strengthen links among partnerships in the state.

Given Ruckes’demonstrated commitment to improving

building energy efficiency,it is not surprising that the mayor of

Bridgeport,approached Ruckes personally seeking assistance in

addressing the town’s local energy issues.

State Representative 
of the Year
John Ruckes, State of Connecticut
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Mark Ginsberg, U.S. Department of Energy deputy
assistant secretary (left); Wendell Jones; and Jim
Dailey, mayor of Little Rock, AR

John Ruckes (left)
and Mark Ginsberg,
U.S. Department of
Energy deputy
assistant secretary

Nominees for the 1998 
Energy Champion Awards were:

■ Raymond Carr,Rebuild Hawaii Island

■ Lynn Chamberlin,Rebuild Nebraska

■ Kendall B.Curry,Rebuild Nebraska

■ Mel Powers,Rebuild Roanoke-Chowan,NC

■ Fred Sissine,Rebuild the City of Mt.Rainier,MD

■ Rebuild Bergen County,NJ

■ Rebuild Hawaii Island

■ Rebuild Nebraska

■ Rebuild Philadelphia 

■ Rebuild Roanoke-Chowan,NC


