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Focus on nuclear power

I NRC actions demonstrate 
| strict emphasis on safety

n recent weeks, events reported in 
the news media have raised ques
tions concerning the operation and 

performance of FPL’s nuclear plants. To ad
dress these questions, “SSNews” spoke with 
C. O. Woody, Group Vice President of Nuclear 
Energy. Here are highlights of th a t interview:

SSNEWS: Our nuclear p lants have been  
draw ing a num ber o f critica l stories in  
th e n ew s m edia lately , particu larly  from  
a safety  standpoint. A re our p lants safe?

WOODY: Yes, without a doubt. During more 
than  14 years of operation, there never has 
been a major safety problem at any of FPL’s 
four nuclear facilities. T hat’s because nuclear 
power is a proven technology, there are 
numerous redundant safety systems inhe
ren t in a nuclear p lant’s design, the m aterials 
used in their construction meet or exceed 
safety specifications and our plant personnel, 
regardless of position, are committed to all 
aspects of plant safety.

SSNEWS: Then w hy the criticism ?

WOODY: There are four reasons. First, the 
well-publicized Chernobyl accident in Russia 
has heightened media awareness of nuclear 
power. So, naturally, anything involving nuc
lear power gets coverage.

Secondly, the Nuclear Regulatory Commis
sion (NRC) recently fined our Company for 
certain operational and procedural violations 
a t both our Turkey Point and St. Lucie nuc
lear plants.

Another reason is an operating performance 
report issued by the NRC in August on our 
Turkey Point and St. Lucie nuclear units 
tha t, frankly, did not give us as high a set of 
ratings as we had expected. The media car
ried stories about those ratings.

And finally, a report recently was published 
by Ralph N ader’s Public Citizen’s Critical 
Mass Energy Project — an anti-nuclear group 
th a t bills itself as a nuclear power ‘watchdog’
— th a t placed some of our nuclear units on 
its list of so called “worst plants.”

SSNEWS: There w as n oth in g  w e could  
have done to prevent the C hernobyl ac
cident. But w hat about th e fin es w e’ve  
received  from  the NRC?

WOODY: Every procedure, operation or mod
ification of each commercial reactor in this 
country is monitored, reviewed and analyzed 
by the NRC...and the results made public. 
Compliance with NRC regulations is likewise 
monitored by team s of NRC inspectors in re
sidence at all U.S. commercial reactors. Also, 
the NRC sends specialty inspectors th rough
out the year to inspect various areas and ac-

See Nuclear, page 4

Perched next to a 500 kv transm ission tower cross arm, Granada Service Center Lineman Jerry 
Hutcheson gets ready to replace a special clamp — used to hold large insulators — by means of a 
“cold end yoke,” a device designed and built by FPLers.

FPLers from divergent backgrounds 
getting fine results with ‘Super Team1

or several years, six men from 
throughout FPL’s system — some rep
resenting the union, the others repre

senting m anagem ent — have been sharing 
ideas. And these ideas have led to increased 
transm ission line safety, improved work 
methods and specialized first-of-a-kind tools.

C.E. “Kip” Anderson, Jim  Butler, R.K. “Red” 
Dunn, Richard Grosse, Jerry  Hutcheson and 
Gary Zaniewski are members of FPL’s joint 
barehand train ing committee. (Barehanding 
is working “hands on” with energized tran s
mission lines.) Their main job is to train, cer
tify and annually re-certify all barehand 
crews in FPL’s system. Their meeting place 
is the Sanford Training Center, a fenced-in, 
10-acre former cattle compound about two 
miles north of the Sanford Plant.

Said Systems Operations Coordinator and 
‘Committee Team Leader’ Anderson, “Since 
day one, we were formed to make barehand 
train ing and safety our primary concern. Both

safety and train ing “drive” our ideas. Now, 
those ideas have begun to impact other areas 
w ithin FPL, as well as outside the Company.”

To date, the team ’s ideas have made life 
easier for num erous employees. Their work 
also has received the attention of other 
utilities, companies, organizations and m an
ufacturing concerns. As a result, FPL is look
ing into m arketing those ideas, particularly 
through FPL QualTec, Inc., a subsidiary of 
FPL Group.

According to team  member Dunn, a Working 
Forem an in Fort Lauderdale, num erous other 
companies have visited the Training Center. 
Some have come as observers, as did rep
resentatives from the Bonneville Power Ad
m inistration in Oregon, Pacific Gas & Elec
tric in California, and utilities from New 
Mexico and Nevada. O thers have come to the 
Center for tra in ing  and certification in FPL’s 
barehanding technique.

See Ideas, page 3
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ESOP election offers members 
opportunity to withdraw funds

D f you participated in the Employee 
Stock Ownership Plan (ESOP) dur
ing the 1978,1977,1976 or 1975 Plan 
Years, you will be given the opportunity to 

withdraw all or part of your plan accounts 
for these years. During this election period, 
you will have four options:

1. You may w ithdraw  100 percent of your 
1978 and earlier ESOP account balance; or,

2. You may withdraw  50 percent of your 
1978 and earlier ESOP account balance; or,

3. You may withdraw  100 percent of your 
own employee contributions for all plan years 
(1977 and later); or,

4. You may elect to leave your monies in 
the Plan.

Eligible employees should have received their 
election packages, which are due back to 
Employee Benefits by October 15, 1986. The 
packages contain more detailed information, 
including approxim ate am ounts you may 
w ithdraw  and tax information.

New After Tax option announced

B ffective September 1, employees may 
select an additional option when re
questing a w ithdraw al of their After 
Tax contributions. The order in which you 

may w ithdraw  After Tax monies has not 
changed and is:

1. After Tax Supplem ental Contributions

2. After Tax Basic Contributions

The new option now allows you to specify a 
dollar am ount (previously you had to w ith
draw all) of the accumulated income, gains 
and losses for your After Tax Basic and Sup
plem ental Contributions.

Revised Applications for W ithdrawal, Form 
287 (Rev. 8/86), are available in all Payroll 
Locations and may be ordered through Forms 
and Office Supplies ADS. The new w ith
drawal option will be included under item (C) 
on the form.

Recent benefits questionnaire 
gets overall positive response

arlier this summer, 2,000 randomly- 
selected employees were asked to 
complete a questionnaire on the ef

fectiveness of Employee Benefits communica
tions. The purpose of the questionnaire was 
to see if the various communications of our 
employee benefit plans are m eeting the needs 
of our custom ers (employees).

Over 1,000 employees gave the ir opinions on 
the employee handbook, benefit statem ents, 
benefit articles in SSNews, le tters announc
ing benefits changes, Thrift Plan and ESOP 
statem ents, medical and dental claims hand

ling, and m aking Thrift P lan changes 
through the Employee Benefits Section of 
General Office Personnel. Also included was 
a question on the benefits logo BENNY FITS. 
(About 79 percent of those responding felt 
Benny was an appropriate spokesperson.)

The overall results were extremely positive, 
and somewhat surprising. Awareness, under
standing, readership, and in terest levels are 
quite high in the Thrift, Medical, Life Insu r
ance, and Dental Plans. The highest ranking 
in benefits quality and understanding was 
our Thrift Plan. The results also showed th a t 
employees w ant to know more about their 
benefits and how to use them. Many of the 
specifics th a t employees requested will be 
included in the upcoming revision of the 
“Your Career, Your Company, Your Benefits” 
employee handbook, due to be published in 
early 1987.

Beneficiary forms being mailed 
to employees’homes this month

□  mployee Benefits is soliciting new 
beneficiary designation forms from 
all employees for the Employee Stock 

Ownership Plan (ESOP) and the Thrift Plan. 
Beneficiary forms are being sent to employee 
mailing addresses th is month.

Aetna provides guidance on 
proposed surgery charges

o avoid surprises when the doctor’s 
bill arrives, and to encourage wise 
health  care consumerism, Aetna now 

provides you with specific dollar am ounts on 
your proposed surgery.

If  your doctor tells you th a t you need surgery,
ask for a description of 
the anticipated surgical 
procedure, the surgical 
procedure code and 
the total anticipated 
charge for the proce
dure. (Don’t  forget to 
get a second opinion if 
the surgery is one of 
the 19 procedures 

under the Plan tha t requires another opinion).

Call the Aetna toll-free num ber (800) 282- 
6676 and relay th is information to them.

Aetna then  will provide you with the 
maximum am ount which will be considered 
under our medical plan.

Aetna is not guaranteeing these benefits, 
though, because charges may be subject to 
the deductible, coinsurance and coordination 
of benefits. Also, other services and proce
dures may become necessary a t the tim e of 
treatm ent.

Actual paym ent will be made on the basis of 
the surgical procedure actually performed, 
and the reasonable and custom ary fee a t the 
tim e of service.
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September, 1986 Holly R. Duquette ' '
Safety Poster Coral Gables Office CG P P L .

Life saving theme: ‘Buckle up’

Holly Duquette

he September 
Safety Poster 
theme, “In

vest a m inute to 
buckle up. You may be 
saving the rest of your 
life,” was developed by 
South Dade Customer 
Service Supervisor 
Holly Duquette.

Power Days are back!
or the fifth consecutive year, FPL is 
offering POWER DAYS at W alt Dis
ney World (WDW) Magic Kingdom 

and EPCOT Center. This year, FPL POWER 
DAYS will be November 8, 9, 10 and 11.

Tickets this year are $15.00 per person. T hat’s 
a $9.50 savings off the regular admission 
price of $24.50. Tickets may be purchased 
through local Personnel offices and through 
POWER DAYS Coordinators (see below).

Special POWER DAYS hotel ra tes are avail
able a t the WDW Resort Villas and Fort Wil
derness Campground Resort. Also offering 
special discount ra tes are the Americana 
Dutch Resort, Buena Vista Palace and the 
Hotel Royal Plaza located in WDW Village. 
Contact your POWER DAYS Coordinator or 
call the WDW Vacation Kingdom at (305)827- 
7200 for special ra tes a t other locations.

W hen m aking reservations, don’t  forget to 
ask for the Magic Kingdom Club Discount 
rate. And make your reservations early. A

FPL POWER DAYS C oordinators:

•  Kelly Lopez (WD) Sarasota, 953-7171
•  Susanne Wallace (NED) Daytona, 257-7175
•  Jody H arrison (NED) Cocoa, 459-8313
•  Kammi Yates (ED) West Palm  Beach, 

684-7187
•  P at Bonanno (JB) Juno Beach, 863-3009
•  Pat Rush (SED) Fort Lauderdale, 765-3148
•  Dorothy Lewis (SD) Miami, 442-5337
•  Cindy Risavy (GO) Miami, 552-4003
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“We’ve been getting some unexpected public
ity. It appears our previous visitors are 
spreading the word about our barehand tra in 
ing program,” Dunn said.

“The reason,” said Zaniewski, a West Palm 
Beach Transmission Supervisor, “is th a t 
barehanding is a relatively new process. The 
Bureau of Reclamation -- now a part of the 
U.S. D epartm ent of Energy (DOE) — 
pioneered the method and improved upon it 
before utilities such as ours were allowed to 
use it. But, since our tra in ing  by DOE in 1975, 
we’ve refined the process even more to where 
we feel we have the finest barehand train ing 
program in the nation...probably the world. 
Apparently, others agree.”

Productivity increased

Grosse, a P un ta  Gorda Line Foreman, con
curred. “From the original barehand concept, 
we could perform only one work method per 
day. Today, we can do multiple jobs, thus sav
ing the Company money. In fact, we’ve in
creased our work output four-fold.”

P art of the reason for the increased productiv
ity, according to Grosse, is fam iliarity with 
the job. “The more a m an does his job, the 
better he becomes and the faster he can do 
it,” he said.

Probably the greatest reason for the in 
creased productivity, however, has been the 
use of specialized tools which have made it 
safer, easier and faster for crews.

According to Transm ission Training Coor
dinator Butler, “In an effort to improve our 
barehand training, the Committee has in
itiated  num erous ideas. Some of these have 
led to designs for new tools.”

Anderson explained, “An idea may give rise 
to a tool so specialized, it doesn’t  exist any
where else in the world. We discuss the idea, 
draw a diagram  or plan, and then  take it to 
the Sanford P lan t Machine Shop. T hat’s 
where the miracles are m ade.”

With the help of Sanford P lant M anager Otis 
Smith, M achinists Bill Layton and Danny 
Welsh (now a t Turkey Point), and Welders 
Billy Stafford and Bill Girard, ideas are 
turned  into reality. From a plan, a rough sam 
ple is created. The sample is tested by the 
Committee and returned to the Sanford Shop 
for ‘refining’. “By the second or th ird  try, we 
have a prototype, a first-of-a-kind tool,” said 
Anderson.

Sanford P lan t’s Layton added, “By making 
these tools ourselves, we’re saving at least 50 
percent of w hat it would cost to have them  
built by a m anufacturer. W hat’s more, we can 
make them  faster, too. T hat’s because there’s 
no middle man. We deal directly with the 
Committee.”

Once the prototypes are made, they’re again 
tested and approved. After proper approval, 
they are made available for crew train ing  and 
placed in service in our system.

Samples already in service

Typical of these devices is a “rolling ladder” 
which accesses midspan repairs on 500 kv 
lines. It is used when the area underneath  
the lines is inaccessible, such as a swamp, 
and normal equipm ent can’t  be utilized. Bas
ically, it is two fiberglass ladders opposite 
each other and held together by a wheeled 
assembly. The wheels actually sit on the 
transm ission lines.

Another piece of equipm ent developed and in 
use is a “triangular hook ladder” which can 
support two men a t the end of a 500 kv cross 
arm. The lightweight, alum inum  ladder is 
built in the shape of a triangle. The three-lad- 
ders-in-one concept perm its both men to work 
freely in a ra th e r confined area, since each 
can stand  on a different side of 
the ladder.

Of greatest impact, perhaps, is a “step cradle” 
th a t is used not only in barehand work, but 
also in changing large and heavy insulators. 
This cradle can be shaped easily to fit the 
insulator configuration of any line in the FPL

Sanford Plant Welders Bill Girard (left) and 
Billy Stafford have been responsible for turn
ing ideas into reality.

system and holds the insulator in place while 
adjustm ents are made. I t now is used univer
sally w ithin FPL.

“Thanks to the step cradle, insulators now 
can be changed quicker and safer,” said 
G ranada Service Center (Ormond Beach) 
Linem an Hutcheson.

The Jo in t Barehand Training Committee and 
the Sanford Machine Shop’s ‘team  effort’ has 
been so successful th a t Anderson expects 
fu rther accomplishments. “Everyone has 
been enthusiastic from the start. We’ve 
worked well together and everyone has par
ticipated fully. It stands to reason th a t  
nothing but good can continue to come from 
this bargaining/non-bargaining ‘super 
team ’.” m

Company employees contribute $3,000 to UM/JM Burn Center

Assistant Vice President Jerry Baur presents 
$3,000 to Dr. Gilbert Ward, m edical director of 
the UM/JM Burn Center. The donation w ill help  
purchase new equipm ent.

o n behalf of FPL’s 13,800 employees, 
A ssistant Vice President Je rry  Baur 
recently presented a $3,000 gift to 

Dr. G ilbert W ard, medical director of the U ni
versity of M iami/Jackson Memorial (UM/JM) 
Burn Center.

“Presenting the Burn Center with th is money 
was FPL’s way of saying thanks,” said Baur. 
“There’s always the risk of electrical bum s 
in our business and we’re glad the Center is 
here in case we ever need it.”

The FPL gift, which came w ith the Company’s 
receipt of the 1986 Edison Award from the 
Edison Electric Institu te, will enable a new 
therapeutic piece of equipm ent called a 
“shoulder continuous passive motion device,” 
to be purchased by the Burn Center.

“Patien ts strapped to this equipm ent will 
have the ir shoulder joints moved passively. 
This movement will enable the burn  patient 
to regain flexibility of skin tissue,” said Ward. 
“The machine provides essential physical 
therapy to recuperating burn patien ts.”

In addition to th is gift, FPL employees have

been supporting the Burn Center for several 
years. For example, FPL employees of Local 
359 Miami and Local 759 Fort Lauderdale of 
the International Brotherhood of Electrical 
W orkers and non-bargaining FPLers (along 
with Metro-Dade firefighters) have donated 
the ir time during the Thanksgiving holidays 
to stand  at busy intersections collecting pen
nies, quarters and dollars for the UM/JM 
Burn Center.

“Although we’re not involved in street drives 
anymore,” said W alter Crosson, N ortheast 
Service Center Troubleman who also serves 
as a member of the B urn C enter’s Board of 
Governors, “we still participate in several 
other fund-raising activities for the Center.”

He continued, “We really appreciate FPL’s 
m anagem ent for supporting us in our fund
raising endeavors. To date, we’ve been able 
to raise more than  $3.8 million.”

As a resu lt of the hard  work from these groups 
and other generous organizations, the Burn 
Center recently was able to expand its small 
eight-bed facility to 23 beds. ®



FPLer breathes life back 
into 13-monfh-old baby

elbourne Cable Splicer Jack Almand 
had ju s t sa t down to dinner with his 
wife when he heard someone fran ti

cally banging on his front door.

He ran  to open it and found his neighbor from 
across the street holding the limp body of 
their 13-month-old granddaughter, Michelle 
Jones. The baby was not breathing. H er face 
had turned blue.

Only m inutes before, the child had been ru n 
ning a high fever. Her worried grandparents, 
in an effort to bring the fever down, had put 
her into a bathtub of cold water. However, 
while in the tub, the baby went into convul
sions and passed-out.

In those terrifying moments, the child’s 
grandparents remembered th a t their 
neighbor, Jack Almand, worked for FPL and 
probably knew cardio-pulmonary resuscita
tion (CPR).

W ithout wasting time, they wrapped Michelle 
in towels and ran  across the street to Almand’s 
house praying he would be home.

When Almand opened his front door and 
realized the situation, he instinctively took 
the baby’s small limp body in his arm s and 
checked for a pulse. There was none.

The cable splicer did not panic. After taking 
FPL’s CPR train ing  num erous tim es during 
his 25 years w ith the company, he im
mediately knew w hat to do.
Almand tilted the baby’s head back and 
checked for any objects caught in her throat. 
Then he began to give her CPR through the 
mouth and nose, simultaneously pressing on 
the child’s chest.

Almand struggled to breathe life back into 
the little girl. At last, the child responded.

Though it isn’t  every day th a t one can perform 
such a rescue, this incident had a special sig
nificance for the veteran cable splicer. “I had 
a daughter who died when she was 16 because 
nobody around her knew CPR. Somehow it 
seems fitting th a t I was able to save th is little 
girl’s life because I knew the technique,” said 
Almand, who has been recommended to re
ceive FPL’s Lifesaving A w ard.»

Melbourne Service Center Cable Splicer Jack  
Almand holds M ichelle Jones whose life he 
saved with CPR after she stopped breathing.

NUCLEAR continued from  page 1

tivities of the plant. Last year, 38 NRC inspec
tors came to Turkey Point, performed 35 
separate inspections th a t required 4,725 
hours of effort. This same level of inspection 
is being performed by the NRC this year.
Even the sm allest infraction — which is sub
ject to a fine — receives serious attention. And 
sometimes th a t attention is misunderstood 
by the media and the general public.

Some of the fines, because of prompt and ex
tensive corrective actions on our part, have 
been reduced by half. In other cases, the NRC 
has complimented us for initiating actions to 
examine all safety systems and identify and 
correct the problems. And in one case, a  fine 
was dismissed.

Fines don’t  m ean our plants are unsafe.
They’re very safe. W hat they do reveal is the 
strict attention being devoted to p lant ac
tivities by the NRC, indicative of how seri
ously the Commission regards its role as an 
industry regulator. The NRC wants to make 
certain -  ju s t as we do -  th a t nuclear plants been addressed and corrected,
are as safe as hum anly possible. One would
be hard pressed to name another industry SSNEWS: One last question . What about
with the same commitment to safety. C ritical M ass E nergy P roject report?

Perspective on NRC fines
Recent media coverage 
has highlighted Nuc
lear Regulatory Com
mission (NRC) fines a t 

FPL’s nuclear facilities. To put these 
incidents into perspective, SSNews 
did some checking:

To date, there are 49 electric utilities 
in the U.S. with operating nuclear 
units, according to the Atomic Indust
rial Forum. A recent NRC report 
noted th a t all 49 utilities had been 
fined since the Commision began per
forming this task  in 
1972. That report 
further noted th a t 
the NRC has levied 
nearly 500 fines, 
and the utilities 
fined had paid more 
than  $17 million.

V

SSNEWS: What is  th e  SALP R eport re 
cen tly  reported  in  the m edia?

WOODY: The SALP report (Systematic As
sessm ent of Licensee Performance) is a 
periodic evaluation by the NRC of a com
pany’s nuclear plants. It is conducted 
throughout the U.S. on all companies owning 
and operating nuclear plants. The SALP re
port conducted on our plants noted th a t our 
nuclear performance Company-wide was 
satisfactory; all areas received a “passing 
grade.” But the report called for more m an
agem ent attention in certain areas, particu
larly a t our Turkey Point facility.

SSNEWS: Why T urkey Point?

WOODY: Since the Three Mile Island acci
dent in 1979, the NRC has ordered many 
added systems and changes to the plant. Not 
only is Turkey Point our oldest nuclear plant, 
but it also is one of the oldest in the country.
In essence, we’re talking about a p lant th a t 
was designed in the mid 60’s, and now is being 
brought up to 1986 standards.

In addition, there’s been something like 200 
regulatory changes in  th e  p ast year alone, 
and those require significant changes to de
sign, construction, maintenance, operation 
train ing and procedures. As a resu lt of these 
changes, num erous modifications have been 
required a t Turkey Point. And with th a t 
much activity, there is g reater exposure to 
regulatory non-compliance.

Even though the NRC may not be completely 
satisfied with the p lan t’s performance on all 
fronts, it has recognized the extensive im
provements we’ve made already and has 
acknowledged the challenges we face in 
bringing the plant up to today’s technology. 
The NRC also is fully aware of our Company’s 
total commitment to th is result.

Incidentally, the SALP report was based on 
NRC inspections performed from November, 
1984 to this past April. By now, most of the 
concerns expressed in the report already have

WOODY: It was critical of Turkey Point, and 
it also was critical of other plants nationwide. 
Yet, Turkey Point has an  outstanding 
cumulative capacity factor for the industry. 
U nit No. 4 a t Turkey Point was our Com
pany’s leading performer for 1985, and is one 
of the plant sites which placed in the top 10 
for low-cost production for all types of electric 
generating units in the country.

NRC spokesman Joe Gilliland, speaking 
about Turkey Point, said, “FPL has embarked 
on a large program to comprehensively check 
all systems to ensure th a t drawings, proce
dures and instrum entation accurately reflect 
the way the plant is built and operates.”

And certainly we have. We’ve initiated over
view and oversight programs, such as the 
Performance Enhancem ent Program. We’re 
constantly checking, monitoring, evaluating 
and re-evaluating. We’ve improved our nuc
lear tra in ing  to the extent th a t we have re
ceived accreditation for all of our operator 
tra in ing  programs. We’re heavily involved 
and totally committed. You can be assured 
we’ll meet our regulatory performance goals.

Making the big move? 
Don’t forget to tell others

hen moving, please make certain you 
let “SSNews” and others know of your 
new address.

Ask your supervisor to provide you w ith an 
“Employee Change of Address” (Form 1576), 
fill it out promptly, and re tu rn  the form to 
your Division Personnel Office (or directly to 
D ata Prep - Payroll - CPO if you are in the 
Southern Division).

T hat way, you can be certain to receive, w ith
out delay, any official Company mail, such as 
inform ation on employee benefits and FPL 
Employees Federal Credit Union, Power 
Caps, tu rkey  certificates, and SSNews.”
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New Direction See page 2

FPL's Kansas City Office Works 24 Hours a Day
Little does a caller responding to the toll-free number 
on FPL’s TV advertisement realize that the operator is 
located 1,200 miles outside FPUs service territory in 
Raytown, Mo., a Kansas City suburb. In fact, it’s just a 
few miles down the road from Harry S Truman’s Inde
pendence home.
The operator is employed on behalf of FPL by USA 800, 
a state-of-the-art corporate telemarketing firm which 
offers 24-hour answering service, seven days a week.
The 10-year-old business has come a long way since the 
early days, when operators would bunk at the office in 
sleeping bags to handle night and weekend calls.
Housed in a low-rise three-building complex, USA 800 
has a telephone system capable of handling the needs of 
a small town. When the Disney Channel did a promotion 
recently, USA 800 was able to answer more than 100,000 
calls in four-day period. More typically, operators handle 
3,000 to 10,000 calls a day for a client roster that may 
number 100 or more at any given time.
These clients include biggies such as Westinghouse, 
Anheuser Busch, Timken, American Standard-and, of 
course, FPL.
“FPL is a pioneer, the first utility in the country to break 
out of conservative utility thinking and use an 800 
number,” said Ron White, Sr., president of USA 800.
In spring, White was named Small Business Person of 
the Year in Missouri by the U.S. Small Business Admin
istration. His business has sales exceeding $2 million 
a year.
“We think of ourselves not as an 800 number, but as 
FPL’s communications center,” says White, referring to 
the way his large roomful of operators is trained to 
approach each caller in a friendly, person-to-person 
fashion.
USA 800 has been representing FPL since Spring, 1982, 
according to Marketing Services Coordinator Stan 
Huguenin, who coordinated implementation and opera
tion of the service.
Sandi Newby, an analyst working for Huguenin, made 
contact with various toll-free services and prepared data 
which enabled FPL to make a “go” decision on the 
project. The service was initiated under then Marketing

Toll-Free Number Payoff 
Pleases FPL Customers
To Oscar and Sally Lynn of Englewood, calling a toll- 
free number was an easy way to let FPL know of their 
desires.
Mrs. Lynn had scheduled a home energy survey in 
response to an FPL ad in the Sarasota paper touting the 
benefits of installing a heat recovery water heating sys
tem. She phoned FPL’s 24-hour toll-free number (see 
adjacent story) and the operator promised that someone 
from the local office would call back soon, which is 
exactly what happened.
Marketing personnel in Venice learned of the Lynns’ 
need the next day, and scheduled an appointment for 
the following week. (Overnight, the FPL Marketing 
Department pulls the call record data off USA 800’s 
computer in Kansas City and relays customer request 
information to the appropriate Divisions for action-in 
the Lynns’ case, it was to Western.)
A quick Division response was essential to producing a 
satisfied customer.
“The FPL office called to schedule an appointment and 
he (Marketing Service Representative Douglas Bucci- 
arelli) pleased us with his punctuality by being 15 min
utes early,” Mrs. Lynn recalled.

USA 800 headquarters in Raytown, Mo.

Director Tom Petillo, now Vice President, Division Sup
port Services.
‘We went to USA 800 because we didn’t want to add to 
the workload of our already busy Watt-Wise Line opera
tors (see story on page 2). And because of the 24-hour 
service capability which allowed us to respond to calls 
generated by prime-time TV ads,” Huguenin explained.
‘We have an exceptionally good relationship with USA 
800, and I expect it to continue,” Huguenin said.
USA 800 currently receives calls generated by FPL 
advertising and direct mail for two classes of programs-  
home security lighting and the five cash incentive pro
grams for energy management.
Here’s how the service works: a caller dials the 800 
number in response to a TV or newspaper ad or a direct 
mail letter, requesting a home energy survey, informa
tion about the cash incentives, or a request for informa
tion about FPL’s security lighting program.
The USA 800 operator records the caller’s name, address, 
phone number and survey or informational needs in 
her computer.
Back in Miami, the Marketing Department’s Norah 
Grubmeyer taps into USA 800’s computer every morning 
at 7 a.m. Her responsibility is to pick up caller informa
tion, feed it into FPL’s main computer, sorting by Divi
sion and adding the caller’s account number.

“The young man spent a lot of time with us. When we 
decided we wanted a heat recovery system, he even 
contacted the air conditioning place we had selected to 
give them some technical information regarding our 
specific existing installation,” said Mrs. Lynn.
As part of his energy survey, Bucciarelli told the Lynns 
that their present insulation was adequate and that they 
would be “throwing money away” to add more.
“He was honest, and he didn’t try to promote something 
we didn’t need. I appreciated that,” said Mrs. Lynn.
Four or five days later, the Lynns had installed their heat 
recovery unit. They paid for part of it with an FPL Watt- 
Saver certificate for $177, issued to qualifying customers 
to pay part of the cost of certain FPL approved energy 
management improvements.
Mrs. Lynn was so pleased that she told a friend who 
scheduled her own home energy survey.
“FPL is very enthusiastic about energy management 
and so am 1.1 hope they continue the program. People 
coming down here from up north are especially in need 
of a dependable source of helpful advice, without heavy 
sales pressure,” she observed.
The Lynns were among more than 64,000 households 
who made such improvements during the first six 
months of this year as the result of participation in FPL’s 
incentive programs.

When she does this, ordinarily by noon, the Divisions 
have instant access to information that will permit call
backs for home energy surveys that same day. When 
FPL representatives visit homes, they promote specific 
steps that homeowners may take to reduce energy usage 
-installation of energy-efficient ceiling insulation, 
appliances, air conditioning, heating, water heating and 
the like.
To customers who ask for information in the mail rather 
than for a survey, the Marketing Department mails 
information packets with a letter asking them to con
sider the free survey. The Divisions have these names on 
file for follow-up as time is available.
Toll-free calling volume fluctuates with FPL’s advertising 
volume. And when more leads are generated than the 
Division Marketing staffs can act upon in a reasonable 
period, ads are “rested” for a while.
In August, home energy survey calls were averaging 30 
to 60 per day. Because of a recent direct mail solicitation 
promoting FPL’s home security lighting, USA 800 was 
receiving nearly 200 calls a day in August-the peak 
number was 478 on August 8th.

Chief Operator Ginger Lemon, foreground, supervises a shift of 
USA 800 operators at the telemarketing firm’s headquarters.

USA 800 recruits operators by offering better-than-min- 
imum wages and annual performance-based bonuses. 
Operators, spread over three shifts, number from 100 to 
as many as 150 at the busiest times. Some are part- 
timers.
The service has a cadre of older women, often retired 
phone company operators, whom General Manager Tom 
Makemson describes as “steady, anchoring type ladies 
who are very reliable.” The part-timers include students, 
whom Makemson says “have the right personalities and 
voices. They’re bright, and interested in doing a good 
job.”
Newcomers undergo two weeks of training in computer 
use and answering techniques before they’re allowed to 
field real calls. The training includes role-playing in 
which other staff members imitate callers, both polite 
and cranky. Operators are taught to be as helpful as 
possible, but to stop short of creating ad hoc corporate 
policy for any client.
All operators are trained to answer calls regarding any 
client “to keep the job fresh and interesting,” said 
Makemson.
Like every operator, the first thing one-year veteran 
Shirley Poot does at the beginning of a shift is review 
any changes in clients and questions. Then she practices 
on the computer until she is comfortable with the new 
screens of information.
When the phone rings, Poot greets the caller with a 
cheery “Good morning. May I help you?” The caller 
states the purpose and Poot calls up the appropriate
“FPL’s Kansas City Office” continued page 2
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client’s questions on her computer. With crisp efficiency, 
Poot works her way through the questions, keying in 
answers on her screen to include the disposition of the 
call (provided answer, send information, have salesper
son call, etc.). Ordinarily this process takes just a min
ute or two.
Sitting with Poot in the midst of a room of operators for 
an hour is to FEEL FPL’s advertising program at work. 
This day, operators are answering hundreds of calls gen
erated by an FPL direct mail campaign. Snippets of 
FPL-related conversations are floating all around the 
room.
The FPL calls arrive sandwiched among others from 
people asking for the Capezio shoe outlet nearest Sali
nas, Cal.; wanting to sign up for a real estate seminar in 
Bloomington, Minn.; seeking to buy a certain brand 
beeper in Sherman Oaks, Cal.; and responding to an ad 
placed by an employment agency wishing to screen 
candidates for a financial analyst’s position.
For FPL, Poot takes a call from a Miami woman inter
ested in a home energy survey. Poot makes a notation

Shirley Poot reviews new Athena Rodenbaugh -Spanish
customer information daily. speaking operator.

for the Division field staff to call after 2 p.m. Most of the 
calls are routine like this one.
Yet every call is different. Poot fields one from a woman 
who wants a refund on window tinting, not realizing 
that a home energy survey was required beforehand.
She answers another from a man who was calling from 
outside FPL’s service territory.
At this point, operator Mary Royer leans over from the 
next computer to say she just received a call from a 
woman who said she’d be pleased to accept security 
lighting- but only as a gift from FPL.
Poot counters with a story about a “retired gentleman” 
who called to suggest that the security lighting mailer 
be sent to neighbors on both sides who have their own 
businesses “and can afford it.”
Bill Luna, an operator from Peru, says “people are 
grateful when they’re transferred to someone who 
speaks Spanish.” He estimated about a half dozen calls a 
day would be lost without a USA 800 Spanish language 
capability, which has been put in place largely to meet 
FPUs needs.
One experienced staff member is assigned to constantly 
monitor phone calls to assure a quality response. Opera
tors accept the monitor as a coach helping them do 
their jobs better, rather than Big Brother looking over 
their shoulders.
Director of Customer Service Elva Bume, a 10-year 
employee who has supervised the FPL account since 
the beginning, stays in daily contact with FPL 
Marketing.
“Nothing gets by Elva,” according to Ron White. “She 
knows FPL inside and out-w hat they want, what they 
don’t want, what to do when a mistake is made.”
Among other things, Bume will bring to FPLs attention 
new answering patterns that indicate questions should

Training table (L to R: Donna Pygman; Judy O'Dell, instructor 
Karen Coursey).

Customer Service Manager Elva Bume at her usual post on the 
telephone.

be revised. A while ago, as a result of this feedback, 
operators began asking callers whether this was the 
first or second time they had called. This procedure 
helps Marketing monitor how quickly representatives 
are getting back to callers, pinpointing backlog 
situations.
“To many, telemarketing conjures up visions of people 
calling you at home at 6 p.m. to sell you aluminum 
siding when you’re trying to eat dinner,” observes Tom 
Makemson of USA 800.
“However, every call that USA 800-and  FPL-receive 
comes from a person who either wants information or 
wants to talk to a sales representative. The important 
difference is that the customer initiates the call because 
he or she wants something from us.
“And we make sure, 24 hours a day seven days a week 
that we-and FPL-give it to them.”

Watt-Wise Line Moves 
in New Directions
The services provided by FPUs toll-free line answered in 
Kansas City and the FPL Watt-Wise Line (WWL) located 
in the General Office are proving to be two modern day 
communications systems of great assistance to FPL 
customers throughout Florida.
Purpose of the Kansas City line is to accept sales calls 
generated by advertising, while the purpose of the Watt-

Frankie Golden (left) and Mary Diaz discuss an upcoming bill 
message with Spero Canton.

Wise Line is mainly to dispense information, according 
to Stan Huguenin, Coordinator of Marketing Services.
Another difference is that the Kansas City line operates 
round the clock, seven days a week, while WWL operates 
weekdays during normal business hours.
Five years ago, FPL initiated its Watt-Wise Line as the 
second phone line of its type in the nation, an innovative 
response to a Florida Public Service Commission man
date to promote energy awareness.
Today, the WWL is close to logging its half-millionth 
call from people wanting to know everything from how 
to prevent mildew to how to make their mobile homes 
more energy efficient.
According to Spero Canton, Marketing Communications 
Analyst who oversees Watt-Wise Line operations, callers 
may receive answers to any type of question related to 
energy management. If the question is asked often 
enough, FPL prepares a 60- to 90-second tape on the
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subject which the Line operators can play for customers.
The WWL tape library now encompasses about 60 sub
jects, with two-thirds of these tapes available also in 
Spanish. The most popular one is on how to buy energy- 
efficient central air conditioning.
Customers hear about WWL through bill stuffers or 
messages on the bill such as the one in July offering 
“low-cost, no cost energy tips.” That bill message 
prompted more than 6,200 calls. And the bill message 
in June offering consumer tips and guides on energy- 
efficient appliances resulted in nearly 5,000 calls.
Canton is pleased that almost 10 percent of the calls are 
generated by word of mouth. And by the high number 
of repeat callers, demonstrating the credibility that the 
WWL has achieved.
“People talk about us, and that’s good,” Canton said.
Customer Service Representatives on rotating assign
ment staff the WWL. Manning the line this summer 
were Mary Diaz from the Coral Gables District Office, 
Frankie Golden of the Miami District Office, Eleanor 
Cole of the G.O. Marketing Staff, and college intern Holly 
Hume.
Canton said the WWL received 12,000 calls in July-the

Eleanor Cole answers one of the over 19,000 calls received by the 
WWL in August.
second highest monthly volume ever-proving that “a 
craving still exists for information about energy 
management.”
FPL and its Marketing Department realize that not only 
does the craving still exist for energy management 
information, but that it can be used to interest cus
tomers in new FPL services.
The near-record number of callers in July, for instance, 
resulted from the promotion of two such services-a bill 
insert re-introducing the FPL Budget Billing Program, 
and an offer by direct mail in Western Division to 115,000 
households of a free home energy survey.
The Budget Billing program promotion drew more than 
8,000 calls to the WWL in the first three weeks, while 
the Western Division survey promotion resulted in about 
800 in a month.
“These two uses represent a more active use of the Watt- 
Wise Line beyond passive dispensing of information, 
and suggest a direction for us for the future. Both the 
Watt-Wise Line and the 800-number are allowing us to 
serve the customer in new ways,” said Huguenin. 
Marketing Analyst Robin Monserrat, who herself super
vised the Watt-Wise Line for two years, said the WWL 
is important in helping FPL build a profile of each 
customer.
“If someone calls and asks for an energy tips brochure, 
it tells us about his or her lifestyle. If we can capture 
enough of this information, we can use what we’ve found 
in other ways to help him. If he wants A, he might also 
want B, C, or D,” Monserrat reasons.
“Both the Watt-Wise Line and the 800 number symbol
ize an emerging attitude here at FPL. Once customers 
were seen as members of a huge, homogeneous mass. 
But now we see them as individuals with needs we can 
meet at a profit to the company” Huguenin noted. 
Toward this end, Canton asserts, “the Watt-Wise Line is 
one of the most valuable communications tools we have.”
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Marketing Is Everybody's Business A t FPL
FPL’s Division Marketing Managers were asked to iden
tify non-Marketing Department personnel who are, 
through their words, deeds and actions contributing to 
the promotion of FPL’s incentive programs. Among 
those cited include...

Don Bell
Customer Service Representative 
Coral Gables District Office
Don has been very instrumental in helping 
Southern Division Marketing sell our incen
tive programs. As Coral Gables CIP Coordi
nator, he organized Consumer Awareness 
Day at the Dadeland Mall this summer. Don 
invited the Marketing and Trouble depart
ments to assist in giving over 87 presenta
tions to mall shoppers on energy 
conservation, safety and environmental 
issues. Don said that an extra benefit of the 
project was the good feelings and camarade
rie shared among the participating 
departments.

Jerry Santeiro 
Marketing Manager 
Southern Division

Ed Mackillop 
T&D Supervisor 
Southeastern Division
Ed has gone out of his way to make the 
Outdoor Leased Lighting Program success
ful. Through his efficiency, all lights are 
installed according to FPL standards and 
meeting the FPL customers’ needs. This is 
the first time Marketing has worked with 
Contract Administration, and the synergy 
that has developed is rewarding to both 
departments. FPL’s customers are the real 
beneficiaries of Ed’s great work.

Bill O’Donnell 
Marketing Manager 
Southeastern Division

Gary Craddock
Power Services Representative 
Sarasota District
Gary has been instrumental in identifying 
the need for training in commercial/indus- 
trial air conditioning systems and controls 
for Power Service Reps throughout this 
Division. In coordination with Marketing, 
two-day training classes were arranged and 
were very well received by all of the reps. 
Gary also has been a leading participant in 
Industrial Marketing Conferences held in 
the Sarasota area and a strong advocate of 
the new customer oriented Marketing 
philosophy.

Bill Carlyle 
Marketing Manager 
Western Division

Judy DesLauriers
Field Service Representative
Daytona Beach District Office
A continuing desire to help our customers 
seems to be the driving force for Judy 
DesLauriers.
Judy states that listening, really listening to 
a customer gives her the opportunity to 
identify the customer’s needs and satisfy 
them. Judy feels that the total support she 
receives from her fellow FPL employees 
gives her confidence when dealing with her 
customers. She consistently suggests our 
various Marketing programs to her cus
tomers in a successful effort to attain cus
tomer satisfaction. Judy’s love for her job and 
FPUs customers is obvious, every day.

Wayne Bussey 
Marketing Manager 
Northeastern Division

Gary Gillespie 
Stores Assistant 
West Palm Beach Stores
Gary was a vital part of an Eastern Division 
team effort responsible for coordinating 
Eastern Division’s recent employee water 
heating heat pump offer. Gary was assigned 
to assist Newt Sutton of Marketing in coor
dinating receiving and distribution of the 
heat pumps. Gary and the West Palm Stores 
crew sent 491 WHHPs to nine locations, 
from Boca Raton north to Ft. Pierce and 
west to Belle Glade. We have nothing but 
praise for the cooperation we received from 
the Stores crew and especially for Gary’s 
efforts in handling his duties. Without the 
help of all Eastern Division Stores, the 
employee WHHP offer in this Division would 
not have been possible.

Steve Dickinson 
Marketing Manager 
Eastern Division

FPL Supports World Housing Congress 
Scheduled for Miami in December

(L to R) Peter 
England, Joe 
Collier, Oktay 
Ural and Betty 
Sharpe discuss 
promotion plans 
for the upcoming 
Congress.

The 1986 World Housing Congress will become reality 
due to the combined efforts of Florida International 
University and co-sponsors including Florida Power and 
Light. The Congress is to be held December 14-20 at 
the Biscayne Bay Marriott in Miami.
The purpose of the Congress is to convene engineers, 
architects, scientists, builders and educators from all 
over the world to address the international housing 
problem and to share the latest technologies in home 
design and construction. It is held periodically and in 
1985 was in Valparaiso, Chile. In 1987, it will be held in 
Berlin.
FIU Professor Oktay Ural, chairman of the Congress, 
and Betty Sharpe, conference coordinator, recently vis
ited FPL Vice President of Marketing and Energy Man
agement Joe Collier and Marketing Director Peter 
England to discuss FPL’s involvement in the Congress. 
Ural, who originated the Conference in 1972, said during 
the meeting that he is appreciative of the continued 
cooperation and support of FPL and the interest FPL 
has shown in recent years in energy conservation and 
housing design.
As part of FPL’s sponsorship commitment, Ural will 
serve as an advisor to FPL’s new Homebuilder Program 
now under development. Collier will deliver the opening 
address and FPL’s Bill Davis, Marketing Manager in 
charge of program implementation, will announce 
details of the new program at the December Congress. 
Davis is coordinating Company involvement in the 
Congress, which is expected to profit both the utility 
and its customers.
“Participation in the Congress by housing professionals 
within the State will benefit us all as the efficient design 
concepts obtained from other countries are incorpo
rated into the design of Florida housing,” said Davis. “We 
are proud to co-sponsor such an important international 
event.”



Students Learn Through 
Project Y.E.S.
Nine honor students from Broward County have devel
oped a sharper sense of energy waste this summer since 
participating in Project Y.E.S., or the Youth Energy Ser
vice. The students worked 30 hours a week from June 
to August helping representatives of Southeastern Divi
sion Marketing conduct commercial energy surveys on 
small businesses. FPL Energy Management Representa
tives guided the students as they inspected lights, air 
conditioners, and appliances for energy use and effi
ciency. Shown measuring lighting output are Y.E.S. 
Representative Sharon Whitfield and David Bates of FPL.
Sandra Brubaker, of the Broward County Cooperative 
Extension Service, initiated project Y.E.S. to help United 
Way agencies save money on electric bills, and Broward 
Employment and Training Administration paid the stu
dents wages.

Commercial Water Heating 
Heat Pump Installed 
Following FPL Survey
As the result of an FPL energy survey performed by 
Annette Mosby, Western Division Commercial/Industrial 
Representative, Sarasota County school system officials

recently installed a water heating heat pump (WHHP) 
in the kitchen area of Wilkinson Elementary School. 
This 4-ton unit will be using hot air from the kitchen to 
heat water for three 118-gallon storage tanks. Not only 
will the WHHP save an estimated $4,200 per year in 
energy costs, but the kitchen employees will also enjoy 
the air conditioning that the unit provides. Shown 
checking out the WHHP (left to right) are Joe Graffley, 
Energy Manager for the Sarasota County school system; 
Mosby, and Dick Findlow, President of Comfort Tech, 
Inc., a Western Division Participating Contractor.

Energy Survey Program 
Receives Local Recognition
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An article featuring Northeastern Division MSR Delores 
Salter (right) recently appeared on the front page of 
the Ormond Beach News and Observer. FPL’s Resi
dential Energy Survey Program received excellent 
reviews from homeowners Bernard Heney (left) of 
Ormond Beach and reporter Annie Matlow, who wrote 
the article. This same photo was used to illustrate the 
News and Observer article, and it appears that one of 
Salter’s energy saving recommendations was to use can
dles to save energy. “Not so,” said Matlow. “Actually, the 
information presented by Ms. Salter was so interesting,
I forgot to move the candle before the photo was shot.”

Leased Lighting Program -  
A  Team Effort
Systemwide cooperation between departments, with the 
end result being a satisfied customer, is evidenced in 
the new Leased Lighting Program. The teamwork dem

onstrated in Eastern Division, as well as in all Divisions, 
has resulted in a reduction in the time it takes to install 
a light. What used to take as long as 90 days or more 
to complete is now only taking 14 working days.
An important part of any marketing program is ensur
ing adequate supply of the product to meet customer 
demand. Here, Jack Boyd and John Moreland (left to 
right) of Delray Stores take inventory of High Intensity 
Discharge Lamps.
Systemwide, more than 5,000 customers have partici
pated in the Leased Lighting Program.

FPL Assists Homeowners 
in Building 'Dream Houses'
Mr. & Mrs. Ted Hutton of Jupiter have nothing but 
praise for FPL and their new home (pictured), built from 
FPL Passive Home Plans. “We love the house,” said Hut-

ton. “As to the effectiveness of this house’s design, we 
did not install air-conditioning, and remained comfort
able this summer. Our first electric bill was $36.00.” 
Hutton is also very pleased with the service he received 
from FPL and specifically Eastern Division Passive 
Home Advisor Jim Smith.
Similar accolades were given to FPL and Western Divi
sion Passive Home Advisor Dale Boudreau by Steven 
and Bonnie Anderson, who built their dream house near 
Bradenton from FPL Passive Design Plans. “Perform
ance of our house through the hot summer months of 
August and September was above our expectations,” 
stated Mrs. Anderson. “Our two biggest concerns were 
humidity/mildew problems and being able to sleep at 
night. The natural ventilation built into the house com
bined with the careful positioning of the house on the 
lot proved to be sufficient in overcoming the potential 
moisture problems.”

Helping The Less Fortunate
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In a continuing effort to meet customers’ needs, South
ern Division Marketing Representative Grover Wooten 
III has been working with Dade County’s Urban League 
to remodel a 16-unit apartment complex.
Officials of Covenant Palms, a development that houses 
senior citizens, the disabled and the handicapped, 
needed to make their apartments energy efficient, but 
did not have the funds to do so. Wooten voluntarily 
contacted a number of A/C contractors for bids, and 
Russ Jones, owner of Another Air Conditioning Com
pany, an FPL participating Watt-Wise Program contrac
tor, agreed to install high energy efficient units at a price 
the Urban League could afford.
The Urban League is reinvesting the FPL cooling and 
heating rebates in additional improvements that will 
take advantage of FPL’s H.E.L.P. and Ceiling Insulation 
Programs.
Pictured are (left to right) Wooten; Betty Lazier, Project 
Manager of Covenant Palms, and Jones.



Ads Tout An Overnight Success Story

To assist FPL with the promotion of cool storage as a 
viable technology, FPL’s marketing advertising agency 
Hume Sindelar & Associates (HS&A), was called upon 
to develop an advertising campaign.
Based on consumer research conducted in 1985, which 
revealed almost no awareness of cool storage technology

HS&A developed print ads designed to motivate 
“influencers” to find out more about stored cooling and 
its modernized applications.
HS&A created these ads based on the positioning that 
the cool storage program and FPL should be perceived 
as progressive, avant garde, very professional, highly

efficient and representing 21st century technology 
The ad designed to communicate with building industry 
professionals—architects, developers, builders, engi
neers and contractors—features the headline: “This 
could be the most important building material of the 
future” (shown left). The copy explains the concept of 
cool storage and its benefits, and invites readers to call 
FPL to find out how they can use this modernized 
cooling concept in their buildings.
This ad began running in September in such publica
tions as Florida Contractor, Florida Builder, Florida 
Construction Industry, Florida Constructor, Florida 
Engineering Society Journal, Florida Specifier and 
Business View o f Southwest Florida.
The consumer ad-targeted to building owners, the 
financial community, and decision makers-features the 
headline: “An Overnight Success Story” (shown right). 
The copy explains the concept of cool storage, its bene
fits and suggests that readers ask their architects or call 
FPL to find out if stored cooling is right for their 
buildings.
This ad first appeared in August in Business Week and 
South Florida Business Journal and will run again 
in October in Newsweek, Sports Illustrated, Time,
US News & World Report and Florida Trend.
The Public Service Commission in mid-September 
approved FPL’s Cool Storage Program for implementa
tion, and a pilot test of the Company’s proposed sales 
methods of introducing the program and having it 
accepted by builders, architects and owners will be con
ducted during the fourth quarter of 1986 in Western 
Division. Plans are to roll out a systemwide marketing 
effort for Cool Storage, based on pilot results, starting 
early in 1987.

Load Control Program to be Tested in Southern Division

Dennis Morgan explains how controlling a central A/C unit through FPL’s load management program can reduce summer peak 
demand by an average of .85 kW.

Company officials are moving ahead with plans to 
implement Phase I of FPL’s new Load Control Program 
in Southern Division during the fourth quarter of 1986.
Phase I will involve 10,000 Dade County customers in 
15 FPL substation areas and will last approximately 18 
months.
“Phase I is important because it identifies the market 
segment we want to attract and will allow us to work 
out technical problems before systemwide implementa
tion,” according to Dennis Morgan, Senior Specialist 
in the Load Control Department.
Phase II will include the other four Divisions, and is 
scheduled for implementation in 1988.
In July, the Public Service Commission gave final 
approval that will allow FPL to begin offering the pro

gram as a pilot. The concept for the program was origi
nally approved in March, 1981, as one of the component 
parts of FPL’s Energy Management Plan for the ’80s.
FPL will pay a monthly credit to customers for allowing 
the Company to briefly interrupt central air condition
ers, central electric heating, water heaters, and/or pool 
pumps. The monthly credits will be given whether the 
appliance is interrupted or not.
The FPL load control system is a bi-directional system-  
it can both send and receive signals. For this reason, the 
Company anticipates eventually using the equipment 
for purposes other than direct load control-such as 
remote meter reading, load research, and automated 
distribution (remote service connects and disconnect 
and capacitor bank switching).

Load Control 
Training to Begin 
in October
The Commercial Operations Department (CMO) 
is assisting Load Management (LMD) in prepara
tion for the upcoming Southern Division pilot of 
FPL’s new residential load management program 
(see adjacent story).
Barbara Dabney (second from right) and Lana 
Andrews (right) of CMO recently met with Juan 
Gonzalez (center), Laura Pybum and Dennis 
Morgan of LMD to discuss upcoming plans for 
Customer Service personnel in Southern Division. 
An extensive two-day seminar will take place in 
October, and will acquaint employees with the 
program as well as the Load Management Infor
mation System, a new computer system designed 
to track customer participation.



FPL Helps Condo Improve Energy Management
A Miami Beach condominium is now enjoying an energy 
cost savings of nearly one-third-between $8,000 and 
$10,000 a m onth-as the result of a decision to invest in 
an FPL energy management survey.
It began with a call to FPL in February 1984, by Tony

(L to R) Armand Evans, Jorge Grillo, Joel Waldman and Sy Borak 
discuss FPL ’s recommended improvements to Oceanside Condo 
(background).

Jorge Grillo (center) checks performance of new chiller with 
Armand Evans, left and Sy Borak, right.

Seema Blum demonstrates how easy it is to change an air filter.

Lackner, building manager of the 18-story Oceanside 
Plaza condominium.
Lackner, who was new to his job, told FPL’s Jorge Grillo 
that some of his condo owners complained that in win
ter the water wasn’t hot enough and in summer the 
air conditioning wasn’t powerful enough.
Lackner suspected that the patched-together air condi
tioning and heating system in the 17-year-old building 
was probably nearing the end of its useful life. Aware 
that energy conservation was a low priority when the 
condominium was built, he also suspected that fuel 
bills were higher than they should be.
“I wanted to lay out a five-year plan that would include 
major construction. One of the ideas on my shopping 
list was energy conservation,” Lackner said.
Grillo and Lackner met at Oceanside Plaza a few weeks 
later. Grillo presented a graph showing Oceanside’s 
energy usage for the previous two years. He said that 
FPL could develop a broad array of energy management 
recommendations after an extensive on-site survey.
Lackner got the condominium board’s approval in 
Spring, 1984. Shortly afterward, Grillo began the actual 
survey, which took about a week’s time spread over six 
or seven trips. Oceanside Plaza’s building engineer, 
Armand Evans, familiarized Grillo during the survey 
with the air conditioning, heating, and hot water sys
tems, the motors, the pool pum p-“anything that con
sumed electricity,” according to Grillo.
Grillo’s final report included the recommendation to 
replace the air conditioning chillers and install heat 
exchangers at a cost of $250,000. Grillo estimated that 
the improvements would save about $86,000 in energy 
costs each year. At that rate, the project would pay for 
itself inside of three years. There were two dozen other 
recommendations, but Lackner was most interested 
in the first one because air conditioning accounts for 
75% of the typical condominium’s energy bill.
The condo board was enthusiastic about the FPL report, 
but the members decided to seek a second opinion 
before moving forward. As a result, the board hired 
consulting engineer Sy Borak of North Bay Village to 
validate FPL’s conclusions. Grillo provided Borak with 
additional data he thought would be helpful.
Borak found that FPL’s projected savings were, if any
thing, understated. His report said that implementing 
FPL’s recommendations would save $90,500 a year. 
“Tremendous savings are possible anytime a condomin
ium has a central utility core, a chilled water system 
and existing equipment that pre-dates the energy crisis,” 
Borak explained.
On the strength of FPL’s and Borak’s analyses, the board 
in early 1985 decided to proceed.
Installation of the new chillers took two months. “The 
chillers should have been replaced four years earlier,” 
said Lackner. “Repairs had been done, but poorly.”
The new equipment went into operation in October, 
1985. To pay for the improvements, the board put down 
$55,000 and financed the rest. At present, monthly 
energy cost savings are averaging $8,000 to $10,000-o r  
more than double the amount of the loan payment.

On the basis of a partial year’s results, the system will 
pay for itself “in two and a half years or even less,” 
according to Joel Waldman, the present building 
manager.
The condominium directors consider what they are 
spending to be a major investment, yet Borak tells them 
“they’re not investing in anything. They’re just setting 
the money aside for a little while.”
Not only were there energy savings, according to Lack
ner, “but now residents have control of their own 
thermostats.”
Residents are happy with the new system, according to 
Mrs. Seema Blum, one of five board members.
“We were getting very big bills. It pleases all of us to save 
so much money,” she said.
Another result of the experience has been to raise the 
residents’ energy consciousness.
“Now it’s a must for owners to change their filters and 
keep their units’ coils clean. If we want to get the benefit, 
why not go all the way?” says Mrs. Blum.
“So many of the condominiums would save a fortune if 
they’d listen to what FPL is telling them,” concludes 
Borak.
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Graphs illustrate energy, demand and dollar reduction following 
new chiller installation.

Residential Storage Water Heating Program 
Warming Up
If FPL could get customers to use more of its generating 
capacity between 10 p.m. and 6 a.m., would the com
pany do it?

You bet.
In fact, major efforts are now under way to do just that. 
One of these efforts involves shifting energy consump
tion due to residential water heating to that off-peak 
period of 10 p.m. to 6 a.m.

Residential water heating represents a large portion of 
FPUs system peak demand. One study showed that dur
ing one particular winter peak demand period, FPUs 
average customer demand for water heating was 560 
watts. When multiplied by 2.5 million customers, that is 
the equivalent of the entire output of both Turkey Point 
nuclear generators. However, since water is an excellent 
energy storage medium, much of this demand could be 
shifted to off-peak hours. That’s exactly what a residen
tial storage water heater does; heat water at night and 
stores it for use the following day.

Residential storage water heaters are now being tested 
at FPUs Material Test Laboratory in Miami Beach. The 
tests are being conducted as part of the development 
process of a proposed FPL Residential Storage Water 
Heating Program.
“The test is designed to simulate, on an accelerated 
basis, the actual hot water consumption of a typical 
family of four in our service territory, and to determine 
if their hot water needs can be met with water heated 
only during off-peak hours,” said Dan Hart, Manager of 
Marketing Planning. “Based on the results of this test, a 
30-unit test will be conducted in selected homes to see 
how well they work under actual operating conditions. 
Each installation will consist of a well insulated storage 
water heater, special plumbing features and a timing 
control,” added Hart.
Among the benefits FPL expects to realize as the result 
of shifting water heating load to off-peak hours are more 
economical capacity and energy utilization, and deferral 
of new investment in generation, transmission and dis

Bud Stone (right) listens intently as Tim Young of FPL’s Material 
Test Laboratory explains the testing procedure.
tribution plant.
“Incentives are being designed to give the customers, 
dealers and contractors who will participate in the pro
gram a share in these benefits,” said Bud Stone, Market
ing Planning Coordinator in charge of developing the 
program.
“The next step, if approved by FPL management, will be 
a pilot program in one of FPUs five Divisions in early 
1987, followed by systemwide implementation of the 
program,” added Stone.



Approximately 400 FPLers recently moved to the new Juno Building “C”. Connected by a walkway 
to the existing Juno facilities, the five-story building can accommodate more than 800 em ployees.

FPL employees get new home

Building ‘C ’ opens at Juno complex

D f  the General Office were made of 
cloth, it would have been splitting at 
the seams. Designed to accommodate 
some 2,100 employees, the Miami-based office 

reached its lim it again in early 1986.

The pressure on the building eased earlier 
this month as approximately 400 employees 
began moving from the General Office to their 
new quarters in Juno Beach.

During the week of September 2, several de
partm ents from the General Office were lo
cated in the ir new quarters. These employees, 
however, are not the first group of FPLers to 
move there. Four years ago, approximately 
450 employees were transferred to the initial 
Juno Beach Offices.

Because of its centralized location within 
FFL’s service territory, the Juno Beach com
plex offers the Company several benefits.

“Before we announced our plans to build in 
Juno, a study was conducted to determine 
our needs. It showed the advantages ofbuild-

The open-plan design of Juno Building “C” is 
an integrated system  of wall panels which can  
be moved easily  to adapt to ever-changing of
fice space requirem ents.

ing a train ing facility in a centralized loca
tion. In addition, w ith most of our construc
tion projects taking place north of Miami, it 
made sense to have our engineering, project 
managem ent, p lant construction and other 
support departm ents closer to those projects,” 
said R.E. Tallon, FPL President and Chief 
O perating Officer.

Continued Tallon, “For employees whose jobs 
require systemwide travel, Juno provides che 
perfect home base because of its accessibility 
to FPL’s entire customer population.”

In July, 1985, construction began on the new 
five-story building, which accommodates 
more th an  800 employees. The 243,000- 
square-foot building is connected to existing 
facilities by a covered walkway.

According to Land M anagem ent Director 
Fred McQuaig, the interior of the new build
ing has an open-plan office design — an in te
grated system of moveable wall panels and 
modular furniture. The wall panels, which 
are used to form several offices, are 65 inches 
in height and are covered in fabric for acous
tical purposes.

Before the Juno Project Team recommended 
the open-plan concept, it conducted a tele
phone survey of 11 electric utilities through
out the country to determ ine if the method 
was used a t their corporate facilities. Com
panies th a t did use it were quick to inform 
FPL on how well it worked.

“One of the benefits of using the open-plan 
office design,” said McQuaig, “is th a t it helps 
employees do the ir jobs better. Because of the 
wall design, m aterials stored on shelves are 
w ithin arm ’s reach of the employee, thus sav
ing time. An additional benefit is the flexibil
ity of the wall systems. If office space needs 
to be expanded or reduced, the walls can be 
moved easily.”

As employees adjust to the ir new environ
m ent in Juno Beach, the Company continues 
to study future expansion plans. Based on 
population projections, the Company will 
probably expand a t both the Juno Beach and 
G eneral Office sites. As in the past, future 
action will depend on the Company’s growth 
and service n e e d s .*

Job Fair held at G.O.
ost people spend Labor Day relaxing 
w ith family and friends. But this 
year, the holiday took on another 

m eaning for some 400 employees from FPL’s 
General Office.

Most of these employees spent the three-day 
weekend moving into their new homes in the 
Juno Beach area. On Tuesday, they were to 
report to their new work location.

Unfortunately, not all employees affected by 
the move were able to go. For some, it was 
because of a spouse’s job, for others, it was 
because of family obligations. But regardless 
of the reason, the Company has been trying 
to relocate those people to comparable jobs 
for more than  a year.

This past April, representatives from 19 Gen
eral Office and Southern Division depart
m ents were invited to participate in an in- 
house “Job F air” held a t the General Office.

“The Job F air was designed to help provide 
job opportunities for employees not wishing 
to transfer to Juno,” said General Office 
Employment M anager Billy Anderson. 
“Employees were able to m eet managers and 
supervisors from other departm ents, discuss 
job openings and schedule interviews.”

After the Job Fair was held, some 20 people 
found new positions.

In another effort to expedite transfers for 
those employees not moving, the Company 
placed a Dade and Broward County freeze on 
hiring applicants from outside the Company.

“The ‘hiring freeze’ gave affected employees 
an opportunity to interview for positions th a t 
otherwise may have been filled by outside 
applicants,” said Anderson. “In fact, since the 
freeze went into effect in July, 14 additional 
employees have found new jobs.”

Continued Anderson, “The Company is trying 
to help obtain transfers for the rem aining 
employees not wishing to move. However, 
employees were aw are of the move a year in 
advance and were encouraged to put their 
transfers in early if they could not relocate.”

Anderson concluded, “As th is experience has 
shown, FPL cares about its employees and 
will do everything it can to help ensure 
everyone affected by a transfer is placed.”*

Departments in Juno Beach
y the end of October, the following 
departm ents are scheduled to be in 
the new facility, Juno Building “C”: 

Advanced Systems & Technology, Computer 
Operations, Environm ental Affairs, General 
Engineering, Land M anagement, Nuclear 
Energy, N uclear Licensing, P lan t Construc
tion, Project M anagement, Quality A ssur
ance, Research & Development and Systems 
and Programing.

Also, by th a t time, the following departm ents 
will be located in the Juno Training Center: 
Corporate Budgets, Corporate Contracts, 
Governmental Affairs, In ternal Auditing, 
M anagem ent Services, O rganizational De
velopment & Training, Juno Personnel,
Power P lant Engineering, Purchasing, Qual
ity Engineering and certain executive offices. *
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Around Our

SYSTEM

A. At the Broward Aging Network Conference held ea r
lier this year, senior customers such as Lois H irst 
visited FPL’s consumer affairs booth. Brochures 
explaining topics from energy conservation to FPL’s 
Assist program were available. Several Company 
representatives were on hand to answ er questions.

B. In 1985, some 23 Florida utilities lost $26 million 
to power thieves. In an effort to curb theft, members 
of FPL’s Southern Division C urrent Diversion De
partm ent are assisting personnel from the Florida 
Keys Electric Co-op in learning the newest methods 
of detection and prevention. Here, FPLer Tommy 
Youngman shows Key’s Co-op M eterm an Kenny 
Holbert a new m eter locking device.

C. “Will it make it across?” T hat’s w hat workmen asked 
themselves when faced w ith the challenge of getting 
a 225-ton transform er, being hauled by a 101-ton 
Mack tractor tra ile r m easuring 21 feet wide and 145 
feet long, across the 25-foot-wide Wellington Road 
Bridge in Royal Palm  Beach. Some onlookers were 
skeptical, but three hours later, the mission was 
accomplished. The transform er will be used as a 
backup a t the Ranch Substation.

In Memoriam

C.H. BARNARD, 59, retired (1978) Daytona Beach 
Division Substation Supervisor, August 15. He is 
survived by his widow, Faye.
John E. CALDWELL, 79, retired (1971) General 
Office Engineer, July 18. He’s survived by his children.
Floyd D. FISHEL, 68, retired (1982) Western Divi
sion Transmission Line Supervisor, August 22. He 
is survived by his widow, Rubie.
Renee C. GABRIEL, 91, retired (1961) Miami Head 
Telephone Operator, July 25. She has no known sur
vivors.
Howard B. GINN, 63, retired (1978) Daytona Beach 
Cable Splicer, July 24. He is survived by his widow, 
Margie.

Joseph H. MILLER, 65, retired (1980) Cocoa Dis
tribution Supervisor, August 4. He is survived by his 
widow, Oritha.

J.C. NEVILS, Jr., 34, Cutler Plant Mechanic, 
August 5. He is survived by his widow, Samantha.

A.R. SAXTON, 57, retired (1983) Riviera Beach 
Senior Plant Technician, July 24. He is survived by 
his mother, Mary.

J.M. SOLDANI, 25, Delray Beach Apprentice Line
man, August 16. He is survived by his brother, Brian.

E A . SULLIVAN, 61, General Office Senior Account
ing Systems Specialist, August 16. He is survived by 
his widow, Sandra.

Wilson J. WALKER, 64, retired (1983) St. Lucie 
Meterman, August 14. He is survived by his widow, 
Dorothy.

Cliff WHITE, 84, retired (1967) Sanford Auxiliary 
Equipment Operator, July 24. He is survived by his 
widow, Eloise.

H.M. WINKLER, 72, retired (1976) Daytona Beach 
Substation Maintenance Foreman, July 28. He is 
survived by his step-daughter, Nora.
Maude M. WORLEY, 89, retired (1962) General 
Office Senior Record Clerk, July 10. She is survived 
by her sister and two nieces.
Harry E. FINE, 81, retired (1958) Miami Serviceman, 
August 12. He is survived by his sister-in-law, Elna.
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Retirements

Norman S. BARKER, West Palm Beach Field Ser
vice Representative, 27 years of service (long term 
disability). Barker joined FPL as an Office Clerk in 
West Palm Beach.

Ernest R. BASS, Jr., Lake Park Service Center 
Superintendent, 35 years of service. Bass joined FPL 
as a Lineman in West Palm Beach.

Carl B. BOYETTE, Macclenny Troubleman, 33 
years of service. Boyette joined FPL as a Helper in 
West Palm Beach.

Ernest R. COPE, Jr., Eastern Division Substation 
Working Foreman, 12 years of service. Cope joined 
FPL as a Meter Reader in Miami Beach.

Richard C. FLAIG, Fort Lauderdale Distribution

Dispatcher, 38 years of service (long term disability). 
Flaig joined FPL as a Repairman in Miami.

Barbara W. KENNEDY, General Office Executive 
Secretary, 40 years of service. Kennedy joined FPL 
as a Junior Clerk in Miami.

Merle J. McDOWELL, Fort Myers Area Supervisor, 
31 years of service. McDowell joined FPL as a Stores 
Helper in Miami.

Carl B. MILLER, General Office Assistant Drafting 
Supervisor, 19 years of service. Miller joined FPL as 
a Draftsman in Miami.

Owen G. PARRISH, Jr., Southern Division Cus-

tomer Service Supervisor, 40 years of service. Parrish 
joined FPL as a Customer Service Clerk in Miami.

Thomas H. POWERS, General Office Power Re
sources Analyst, 14 years of service. Powers joined 
FPL as a Helper in the Turkey Point Plant.

William H. SCOTT, Miami Cable Splicer, 34 years 
of service. Scott joined FPL as a Helper in Miami.

George W. SHIPES, Jr., Walton Commercial Ser
vice Representative, 38 years of service. Shipes 
joined FPL as a Junior Clerk in Stuart.

Leslie E. SWENSON, Miami Beach Transmission 
& Distribution Supervisor, 34 years of service. 
Swenson joined FPL as a Helper in Miami.

Anniversaries

W.M. Lipthrott
Lake City/35 years

H.B. McCarraher
Delray/35 years

V.R. Adkins
Delray/30 years

R.K. Andreasen
Miami/30 years

William Besosa
Melboume/30 years

------ ------------ 40 years ------------------

John Cairns, Miami
D. H. Helene, Sanford
R.E. Martin, Fort Lauderdale

-------------------  35 years -----------------

E. R. Bass, Jr., West Palm Beach 
R.A. Cowart, Miami
C. L. Keith, Fort Myers 
John Marrs, Palatka 
V.W. Newsome, Fort Myers 
A.E. Peters, Macclenny 
A.G. Picard, General Office
D. J. Rothman, Fort Lauderdale
E. F. Todd, Palatka 
M.R. Weeks, Naples
P.T. Whitfield, General Office 
John Yadack, Miami 
C.L. Yates, Miami

-------------------  30 years -----------------

V. R. Adkins, Delray Beach
R.K. Andreasen, North Miami Beach 
William H. Besosa, Melbourne
A. W. Brown, Fort Lauderdale
C. S. Chambers, Daytona Beach
W. A. Engel, Naples 
Robert E. Fox, Palatka
T.K. Gindlesperger, Delray Beach 
R.L. Hine, Bradenton
D. A. Jebb, West Palm Beach 
L.V. Ledbetter, Melbourne
W.W. Mertens, Jr., West Palm Beach
L. D. Teets, Hollywood
Barbara V. Westwood, Belle Glade

-------------------  25 years -----------------

W.M. Lipthrott, Lake City
C. R. McCord, Sarasota 
P.R. St Marie, Margate 
Patricia R. Troutt, General Office

-------------------  20 years -----------------

Angel Alonso, General Office 
R.L. Barnett, Miami 
W.E. Benn, Jr., Fort Lauderdale 
J.F. Bubba, Bunnell 
Vivian E. Cheeks, Hialeah 
Ottie Clark, Jr., Hollywood 
Richard Davis, Duval
F. E. Edwards, Jr., Miami 
J.C. Hawkins, Fort Myers 
W.J. Henderson, Miami
L A  Humphreys, West Palm Beach
M. W. Johns, Miami
B. E. Marshall, Jr., Sanford
D. R. Miller, Miami
C. P. Nelson, Fort Lauderdale 
B.J. Pearson, Edgewater

G.L. Robbins, General Office 
W.W. Ronco, Palatka
F. D. Schoen, Miami 
W.B. Simons, Miami 
Harriette Swalwell, Juno Beach 
R.E. Thiery, Fort Pierce
W.D. Walker, Cocoa 
J.E. York, Jr., Sarasota

------------------- 15 years --------------

J.M. Baiar, General Office 
Carole M. Britto, General Office 
Dennis Chow, General Office 
M.R. Cooper, Sarasota 
W.R. Garrison, Punta Gorda 
M.G. Hennessey, St. Augustine 
R.G. Leavitt, Juno Beach 
P.M. Leroy, Miami 
D.O. Nichols, Miami 
J.H. Norman, Miami 
Pamela R. Oleary, Juno Beach 
C.O. Paine, Miami 
Ernesto Plasencia, Miami 
J.R. Sampson, Delray Beach 
M.J. Stever, Miami 
M.B. Vincent, Juno Beach
G. N. Ward, Jr., General Office 
M.F. Weeks, Miami
L.J. Yambor, Sarasota 
W.R. York, Jr., Cocoa

-------------------10 years -------------

C.J. Barrett, West Palm Beach 
Kathryn A. Greenberg, Miami
G. A. Longhouser, Jr., St. Lucie 
W.C. McBride, Fort Lauderdale
H. J. Roig, Fort Lauderdale

-------------------  5 years ------------

H.C. Ackley, Miami 
A.J. Adamson, Miami 
Jill Allin Womble, General Office 
J.E. Atkinson, West Palm Beach 
J.A. Baysinger, Juno Beach 
Sandra Benitez, General Office 
Mary A. Black, General Office 
Manuel Blanco, General Office

E.V. Brookins, Miami
Ethel L. Butler, Miami
Gayle A. Cameron, Hollywood
R.E. Carlson, Pompano Beach
Sherry Christensen, General Office
R.L. Cogswell, West Palm Beach
Patricia K. Connors, Boca Raton
P.S. Cwieka, Miami
J.E. Davis, Bonita Springs
P.B. Durkin, Miami
Alicia L. Fernandez, Miami
D.G. Folz, Fort Lauderdale
L.G. Foster, Hollywood
Vicki J. Fought, West Palm Beach
Lynn C. French, Manatee
L. A. Fuller, Miami 
J.L. Garcia, Miami 
R.L. Gardinski, St. Lucie 
Roberto Gonzalez, Miami
B. N. Gorodetzer, Miami
C. N. Gray, Indiantown 
W.C. Green, St. Lucie 
Jorge Guanchez, Miami 
J.R. Haney, General Office 
H.E. Hartman, Miami 
fD.M. Hebert, Miami
D. A. Hernandez, Miami 
J.C. Hetzel, Fort Lauderdale 
Linda Brown Ho, General Office
M. S. Hull, Fort Myers
R.J. Hunter, Jr., General Office 
A.C. Jacobs, Jr., Fort Myers 
J.D. Jaeger, Daytona Beach 
W.R. Kaeff, Jr., Stuart 
R.K. Kennedy, Miami
N. T. Kentros, West Palm Beach 
C.M. Kestenbaum, Hollywood 
M.F. King, St. Augustine
A.E. Leffler, Juno Beach
A.E. Lemon, Miami
Nestor Leon, Miami
M.E. Littlejohn, Miami
Miguel Llaneras, Juno Beach
J A . Lorenz, Miami
Tessa Macaulay, General Office
W.R. Magrogan, Jr., General Office
L.A. Masino, Jr., Bonita Springs
L.J. Millio, Fort Lauderdale
Robin P. Monserrat, General Office

R.B. Montoya, St. Lucie
C. M. Moore, Miami 
RA. Moore, Juno Beach 
George Moyssidis, Miami 
R.E. Munton, West Palm Beach 
G.M. Murphy, Miami 
Shirley G. Palmer, Miami 
Debra J. Pier, General Office 
A.J. Piliero, Miami
Alan Pinero, Miami
Carol A. Primiano, Delray Beach
D. D. Puleo, Margate 
Arturo Rabade, Miami 
Evalyne E. Reid, Cocoa 
G.C. Richardson, Miami 
Milagros E. Richman, General Office 
Cynthia B. Risavy, General Office 
P A . Ritter, Fort Lauderdale
Ann L. Rivera, Perrine
G. S. Rosenfeld, General Office 
K.E. Rountree, General Office 
Charlenia Rutland, Miami Beach 
Raimundo Sanchez, Miami 
Mary L. Sandberg, Miami
R. J. Shankle, Fort Lauderdale 
J.E. Shepherd, Jr., Miami 
Dennis Shotwell, Miami 
D.W. Sibble, Miami
H. J. Silverman, General Office 
D.M. Simpson, Miami
W.J. Sinbine, St. Lucie 
Omar Sisto, General Office
C. M. Smith, Miami 
J.R. Smith, Hollywood 
T.L. Squires, Hialeah
T.H. Stilson, Fort Lauderdale
G.T. Taylor, Juno Beach
T.A. Taylor, Fort Lauderdale
W.L. Taylor, St. Lucie
Cindy L. Thomas, Fort Lauderdale
S. B. Thornton, Hialeah
T. H. Veenstra, General Office
D. J. Weisman, Margate 
CA. Wilbar, Fort Lauderdale 
Heidi C. Williams. Juno Beach 
W.A. Worton, General Office 
S.C. Wright, Fort Lauderdale 
M.R. Yecker, Delray Beach
I. G. Zulueta, Miami
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The tradition continues: 
Give the ‘FPL United Way’

Q ach September, United Way cam
paigns unfold across the nation as 
surely as footballs fill the autum n 
air. With a corporate spirit unsurpassed by 

any other company, FPL employees have 
launched their own campaigns in establish
ing a tradition of helping to provide for needed 
hum an services in their communities.

Those services are attended to by the United 
Way, a charitable organization established 
in 1887 by a Denver priest, two m inisters 
and a rabbi. The first campaign effort re
sulted in a total of $21,700 being raised for 
community service.

Ninety-nine years later, the movement has 
grown to include some 2,200 communities 
and last year more than  $2.33 billion was 
raised to support 37,000 agencies serving 
millions of Americans.

O perating under a variety of nam es in its 
earlier years — names such as Community 
Chests and United Fund — the United Way 
took its new name in 1970 from a campaign 
plea issued 20 years earlie r to “give the 
united way.”

FPL’s involvement in the United Way is 
backed both by a corporate pledge and the 
personal support and involvement of many
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An early poster posed this question in 1920. 
Americans answered by making United Way 
the leading example of people helping people.

of its top executives and scores of employees.

While each FPL division conducts its own 
campaign, the overall result always reflects 
the same type of theme. As pointed out by 
this year’s Southern Division slogan, it’s all 
a m atter of being “United the FPL Way." ■

ABOUT OUR COVER
FPL’s Joint Barehand Training 
Committee has been coming 
up with innovative ideas. Some 
have ledto specially-designed, 
time-saving tools, such as this 
“rolling ladder” FPLers Jim 
Butler and Richard Grosse are 
straddling. For more on the 
committee and its ideas, turn 
to page one.
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