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Automotive center technicians keep FPL trucks rolling
ith some 5,000 vehicles in 
the Company’s fleet, a reg- 

I ular source of parts is a ne
cessity. The problem: Because of 
the specialized nature of many of 
FPL’s vehicles, it wasn’t always 
easy to send these trucks to a local 
vendor for repairs. Vendors, in fact, 
often didn’t have the expertise to 
fix certain broken components.
The solution: Open a Component 
Rebuild Shop at FPL’s Automotive 
Engineering Center (AEC) in 
Riviera Beach. This would lower 
costs, reduce overall vehicle down
time and ensure greater quality of 
workmanship.
“In the past, whenever we needed 
a part or component for one of our 
heavy-duty trucks, we had it re
built, if cost-effective,” said Auto
motive and Construction Equip
ment Manager Don Ashton. “A lot 
of those components were being re
turned to us improperly repaired. 
Consistent quality workmanship 
was lacking.

“As a result,” Ashton continued, 
“we opened our own Component 
Rebuild shop two years ago at the 
AEC. Work here includes vehicle 
salvage, sales (auctions) and vehi
cle engineering.”

According to Senior Automotive 
Equipment Technician and AEC 
Shop Foreman Glenn Martin, 
“Serving our customer with a qual
ity product is our number one con
cern. That’s why everything we do 
is tested and re-tested before we 
send it to the field.”

Continued Martin, “One of our 
most used tools is the ‘Quality As

surance Dynamometer.’ We con
ceptualized, designed, built and 
now operate what could very well 
be the only transmission and relat
ed components simulator in the na
tion. The dynamometer takes the 
guesswork out of component perfor
mance because it tests these com
ponents almost under actual field 
conditions.”
The dynamometer, in essence, is 
similar to a heavy-duty truck, but 
it doesn’t go anywhere, explained 
Martin. “We attach a rebuilt truck 
component to the dynamometer 
and then test it for such things as 
oil leaks, gear noise, bearing tem
peratures and shift capabilities,” 
he said.
“The dynamometer makes certain 
that when a component leaves us, 
it’s been fixed,” said Martin. “It also 
is reducing a lot of equipment 
down-time since no component re
work is necessary. And reduced 
down-time is money saved.”
Said Ashton, “The average cost of 
a rebuilt component is one-quarter 
that of a new one. So there are ob
vious benefits to rebuilding certain 
parts. As far as actual costs, we are 
very competitive with outside ven
dors — which is how we compare 
ourselves — but we far exceed the 
vendors in quality. And a quality, 
trouble-free part is the commit
ment that we have made to our cus
tomer — the equipment user.”
And the cost to build the dynamo
meter? “Next to nothing,” said 
Martin. “We built it with scrap, sal
vage and rebuilt components. Every
thing was already here in the 
AEC yard.” *

Automotive Engineering Center Technician Elkin Tamayo works an 
FPL-designed “test bench” to check for leaks in a hydraulic component.

Japanese professors teach statistics 
in effort to help chart Com pany’s future

hey were putting in 16-hour days, 
studying and attending lectures con
ducted in Japanese. Nevertheless, 50 

hand-picked managers throughout FPL’s sys
tem persevered for five consecutive days 
learning to enhance their use of Quality Im-

Dr. Teiichi Ando clarifies a point for M arketing 
Manager Bill Davis, one of 50 m anagers attend
ing the QIP Application Expert Course.

provement Program (QIP) techniques 
through statistics.

Selected by their respective vice presidents, 
these managers are the first group of FPLers 
to attend the QIP Application Expert Course. 
By the end of1987, one-third of some 400 ma
nagers systemwide will have been trained in 
using advanced statistical methods.
This course, offered for the first time outside 
of Japan, is being taught by two Japanese 
University professors, Dr. Teiichi Ando and 
Professor Hideo Iwasaki. Ando and Iwasaki 
are reknowned for their knowledge of statis
tical methods as they apply to QIP and the 
electric utility industry.
With the aid of several interpreters, man
agers listened as Ando and Iwasaki con
ducted six-to eight-hour lectures during the 
day. In the evening, managers met in small 
study groups to review notes and to complete 
homework assignments.

Nine FPL employees with extensive statistics 
backgrounds were chosen as ‘Statistical Spe
cialists.’ They assisted the professors in lead
ing the study groups and answering questions.

The course is scheduled to be taught several 
times. In subsequent courses, the Statistical 
Specialists will be the instructors.

According to Quality Improvement Depart
ment Manager of Teams and Special Projects 
Howard Johnson, managing with facts is the 
foundation of our Company’s quality impro
vement program.
Said Johnson, “Now more than ever before, 
there is a wealth of information readily avail
able to us. But we must know how to handle 
it. That means deciphering what information 
is relevant in solving problems, in predicting 
trends, etc. Skills in applying statistics to our 
jobs are becoming increasingly important.
“Data also is becoming more important as a 
means of communication for this Company. 
The Company’s goal is to make FPL employ
ees as competent in expressing ideas using 
data as they are in using words. The QIP 
Application Expert Course is a way to help 
achieve this,” he concluded. •
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HMO enrollment now offered 
to Lee County FPL employees

PL has offered Health Maintenance 
Organizations (HMOs) to employees 
as an alternative to FPL’s Medical 

Plan for the past several years in the South
ern and Southeastern Divisions, in the 
Daytona area of the Northeastern Division, 
and since last year, in the Eastern Division.
This year, for the first time, employees lo
cated in certain zip code areas of Lee County 
will be offered an HMO alternative, called 
the Physicians Health Plan.
HMOs have been offered as they become fed
erally-qualified within FPL’s service area. In 
compliance with federal law, HMOs are of
fered when they so request it and, if in the 
opinion of FPL, they offer quality health care 
service to FPL employees and dependents.
HMOs emphasize pre-paid preventive medi
cal treatment, and cover such items as health 
evaluations, well-baby care, gynecological 
exams and routine immunizations. HMOs 
also have specific rules and restrictions.
The Physicians Health Plan (PHP) HMO Open 
Enrollment will be held from November 26

SAFETY RULES
YOU CAN’T  LIVE 
WITHOUT THEM

Safety rules are so important 
no one can live without them

he November 
Safety Poster 
theme, “Safe

ty rules -  you can’t  live 
without them,” was 
developed by Dave S.
Rowett, Eastern Divi
sion Meter Service 
Center Transmission 
and Distribution 
Supervisor. »

through December 10, 1986. For those em
ployees who elect to join PHP, their new cov
erage will become effective on January 1,1987.

Aetna’s phone hours extended

o better serve the needs of FPLers, 
the hours of operation for the Aetna 
toll-free customer service telephone 

lines have been extended from 4 p.m. to 
5 p.m., Monday through Friday. If you have 
questions on medical and dental claims, call 
this toll-free number (800) 282-6676. Also 
open until 5 p.m. is the hospital pre-admission 
certification number (800) 237-6515.
For your convenience, these numbers appear 
on your Aetna Prefer I.D. card.

Information on new tax laws 
sent to Com pany employees

nformation on the new Tax Reform 
Act of 1986 was mailed to all em
ployee work locations earlier this 

month. FPL’s external auditors, Deloitte, 
Haskins & Sells, were asked to summarize 
the major provisions of the new law and how 
they will impact FPL’s benefit plans.
The letter addressed the law’s impact on Thrift 
Plan Tax Saver Option contributions, future 
distributions, Loan Option interest deduct
ibility, the elimination of FPL’s ESOP tax 
credit (PAYSOP), and information on 10-year 
averaging and deductible IRA contributions.
“Although the new law places restrictions on 
Tax Saver Option contributions, these do not 
alter the long-term savings objectives of the 
plan,” stated Jim  Peterson, Manager of Com
pensation and Employee Benefits.

•  FPL’s Procurement Management Informa
tion System (PMIS) recently began a pilot 
program that will lead to computerized record
ing and tracking o f all FPL purchasing trans
actions. Once the pilot is complete, anyone 
with access to PMIS will have instantaneous 
computer access to the status o f certain types 
o f purchase orders, including receipts, in
voices and payments.

•  C hallenged b y  FPL Group Vice P resi
d en t Wayne B ru n e tti to decrease the  
n u m ber o f  FPL cu stom er in qu iries  to  
the F lorida P u blic  S ervice  Com m ission  
(PSC), FPL’s d iv ision s have respon ded  
w ith  record-breakin g  resu lts. F or O cto
b er  1986 year-to -da te , th e to ta l n u m ber  
o f  cu stom er in qu iries  decreased  b y  28 
p ercen t. The nu m ber o f  co llection s and  
high b ill in qu iries  -  tw o  o f  the la rg est 
com pla in t ca tegories -  decreased  b y  24 
and 40 p e rcen t resp ective ly .

FOR 
YOUR

HEALTH
By Donnie Braswell, RN MS,Corporate Nurse

eyes Syndrome is a rare but danger
ous illness affecting the brain and 
the liver in children and teenagers.

The cause of Reyes Syndrome is unknown, 
but typically follows a viral illness (such as 
a common cold). And viruses are most easily 
spread in places where children congregate 
indoors, such as schools. Thus, parents 
should expect most of these types of illnesses 
to coincide with the school year.
Reyes Syndrome is considered a medical 
emergency which requires immediate medi
cal attention. Symptoms appear when the 
child should be recuperating from the flu or 
other illness.
The first signs may include persistent vomit
ing, severe headache and drowsiness. Within 
twelve hours a child can become disoriented 
and distressed. If left untreated, it can cause 
coma, permanent brain damage and/or death.
Treatment can require up to 10 days hospital
ization. Patients must be watched closely and 
are considered out of danger only when blood 
chemistry, respiration and other signs have 
been stable for 48 hours.
Recent studies have indicated that the use of 
aspirin and solicyclates (compounds used in 
medications to lessen pain, fever and inflam
mation) may be associated with Reyes Syn
drome. Therefore, parents should avoid the 
use of such medications until they have con
sulted their child’s physician. Doctors are 
aware of this possible complication and will 
advise accordingly.
For more information about Reyes Syndrome 
and its possible link to aspirin, consult your 
physician or your local medical society, m,

•  Sou theastern  D iv ision ’s m obile  office 
com pleted  i ts  f ir s t y e a r  o f  opera tion la s t 
m onth. In the p a s t year, n ea rly  20,000 
custom ers used the mini-office. The 
trave lin g  office, equ ipped  to perform  al
m ost e ve ry  function  a local d is tr ic t office 
handles, v is its  areas w here m o stly  Se
n iors live, thus m akin g  FPL serv ices  
m ore accessib le  to them.

•  FPL has recently implemented random 
drug testing for all exempt management per
sonnel with unescorted access to the vital and 
radiological control areas at both the Turkey

Point and St. Lucie nuclear 
plants. As part o f the Compa
n y ’s Fitness For Duty Pro
gram, the random drug tes
ting will help ensure that all 
nuclear operations at both 

FPL plants continue in a safe, drug-free 
environment.

Dave S. Rowett

News Capsules



»Energy
Management
„ News FPL Staffers Meet Customers’ Budget Billing Needs. See Page 4

Contractors Make FPL Programs Work
FPUs energy conservation programs have not only 
profoundly altered consumer thinking, but created 
millions of dollars in business for about 5,000 partici
pating contractors.
The programs have made cash registers ring all over 
FPUs service area for providers of big-ticket purchases 
such as energy efficient central air conditioning and 
water heating systems, as well as window treatments, 
insulation and low-cost conservation measures.
Typical of participating contractors who’ve benefited 
is Broward Heating & Air Conditioning Co., which 
joined the FPL bandwagon at the inception of the 
Watt-Wise incentive program in early 1982. Now, the 
firm installs 1,500 heat recovery units a year.

FPLs incentives “have been a big plus to our market
ing effort,” said Hal Greenlee, co-owner of the 
company.
The incentives are a big plus, too, for Lewis Kenton of 
Kenton Insulation in St. Augustine, who relies upon 
FPUs ceiling insulation program for three-fourths 
of his volume.
Other business people, such as Russ Sobsczak of Flor
ida Home Insulation of Ft. Pierce, think of work 
generated through FPL consumer awareness efforts 
as a profitable sideline. “It’s nice, like cream on the 
top,” reports Sobsczak.
Contractors understand that, in the customer’s eyes, 
they are an extension of FPL. This imposes a readily

accepted obligation to meet the highest standards of 
customer service and satisfaction, according to Peter 
England, FPL Director of Marketing.
As FPL nears the sixth anniversary in January of the 
start of the incentive programs, the statistics are 
impressive: incentives totaling $79 million paid out 
to consumers and an energy savings equaling 1.3 
million barrels of oil a year.
“The arrangement is a rewarding one for FPL, con
sumers and for the contractors themselves,” England 
said.
England said that the FPL-contractor partnership 
has accomplished “nothing less than a revolution in 
consumer thinking about energy conservation.”

FPL and Contractor 
Are Allies
Dick Findlow of Sarasota considers FPL his number 
one ally in gaining credibility and acceptance in Florida 
for his company’s heat pump water heater.
FPL encourages this new energy efficient technology, 
along with the more familiar solar water heaters and 
heat recovery units, by paying incentives to qualifying 
customers. A total of 400 participating contractors sys
tem-wide have performed nearly 54,000 installations 
of the three types of water heaters in the past five years.
“FPUs acceptance and promotion of the new technology 
is the most critical part of my marketing effort,” said 
Findlow, whose two-year-old company, E-Tech Central 
Florida, is marketing heat pump water heaters in this 
state.
FPL and Contractor continued on page 2

E-Tech Central Florida co-owner Dick Findlow, FPL employee 
and heat pump owner Gary darum  and FPL Marketing Dealer 
Rep Larry Mason (left to right) discuss water heating heat pump 
technology.

Broward Contractor 
'H.E.L.P.s' Customers
Robert F. Tanenbaum, a H.E.L.P. (Home Energy Loss 
Prevention) contractor in North Lauderdale, describes 
his relationship with FPL as “symbiotic.”
Tanenbaum is the owner of Tanenbaum Construction, 
one of five participating H.E.L.P. contractors in Broward 
County. His firm has completed home energy improve
ments for some 15,000 FPL customers over the past 
four years.
Tanenbaum Construction implements FPL recommen
dations for weatherstripping, door sweeps, low-flow
Broward Contractor continued on page 2

FPL customer Richard Lipps (center) receives the 2,000th Watt- 
Saver Certificate issued by Solar-X from firm official Howard 
Smith, Jr. (left) and Northeastern Division Marketing Service 
Rep Ken Kendrick.

Solar-X Customers 
See the Light
Since becoming an FPL participating contractor four 
years ago, Solar-X of Daytona has performed more than 
2,300 solar film installations in the Daytona Beach- 
Ormond Beach area. And during this same period, FPL 
has rebated nearly $150,000 to Solar-X customers.
Owner Howard Smith credits FPL with legitimizing the 
window film business in Florida, and making it easier 
for home owners to see the advantages of using the 
product.
“Once, people might have thought that solar film was a 
gimmick. But just the fact that FPL is willing to pay 
homeowners to install it lends credibility to what we 
do,” Smith said.
“There’s never any question these days as to whether or 
not it works,” he added.
Solar-X’s 660 installations in 1985 ranked the company 
first among FPUs participating window treatment 
contractors in the Northeastern Division for the third 
year in a row.
Solar-X is one of 524 window treatment contractors who 
have performed nearly 75,000 system-wide installations 
to date. The contractor count includes specialists in 
awning and bahama shutter installation as well as solar 
screen.
Solar-X advertises through two local radio stations, a 
billboard in front of the office, the local paper and the 
telephone directory yellow pages. Each makes reference 
to Solar-X’s status as an FPL participating contractor.
“People do call FPL to verify,” said Smith. “They want to 
make sure they’re getting involved with someone who 
is involved with FPL.”
Smith is pleased by FPL promotional efforts which
Solar-X Customers continued on page 2

Insulation Contractor:
'FPL Gives Us Credibility'
Russ Sobsczak, who heads Florida Home Insulation of 
Ft. Pierce, does a big favor to customers who call want
ing ceiling insulation. He refers them to FPL for a home 
energy survey first.
“This allows customers to see if they can qualify for up 
to $300 toward the cost of installing R-19 or better 
insulation, depending upon the size of the home,” Sob
sczak says.
“Often we put the callers on hold while we call the FPL 
auditor. This gives us a lot of credibility,” Sobsczak finds.
The home owner may choose Florida Home Insulation 
from the list of participating contractors provided by 
FPUs marketing service representative during a free
Insulation Contractor continued on page 2

Air Conditioning Incentives 
Increase Sales
Frank Davis says 100 different home owners have told 
him this year that the availability of FPL incentives 
encouraged them to buy replacement air conditioning. 
Davis is manager of Altman and Bradley Air Condition
ing in Miami, a long-time FPL participating contractor. 
His firm installs about 300 replacement units a year 
which meet FPL’s Watt-Wise standards.
System-wide, 1,543 participating contractors have 
installed nearly 127,000 replacement air conditioning 
and heating systems since the incentive program began 
nearly five years ago.
“What FPL’s program has done for the replacement air 
conditioning market, and the industry as a whole, is 
tremendous,” said Davis.
FPL pays incentives of up to $600 to home owners who 
buy high energy efficiency systems. The incentive might 
amount to $350 on the typical $3,500 system. With high 
efficiency systems, home owners also receive the benefit 
of a 20 to 50 percent reduction in operating costs.
Air conditioning is one FPL program not first requiring 
a home energy survey. The home owner chooses the 
contractor from a list of participating contractors pro
vided by FPL.
“When we first joined FPLs program, we figured it would 
open a can of worms. But it’s run very, very smoothly,” 
said Davis.
Under the Florida Energy Code adopted in 1978, Altman 
and Bradley and other firms may sell only air condition
ing systems with a minimum SEER rating of 8.5. Before
AlC Incentives continued on page 2



extend the value of his advertising. “They advertise in 
publications we could never afford,” he noted.
In addition. Smith makes certain that everyone who 
calls the office is told about FPUs Watt-Saver incentive 
of up to $150 for qualified window treatments. The aver
age is about $60.
Yet beyond the incentives, Smith’s customers are assured 
of responsible workmanship through two other means: 
a five year guarantee, and FPUs practice of verifying that 
the work was performed properly.
“FPL always checks up on the contract. We can tell our 
customers that an unbiased person will look at the job, 
and this helps us make the sale,” Smith observed.
Smith has been in the window treatment business for 
13 years. One son does car and van installations, while a 
second son does home installations.
When Smith began, the only treatment available was a 
silver mirrored film that relfected heat, but had aesthetic 
drawbacks. Then came the so-called “designer” films, 
which feature laminated bronze and other coatings over 
the reflective aluminum.
Three years ago, a “sputtered” film was introduced that 
uses more exotic materials such as titanium and 
stainless steel. Windows with sputtered film are “not as 
dark, they’re about as clear as you can get, and they 
reflect heat almost as well as the darker films,” according 
to Smith.
Solar-X promotes improved appearance in radio ads 
which say: “If you’ve never wanted Solar-X film because

of the shiny look, your worries are over. And FPL will 
help pay for this through its Watt-Saver program.
Installation looks deceptively simple. The self-adhering 
film is laid on the window and trimmed to fit.
"Like brain surgery, though, solar film installation is 
better left to the professional,” Smith says without a 
hint of humor.
Smith cites the cooperation of FPL marketing service 
representatives for part of his own success.
“The highest tribute I can give them is that they act like 
they’re running their own businesses. They care that 
much.”
Smith tells of the time his son was installing solar film 
in remote Palm Coast, a good 40 miles from the office, 
when a neighbor asked to have the same work done.
“We called the FPL office, and they in turn immediately 
got in touch with an FPL rep already in Palm Coast.
The rep came right over, made the inspection and 
awarded a Watt-Saver certificate the same morning. The 
film was installed that day, saving both FPL and us a 
return trip,” Smith recalled.
He also had kind words for the knowledge of FPL repre
sentatives. which he described as “extraordinary.”
“They learned about sputtered film about the same time 
as we did. They must have a terrific network," the busi
ness owner marveled.
As to the opportunities opened up through participation 
in FPLs programs. Smith said: “FPL has helped make 
my business grow. Their backing counts for a lot.” □

Broward Contractor continued from cover_____________________________________________________________________

$20. Since our charge is $40, and FPL pays half, the 
customer understands that it's cheaper for us to do the 
whole thing," Tanenbaum said.
Each contractor operates under a two-year contract 
with FPL that specifies the amount to be charged home 
owners for each work task. The customer pays the same 
price regardless of which contractor FPL assigns to do 
the work, or the amount of time the job takes.
In return for agreeing to conditions on payment, FPL 
gives Tanenbaum a proportional share of the work avail
able in Broward County.
Tanenbaum thinks the arrangement is fair for everyone. 
He says he goes “above and beyond” any contract 
requirements to keep customers happy.
“The customer is always convinced you work for FPL 
regardless of what you tell them. This places a big 
responsibility on the contractor to reflect a positive 
image of FPL,” he said.
Tanenbaum is a general contractor, and a certified 
building inspector. He underwent rigorous screening 
before being selected to participate in FPLs pilot 
H.E.L.P. program in 1981, and to continue with the 
program once it was implemented system-wide.
When home owners were cancelling too many appoint
ments, Tanenbaum suggested a way of tightening up 
FPL and contractor response times so customers 
wouldn’t lose interest in having the work done. Tanen
baum was encouraged to enter the suggestion in a 
system-wide QIP contest, the only entry from a Broward 
County participating contractor. The idea earned run
ner-up mention, and subsequently was adopted 
throughout the FPL system.
“I’m happy about FPLs interaction with contractors, 
their flexibility and responsiveness to needs in the field. 
It says something good about FPLs management,” 
Tanenbaum said. □

FPL and Contractor continued from cover_________________

“Second most important is the working demonstration 
model that we take to the customer site,” he added.
Findlow claims his product will reduce water heating 
costs up to 65 percent, with air conditioning as an 
important by-product. E-Tech, which originated the 
concept and controls 80 percent of the U.S. market, is 
promoting both residential and commercial use.
The smallest unit, according to Findlow, would fit on 
top of a regular residential hot water heater: It meets 
total home water heating needs, plus contributes nearly 
one ton of free air conditioning.
The largest unit, he continues, would fit in a room the 
size of a bedroom and handle a 500-room hotel, provid
ing 28 tons of free air conditioning.
Heat pump water heaters have been installed in several 
dozen homes, two Sarasota County schools, a Daytona 
Beach photo lab, several restaurants, a Hyatt Hotel in

Tampa, and some Orlando high rise condominiums.
Findlow and partner Bill Long, based in Ormond Beach, 
were first introduced to this product when both worked 
for a large packaging company. Findlow was in charge 
of new business development in the area of energy 
conservation.
They both saw the heat pump water heater’s potential 
for Florida, “which has more electric water heaters than 
any other state,” Findlow relates. So they left their jobs 
and went into business together.
E-Tech intends to promote its product in Florida 
through the yellow pages, newspaper ads and trade 
shows. “But we intend to rely heavily upon referrals 
from utilities and satisfied customers,” Findlow said.
“Introducing a product like this would be difficult to do 
without the help and cooperation of FPL people. They’ve 
been tremendous," he added. □

Southeastern Division Marketing Rep Richard Crane (left) and 
contractor Robert Tanenbaum verify the items on a H.E.L.P. 
cost estimate sheet.

shower heads, water heater insulation, caulking, air 
conditioning duct repair and the like.
FPL is the foundation of Tanenbaum’s business. He is 
one of five H.E.L.P. contractors located in different parts 
of Broward.
The H.E.L.P. program encourages the home owner to 
make systematic energy improvements that, taken indi
vidually, would not be worth a contractor’s time. To date, 
the 70 H.E.L.P. contractors system-wide have performed 
107,000 installations.
FPL representatives make H.E.L.P. recommendations 
during energy surveys. The customer may choose any, 
or all, of a dozen minor repair or installation items. FPL 
pays half the cost-up to $75-for the 12 items.
FPLs incentive means the customer can get the work 
done at bargain rates.
“If you bought the materials to wrap the hot water 
heater at Scotty’s, for instance, they would cost over
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Florida Home Insulation's Russ Sobsczak is among 320 contrac
tors system-wide who have performed 71.000 installations.
home energy survey.
But most people remember Sobsczak’s initial kindness. 
“It creates a lot of goodwill,” Sobsczak explains.
Florida Home Insulation is among 320 participating 
ceiling insulation contractors system-wide who have 
performed more than 71,000 total installations.
Sobsczak has been in business locally for 19 years, and 
has 18 employees. While the majority of his work is in 
insulating new homes, he finds that the 10 retrofit insu
lation jobs a month that come through FPLs program 
“are nice, like cream on the top.”
He says that the average FPL incentive pays $45 on a 
$200 installation cost.
“It isn't the size of the rebate that's important,” in his 
view. “It’s the idea that people want to get back some of 
the dollars they've put into FPLs pocket. If someone’s 
helping along the way, they want to take advantage of it. 
Especially if they know they have a need for the product."
.Another advantage to installing ceiling insulation: 
“Unlike the fanciest wallpaper you could put on your 
walls, ceiling insulation will allow you to recover your 
investment.”
Sobsczak says that the majority of owners of existing 
homes who want to insulate their ceilings already have 
done so. .And of course, “a lot need it but don’t do 
anything about it.”
Sobsczak says he has confidence in FPL representatives 
to provide accurate measurements for price quotes.
“This makes our job easier. We have an excellent working 
relationship with FPL,” he adds. Q

A/C Incentives continued from cover____________________^
that time, the typical customer was happy with a system 
rated 4 to 6. FPLs incentive standards, however, require 
purchase of a system rated at least 8.7-higher than the 
statewide m inimum -to qualify for rebates.
“Customers are much more educated about efficiency 
ratings. They want systems at 10 or higher, which are 
twice as effective as systems at 5 were,” said Bill Altman, 
a partner in the business.
“Aside from the desire to cut electric bills, one of the 
main reasons they want high efficiency is because FPL 
tells them that’s what they should have,” Altman added.
He feels that FPLs residential consumer education 
efforts also have a beneficial impact on the demand 
Altman & Bradley is now having for high efficiency 
business and commercial air conditioning, another 
major component of the 10-year-old firm’s business.
“Now we get a lot more inquiries about high efficiency 
systems for businesses," Altman maintains.
In 1982. at the time Altman & Bradley became an FPL 
participating contractor, the company had 15 employees. 
Today, with 27 employees, Altman & Bradley is a $2 
million a year business serving customers from Coral 
Gables to the Florida Keys.
“We're pretty sure FPL had something to do with our 
growth." Altman said. □

Southern Division Dealer Rep Ed Cahill lieft), and Altman & 
Bradley officials Bill Altman and Frank Davis discuss the advan
tages o f high efficiency air conditioning.



Governor's Energy Office 
Makes Cool Award

FPLs Thermal Energy Storage Program has been 
selected by the Governors Energy Office as one of 10 
outstanding Florida energy innovation projects. Lieu
tenant Governor Wayne Mixson presented FPLs Manager 
of Marketing Planning Dan Hart and Manager of Con
sumer and Load Research John Evelyn (right) with the 
award during the Governors Energy Partners meeting 
October 29 in Tallahassee. Governors Energy Office 
Director Katie Tucker is at left.
“We are extremely proud of this award," Hart said.
"We used the Q1P task team approach to develop this 
program, and, of course, that stresses meeting your 
customers' needs. We feel this program benefits our 
customers and the citizens of the state.”
The FPL program also was nominated by the state for 
the U.S. Department of Energy's 1986 national awards 
program for energy innovation.
This is the third consecutive year an FPL project has 
been selected as one of the top 10 in Florida. In 1984, 
FPLs Passive Home Program won, and FPLs pool pump 
research program coordinated by Florida Atlantic Uni
versity was selected in 1985.

Contractors Participate 
in Selling Skills Workshop

Northeastern Division Marketing recently held a one- 
day selling skills workshop for local contractors. The 
workshop was based on the three-day selling skills 
training taken by Marketing employees. Contractors got 
refresher training in qualifying the customer, present
ing features and advantages of a product, overcoming 
barriers and objections, and closing the sale.
The workshop included an awards luncheon. Peter 
England, FPL Director of Marketing (inset) congratu
lates award winner Ronda Rincones, co-owner of the 
Shady Lady, window film firm.
Northeastern Division Marketing employees who helped 
organize the session are (front row, left to right) Bertha 
Cooper, Sharon James, John Lewis, Robin Stroud, Dale 
Ellison and Clayton Fitzhugh, FPL Organization Devel
opment & Training staffer who assisted.
Back row (left to right) George Shotwell, Supervisors 
Shirley Clow and Bob Wellen, Paul Freeburn, Rick 
Trendel and Dave Serra.

Passive Home Reps Review 
New Technologies
Passive Home representatives from around FPLs system 
met in September. The workshop highlighted home 
building activities, including FPLs proposed new builder 
program, new products and technologies, and Division 
updates.
Pictured on-site at an FPL-designed passive home under 
construction in Jupiter are (left to right) Dale Boudreau, 
Western Division; Dave Correll, owner-builder; Bertha 
Cooper and Don Stago. Northeastern; Craig Boorman 
and Jim Smith, Eastern; Wayne Waldron, General Office; 
Carol Oldham, Southern; Bob Valdez, Southeastern; 
and Richard Adams, General Office.

Let's Get Visual!

When Steve Dickinson, Eastern Division Marketing 
(EDK) Manager initiated a creative idea contest, Delbert 
Lynn, Area Sales Representative, suggested a photo 
organizational chart. As the department grew and new 
employees were hired, and with personnel out of the 
office on field work, it took longer to meet everyone. 
Lynn felt pictures of each employee-with their name, 
position in Marketing, and any hobbies or special inter- 
ests-on an ID card would make it easier for employees 
to know who was who. Lynn, above, designed it as a 
written organizational chart with the cards easily 
rearranged as employees get promoted or transferred.

New Display Makes It Easy 
to 'Brag When It's True'
Morris Fisher and Bob Bennett of Northeastern Division 
recently unveiled a new FPL display at the Florida Hotel 
and Motel Association Annual Trade Show in Orlando.
The lightweight, versatile display can be customized 
with artwork and photographs for any type of confer
ence. FPL representatives participate in home, trade, 
energy and related shows throughout the service area.
The display also was used at the Restaurant Association 
Trade Show in Orlando, which had over 23,000 regis
trants. It also will be used at the upcoming World Hous
ing Congress in December, which FPL is co-sponsoring. 
Marketing Departments in each Division will have 
similar displays in 1987.

FPL Honored for
Conservation/Community
Involvement

Metro-Dade County Community Action Agency officials 
recently honored outstanding South Florida citizens 
and organizations-including FPL-for 1985-86 
accomplishments.
FPL was cited as a result of the successful combination 
of the Community Action Agency’s weatherization pro
gram and FPLs energy-efficiency incentive programs. 
FPLs Sales Promotion Representatives Carol Oldham 
and Pete Accornero of Southern Division coordinated 
the project.
Senior Vice-President Joe Collier, Oldham and Larry 
Adams, Southern Division Vice President, display FPLs 
awards.

High Efficiency A/C 
Earns Condo $2,300

Joan Derthick, Southeastern Division Sales Representa
tive, hands Joseph Kalinsky, president of Holiday 
Springs Condominium Association, a check for $2,300 
for the change-out of four air conditioning units. 
Holiday Springs, in Margate, qualified for FPLs rebate 
when it replaced 12-year-old roof units with high 
efficiency 11.0 SEER units on the ground. Derthick 
estimates the condominium residents should save 
approximately $3,500 annually, or an amount equivalent 
to about a month and a half of free electricity.



Marketing Is 
Everybody's 
Business 
At FPL
As a regular feature, Energy Management News will 
continue to spotlight FPL employees who exhibit the 
corporate marketing philosophy. These are employees 
who, through their words and actions, emphasize 
“the customer comes first” attitude.

In keeping with FPUs corporate vision-which says,
“we want to become the best managed electric utility in 
the United States, an excellent company overall, and be 
recognized as such”-company management is encour
aging employees to not let anything come between us 
and our customers.

Herb Gager
Power Serivces Representative 
Hollywood district Office

d  Herb has been very instrumental in 
guiding customers in the right direction. 
He has the customer’s interest at heart. 
When he realizes that the customer may 
benefit from programs the Company has 
to offer, he will guide the customer to the 
right department. Herb also has partici
pated in commercial surveys so he would 
be able to handle the customer better on 
a one-to-one basis. Herb knows his area 
and his customers, and he does his very 
best to see that his customers are 
satisfied.??

W. R. O’Donnell 
Manager
Southeastern Division Marketing

Bobbie J. Chattman 
Customer Service Representative 
Melbourne District Office

^  Bobbie has worked in Customer Service 
for 11 years and has always shown a genu
ine interest in meeting the needs of our 
customers. She is currently teaching a 
‘You’re Not Alone’ class in the Northeastern 
Division. Over the years, she has received 
several compliments from customers who 
went out of their way to write letters to 
our office. One customer wrote, ‘In a time 
when companies are larger and help for 
the individual consumer is not always 
friendly and patient, it is nice to know that 
customers do matter after all.’ Recently, 
another one of Bobbie’s customers sent 
her this note: ‘Just want to say thanks for 
your help during the time of getting my 
electric turned on.’ The note was attached 
to a big bouquet of flowers!??

R. R. McTaggart 
Customer Service Supervisor 
Melbourne District Office

Larry Brownlee 
DCPS Project Leader 
Juno Beach

U  Larry Brownlee, formerly Division Sys
tem Analyst in Sarasota (now in Juno as 
DCPS Project Leader), was very helpful 
and cooperative in providing training for 
Western Division Marketing employees. 
The Distribution Construction Planning 
System (DCPS), a computer program 
used to inventory jobs, is a complicated 
system to learn. Division Marketing Ser
vice Representatives and clerks have to 
know DCPS for the leased lighting pro
gram. Larry traveled to Marketing 
Department locations to work with our 
personnel. He also promoted the benefits 
of the leased lighting program throughout 
the Division to Service Planners and 
Engineering Department employees. He 
really went that extra mile.??

Barrie Sobczak
Assistant Customer Service Supervisor 
West Palm Beach District Office

s a former Q1P District Facilitator, 
Barrie understands that marketing is an 
integral part of his job. The emphasis 
of QIP is the marketing attitude: take the 
extra step, take the time to really listen 
to the customer to determine his needs. 
Barrie does this whether he is getting a 
customer’s electricity connected or coor
dinating the District’s C1P presentations. 
Barrie is tuned in to the customer-driven 
marketing philosophy.??

Star Smiley
Relieving Assistant Supervisor 
Eastern Division Marketing

Pat Dennison 
T&D Assistant Supervisor 
Southern Division Contract 

Administration

U  In keeping with the corporate philoso
phy that all FPL employees should be 
involved in marketing, Pat Dennison of 
Southern Division Contract Administra
tion is a standout in the new Outdoor 
Leased Lighting Program. Pat’s concerns 
over quality installations and customer 
satisfaction clearly demonstrate an atti
tude that all FPL employees should strive 
for. Pat has taken that extra step to famil
iarize Marketing Department employees 
with the leased lighting facility, and is 
extremely helpful in eliminating installa
tion problems for our customers. His 
involvement will help insure that the 
program is cost effective.??

Jim Herndon
Sales Promotion Representative 
Southern Division Marketing

Chip Shotwell 
Supervisor
Western Division Marketing

Budget Billing Bursts Old Boundaries
Budget Billing, the FPL program that helps residential 
customers know what they’ll pay for electricity every 
month, has 10,000 more customers enrolled now than it 
did three months ago.
The reasons? A new, simplified brochure/enrollment 
form and a special promotional plan.
The recent FPL re-emphasis on Budget Billing began in 
early 1986, when FPUs Marketing Planning group com
pared the Company program with similar programs at 
other utilities.
Those utilities had a 3 to 4 percent participation rate 
among their residential customers. Yet, only 0.7 percent 
of FPL’s customers were on Budget Billing. With its 
potential to increase customer satisfaction by helping 
customers avoid peaks in their summer and winter 
electric bills, Company officials wondered how many 
FPL customers realized the program was available.
A three-department effort began immediately. Repre
sentatives from Commercial Operations, Corporate 
Communications and Marketing worked to develop a 
brochure/enrollment form that could be used as a bill 
insert. In addition, a promotion plan was developed to 
get the word to consumers.
In August, the new brochure/enrollment form-with 
the headline, “Would you like your electric bill to be 
about the same every month?”-was mailed in customer 
electric bills in eight FPL Districts. They had been iden
tified as “high interest” Districts because of the number 
of customers in those areas already participating in 
Budget Billing: Ft. Lauderdale, Central Broward, Pom
pano, Coral Gables, West Palm Beach, Hollywood, Delray 
and Daytona. Also in August, a bill message ran to all

Data Entry Supervisor Bob Peters watches as Keypunch Operator 
Louise Young inputs one o f the thousands o f customer requests 
for Budget Billing.

residential customers, suggesting they call the Watt- 
Wise Line for Budget Billing information and an enroll
ment form.
The customers receiving the promotional insert with 
their bills were directed to return the enrollment forms 
with their bill payments. Names of those customers 
calling the Watt-Wise Line were sent to a fulfillment 
house, where pre-stuffed packets were waiting for mail
ing to those interested customers.
The number of calls to the Watt-Wise Line about Budget 
Billing has exceeded 15,000 since August.

4

Customer interest, while peaking during August and 
September, continues as evidenced by Budget Billing 
enrollment forms still being returned to the Company.

Here are the results:
Beginning figure (number of customers participat
ing): 16,766
As of August 29:16,855 
As of October 1:22,263
As of October 29: 27,359- a  total increase of 10,593.

An expanded promotion and enrollment program is 
planned for 1987, and Company officials now expect the 
percentage of FPL customers who eventually enroll in 
Budget Billing to match or exceed other utilities’ 
percentages.
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Anniversaries

Joseph Rhoden
Macclenny/40

Walter T. Russel
Sebastian/25

Randall Reynolds
West Palm Beach/30

W.M. Osborne
Lake City/30

10 years

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

C.F. Brockway, Miami 
Harry Bruce, Daytona Beach

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

AH . Avery, Lake City 
L.B. Collins, Sarasota 
J.W. Covell, Hialeah 
Ellis Howard, Callahan 
C.R. Mahoney, Venice 
Daniel Marsh, Fort Lauderdale 
R.R. Redman, Miami 
John Turinsky, Miami

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

J.T. Blount, General Office 
C.T. Daniel, Jr., Stuart 
G.F. Davis, Jr., Fort Myers 
L.T. Davis, Hollywood 
G.H. Gammage, Arcadia 
J.W. Glaze, West Palm Beach 
G.F. Hernien, Jr., Daytona Beach
L. L. Lerman, Miami 
W A  Mackey, Jr., Cocoa 
C.J. Sassman, Sanford 
F.T. Underhill, Lake City 
J.M. Vulpis, Fort Lauderdale

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

Joan A. Poole, Pompano Beach 
J.E. Sagona, Fort Lauderdale 
Blanche A. Stearns, Miami

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

E. P. Bailey, Jr., Sanford 
W.B. Barrentine, Lake City
R. S. Basinger, Hollywood 
J.M. Baskin, Boynton Beach
S. E. Bowers, Sarasota 
R.L. Clenin, Coral Springs 
R.L. Cline, St. Lucie
F. C. Craparo, Bonita Springs 
B.R. Curry, Melbourne
W A  Davis, Jr., Riviera Beach
R.D. Ditthardt, General Office
E.C. Eggert, Oakland Park
R.W. Garst, Bradenton
R.L. Hancock, West Palm Beach
W.L. Hantz, Jr., Cocoa
B.H. Harris, Jr., Miami
W.F. Haubert, Sanford
B.D. Hirtriter, Miami
W.R. Hutchinson, West Palm Beach
J.B. Keister, Jr., Jupiter
J A . Lewis, St. Lucie
J.V. Montfusco, Miami
D A  Nardone, Titusville
R.H. Nix, Cocoa
M. J. Powell, Miami
G. H. Rigby, Fort Lauderdale
E.G. Shepard, Jr., Miami 
AM . Skiba, Fort Lauderdale
H. H. Strachan, Jr., Juno Beach 
R.J. Sweeney, Miami
Richard R. Thomas, General Office

W.A Thomas, Fort Myers
R. C. Tipton, Jr., Fort Lauderdale 
T.A Trificano, Hollywood
M. H. Voyles, Jr., Pompano Beach 
W.C. Williams, Miami

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

T.R. Clark, Miami 
F.D. Cone, Miami
K. D. Craig, Miami
B. G. Dixon, Belle Glade
F. L. Dykes, Miami
Luisa M. Fernandez, General Office 
H.C. Fink, West Palm Beach 
David Finkley, St. Lucie
V. P. Gordinier, General Office 
Ishm ael Harris, St. Lucie 
T.W. Hines, Jr., Sanford
L. W. Hudson, Palatka
Linda L. Kuusela, Pompano Beach
A D . Lepri, Juno Beach
S. W. Lukens, Boynton Beach 
Phyllis T. Marshall, West Palm Beach 
R.M. Mattey, Miami
M. P. McCafferty, St. Lucie 
Lidia S. McCoy, General Office
C. G. Mills, Miami
W. L. Milton, Miami
D. W. Prox, Port Orange 
A S . Raby, Miami
T. D. Reese, Miami
G. C. Ridgely, West Palm Beach 
Carolyn H. Shelter, Arcadia 
Linda N. Shrigley, Stuart 
T.J. Sullivan, Miami
Susan H. Sweeney, Miami 
R.N. Tarsetti, Juno Beach 
G.F. Vayda, Pompano Beach 
Sandra L. Wright, General Office 
B.D. Zelman, Princeton

S.G. Babcock, General Office
J. R. Bates, Miami
R.B. Dinsmore, General Office 
Maria E. Ely, Princeton 
Rafael Jerman, North Miami Beach 
R.D. Johnson, Fort Lauderdale
K. D. Kowal, Miami
Carmen S. Lorie, General Office
R.M. Mclver, Jr., Miami
Bella F. Pitliuk, Coral Gables
D.L. Sayre, Lake Park
AT. Siwinski, Pompano Beach
J.F. Staples, Margate
Dianne Thomas, Miami
J.G. Vonbretzel, Fort Lauderdale
R.H. Whitman, Coral Gables
C.F. Wilson, Jr., West Palm Beach

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

Patricia A  Acosta, General Office 
M.J. Arnold, Stuart 
T.K. Bellah, Miami 
W A  Berndt, Miami 
J.E. Black, Fort Lauderdale
D. G. Bovinett, Fort Lauderdale 
R.J. Bowen, West Palm Beach 
J.P. Brannin, Juno Beach
G.S. Buckland, Miami
J A  Chierico, Hollywood 
J.R. Clark, Perrine 
J.M. Cleghorn, Jupiter 
C A  Cook, West Palm Beach 
T.P. Coste, Juno Beach 
Lois I. Crayton, Belle Glade
E. H. Darners, Hollywood 
J A . Davis, Delray Beach

F. L. Decarlo, Miami
Christine Defino, West Palm Beach 
R.M. Dittmyre, West Palm Beach 
R.C. Dudding, West Palm Beach 
K.L. Dunworth, Jr., Pompano Beach
B. J. Faux, Fort Myers 
LA. Ferrante, Boca Raton 
J.S. Ferryman, St. Lucie 
M.F. Fiorey, Fort Lauderdale 
Susan A  Flickinger, West Palm Beach 
Salvador Flores, General Office
G. L. Franczak, Fort Lauderdale 
Pamela M. Gabelmann, Fort Pierce 
T.H. Gilbert, Naples
Bernice M. Green, Coral Gables
D. J. Grover, Fort Myers
A E . Guyer, Naples 
Candida Hernandez, Hialeah 
T.M. Hess, Plantation
E. J. Hillman, Sanford 
R.M. Hoskins, Miami
M.J. Jenkins, Boynton Beach
C. P. Johnson, St. Lucie 
G.L. Johnson, St. Lucie 
J.R. Jones, Punta Gorda 
Ronelle Jones, Naples
P. D. Kinne, St. Lucie 
Maria D. Lacal, Juno Beach 
Richard Landolfi, Palm Bay 
E.S. Leongomez, General Office 
T.P. Lisle, Palatka
J.M. Little, Juno Beach
D. E. Luce, Fort Myers
D.G. Lynch, West Palm Beach 
R.M. Mackie, Pompano Beach 
M.W. McCarrell, West Palm Beach 
R.D. Misner, Sarasota 
R.W. Nance, Fort Lauderdale
J. D. Nelson, St. Lucie
Karen W. Neuburger, Riviera Beach 
LA. Newitt, General Office 
D.P. Noe, Fort Lauderdale 
Mary T. Oliver, Margate
V. P. Osweiler, Juno Beach
K. C. Palin, Cocoa
P A  Paynter, Riviera Beach 
R. Penton, Fort Lauderdale 
O.S. Perez, Miami 
Robert Perez, Miami Beach 
J.L. Perryman, General Office 
E A  Pi, Miami 
Adela D. Porro, Boca Raton 
B.B. Purnell, General Office
W. J. Ritter, Stuart 
D.J. Rosier, Miami
M.K. Ryan, Fort Lauderdale 
Theresa L. Sitko, Sarasota
R. B. Somers, St. Lucie
Patricia A  Spencer, General Office 
T.B. Swan, St. Lucie 
D.R. Thompson, Miami 
T A  Thompson, Okeechobee 
T.B. Thompson, Stuart 
Soraya S. Trujillo, Miami Beach 
D.E. Umstead, Lake City 
SA . Valdes, St. Lucie 
J.F. Vantassel, General Office 
Ileana Varela, Plantation
S. R. Willis, Fort Myers
L. R. Yeager, Boca Raton

In Memoriam

W.P. CROMER, Jr., 77, retired (1973) Miami Sys
tem Dispatcher, September 25. He is survived by his 
widow, Lilliam.

W.W. DAVIS, 60, retired (1986) Sanford Plant Watch 
Engineer, September 19. He is survived by his widow, 
Ella.

H.H. FULLER, 61, retired (1986) Sanford Plant 
Watch Engineer, September 5. He is survived by his 
widow, Barbara.

G. J. HOLMES, 81, retired (1964) Lake City Trouble- 
man, September 10. He is survived by his widow, 
Leona.

David JAMES, 39, Western Division Apprentice 
Lineman, September 15. He is survived by his widow, 
Genethel.

H. D. JONES, 60, retired (1977) Daytona Beach 
Troubleman, September 17. He is survived by his 
widow, Roberta.

Theodore B. McMORROUGH, 88, retired (1963) 
Northeastern Division Transmission Line Supervi
sor, September 11. He is survived by his widow.

G.L. VINCENT, 72, retired (1973) Daytona Beach 
Commercial Service Representative, September 14. 
He is survived by his widow, Frederica.

Jessie  D. WINEGAR, 82, retired (1969) Melbourne 
Senior Service Representative, October 27. He is 
survived by his great-grandchildren.
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To be mailed in early December

FPL Holiday Turkey Certificates coming

□
 or the 37th consecutive year, Com

pany employees soon will receive 
their annual Holiday Turkey Certifi

cates. Again, the certificates will be good for 
up to a $20 refund on the purchase price of 

a turkey.
FPL retirees this year, however, will receive a 
$20 Company check instead of the certificate.
Expected to be in the mail to employees’ homes 
the first week in December, the certificates 
can be redeemed anytime before July 1,1987.
As in the past, to redeem the certificate, em
ployees should select a turkey from any store 
or market and have its weight and price re
corded on the certificate. The certificate 
should then be signed by a store employee.
Final step is for FPLers to turn  in their filled- 
in certificates to their supervisor for 
reimbursement.

Those not receiving a certificate by mid- 
December should contact their appropriate 
Personnel Department. ■■

Florida Power & Light Company, an FPL 
Group company, is the fifth largest investor- 
owned tax-paying electric utility in the coun
try, serving some 6 million fellow Floridians. 
Sunshine Service News is published mont
hly for employees, retirees and their fami
lies. Editorial offices in FPL G.O., Miami. 
Phone: 305-552-3887
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About Our Cover:
Senior Automotive Equipment 
Technicians David Ware (kneel
ing) and Glenn Martin lower a 
piece of equipment into the “dy
namometer” for testing. The FPL- 
designed and built heavy-duty 
truck component simulator is the 
only one of its kind in the country. 
For more, turn to page one.
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