ontents

Power Trading

CARGILL POWER MARKETS
Known largely for food and ag-
riculture, Cargill also provides
whelesale power marketing and risk-
management products and services
for energy customers across North

America.
HVAC

ALVIN HOLLIS & CO,, INC.

Now one of the largest residential air

conditioning installation and service
companies in the Boston area, Alvin
Hollis & Co., Inc, has been around

in various incarnations for well over

a century,
Solar

MERCURY SOLAR SYSTEMS
INC. This turnkey solar provider
is looking to expand its footprint

along the East Coast,

Geothermal

GROUND SOURCE ENERGY
LTD. Doug Kinch's company is a
leader in Alberta in the installation
of environmentally friendly geother-
mal heating, L'uu|ir1g, and hot-water

systems.

NEVADA GEOTHERMAL POWER
INC. With a 49.5-megawatt project
under its belt and four lease-held
properties in the Western United
States with the potential to bring
more than 200 megawatts of renew-
able energy online, Brian Fairbank’s
company is puistd for continued

SUCCEess,

BUSH ENTERPRISE Gary Boles is
one of the 1:‘\|‘|'\' (:hum]:si:_ms of geo-
thermal power in North America.

He's still at it today.

GEOSMART ENERGY Demand is
rising for both the geothermal HVAC
systems GeoSmart distributes and

the education and training it offers.
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Wind

TRANSGROUP WORLDWIDE
LOGISTICS One of the largest
privately held logistics companies in
North America shares the secrets of

its success,

COMPOSITE TECHNOLOGY
CORPORATION Benton Wilcoxon's
public company has a patented cable
conductor that is lighter, cheaper,
and more efficient than its L‘Uln]u'li-
tion. He's about to take his message

worldwide.

ENDURANCE WIND POWER
INC. By producing small- to mid-
sized, grid-connected, inverterless
wind turbines, Endurance is hclping
farms, schools, homes, and busi-
nesses power themselves with clean

t‘lll‘l‘g}',



GeoSmart Energy

A more efficient HVAC system rises from below the surface

BY ERICA ARCHER

GEOSMART ENERGY IS BANKING ON
customers who will heat and cool their
homes with energy found in their own
backyards. Not by striking oil, but

h_\ tap}:ing a simplcr, cleaner energy
source: geothermal energy. GeoSmart
collects the sun's heat from several feet
heneath the Earth’s surface, where it
maintains a consistent temperature
year-round—ranging from 50 degrees
Fahrenheit in Canada’s colder spots to
60 degrees in warmer locations, with
the depth varying according to local
weather conditions, Geothermal hcating
operates by removing and redistribut-
ing heat like a refrigerator. To cool the
home in the summer, when the earth

is cooler than the air, the gcothcrmal
systems use the earth as a heat sink, re-
moving heat energy from the home and
sending it into the earth (the process
also is referred to as ground-source
hicat, or geoexchange technology). “If
vou think of the pr‘inL'[plcs of thermo-
dynamies, there really isn't such a thing
as hot or cold; there's just heat and less
heat, if that makes sense. Nature wants
equilibrium,” explains co-founder and

vice president of sales Chad Brezynskie.

Brezynskie founded GeoSmart in 2005
with Stan, Cheryl, and Stephen Marco.
Stan Marco and Brezynskie met while
working for another geothermal cnergy
system distribution company, When they
decided to team up to form their own
company, Stan had more than 25 years
of heating and geothermal industry ex-
perience; Brezynskie brought a slightly
shorter stint in the field but a talent for
sales and marketing, Part of their inspi-
ration for starting GeoSmart also was
to centralize and distribute technical

knowledge about geothermal systems.

According to the Canadian Geoex-

('imngj; Commission, the Canadian
geothermal industry has grown between
150 and 200 percent in the past year.
Rising energy prices (especiall)' among
Canadian government-run utilities),
government incentives for green energy
in both Canada and the United States,
and concern over climate change are

all factors that have boosted interest in
geothurma! as of late, Brozynskic says,
even though the technology is about

30 years old. The economy also has
driven interest in more efficient HVAC
systems. “When you look at where the

ENERGY INTERNATIONAL QUARTERLY NOV /TDIEL

GeoSmart Energy's
Premium G _forced-
air systems ser d new
snandurd_ f;:if -‘lea[m‘g
and cooling efficiency
while providing
exceptional energy

savings.

markets are luddy, what other kind of
investment can you make that is going
to make you more comfortable in your
home, pay you back anywhere from 10
to 20 percent returns, and reduce your

environmental footprint?” he says.

By focusing excl usively on geothermal
systems and the knowledge needed to
install and maintain them, GeoSmart
has carved a niche in the market. *We
have been very successful as an organiza-
tion at selling these systems,” Brezynskie

says. “1 think ‘system' is one of the key

| GEOTHERMAL
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GEOTHERMAL

€€ think ‘system’ is one of the key
words. We don’t sell boxes; we
don't just sell furnaces. A GeoSmart
system includes everything that you
need to install it.99

Chad Brezynskie, Cofounder & Vice President of Sales

words. We don't sell boxes; we don't
just sell furnaces, A GeoSmart system
includes ev r."\'l|':|1|_;l_ that you need to
install it. And we've been very success

r contractors in who have

ful at bringi

never done these installs before.”

During difficult economic times, the
money-saving efhciency of geothermal

svstems |\l'i'f\|5|l':\' a |\S_'\ 'il'“l[ ! point.

Geothermal heat exchange is twice as
efficient as conventional air conditioning
systems at cooling a home, and can be

up to hve times as ethcient lor heating.

“In the heating mode, a GeoSmart system

carries COPs [coefhcients of [rl'::clm'
’;|m|| as ||n_i|a as 5.0, which translates into
an efhciency of 500 percent, ¢ c:m]:.u'-'d
to a conventional furnace, which might

reach efficiencies as high

as 96 perc

That means that for every dollar you

u[u‘-rul on elect ity to run the system,
it can deliver §5 of output heat energy,”

Brezvnskie savs.

Although geothermal technology has

|\l'l"|| ."ﬂ'(lt'lﬂf{ for many years, ! H'Ill.'ll

; . X
training lor -;:l-<11|1"1'|11.u contractorsis a

fairly recent development. GeoSmart’s

Ira

ng sessions at its {...1Jl'll‘!'illg<', On
tario office have become a powerful tool
for expanding business and strengthen
ng contractor knowledge. “We share

our knowledge for the _g-r;:]l.l of the

industry,” Brezynskie says. “Training has

become an enormous part of our busi-

ness. Take the heating companies out
there that are selling our product: What

them to sell

better way to encourage
more than if, when they install the prod-

uct, everything goes well?”



