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o Founded in 1998 by Brian Coughlan, a 
former power company executive and 
engineer

o Brian noticed that many clients were 
missing out on savings, because Utility 
billing is incredibly complex

o He also discovered that Utilities are not 
required to audit their own billing for 
errors – and have no financial incentive 
to do so!

o That realization sparked a mission:

Always put the customer’s best interest first!

o Since its inception, UMS has worked with over 
10,000 organizations with approximately 
32,000 clients, recovering over $750 million 
in savings nationwide

o 28 years of experience

o A+ rating from the BBB



UMS operates the same as Schooley Mitchell:
 Off-site billing reviews on 12months of data
 Utilizes proprietary software
 Monitors statewide regulatory trends of refunds and opt-outs
 Provides a report for their findings 
 Post audit on actual savings

UMS’ analysis is all about:

 Billing errors and overcharges, better billing structure 
options, tax savings opportunities, Demand Management 
Programs (DSM/EE) and energy efficiency credits. 

 Simply put, they are optimizing the rates and riders that are 
charged by the Utility company regardless of regulation or 
deregulation. 

 UMS has access to thousands of data points for all Utility 
vendors and will sift through that information to find savings.
 



PROSPECTING
The greatest impact is found when we target businesses with the 

highest likelihood of worthwhile savings opportunities. 
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IOUs (Investor-owned Utilities) present stronger savings potentials and are regulated by the state.

o These utility providers generally operate in larger city centers; larger population = IOU

o IOUs are required to have alternative rate options and often have incentive programs that clients can 
opt-out of for savings

o Major IOUs include: Duke Energy, Georgia Power, Dominion Energy, AEP, SCE&G, and more!

Municipal-provided Utility providers and Cooperative Utility providers rarely have overlapping rate 
structures

o Are limited to statewide regulatory issues

o These are not good targets as they have limited rate plan options with little wiggle room and are 
common for smaller businesses in smaller city centers where there is less of a need to negotiate. 



IDEAL CLIENTS…
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o Multiple accounts or locations
Prospects who operate across multiple locations with multiple accounts, often tend to 
accumulate more inefficiencies that can create opportunities for savings.

o Multiple service categories
Prospects who have multiple service categories (electricity, natural gas, water & 
sewer), are more likely to have overlooked costs and charges.

o Large facilities, Multiple HVAC units, Loading docks, Heavy equipment, 24/7 
operations.

Regulated vs. De-Regulated States

o Both qualify, however UMS tends to find more savings in regulated states. 

o Regulated - The utility controls both supply AND distribution, so customers have no 
choice in the provider.

o De-regulated – Customers can choose their electricity or gas supplier, though 
distribution stays with the local utility. 

Canadian Clients
Although we do not currently have Canadian client case studies or savings 
examples to share, we strongly encourage you to submit your clients for review. 
Every account is unique, and we may identify opportunities for savings or 
optimization that can still deliver meaningful value to your clients. The link for the UMS Chatbot can be found 

in the Production Library
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IDEAL CLIENTS CONTINUED…

WHY TARGET THESE INDUSTRIES?

 Education:  Schools are high-utility users. They often have multiple 

buildings, long operating hours, and complex billing structures. Our data 

shows K-12 schools average strong annual savings, and they're often 

overbilled without knowing it. They also love the zero-risk model — tight 

budgets mean they can't afford upfront costs, making our audit-first 

approach a perfect fit.

 Marinas:  have high utility usage as they run lighting, pumps, fuel systems, 

and boat lifts — all energy-intensive operations. They often have complex 

billing as they utilize multiple meters and varied usage patterns make 

billing errors more likely and harder to catch internally. 

 Restaurants and Bars:  They have the highest utility spend per square foot. 

Kitchens, HVAC, refrigeration, and lighting run constantly. That's a massive 

utility footprint! Billing errors are more common - complex usage patterns 

mean overcharges often go unnoticed. 

COMMON INDUSTRIES TO AVOID:

 Small Churches

 Small retail stores

 Small office buildings

 Small local restaurants



QUALIFYING A CLIENT
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ASK THE RIGHT QUESTIONS!

1. Who are your providers? IOU or Co-op or Municipality? Regulated or Deregulate?

2. Have you noticed anything out of the ordinary with your utility billing recently?

3. Do you have software to identify billing errors and correct rate plans for your utilities?

4. What was uncovered in your most recent utility bill audit?

5. I saw [outside / on Google maps] that you have a chiller outside, that must cost you a fortune – when did you last review 

those electricity costs?

6. I noticed you use water in your production process – do you have data on the water coming in and expected sewage 

usage?

7. How much do you spend per month on Electric / Water / Gas?

THRESHOLD REQUIREMENTS:

• Electricity:  $10,000 or 10+ locations over $3,000 each

• Natural gas:  $10,000

• Water & Sewage:  $10,000 (Firm minimum)

If one sub-category (Water, Gas or Electricity) qualifies on its own, then we can look at the other sub-categories if they are at 
least over $5,000 per account.



REVIEWING INVOICES
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For accounts without a third-party supplier 
(regulated markets), first determine how many 
accounts are associated with each utility provider.

•Single Account: The monthly spend must meet 
the minimum threshold for that account.

•Multiple Accounts: The combined monthly spend 
across all accounts must meet the minimum 
threshold, grouped by provider and service type 
(electric or gas).

Delivery vs. Supply (de-regulated states)
When reviewing utility invoices, delivery and supply 
costs should be evaluated separately. Our standard 
audit process includes an assessment of potential rate 
savings. The strongest opportunities are typically found 
when delivery charges account for a significant portion 
of the overall utility spend and are driving the spend 
thresholds.

In this BGE invoice example, the account includes both 
electric and gas services.

Electric: Delivered by BGE and supplied by ENGIE 
Resources.

Gas: Both delivered and supplied by BGE.



INVOICES CONTINUED…
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Because a third-party supplier (ENGIE 
Resources) is listed on the electric 
account, the total invoice amount 
cannot be used to determine whether 
the client meets the spend threshold. 

Instead, the invoice charges must be 
reviewed in detail to separate delivery 
and supply costs. As shown in this 
image, the next step is to analyze the 
billing breakdown to identify the 
applicable delivery charges and 
accurately calculate qualifying spend.



SUBMITTING A CLIENT
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Please submit all clients and the following documents to 
hoprod@schooleymitchell.com 

• Utilities Submission form (found in the Production Library) as this will serve as our 
“submission” to UMS.

• Service Agreement including the Utility Addendum

• LOA – per provider. Use Chatbot to search by provider. If one is not available, you may 
submit the Generic LOA located in the production library. 

• Most recent invoices for each category and account/location. If there are high usage 
periods, provide those months as well. Please include all pages.

• Online access is preferred as this can greatly speed up the process for UMS

• If the client is in a de-regulated state, we will need the Supplier Agreements (electricity 
or natural gas). 

IMPORTANT Note:

The signed Addendum provides UMS with permission to:

 Implement billing errors and savings without client approval

 No VR (Customer Packet) approval is required, unless a new provider is brought in

What if the client objects to changes being implemented without approval?

Add this request to your initial submission. This way, we can notify UMS of this when we 
send your client in for review.

This category is not available 
through Client Relations.

mailto:hoprod@schooleymitchell.com


HO & UMS PROCESSES

HEAD OFFICE
File Assignment & Document Verification

Threshold Qualification Review

Outcome Communication

Submission to UMS

Ongoing Status Tracking

Customer Packet Delivery

Client Presentation

Implementation, Invoicing & PA

UTILITY MANAGEMENT SERVICES

Sent to Onboard

Data Received

Send to Audit

Conduct Comprehensive Audit

Prepare Draft Report

Quality Assurance Review

Issue Final Audit Report

Send Report to Schooley Mitchell

Implement Savings

Notify Once Implementation Complete

Implementation and Invoicing



CUSTOMER PACKETS
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In this example packet, the client saved in two areas:

o Tax Exemption Refund
A reduced sales tax rate. This covered past taxes paid. 
In this case, the customer was asked to sign a Power of 
Attorney Form and New York State Exemption 
Certificate. 

o Projected Annual Savings
Savings outlined in the packet are based on historical 
usage and billing data. 

It is important to note, that the actual savings experienced may 
differ from the projected savings.

When will billing errors be corrected and savings begin?

Billing errors will be corrected immediately, and savings 
will begin as of the date mentioned in the Customer Packet 
(VR Report).



MARKETING AND EDUCATION
Currently we have two marketing slicks available on the 

Marketing Materials Site. We also have testimonials 
available upon request.
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POST AUDITS

• Post Audits are conducted Quarterly and cannot be offered 
monthly

• UMS will gather the invoices from the vendor and compile a 
report

• A Post Audit and invoice sample will be sent from UMS through 
Head Office to you

• You will present the Post Audit to your client

PAYMENT
• Once the Post Audit is presented, you will invoice the client 50% 

of the savings
• You will send 80% of your collections to HO. We are invoiced the 

exact 80% by UMS – HO keep nothing
• When reporting your collections, HO only collects royalty and ad 

funds at 10% (1 tenth)
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QUESTIONS?
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