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Firms rush to help as deadline for green building law nears
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With a May 1 deadline looming for New York City landlords to report energy and water usage at their buildings, dozens of firms are scrambling to help property owners measure up. The businesses are hawking everything from sophisticated software tools to hotlines and seminars.

Under Local Law 84—part of a package of laws known as the Greener, Greater Buildings Plan—the owners of more than 20,000 buildings in the city are required to establish the benchmarks for their energy and water consumption, with an eye toward reducing both over time. An online tool, Portfolio Manager, lets owners track and manage water and energy use. Owners of large buildings must comply or face fines.
Among those offering help is the nonprofit Urban Green Council, which is providing free seminars by consultants to educate owners on the finer points of the law and the ongoing reporting process.
“Portfolio Manager is a pretty straightforward system, but many owners haven't had any experience with it,” said Anna Dengler, director of sustainability at Great Forest, a for-profit outfit that is participating in Urban Green's program.

Somethin' for nothin'

20K+ NUMBER of buildings in New York City affected by Local Law 84 
A Google search for “Local Law 84” and “consultant” returned more than 9,000 results, a clear indication of the business opportunity that many see. Firms including Great Forest, Ecological and Bright Power are offering to help with the reporting—sometimes for free, as a door-opener. Great Forest has set up a free help line to address building owners' questions.
“If building managers know us as helpful consultants, they may come back to us,” Ms. Dengler said.
Three-year-old Ecological uses its own proprietary system to help property owners and managers benchmark their energy use as a first step toward reducing it, along with energy costs. In the past six months, Ecological has been aggressively pitching its services through direct mailings and follow-up phone calls to landlords. The campaign has already paid off. 

