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Confidential

This business plan is submitted to prospective business partners and investors to assist them in evaluating the merits of the company. THIS IS NOT AN OFFERING MEMORANDUM OR A SOLICITATION FOR THE SALE OF SECURITIES AND IS NOT REPRESENTED AS A FULL DISCLOSURE OF THE INFORMATION NEEDED TO MAKE AN INVESTMENT DECISION.

Concept

b.shift (b-dot shift) is an Arlington, Massachusetts nonprofit (the Company) that was launched in January 2013. The Company intends to leverage an early advantage in “environmental behavior change” into a leadership position in the emerging market segment of energy sustainability. The Company will provide partner organizations with an innovative change and adoption environment that is effective and affordable. The long-term objective of the Company is to build a profitable brand franchise in the energy sustainability segment while creating a brand name that is synonymous with meaningful behavior change.

Background

To date, the primary methods applied to reducing energy usage have been technological and economic. For example, the production and marketing of efficient heat pumps has been emphasized as a major solution to CO2 reduction and oil dependence. There is growing evidence that a human-centered, behavioral approach should also be pursued to educate and motivate energy efficient human behaviors. 

In 2007 the Brainshift Foundation, a 501c3 Massachusetts corporation launched the Energy Smackdown, a community outreach program for reducing energy use in Massachusetts communities. With $200k from utilities and foundations and help from volunteers, the program achieved reductions in energy use among the target population of 14% electric and 17% natural gas over one year. These results are 2-3 times what is expected for programs of its type. Copycats programs were launched in communities around the country, including: Philadelphia, Kansas, Metropolitan Washington D.C., and Raleigh/Durham. The Smackdown was described as an innovative outreach program in the Massachusetts 3-year energy plan in 2010. Despite its’ success, the Energy Smackdown was lacking in two important areas: scale and a reliable source of revenue. 

Product

b.shift will be built on a program model that focuses on learning, change, and adoption of energy sustainability measures. The Company will retain successful elements of the Energy Smackdown, while augmenting scale and revenue elements. Management believes the Company has the potential to radically drive up interest and participation in energy sustainability programs such as MassSave, while assisting for-profit companies such as Next Step Living improve their reach and customer experience.

Target Market

Customer acquisition and retention are significant issues affecting profitability in consumer-facing industries. Marketers report that they get the most “bang for their buck” with programs that focus on building relationships and preventing customer defections, especially defections by customers who could be converted over time into long-run high-value customers.
 According to a study by Bain & Company, a 5 percent increase in customer retention results in a 25 percent to 95 percent increase in profits.
 

The Company’s initial target market will be energy sustainability services such as those offered by the MassSave program. The Company believes that continued investment in customer attraction and retention in energy sustainability services offers a strong opportunity to apply its learning, change and adoption model and in the process generate revenue.

Management

The Company has attracted professionals with a combined relevant experience that spans more than 60 years. They have contributed substantial sweat equity and are dedicated to working together to execute the business plan.

 Donald Kelley: Donald has over 30 years of experience designing, developing, and delivering learning programs that are highly relevant and impactful. As consultant to IBM, Apple Computer, Dun & Bradstreet in the areas of training and educational technology and Worldwide Director of Training at General Scanning Lumonics, he lead development of experience and performance-based programs that resulted in cost savings, and improved test scores. As an entrepreneur, his business ventures developed and sold learning simulations that improved product sales, and reduced recordable injuries. EdM Harvard University

 Robert Chicoski: Robert has over 30 years experience in accounting and financial management. He has served as a CFO for several emerging businesses, including World Energy Solutions -- listed on the Nasdaq as XWES. XWES facilitates the purchase of blocks of energy by large end-users such as the federal government by way of a reverse auction website. Robert participated in raising initial capital and forming the organization’s Board of Directors. He is a leader of the Greater Boston Interfaith Organization, dedicated to improving the lives of citizens of Greater Boston. BS, Bentley University, CPA
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