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     We have published our yearly training calendar for all WAP related trainings.  The calendar will be a page you should bookmark and check often as it will be constantly updated.  
There will be trainings from NYSWDA, DHCR, OSHA, BPI, Affordable Comfort, and NYSERDA listed on the calendar.  Also the trainings listed will be clickable for links to registration forms etc.  
CLICK HERE to view the calendar.  


NY Agencies in the Spotlight
 

How many New York Borough presidents does it take to change a light bulb?
 

Sunset Park Redevelopment Committee has submitted their press release for the well attended event for National Weatherization Day.  See Appendix A for press release and photo from their event for Weatherization Day.  
Congratulation to Nelson Ramos and his staff on the good job.
Continued in next column
	Opportunities for Otsego, Delaware Opportunities, and Community Environmental Center
New York was well represented at the New England Crew Competition held at the Affordable Comfort Conference October 1st and 2nd. It was a great plug for New York Weatherization Programs. Out of 5 competitions New York took home 4 wins. "GO NEW YORK WAP!" We want to congratulate the staff from Opportunities for Otsego and Delaware Opportunities. Congratulations goes to:
* The "Woodchucks" (Jeff Pomeroy and Chuck Wache from Delaware WAP) for taking 1st place in the Sidewall Insulation Competition 
* The "Energy Hunters" (Mike Lynn and Mac Moore, Otsego WAP) for taking 1st place in the Truck Rigging 
* Jeff Pomeroy, Delaware WAP, 1st place in the Blower Door Competition 
* Mike Lynn, Otsego WAP, 1st place in the DHW Sleuthing (trouble shooting) 
* Andrew Reid, CEC, 1st place in the Furnace Diagnostics Contest
See the website version of this newsletter for pictures of the crew competition and again congratulations to all agencies.

	Pollutant Liability Insurance

	As you are aware, NYSWDA has been working on developing a pollution liability program for the New York Weatherization programs.  Our first attempt of requesting proposals from insurance brokers for the coverage came back with no response.  We then extended the Request for Proposal submission date because their was a broker who was talking to the insurance underwriter and felt that he could put a program together with an affordable premium.  Those discussions fell through and again we were left without a program.  
We are, though,  in the midst of talking to the broker who worked with NASCSP on the national insurance program to be able to offer you an affordable program.  NYSWDA is looking into other possibilities and will keep you posted. 
In the interim, until other options are available, it is important that your agency is insured.  See the Nov newsletter on the nyswda website for copies of FAQ plus application form.
You should consider at least a million dollar coverage.
NOTE:  DOE requires that your subcontractors carry POI insurance or be listed on your agencies policy.
We have also included the application for your convenience.  If you have any questions about completion of the application, please contact Cheryl Hopkins.  You can reach her by E-mail    cheryl@environmentalinsurance.com or call her at 1-800-257-1639
We will continue to keep you posted as our program develops.
If you have any questions, please feel free to contact Randi at 518-453-9008 x22 or E-mail Randi Randi@nyswda.org 



	Statewide WAP Procurement for 2004-05
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Message from James:  
The "Statewide Materials Bid" that the network has used over the past few years, is due to begin for our next contract period starting in April of 04.  This will be the first year the process comes under NYSWDA's deliverables for the network.  
My goal is to make any changes to the process that will enhance the product.  I would like to see the following:
· Include any organization that does procurement for energy related products that the network works with 
(we want to see one procurement that you can use for WAP, Assisted Home Performance, AMP, and any other programs the network offers).  We will again be working with AEA and CEC on the process
· Have a committee consisting of staff from NYSWDA, AEA, CEC, and a few WAP Directors review products.  We want to offer not only price but quality to the network and not have situations where agencies order the winning bidders product only to find the quality is lacking.
NYSWDA has put together a short survey for the 2004-05 Statewide Material bid.  Your responses will assist in the development of a bid package in an effort to obtain bulk purchase pricing benefits and to maintain quality of materials used in weatherization services. 
To access the survey visit our website.  We need your feedback!!!
If you have any questions, please contact Randi at 518-453-9008 x22 or e-mail her at Randi@NYSWDA.org


	Lead Issues
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Five agencies have collected almost 500 hours of air monitoring data on 11 of the 12 measures that we have identified as being most likely to generate lead dust.  We are crunching these numbers using the same statistical methods that OSHA would use in court to attempt to prove non-compliance.  The data is clearly showing that when following Lead Safe Weatherization (LSW) practices you are not generating levels of lead dust that can put you, your client, and your family (through “take home” dust) at risk of exposure.  The NID package we are creating requires a methodical approach which will be bullet proof  and invaluable when defending yourself and agency against a complaint or lawsuit.  It will also act as an addition guide on LSW Best Practices. We are submitting the NID package to OSHA for review and feedback to add to its credibility.  
We expect that the NID will initially be issued covering the practices that we have enough data on, namely 1.Replacing/Reinstalling Siding, 2.Drilling Holes through Painted Surfaces, and 3.Replacing Window/Doors from the Inside.  The NID will be a “live” document which will grow more complete as data comes in on the remaining techniques, and as methods are improved.
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Blood Donations Needed
 

OK. Halloween has already come and gone, but in order to wrap up the Lead NID we are creating a database on crew blood lead levels (BLL).  
  This will be good information for you to prove that weatherization does not expose your employees to high lead levels and will help you decide if action is needed if one of your employees test high.  He/she may be fudging on the LSW practices or doing something as a hobby on the weekend that is the problem
 We’ve seen enough random results to show that weatherization workers are not showing up with dangerous levels of lead in their blood; Now we want to include the BLL information in the NID document.  This information will be summarized and used only as bulk data. In order to preserve worker confidentiality, individuals will be identified only by the last four digits of their SS #. 
We need both the "lead in blood" numbers and the "zinc levels".  We will include an authorization to release Employee Medical Record Information. 
This information will establish a statewide baseline that will help you monitor if your workers are performing LSW correctly.  Earl...
See the website for form or wait for hard copy to be mailed to you.
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OSHA Issues

	NYSWDA & AEA looking to join OSHA's National Alliance Program

NYSWDA is moving forward with OSHA to establish a collaborative relationship to foster safer and more healthful workplaces by preventing injuries and illnesses when carrying out the weatherization mission.  This partnership, referred to as an Alliance, will allow NYSWDA to discreetly represent the WAP network at arms length, and build a trusting, cooperative relationship with OSHA. 
Our goals are to develop and offer a variety of safety trainings, produce templates that you can use to establish your department or agency Safety and Health Program, let our website be a conduit for OSHA information, and get direct first hand answers from OSHA staff to your questions regarding compliance with OSHA regulations.  
 NYSWDA expects that this Alliance will familiarize OSHA with who and what the WAP network is and to show how we are conduction business in a safe manner.  This partnership is already paying off regarding our network lead NID.  OSHA is evaluating our material and data and is advising us on the final steps to take in order for us to have a bullet proof Lead NID.  Stay tuned.  For more information on the OSHA Alliance program surf to:
 http://www.osha-slc.gov/dcsp/alliances/index.html
If you have any questions or are interested in specific training needs give us a call.
Earl

	Collaborations

	Building collaborative relationships is an integral part of the weatherization assistance programs these days.  We have collaborations with utilities, NYSERDA, community-based organizations and others which allows us to work with families holistically.  
We came across an article on collaboration published by The Nonprofit Risk Management Center which we felt would be of interest to the network and wanted to share it with you.  See Appendix B for the article submitted by Randi



	JAMES' COMPUTER TIP Corner
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AND NOW FOR TODAY'S Computer TIP... Inserting Excel data into Word
 Q. I recently gave a presentation in Word that included a table. I used a separate handout from Excel to make the table. I was later told that I could have inserted the table into Word. How does that work?
 A. As you probably know, Word and Excel are parts of the Microsoft Office package. Microsoft has done a good job of integrating these programs. So a table from Excel could easily be inserted into a Word document.
Excel is Microsoft's spreadsheet program. It will do virtually anything you need mathematically. So if you are already running an Excel spreadsheet, you might want to transfer part or all of it to a Word document. You could recreate the Excel spreadsheet in a Word table, but that would be more trouble.
Instead, drag the cursor over the area of the spreadsheet (called a worksheet) that you want to include in the Word document. That will highlight the area. Then press Ctrl+C to copy it. Now go to the Word document.
Place the cursor where you want to put the Excel information. You now have some choices. To link the files, press Ctrl+V. At the bottom right corner of the Excel information, you'll find the Paste Options button. Click the down arrow. 
Continued in next column
	Two of the options include the words "and link to Excel." Select one of those, depending on the look you want. With the link, if the Excel file is changed, the Word table also will be changed, so long as the two files remain on the same computer.
You can also simply copy the Excel information to the Word document. To do that, again highlight the information in the Excel document. Go to the Word document and click where you want to place it. Press Ctrl+V. Click the arrow on the Paste Options button. Select either "Keep source formatting" or "Match Destination Table Style.
(From Kim Komando's tips of the day)  www.komando.com 
 

Tip #2
Another Microsoft goof
This past week, the Federal Trade Commission said that Windows users should disable Messenger Service to prevent unscrupulous marketers from filling their screens with unwanted ads. This is not the same thing as the Windows Messenger instant messaging service.  It is a part of Windows XP that is only used on internal networks for the network administrator to communicate with everyone on the network.  But it can be used to hack your computer when online. Go to 
http://www.komando.com/kolumns_show.asp?showID=5275 


for information on disabling XP Messenger from Kim Komando's website
 



	Appendix A

Brooklyn Borough President Marty Markowitz Promotes Local Energy Efficiency Efforts By Recognizing Weatherization measures and efficient lighting. 
 Brooklyn, NY, Oct. 28, 2003 - Q: How many borough presidents does it take to change a light bulb?
 A: Just one - and if you use an energy-efficient bulb, he just might drop by to show you. Just ask Marty Markowitz, Brooklyn Borough President, who plans to promote energy awareness by replacing a standard incandescent light bulb with an energy efficient compact fluorescent light bulb, at 1201 Avenue K, a local apartment building at 1:30 p.m. on Thursday, Oct. 30. 
 President Markowitz will make the appearance in support of the U.S. Department of Energy's Weatherization Assistance Program, a presidential priority program that reduces energy costs for low-income households by increasing the energy efficiency of their homes, while ensuring their health and safety.  Low-income households spend four times more of their annual income on energy bills than average households - a disparity that often forces tough choices about cutting back on essential needs in order to pay energy bills.
  "Brooklynites know a good deal when they see one. By taking steps now to conserve energy homeowners can save money in the long run and help reduce energy consumption," said Borough President Markowitz.  "It seems like a small thing, but even changing the light bulbs can mean big savings."
 On average, weatherization measures reduce annual energy costs by more than $220 per household.  Depending on the needs of the clients, weatherization crews can install energy-efficient products, caulk windows, replace insulation, and repair broken heating units. Crews can also test for deadly carbon monoxide gas - and if needed, can provide homeowners with a carbon monoxide detector and a smoke alarm. 
 For more information about weatherization, visit www.eere.energy.gov/weatherization.html or call Melissa Ortiz (718) 492-8580.  
For more information about ENERGY STAR, visit www.energystar.gov or call Serena Ingre at (301) 628-2047. For more information from the Borough President’s office, contact Andy Ross at (718) 802-3830.
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From left to right are 
Charles Okoh, (far left )Auditor SPRC 
Wendel Rice, rear) WAP Director Bedstuy Development 
Vito de Cicco, Chairman SPRC 
Judy Colegero, DHCR Commisioner 
Martin Kirzner, (rear) Building Manager 1201 Avenue K 
Gary Brown, Fiscal Officer SPRC 
Daniel Grau, (rear) DHCR Weatherization field representative 
Councilman Feldman, Midwood Brooklyn 
Eric Beaton, (rear) Bioenergy and Weatherization Assistance Program Manager 
U.S. Department of Energy Northeast Regional Office 
Leroy Willams, NY city fire Department 
Jim Wickham, SPRC staff


	


Appendix B

Risk Management Corner

Community Collaboration
It takes more than a handshake between friends, neighbors or colleagues to ensure that collaboration will succeed. If your want to feel as good about your partners, the results and yourself coming out as going in to a joint project, fully consider the ethical and risk management implications before entering into the agreement. If you proceed carefully and diligently, collaborative efforts with other organizations can be an effective way to conserve resources and advance your organization’s mission, whether the potential partners are from the private sector, public sector or nonprofit sector.
Joint Projects With Private Sector Partners
Joining forces with corporate sponsors or partners can broaden the horizons for your nonprofit. Knowledge, clout, finances and people can be brought to bear to assist you fulfill your mission. However, you must know the corporate motives and business goals in order to develop an equitable and mutually satisfying endeavor.
Consider these questions before accepting corporate assistance. The answers can save money, time and embarrassment in the long run.
· Are products and values consistent with the your organization’s goals?
  

· Will key stakeholders, including board, other donors, or the general public, have concerns of problems with the relationship?
  

· Will the company’s presence be taken as your endorsement of the company or its products?
  

· Does the company expect that as a result of its donation it will have some control over a sponsored event or the organization itself? Are those expectations ones that your organization can meet? 

Contracting With Government Entities
Public entities are turning to contractual arrangements with nonprofit organizations to provide some of the services that they can’t or would prefer not to provide. In this arena, you might find opportunities to secure long-term reliable funding for projects within the scope of your organization’s mission. However, nonprofits may be targeted as a scapegoat for an entity’s liability. Make certain that if you are providing services on behalf of the local government that you investigate the possibility of obtaining protection for your organization under the government’s insurance or self-insurance plan. 
Collaboration With Other Nonprofit Organizations
Joining forces with complementary nonprofits in times of increased competition and shrinking budgets can work to mutual advantage. You can conserve resources and access an expanded market for products and services. However, some nonprofits have found themselves canoeing upstream without a paddle as the other nonprofit had just latched on in a last-ditch effort to save itself from disaster. Make certain you do the homework to verify what you see is what you get.
No matter which sector your partner(s) hail from, the following checklist will help you protect your organization. And remember that memorializing your arrangement through a written agreement protects your nonprofit after the hand is extended and before the handshake is complete.
Risk Management Checklist
Confirm Compatibility — Is your organization compatible with your intended partner? Will you violate any precedents or policy by partnering with the organization? For example, is it appropriate for a youth-serving agency to engage an alcohol or tobacco producer (or its subsidiary) as a lead sponsor of an educational program?
Understand Motivations — The motivation for a nonprofit may be clear — to raise additional monies for a critical initiative. Your partner may be motivated by a number of factors, including some that may not be obvious, such as the desire to cleanse an image or to target a new consumer group, such as young adults or members of an ethnic minority group.
Conduct Due Diligence — It pays to conduct a minimal level of due diligence before formalizing a partnership. For example, is the company a subsidiary of a company that engages in activities that your constituents may find objectionable? Does the company engage in unacceptable business practices (foreign labor, child labor, and inadequate attention to environmental safeguards)?
Interpret the Message — Carefully consider the message your constituents will receive when they learn of your partnership or collaboration. Will they be bombarded with advertising that contains your logo? Will it appear that you have endorsed a company’s or another nonprofit’s products or services or a political stance? Have you?
Clarify Expectations — The most important ingredient to a successful partnership is clarity of expectations. Make certain you know and acknowledge what your partner hopes to get out of the endeavor. If the partner expects an increase in sales to a specific constituency, determine what they expect you to do to accomplish that goal. Push for additional clarity beyond the simple altruistic motives your contacts may describe.
Put It in Writing — Any partnership or collaboration that spans a period of time, involves a substantial sum of money (from the nonprofit’s perspective), or where each partner has specific responsibilities, should be put in writing. A brief Memorandum of Understanding or Memorandum of Agreement provides an opportunity to outline expectations and responsibilities, and to assign risk to those who will be responsible if something goes wrong.
Consider each of the following areas as you craft a Memorandum of Understanding for your collaboration.  As in all transactions with potential legal repercussions, consult your attorney for advice and assistance before signing any contract.
Checklist for a Memorandum of Understanding
Overall intent — reflects what the parties are intending to do.
The parties — name, type of organization, city and state of headquarters.
The period — a start and end date of the partnership.
Assignments/responsibilities — describe each organization’s responsibilities separately, beginning with those that are the sole responsibility followed by any shared responsibilities. 
Disclaimers — employee’s relationship to each partner, and what the partnership isn’t intended to do, guarantee or create.
Financial Agreements — spell out in detail, including which entity will pay for each item and when payment is due.
Risk Sharing — describe who will bear risk of a mishap. Never assume responsibility for something over which you don’t have control. Ideally indemnification provisions should be mutual: each party is responsible for its own acts or omissions. (Make certain each partner isn’t only willing but is able to pay.)
Signatures — by each partner’s representative who is authorized to bind the organization contractually.
In summary, understand your partners’ motives, communicate your expectations and document the agreement in writing. With care, caution and due diligence, collaborative efforts with other organizations can be an effective way to conserve resources and advance your organization’s missions.

Provided by the Nonprofit Risk Management Center www.nonprofitrisk.org
Field Operations Office

811 E. Washington, Syracuse, NY 13210     p (315)-701-0440 ~ f 701-0449 info@nyswda.org
Administrative Office

21 Aviation Rd. Albany, NY 12205      p 518-453-9008 ~ f 453-9053
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