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While this NEMI study to some extent mirrors the New Building Commissioning report (see page 0), there are notable differences.


For those unfamiliar with the terminology, “re-commissioning” amounts to “retro-commissioning.” It deals with isolating problems that occurred during new building construction (if commissioning wasn’t done at installation) and also identifies and solves system problems that have developed over a building’s life. 


Re-commissioning most frequently comes into play when a building is renovated an existing building gets an addition. These changes often herald an alteration in the building’s function – a step that frequently requires code compliance checks, because a different code might apply if the building’s use has changed radically.


NEMI estimates the market for re-commissioning is probably 1.5 times larger in annual revenues than new building commissioning. The most likely prospects for re-commissioning include:

· buildings with multiple and complex systems (hospitals, universities); 

· those whose systems use a great deal of energy (manufacturing); or 

· workplaces with a highly regulated indoor environment (laboratories, “clean” & high-tech manufacturing). 


These segments of the marketplace represent the “low hanging fruit” of re-commissioning.

Some Difficulties 

Other buildings that might require re-commissioning are older buildings with failing equipment (where malfunctions have reached the stage where system replacement is the best option) and where energy/operational savings are sought by the owner.


Whole building re-commissioning is extraordinarily labor-intensive, however. More than new building commissioning, re-commissioning requires research on the part of the commissioning agent – to find the original design intent of the structure’s use – to see if the building is actually meeting its design intent or not. Obviously, that comes in addition to the challenges of any renovation (physical impediments surrounding the systems you need to test and perhaps replace) . . . re-commissioning can become quite expensive. 


Add to that bad news the fact that, as in new building commissioning, engineers and design/builders might succeed in making systems re-commissioning obsolete – or at least erode opportunities for the SMWIA/SMACNA team. Re-commissioning presents itself as a tough, evolving market to 

On The Other Hand . . . 

The good news is that mechanical and sheet metal contractors and their workers currently hold about 40% of the existing market share in re-commissioning work. 


For one thing, it’s an easy “sell.” During an energy retrofit, for example, the systems can be commissioned at every phase of installation, making it relatively easy to show the owner exact energy operations savings. The owner of an existing building has a history of lower performance upon which to base a comparison. Selling re-commissioning, in many cases, is not difficult for the contractor.


As in the commissioning report, NEMI identifies a TAB-focused approach to the market’s expansion as the most viable. As SMWIA members and SMACNA contractors are already involved to some degree in this work, the report suggests building on these strengths to hold onto and expand the market. In other words, “Deal to your long suit.”


With the existing building marketplace’s segments as well-defined as targets for re-commissioning, market-share expansion here comes down to a few elemental efforts: 


1. SMACNA and SMWIA could concentrate on the renovation/addition market, by tracking licenses given for these types of construction projects and following those leads, then educating the customer on the value of commissioning those systems involved. 


2. Looking at the institutional marketplace, the organized sheet metal industry could focus on expansions of hospital or university campuses, news of personnel expansions in manufacturing or governmental departments, and the like.


3. We could follow a strategy similar to that recommended in the new building commissioning study – focus on the existing TAB expertise in our industry and build on it by training new workers in the field. This would also involve selling re-commissioning in pieces and educating the owners of the value our industry can add.  


Owners would need to learn about how re-commissioning could provide them with energy savings, higher IAQ in the building, and whatever other values are appropriate in a given situation. 


With these suggestions, the SMWIA-SMACNA team can remain in a “game” that is in many respects already theirs. They can also work to gently expand their mastery of re-commissioning work, while allowing others to foot the major bill underlying actively developing the market in its entirety.  


To view the complete report in PDF file format, go to: http://www.tabbcertified.org/pdfs/3_energyRetrofit.pdf. 

