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Arne Sorenson  President and Chief Operating Officer

Today, business plays an increasingly critical role in taking on our world’s most 
pressing social, environmental and economic issues. With our size and scale, we 

have a global responsibility and a unique opportunity to be a force for good. 
Guided by our 2025 Sustainability and Social Impact Goals, as well as the United 

Nations Sustainable Development Goals, we commit to creating positive and 
sustainable impact wherever we do business..
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Globally Accessible 
Platform

Managed & Franchise Engagement 
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Globally Accessible Platform  

Provides complete story and details 
supporting all coordinates of SERVE 360 
Strategy. 

Outlines and delivers
• Rationale 
• Goals
• Strategies
• Resources
• Training 
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Globally Accessible 
Platform

Globally Accessible 
Dashboard 

Managed & Franchise Engagement 
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Globally Accessible Dashboard   

Data Capture 
• Manual entry 
• Invoice upload 
• Feeds for other platforms

Reporting 
• Intensity Metrics 
• Progress against annual goals
• Year over Year Metrics by source
• Portfolio scatter graphs

Sustainability Survey

Links to Platform training 
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Globally Accessible 
Platform

Globally Accessible 
Dashboard 

Portfolio Push 
Reporting  

Managed & Franchise Engagement 



Portfolio Push Reporting 

Targeted portfolio roll up reports 
transmitted 
• C-Suite one page 
• Technical consultant granularity 
• Emailed on monthly frequency 
• Comp set analysis 
• Portfolio outlier analysis
• YOY cost & use trends
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Globally Accessible 
Platform

Globally Accessible 
Dashboard 

Portfolio Push 
Reporting  

Performance Based 
Design Standards 

Managed & Franchise Engagement 
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Performance Based Design Standards 

Replace typical approved brands of equipment with post 
install performance criteria 

Examples
• Chiller plant must produce one ton of cooling for 

0.65kW 
• All new buildings must have heat recovery makeup
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Globally Accessible 
Platform

Globally Accessible 
Dashboard 

Portfolio Push 
Reporting  

Performance Based 
Design Standards 

Managed & Franchise Engagement 

Thank you and best of luck with your efforts 



Pete Zadoretzky

Vice President, Sustainability
Bozzuto Management Company
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THIRD-PARTY 
OWNED

85%

MIXED-USE

77%

MID-ATLANTIC
VA, DC, MD
157 communities | 44,500 units | 1,290,800 SF retail
Pipeline: 34 communities | 9,571 units

TRI-STATE 
NJ, NY, CT 
53 communities | 15,600 units | 517,600 SF retail
Pipeline: 10 communities | 2,976 units

NEW ENGLAND 
Boston Metro 
25 communities | 7,000 units | 85,800 SF retail 
Pipeline: 9 communities | 3,345 units

MIDWEST 
Chicago, Milwaukee
19 communities | 7,200 units | 111,153 SF retail 

SOUTHEAST
South Florida
8 communities | 2,600 units | 29,100 SF retail
Pipeline: 4 communities | 1,280 units

PENNSYLVANIA
13 communities | 3,900 units | 1,290,800 SF retail
Pipeline: 6 communities | 1,869 units

264 COMMUNITIES | 77,000 UNITS | 2.3M SF RETAIL

BOZZUTO AT A GLANCE

2,300+ 
ON-SITE EMPLOYEES

#1 Property Management 
Company for 
O N L I N E  

R E P U T A T I O N  
ORA Power Rankings, J Turner Research

5X
Property Management 

C O M P A N Y  
O F  T H E  

Y E A R

4X

3X

Presenter
Presentation Notes
Nearly 100,000 residents. 80+ ownership groups, often with different asset managers overseeing individual communities within a clients’ portfolio. Primarily luxury communities, class A/A+, market rate





Sustainability & the Multifamily 
Market: 
• Residents:

• Individually metered
• Paying $$$

• Issues/Concerns:
• What does it cost?
• I’m going to live my life how I want 
• Split-incentive

• For many, sustainability no more than:
• LEED-Certified communities
• ENERGY STAR appliances
• Electric Vehicle Charging Stations
• Car & Bike share stations
• Partnerships with Goodwill, CSAs, etc.

• More recently:
• Growth of portfolio sustainability metrics & utility reporting
• Jurisdictional requirements
• Financing
• Competitive Advantage

• Resident energy usage accounts for between 70-90% (depending on building type) of building’s 
energy output!

Presenter
Presentation Notes
Highlight point in time solutions & opportunities vs. ongoing 



Sustainability & the Multifamily 
Market: 
• 9 out of 10 consumers expect companies to do more than 

make a profit

• 4 in 5 consumers are willing to consume or purchase fewer 
products to preserve natural resources

• 80% would tell friends and family about a company’s 
corporate social responsibility efforts

• 64% only pay attention to company CSR efforts if an 
organization is going above and beyond what others are 
doing*

• Bozzuto – “Engaged Explorer”

- *2015 Cone Communications/Ebiquity Global Corporate Social Responsibility Study



NAA / Shelton Group Study: 

38%
…of apartment residents feel strongly to very strongly that they are personally responsible to change 

their daily habits and purchase decisions to positively impact the environment.
Only 6% felt no responsibility.

68%
… were somewhat to extremely interested in receiving info about how to make their apartment more 

efficient.



Sustainability & the Multifamily 
Market: 
• 70-90+% of square footage found in residential footprint

• Garden style – majority residential SF
• Mid/Hi-rise – significantly more common area + back of house 

(typ.)

• ENORMOUS OPPORTUNITY!

Presenter
Presentation Notes
Showing residential footprint of hi-rise tower floor.



Strategies – Tours & Move In: 

Presenter
Presentation Notes
Challenge – Sales & Leasing Staff Training + Awareness; Difficulty in crafting for 260+ communities w/ ebb & flow inherent in 3rd party management



Strategies – On-bill Messaging: 

Presenter
Presentation Notes
This is about as “in your face” as we like to get. However, increasing number of clients requesting that we engage with residents at least twice a year, if not more…



Strategies – On-bill Messaging: 



Strategies – Earth Month: 
• Crowd-sourced sustainability event

• Challenge our property teams AND our residents – what do YOU do?



Strategies – Earth Month: 



Strategies – Building Competitions: 

BOZZUTO “Remix”

Presenter
Presentation Notes
Challenge – Sales & Leasing Staff Training + Awareness; Difficulty in crafting for 260+ communities w/ ebb & flow inherent in 3rd party management
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Strategies – Building Competitions: 
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Strategies – Building Competitions: 

Presenter
Presentation Notes
Challenge – Sales & Leasing Staff Training + Awareness; Difficulty in crafting for 260+ communities w/ ebb & flow inherent in 3rd party management



Strategies – IoT & Smart 
Apartments/Buildings: 

Presenter
Presentation Notes
Opportunities abound here with Demand Response, etc. i.e. “This is what we are doing and why, and here is what you can do, too…”



Opportunity – Changing the Dialogue: “Total Cost 
of Occupancy” 

Presenter
Presentation Notes
Opportunities abound here with Demand Response, etc. i.e. “This is what we are doing and why, and here is what you can do, too…”



Additional Benefits: 
• Vacant Unit Management

• Reduce Property Damage & Maintenance/CapEx

• Rent Premiums

• Increased asset value

• Connection to health + wellness

Presenter
Presentation Notes
Reinforcing our core mission: sanctuary



John Sasser

Senior Vice President, Operations
Sabey Data Centers
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Engaging Tenants in 
Energy Efficiency

Better Buildings Summit
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Sabey Data Centers – Who We Are

Intergate.Ashburn Intergate.Manhattan

1.2 Million SF 408,000 SF

1.1 Million SF900,000 SF

Intergate.Seattle Intergate.Columbia Intergate.Quincy
438,000 SF



Colocation Business Model
• Service provider leases data center facility 

capacity (space, power, cooling)
• Customer owns IT equipment
• Wholesale – service provider passes through 

electricity costs



Efficiency Comparisons

• Latest Uptime Institute Survey – Average industry 
PUE = 1.67

• Sabey: 
- Most efficient data center average annual = 1.13
- Portfolio weighted average annual = 1.22

• Sabey practices
- Hot aisle containment required
- Some form of economizer
- Variable speed fans; fan speed controlled 

based on differential pressure
- On slab (no raised floor)
- High efficiency UPS



Green Lease Leaders Program
• Great practices – especially for aligning 

efficiency incentives and procuring renewable 
energy

• Guidelines and other resources available for 
both Landlords and Tenants



Service Provider and Customer Responsibilities

• Service Provider operates and maintains:
• HVAC system
• Core electrical system
• Controls

• Customer responsible for
• IT equipment
• Hot aisle containment
• Blanking plates
• Network switches – supplemental ducting
• Cable management

• Customer may hire service provider for some of 
these elements



Indirect Economizer Cooling



Controls

• Differential pressure control

• Better airflow management enables more 
efficient control strategies
- Lowering fan energy use
- Increasing use of economizer
- Increasing efficiency of chiller plant 

(if applicable)



Hot Aisle Containment



Blanking Panels

• Prevent bypass air between servers

• Blanking also needed on sides and 
bottoms of cabinets

• Contract requires customers to use them

• In practice, requires work to ensure that 
people do use them



Switch Airflow Management

• Vertiv Geist Switchair – example of a 
commercially available solution for 
managing airflow

• Even better – order switches with 
correct front to back airflow



Cable Management

Poorly dressed cables may partially 
block airflow from server fans, 
reducing their effectiveness



Confidential – Please do not distribute

Questions?
Better Buildings Summit
Thursday, July 11th, 2019



Thank You

Pete Zadoretzky, Bozzuto Management Company
pzadoretzky@bozzuto.com

John Sasser, Sabey Data Centers
JohnSas@sabey.com

Douglas Rath, Marriott International 
Douglas.Rath@marriott.com

Cindy Zhu, DOE (Moderator)
cindy.zhu@ee.doe.gov
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Thank You

Provide feedback on this session
in the Summit App!

Download the app to your mobile device or go to 
event.crowdcompass.com/bbsummit19
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