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If you ask Kim Doyle about energy-efficient 
technology, she’ll admit she’s not an expert. But 
she’ll also likely explain how she leveraged her 
convenience store’s efficiency and profitability 
by capitalizing on incentives and opportunities 
provided by Otter Tail Power Company. With the help 
of Otter Tail Power Company Energy Management 
Representative Craig Farstad, Doyle completed 
eight energy-efficiency improvements at her 
convenience store, which has led to a 45 percent 
decrease in annual energy costs.

From supper club to c-store
In July 1996 Doyle and her father Denny Iverson 
purchased an old supper club in the heart of 
Vergas, Minnesota, with the intent of converting 
it to a convenience store. Iverson had been 
part-owner of a convenience store in Perham, 
Minnesota, for five years and was looking for an 
opportunity to start a new store in the Vergas area. 
By mid-August Vergas 66 was up and running. 
Since then, the building has gone through several 
remodels and additions, but the charm of the old 
supper club remains, including a large fireplace and 
wood floors. In 2010, when Iverson retired, Kim 
and her husband Dan Doyle, a teacher in Sebeka, 
Minnesota, became full owners of Vergas 66.

Pumping up savings
Increased efficiency at Vergas 66 benefits the business

“It made for a simple decision-making 
process. Craig basically said, ‘This is what 
you could do and how much you would save.’ 
He was an excellent resource.”

- Kim Doyle
Owner, Vergas 66

Otter Tail Power Company Energy Management 
Representative Craig Farstad, left, with Vergas 66 
owner Kim Doyle.



Improving efficiency one step at a time
While at a conference for professionals in the oil 
and gas industry in early 2010, Doyle noticed a 
display for energy-efficient commercial refrigerator 
doors and lighting. “I called Craig as soon as we 
returned from the Petroleum Show,” said Doyle. “He 
helped us to better understand the technologies 
and the programs and incentives available. It made 
for a simple decision-making process. He basically 
said, ‘This is what you could do and how much you 
would save.’ He was an excellent resource.”

Commercial building operators spend about 
29 percent of their operating budgets on utility 
bills. And lighting, cooling, and ventilation can 
account for more than 60 percent of the building’s 
energy use. Since 2010 Vergas 66 has made 
energy-efficient lighting, refrigeration, and cooling-
system updates.

Lighting
Lighting can account for up to 40 percent of 
electricity costs in commercial buildings. Switching 
to high-efficiency lighting can reduce these costs 
significantly. If you’re considering making an energy-
efficient update, switching out your lighting is a 
cost-effective and easy way to do so. Vergas 
66’s energy-efficient lighting updates include:

• Interior T-12 lamps were replaced with 
T-8 lamps.

• In the canopy over the gas pumps, metal-halide 
lights were replaced with automatically-controlled 
LED lights. LED lighting shines brighter than 
metal-halide lights and has a narrower beam 
angle, which means less flood lighting. “The 
neighbors are much happier because the light 
from our canopy isn’t shining in their windows at 
night,” Doyle explains. A device senses when it’s 
getting dark and turns on the canopy lights. “The 
way we used to do it, the clerks would turn on 
all of the lights when they arrived in the morning 
and it was still dark. They occasionally would 
forget to shut them 
off, so the lights would be on all day. Having 
the lights automatically controlled is much 
more efficient.”

Lighting rebates
Interior lighting $909

Canopy lighting $2,105

Exterior lighting $132
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Refrigeration
Commercial refrigeration accounts for 
16 percent to 18 percent of commercial 
energy use and as much as 50 percent of 
energy consumption in some convenience 
stores. Installing energy-efficient equipment 
lowers electric bills, and Otter Tail Power Company 
provides up-front rebates on certain types of 
energy-efficient refrigeration equipment. Vergas 
66’s energy-efficient refrigeration updates include:

• LED lights replaced low-efficiency fluorescent 
lamps in the reach-in coolers. LED lights last 
upwards of 50,000 hours, and they love being 
in the cold so they’re a perfect fit. Plus the 
light they produce enhances the colors of the 
products.

• Electrically commutated motors were installed 
in each of the cooler doors. The motors typically 
have a payback of about 13 to 14 months.

• High-efficiency glass doors with built-in heaters 
were installed on each cooler. The previous 
doors had several problems, including a 
tendency to get stuck open, cold-air leaks, and 
condensation on the glass made it difficult to 
see products. The new doors close smoothly, 
a tight seal eliminates air leaks, and built-in 
heaters eliminate the condensation problem 
even on hot and humid days.

• An outdoor air-cooling system was installed. 
Anytime the temperature outdoors is below 
36 degrees Fahrenheit the system shuts off 
the compressor, and the system relies on cold 
outside air for refrigeration. “Kim probably hopes 
it doesn’t warm up until July,” Farstad jokes.

Preventive maintenance was performed on 
the condensers, fans, and motors. Preventive 
maintenance can improve efficiency, enhance 
performance, and extend the lifespan of 
refrigeration equipment.

Refrigeration rebates
LED lights in reach-in coolers $1,000

Electrically commutated motors $360

High-efficiency glass doors $800

Outdoor air-cooling system $1,400

Air-source heat pump
An old rooftop air-conditioning unit was replaced 
with an air-source heat pump to cool the 
convenience store. An air-source heat pump is a 
clean, safe, and economical way to heat and cool 
your business. To understand how an air-source 
heat pump works, think of it as an air conditioner 
that can be reversed. In the summer it extracts 
heat and humidity from indoors and moves it 
outside. In the winter it extracts heat from outside 
air and moves it indoors. It works so efficiently that 
overall heating and cooling costs can be reduced by 
30 percent to 50 percent.

Air-conditioning rebate
Air-source heat pump $1,440

“Make a call. If you’re planning to buy 
anything or make updates, just make a call to 
Otter Tail Power Company and ask questions. 
I think we have a responsibility as consumers 
and business owners to take advantage of 
these opportunities. It just makes sense.”

- Kim Doyle
Owner, Vergas 66
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Savings allow investment back 
into the business
Vergas 66’s energy use decreased from about 
197,000 kwh a year to 111,000 kwh, which is a 
savings of about 44 percent. Vergas 66’s energy 
costs went from about $16,000 annually to 
$8,800, for a savings of $7,200 a year. According 
to Doyle, the cost and energy savings have been 
beneficial to her business. “Bottom line, I get to 
see a $600 savings every month, which allows me 
to invest money back into my business. I recently 
was able to buy a new piece of equipment that was 
quite costly. I probably wouldn’t have been able to 
afford it had I not had the extra savings.”

So far Vergas 66’s two biggest energy and cost 
savers are the LED canopy lights and air-source 
heat pump, according to Farstad.

On top of the energy and cost savings, Vergas 66 
received $8,100 in rebates from Otter Tail Power 
Company.

Rebate summary
Interior lighting $909

Canopy lighting $2,105

Exterior lighting $132

LED lights in reach-in coolers $1,000

Electrically commutated motors $360

High-efficiency glass doors $800

Outdoor air-cooling system $1,400

Air-source heat pump $1,440

Total $8,146

Doyle has simple advice for business owners who 
are considering making energy- and cost-saving 
improvements. “Make a call. If you’re planning to 
buy anything or make updates, just make a call 
to Otter Tail Power Company and ask questions. 
I think we have a responsibility as consumers 
and business owners to take advantage of these 
opportunities. It just makes sense.”

Have an 
energy-efficiency 
idea for your 
business?
If you have an 
idea for an 
energy-efficiency 
project, be sure 
to contact your 
Otter Tail Power 
Company 
energy 
management 
representative 
listed on the back 
of this newsletter.
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Transmission is a good investment
In the past ten years transmission development, 
investment, and cost recovery have undergone 
dramatic changes that have made investing in 
transmission highly desirable for utilities in the 
Midwest.

Individual utilities used to plan, build, 
and pay for transmission
Historically, utilities delayed building transmission 
as long as possible because capital investment, 
though large, often was not large enough on its own 
to justify a rate case. With no other means available 
for recovering that investment, a utility that built 
a transmission project could have faced delay in 
recovering the investment from customers. Another 
detriment to transmission development in the past 
was that customers of the utilities that built and 
owned transmission paid almost all the costs.

Regional grid management under MISO 
now helps determine who pays
The Mid-Continent Independent System Operator 
(MISO) began operating in 2002 after the Federal 
Energy Regulatory Commission (FERC) officially 
accepted it as a Regional Transmission Organization 
(RTO) in 2001. Our company joined MISO in early 
2002 as a transmission owner, which gave MISO 
functional control of our transmission system.

With MISO’s multistate footprint, costs for 
authorized transmission projects now are shared 
among a larger customer base. Transmission is 
like an interstate highway system for electricity. 
As such, all electricity users who benefit from a 
transmission line help pay for it. This has reduced 
the amount our customers have to pay for our 
transmission investments.

MISO also helps determine what 
transmission to build
As an independent party, MISO reviews 
transmission projects that utilities plan to build 
to verify that they provide the most benefit for 
customers at the lowest cost. MISO’s unbiased 
review typically focuses on larger projects ($5 
million or more) that are cost shared among 
utility customers. Proposed transmission projects 
proceed through a variety of study stages, each 
with an increasing level of review. The MISO Board 
of Directors must approve transmission projects 
before they can proceed with construction and 
become eligible for the appropriate cost-recovery 
mechanisms.

Today’s recovery mechanisms make 
transmission investment desirable
Current transmission investment and recovery 
practices are desirable because:

1. State transmission cost recovery riders allow 
for timely recovery of transmission investments 
without the regulatory lag associated with time-
consuming rate cases.

2. MISO cost-allocation mechanisms allow 
recovering transmission project costs for certain 
transmission projects from a broader customer 
base. This is appropriate because all customers 
that benefit from these projects pay for them, 
not only our customers. 

The MISO and state recovery mechanisms are 
reconciled with each other to ensure no double 
recovery of costs.

“Investing in new transmission is good for our 
customers,” said Jason Weiers, Manager, Delivery 
Planning. “As an early mover in transmission 
investments, we’ve had the unique opportunity 
to invest in several large regional transmission 
projects. These projects will ensure reliable service 
to our customers, who will pay only a portion of 
the project costs based on MISO cost-allocation 
methods.”

For information about some of our current 
transmission efforts visit us online at 
www.otpco.com and search “transmission.”

Mid-Continent Independent 
System Operator (MISO)
MISO is a link in coordinating electric 
power across much of North America. The 
organization is committed to reliability and 
the nondiscriminatory operation of the bulk 
power transmission system and to creating 
cost-effective and innovative solutions for 
our changing industry. The nonprofit MISO 
assures industry consumers of unbiased 
regional grid management and open access 
to the transmission facilities under its 
functional supervision. To learn more visit 
www.midwestiso.org.
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Make it Electric provides 
information for industrial and 
commercial customers interested 
in energy efficiency, increased 
productivity, and new technologies. 

Industrial Services 
Otter Tail Power Company 
215 South Cascade 
Fergus Falls, MN  56537

800-493-3299

Fax:  218-739-8941 

www.otpco.com 

215 South Cascade
Fergus Falls, MN 56537

Increase your efficiency through technology
Our industrial services engineers and energy management 
representatives can help you identify and evaluate energy-efficient 
productivity-increasing technologies for your business. In addition to helping 
you understand operational requirements and advantages, they will conduct 
rate and payback analyses. Contact your representative today!

Ken Johnson 
Energy Management  
Representative for 
Crookston and Bemidji areas 
218-739-8530 
kjohnson@otpco.com 

Contacts

Scott Sigette
Energy Management  
Representative for Rugby,  
Langdon, and Devils Lake areas
701-662-4876 ext. 740 
ssigette@otpco.com 

Jeremy Rham
Senior Commercial 
and Industrial 
Services Engineer 
Fergus Falls
218-739-8333 
jrham@otpco.com

Craig Farstad
Energy Management  
Representative for 
Fergus Falls area
218-739-8681
cfarstad@otpco.com 

Bill Klyve
Energy Management 
Representative for  
Morris area
800-630-7358
bklyve@otpco.com 

Paul Aasgaard, P.E.
Senior Industrial  
Services Engineer
Fergus Falls 
218-739-8492
paasgaard@otpco.com 

Mark Remer
Senior Industrial  
Services Engineer 
Fergus Falls
218-739-8967 
mremer@otpco.com

Bob Sitzmann
Energy Management 
Representative for 
Jamestown, Oakes,  
and Garrison areas
701-253-4703
bsitzmann@otpco.com

Terry Stallman
Economic Development 
Consultant 
800-630-7965 
tstallman@otpco.com

Brad Nelson 
Energy Management  
Representative for 
Milbank and Wahpeton areas 
605-432-4713 ext. 6602 
bnelson@otpco.com 
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