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“YES” Vote
►United members approve 
referendum to amend Arti-
cles of Consolidation. Mea-
sure reduces from 8 per-
cent to 5 percent the rep-
resentative percentage of 
United members required 
to conduct offi cial cooper-
ative business. 

United Cooperative Servic-
es members have exempli-
fied what the democratic 
process is all about and 

that it thrives within the communi-
ties this cooperative serves. A total 
of 26,662 members (a majority of the 
membership) cast votes on a recent 
ballot referendum mailed to all mem-
bers this summer to amend United’s 
Articles of Consolidation. The refer-
endum was considered by absentee 
mail ballot and at a special meeting 
called on behalf of the membership 

on Sept. 27, 2010 at United’s Cle-
burne office.

The proposed amendment, which 
was recommended for adoption by 
United’s Board of Directors, easily 
passed and as a result, the quorum re-
quirement pertaining to the percent 
of United members that must be pres-
ent in person or represented by absen-
tee mail ballot for transaction of all 
meetings of the members was reduced 
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Misleading direct mail ad-
vertising offers are an un-
fortunate fi xture in mar-
keting schemes today and 

they victimize any unwary resident who 
is willing to accept and pay for a product 
or service value that appears too good to 
be true.

More often than not, those “ripe” 
offers don’t completely deliver the ad-
vertised promises and the resulting 
damage is often fi nancially crippling 
to homeowners who are duped by ex-
aggerated or false claims.

 One such direct mail advertis-
ing fl yer has resurfaced recently. 
The company targets mobile home 
residents in the United service 
area and implies that the cost of 

ductwork and HVAC improvements 
purchased through the advertiser (a 

contractor) would be fully 
reimbursed by North 

Texas power providers who, according to the company and its 
representatives, were mandated to pay for all such improve-
ments.

The broad claim has since been found to be false.
In the past, some United members have incorrectly as-

sumed the fl yer had been sent from Brazos Electric Power Co-
operative since a portion of the company’s name has Brazos in 
it.  As a result, the Brazos association made the offer appear 
more credible. However, Brazos Electric Power Cooperative is 
not promoting the offer, and the fl yers clearly blur the lines be-
tween reality and fi ction.

United Cooperative Services has in the past contacted 
sales representatives at the company, who defended the fl yer’s 
offer and directed United to the Texas Energy Effi ciency web-
site (www.texaseffi ciency.com) when the co-op questioned the 
validity of the company’s advertising claims. The website pro-
vides links to energy effi ciency rebate programs administered 
by investor-owned utilities throughout Texas, as well as each 
utility’s specifi c requirements for rebate eligibility and  appli-
cation. 

As is often the case though, the contractor’s advertising 
claims were found to be misleading and inaccurate. None of 
the investor-owned utilities linked to the website promised 
100 percent reimbursement for signifi cant home energy effi -
ciency improvements. In fact, most of the utilities’ published 
commitments for any reimbursement were either vague or su-
perfi cial in scope, and any improvement costs were subject to 
approval—then only after the work was completed.

The advice United members should remember before  or-
dering any type of work through an unfamiliar vendor is, “If it 
sounds too good to be true, it probably isn’t true.”

Some Fairy Tale 
Advertising Offers
Have Sharp Teeth
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DIRECTOR 
SERVICE 
AWARD
United Board of Directors Vice Presi-
dent Larry Bays, left , presented fellow 
director Tommy Cantrell with a United 
jacket in commemorati on of Cantrell’s 
fi ft h year of service on the board during 
the September Board of Directors meet-
ing. Cantrell represents United mem-
bers in District 3, which encompasses the 
co-op’s Bluff  Dale, Tolar and Southwest 
Hood County service areas.  In additi on 
to his United leadership, Cantrell has also 
served on the Morgan Mill School Board 
and has been acti ve in the Morgan Mill 
Volunteer Fire Department, the Erath 
County Fire Fighters Associati on and the 
Morgan Mill First Responders. 
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to 5 percent from 8 percent. The fi nal 
vote tally, as determined at the special 
Sept. 27 meeting by the accounting 
fi rm Auldridge Griffi n, was:

FOR: 23,967
AGAINST: 2,401
 The need for such a ballot initia-

tive stemmed from a decline in par-
ticipation at United’s annual business 

meeting. By amending the Arti-
cles of Consolidation to require a 
5 percent quorum reduces the risk 
of substantial cost and delay that 
would occur in the event a quorum 
requirement for a scheduled annual 
meeting is not satisfi ed.

“This is what the electric co-
operative democratic model is all 
about,” said United CEO Ray Bea-
vers. “The membership has a voice 
in the direction United Cooperative 
Services goes and they were given 
the opportunity to have their voices 
heard and they were clear in their 
response. We are thankful that our 
members take such an interest in 
their cooperative,” said Beavers.

Initiative’s 
approval
will aid 
co-op’s
future 
electoral,
business 
processes.



—By ED NUNEZ—

There was a time when fossil fuels 
such as coal, gas and oil were widely re-
garded as mankind’s emancipation from 
a relentless search for new, plentiful and 
affordable energy sources. 

Before that, we depended on fi re, 
or the whims of the sun, the wind and 
the water to usher us closer to civiliza-
tion. Electricity came along, and it was 
thought to be sublime. Then, nuclear 
energy was lauded as our eternal power 
savior.  

Our insight now for how the uni-
verse works has brought us to new 
heights in technology, but also to a re-
alization that increased demand for en-
ergy is driving up its cost—no matter the 
type. 

Indeed, the perfect energy source 

and delivery system may still elude us, 
but one relatively new concept in energy 
delivery and management is winning fa-
vor as a potential solution to both rising 
energy demand and costs.

Distributed generation (DG) could 
turn the tables on conventional electric 
energy delivery and the costs associated 
with its infrastructure.

Distributed generation is defi ned as 
a power generation source that is located 
near the point of use.  It generally refers 
to a small-scale generation source that is 
located on or near the owner’s property.  

Therein lies the savings potential 
DG could provide, especially on a larger 
scale. 

Rather than spending enormous 
capital resources to bring remotely gen-
erated power to the masses, let’s site a 
smaller more effi cient generation source 
at the location where it’s most needed—
in our backyard or at the fringes of our 
neighborhood. 

The most common energy sourc-
es for DG applications are solar, wind, 
landfi ll gas, diesel-fueled engines, and 
natural gas fueled micro-turbines. Once 
sited, such energy sources can then be 
interconnected to a local utility’s distri-
bution system.

  Nevertheless, the interconnec-

tion process is more complicated than it 
might seem because DG systems gener-
ally have to meet certain criteria before 
an electric utility will approve intercon-
nection of the site to its distribution sys-
tem.  

At United, for example, the inter-
connection voltage must be less than or 
equal to 60 kilovolts.  The interconnec-
tion requirements at United for DG sys-
tems may also differ based on their peak 
kW size, and are broken down into two 
classifi cations—below 50 kW and up to 
10,000 kW.

Even if they constitute a relatively 
small segment of  the cooperative’s over-
all membership,  a growing group of 
United members have taken a leap into 
renewable energy and have been suc-
cessfully using solar and wind power to 
produce energy at their homes. United 
currently has 28 members who are gen-
erating some of their own power at 30 
DG locations systemwide. These appli-
cations are broken down as nine solar 
sites and 21 wind turbine installations.

  On a national level, wind generates 
electricity that powers millions of Amer-
ican homes and businesses and is one of 
our nation’s fastest-growing sources of 
energy, according to the Department of 
Energy. However, only about 8-10 per-

► Renewable energy is becom-
ing  a prominent player in dis-
tributed generation, but like all 
other modern-day energy re-
sources, its preference among 
consumers is governed by its 
cost.

ENERGYENERGY
INNOVATIONINNOVATION

LOCALIZING
OUR ENERGY RESOURCES
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solar power is estimated to be more than 
twice the average rate charged by the av-
erage electric utility.  

Thanks largely to energy effi ciency 
tax credits and incentives, consumer in-
terest in DG initiatives during the last 10 
years has grown immensely, and in spite 
of  the considerable investment cost and 
return potentials for such technologies.    

According to the Energy Informa-
tion Administration in 1999, the annual 
photovoltaic domestic shipment in or to 

United States territories 
was 21,201. In 2008, the 
numbers reached an all-
time high of 524,252. But 
while those fi gures clear-
ly illustrate that consum-
er support for alternative 
energy resources is on 
the rise, such an option 
still isn’t affordable for 
many Americans who are 
already struggling to pay 
their power bills.

In an effort to pro-
mote energy innovation 
and to encourage the tan-
gible contribution DG 
technologies can bring to 
its distribution system, 
United implemented its 
own internal incentive to 

members who are considering an in-
vestment in renewable energy. Quali-
fying alternative energy projects now 
receive monthly net metering at no 
additional charge. Net metering re-
quires specifi c hardware and materi-
als needed to measure the difference 
between electricity that is supplied 
by cooperative distribution lines, as 
well as the electricity generated by 
the member’s power system during a 
specifi c billing period.  To help mem-
bers understand how DG can be im-
plemented and to provide additional 
information on net metering, United 
created a section on its website (www.
united-cs.com) that houses all of the 
information members need to know, 
including interconnection require-
ments and an application form. 

United has also included DG 
grants in its energy innovation port-
folio.  Residential members who in-
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cent of that wind generation capacity is 
available during peak demand periods.

From a local perspective, United 
members who have installed wind tur-
bines are producing between approxi-
mately 1 kW to 5 kW at peak output. 
While the scale of such residential DG 
sites will never yield a large amount of 
energy production, they do offset a por-
tion of monthly residential energy needs 
and demands, and thus, monthly energy 
usage and cost.  

But whether a con-
sumer’s interest is in 
solar or wind energy 
resources, it is impor-
tant to note that every 
renewable energy site 
can contribute to elec-
tric capacity—ultimate-
ly reducing the energy 
demand that all utilities 
must make available. 
For United and other 
utilities, demand reduc-
tion will become more 
and more relevant in 
planning for additional 
wholesale power pur-
chases and their related 
costs.

Still, consumers 
are searching for the perfect energy re-
source and mix. And renewable energy 
has its own set of pitfalls. 

For example, even though Texas 
has the market cornered in wind pro-
duction, its preponderous breezes are 
often quieted by hot Texas summer tem-
peratures—an unfortunate twist that 
marginalizes most of the state’s huge 
wind farm capacity enough to make it 
an impotent resource when the rest of 
the state is sweating out the potential 
for another record peak in energy de-
mand. Wind energy does contribute to 
supply, but more often when a needed 
boost in capacity isn’t critical. 

Then, there are the aesthetics. Not 
all consumers live on 40 acres, and 
not all neighbors appreciate the physi-
cal attributes of distributed generation 
sites.

Another conventional drawback of 
green energy, such as wind and solar, is 
its economic feasibility for the average 
residential consumer. In today’s energy 
market, it would take a long time  to 

receive a profi table return on such an 
investment.

  Investment costs for a residential 
wind turbine installation typically aver-
age $4,000 - $7,500 per kW of produc-
tion capacity, but total cost is also relat-
ed to tower height and style, distance to 
interconnection point, and site excava-
tion diffi culty.

Solar power is another mainstay 
in renewable energy and it involves the 
conversion of sunlight into electricity. 

Sunlight can be converted directly into 
electricity by using photovoltaic cells. 

Photovoltaic cells generate electri-
cal power by converting solar radiation 
into direct current electricity through  
semiconductors that exhibit the photo-
voltaic effect. The fundamental building 
block of traditional solar panels is the 
photovoltaic cell.  Photovoltaic cells re-
quire protection from the environment 
and are usually packaged tightly behind 
a glass sheet. Cells are interconnected 
to form photovoltaic modules, which 
ultimately make up solar panel arrays 
to accommodate the potential demand 
from larger electric loads. A single mod-
ule will power a small electronic device. 
However, for a house, many modules 
must be arranged together into arrays to 
adequately serve the needed energy de-
mand. 

Approximate installation cost for 
solar power is $8,000 per kW, so a 2 
kW system would cost approximately 
$16,000.  After additional consumer in-
centives are taken into consideration, 
the cost to generate electricity through 
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There is no group too small, nor 
venue too big, when it comes to 
United’s wish to take the coop-
erati ve’s outreach to members to 
a higher level and to any locati on 
within the co-op’s 14-county ser-
vice territory.  The informal com-
munity settings have prompted 
frank discussions among aƩ end-
ees that would have been more 
diffi  cult in larger seƫ  ngs, the re-
sult of which has contributed to 
an exchange of ideas that will help 
shape future cooperative plan-
ning. United CEO Ray Beavers 
visits here with a group of mem-
bers aƩ ending a recent commu-
nity meeti ng at Lingleville School.

From Civic Halls to School Gymnasiums
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Maximizing Member Purchase Power
In these tough economic times, there are numerous local 

merchants and service establishments that have chipped in to 
help United members realize substan-
tial savings. What’s more,  they’ve 
been offering valuable discounts to 
co-op members long before today’s 
recession put a stranglehold on com-
merce here and afar. United’s Co-op 
Connections Card has been putting 
buyers and sellers together, and as 
a result, members have been able to 
hold onto more of their money while 
also supporting their local econo-
mies.

Introduced in late 2007, the Co-
op Connections card offers members valuable savings dis-
counts at more than 220 local and national businesses. Local 
jewelers, photographers, electricians and HVAC dealers, RV 
Dealers are just a few of the sectors where United members 
can save their money. 

“There are so many savings being offered to our members 
through the Co-op Connections Card, but what I really value 

in this program is that the buyer and seller are benefi ted, al-
lowing commerce to take place here in our communities, help-

ing to sustain our local merchants,” said 
United CEO Ray Beavers. “Many of 
these local business owners are mem-
bers of the cooperative, so it makes me 
proud that we can help drive business 
to their organizations while also help-
ing members save money,” he added. 

Another major benefi t of the Co-
op Connections Card has been the sav-
ings associated with most prescription 
medications. Since launching the pro-
gram in November 2007, United mem-

bers have saved more than $325,000 on 
their prescriptions by using the card at local pharmacies. That 
amounts to more than $10,000 saved each month.

Members are encouraged to log on to United’s Web site 
(www.united-cs.com), click the Co-op Connections Card icon 
on the left side of the home page and explore all of the savings 
potential here in the co-op’s local communities as well as na-
tionwide. 



stall approved, renewable DG systems 
at the residence where they receive elec-
tric service from United may apply for 
one grant per DG unit, and a maximum 
of two grants per member. The DG in-
stallation must be completely installed 
and operational in 2010, meet United’s 
DG specifi cations and be inspected by a 
United representative prior to receiving 
a grant. DG grants are capped at $500 
for wind applications and $1,000 for so-
lar applications. The interconnected DG 

capacity must exceed 500 watts. Appli-
cations for an EnergySmarts DG Grant 
may be down-
loaded from 
United’s website 
or may be picked 
up at the nearest 
area co-op offi ce. 

And fi nally, 
additional fund-
ing for DG instal-
lations may be 
available through 
the American Recovery and Reinvest-
ment Act, which is administered by the 

Department of Energy. Consumers who 
install solar energy systems (including 

solar water heating 
and solar electric 
systems), small wind 
systems, geothermal 
heat pumps, and 
residential fuel cell 
and micro turbine 
systems can receive 
a 30 percent tax 
credit for systems 
placed in service be-

fore December 31, 2016; the previous tax 
credit cap no longer applies. 
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RATE WATCH

RENEWABLE ENERGY
conti nued from PAGE 25

Weighing Distributed Generation’s Attributes

The rate comparisons shown above represent a portion of all rates offered in the North Texas utility market for 
the month of OCTOBER 2010 and do not include new participants that have posted only temporary or introductory 
rates.  Even though they are often lower than the average among all deregulated retail providers, those introductory 
rates are often short-lived retail enticements—and historically, they still track higher than United’s rates.  A complete 
comparison of rates offered in Texas’ electric retail market may be obtained at www.powertochoose.org.



It’s already November, can you believe it?  Cool weather, co-
op budget work, board of directors strategic planning, prepara-
tion for the New Year coming and Thanksgiving are the things I 
think about this time of year.   

Thanksgiving, for me anyway, is as much about the bless-
ings  I’ve lost as it is in remembrances of the blessings I have. I’ve 
added to my list of thanks since my dad passed away a couple of 
years ago because when I consider how grateful I am for all the 
blessings that have enriched my life, there is no greater blessing 
than my dad and all he did for me.  The reason I know what love 
is all about is because I had two fathers that have guided me. I 
had a loving dad who was everything to me, but also a loving 
heavenly Father who has graced me with many personal gifts so 
I could use those gifts to do His work as a person of faith.  

My dad was one of the hardest workers I ever saw and al-
though his bank account was never a good measure of that toil, 
he still gave to others whether through his meager possessions 
or of himself.  Dad was, I believe, an example of what God in-
tended for all of us—to be faithful servants  to Him, but also to 
our fellow man.

I don’t know why so many of us wait for that one day each 
November to pause and give thanks for all of life’s truest bless-
ings. Is it because we spend the rest of the year thinking of what 
we don’t have?  It would seem our society often needs some time 
for introspection. More often than not these days, when people 
do things out of kindness, those instances are treated as a rarity 
when, in reality, those acts of kindness should rightly be an ev-
eryday occurrence—the way in which we live our lives.

 I’ll share with you a story about my dad’s giving.  This sto-
ry was told to me by my mother and brother before Dad’s me-
morial service, and the event they described occurred before I 
was born.  It was Christmas Eve in 1951, and my mother and 
brother became concerned because my dad left before daylight 
and didn’t tell them where he was going.  He fi nally came back 
home that evening pulling an empty cattle trailer, and the back 
of the pickup was full of toys, clothes and groceries. Now, here 
is where the story gets its wings. There was a family of 12—the 
Bales—with 10 kids, a mother and a father who had lost his leg 
in a farm accident. Eventually the family lost their farm and 
had to move to an abandoned one-room schoolhouse for shelter.  
For folks like them, there was no government assistance like we 

have today, and the family struggled dearly.  My dad and moth-
er also struggled, but of course, not as badly.  Dad had taken a 
cow and calf and sold them to a wealthy farmer in the area, and 
then used the proceeds to buy all he could for the Bales fam-
ily.  Mother said the kids were so excited they could hardly con-
tain themselves, not to mention the tears and the outpouring of 
thanks from Mr. and Mrs. Bales.

It wasn’t until many years later that I was given the spe-
cial gift that has made this poignant story such a keepsake in 
my life. At the conclusion of dad’s funeral service, I was walk-
ing to the car, stopping to give hugs and shaking hands with 
those who were present when a tall gentleman, about 65 years-
old, approached me.  I showed him my hand and said, “I’m Ray 
Beavers.  I don’t think I have ever met you.” The man shook my 
hand with tears in his eyes and said, “I am one of the Bales boys.  
I haven’t seen your dad in over 50 years, but when I heard of his 
passing I could not imagine not coming to pay my respects to 
someone so dear.  Your dad will always be a very special man to 
the Bales family.”  Needless to say, I hugged Mr. Bales and told 
him we defi nitely shared something in common—our love and 

appreciation for such a giving man as G. C. Beavers.
When I think of giving, I know what selfl essness looks 

like by watching what my hero and mentor did for all the 
years he walked on this Earth.  He was a great example.  
He set such an example because he felt so blessed to have 
the love and giving of our Savior. So now I give thanks; 
Dad, thank you for all you did for me, and most of all, for 
the great example you set for me to follow.  Thank you God 
for the many blessings you have bestowed upon me through 
the gifts and talents that I have.  Thank you my family for 
the love and giving you have always showered upon me.  
Thank you to the employees of United for your commit-
ment and loyalty to a great organization.  Thank you to the 
United board for the support you have always given me.  
Thank you to the United membership for your kind words 
and support.

I love Thanksgiving because it is a day when we join 
hands and offer praise for our many blessings.  Even so,  I 
try very hard to keep those thanks close to my heart for 
longer than one day. Each of our blessings are worthy of our 
appreciation the whole year, don’t you think?
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Thanks Dad


