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•  40 Reports 
•  35 Expert writers from 18 Countries 
•  State-of-art best practice and visions 



Understanding 
Risks 



We have had our 
electricity cut off 
and you make us 
buy a new meter? 

Don’t 
worry, it 
does not 
work 

    Smart Meter Risks"



    Smart Meter Risks"

Source: housingwatch.com 



Potential of  
Demand Response  



USA 
Power of 5% peak reduction 

625 power plants 
 $66billion over the next  

two decades. (at current prices)  
(Brattle Group)  



Stability   
Texas – The day the wind died (1) 

Source: PLMA 



Texas – The day the wind died (2) 

Source: PLMA 



Cost of building generation to back-up 
intermittent renewables + new base-load  

Faster, Cheaper Cleaner  

Source: PLMA 



INTERNATIONAL PILOT STUDY COMPARISON 
- 80 pilot studies reviewed  
- 124 program breakdowns 
- 15 factors  

PILOTS VERSUS ROLLOUT  

MARKET DRIVERS AND MARKET OPENINGS 
- 23 Regions Reviewed  
- 20 Market Drivers, Barriers, Enablers 

 Pilot Study Comparison"



Two main types  

TOU= Time Of Use 

CPP = Critical Peak Pricing 

“Sliding Peak” price high on certain days.   
Can be called a certain number of times 
CPR = Pay people to lower consumption during peak hour 

    Pricing Programs"



Peak Clipping Program 
Average Peak Savings 	
  

    Savings"



    Savings"



Automation  
adds an extra 15 % 

to reductions 

    Automation"



    Automation"



Importance 
of  Education  



Feedback = EDUCATION: 

From the “energy consumer” to 
the “energy citizen” Dr. Sarah Darby 

    Learning"



Today: Electricity is not only seen as a 
natural human right - but as a 

limitless, cheap and harmless natural 
human right


    Learning"



Current Awareness of 
Consumption 

•  Center of focus Activity  

•   End of year 
•   End of month 

Electricity 
costs 

    Learning"



Concrete 
Experience  

Active Observation  

Abstract 
Comprehension  

Active 
Experimentation 

E. Kolb 

    Learning"



Source: BeAware  

    Learning"



Feedback – Energy Efficiency  
Starting place for Europe    

Main Drivers:  
Low Capacity Margins 
Flat load profiles 
SM Rollout  
Regulation 

%	
  of	
  
consump+on	
  
Reduc+ons	
  

    Learning"



Length of  
Pilot:  
2 years 
optimum  

    Learning"



Source: ECS 



Technology 

Logistical 
Coordination 

Positive Media 
Representation 

Marketing 
 Customer 

segmentation  

 Increased 
Penetration 

levels  

Continuous 
Results 



Understanding 
Psychology  



Awareness 

Opportunity  Fulfillment 

Personality 

Culture & 
Society  

Relativity 



Social 
Influencers 



1.  Customer Benefits 
2.  Involvement Pre-requisites 
3.  Inspiring Packages 
4.  Effective Interfaces 
5.  Appropriate Accessibility 
6.  Dynamic Partnerships 
7.  Appealing Revenue Models  
8.  Cost Effective Equipment 
9.  Motivating Feedback 
10. Individualization 

  Key Elements of 
Customer Focus"



Fun & 
Gaming 

Practical & 
mobile 

Cool, Stylish and 
Fashionable Sustainable 

Diverse & 
Versatile 

    Customer Drivers"

Source: Interactive Institute 



Predictable Benefits (Subscription Based / 
Guaranteed Minimum Benefit or Refund) 

Mass Customizable & 
Personizable 

Tariff/Pricing 
Incentives: 
3 - infinite tariffs  

Not Just Based 
on Numbers 
and Graphs 

    Customer Drivers"

Absolute 
Simplicity: 
Service proposition 
clear and attractive 
in one sentence 

Ambient 

‘One-Glance’ 
Feedback 



Alarm via cell phone if 
your electricity 

consumption exceeds 
normal 

Timely, Customized Trusted 
Warnings / Advice  



Appealing Services  





Tendril 



    Rewards Schemes"

Tendril 





Interactive Institute 

    Ambient Feedback"



Panasonic Electronic Housekeeper GEO 

GEO 
Energy Aware Wattcher 

ELV 

  Customized Feedback"

The Energy Orb 



   Convenient Channels"

Source: Google 

Source: Twitter 



Individualization, 
Systems & CIS 



Percentile 

Proportion 
of  Savings 

60% of  Budget 

80% of  Savings DR is not 
relevant to 
everyone 



DR should be offered to the 
right customers, at the right 
time, in customized packages 
(product bundles) 

This requires smart powerful 
CIS/MDM 



Different DR  
combinations suit 
different customers. 
>20 have been tested 
in pilots. Greater 
segmentation = 
greater DR 



Dynamic 
Pricing 

Billing 

Data 
Element 

Integration 
Segmentation 

Meters 
& Comms 

Feedback & Usage 
Data 

Automation 
/ Control 

Price 
Development 

other Profitability 
Analysis 



Source: Tendril 



CIS/MDM	
  Infrastructure	
  (Hansen	
  Technologies)	
  

Source: Hansen Technologies, www.hanstech.com 



A Clear 
Vision & Strategy 


