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It was only a few years ago that 
the home energy management 
(HEM) market was considered 
a disappointment. Earlier 
expectations that electricity 
consumers would latch onto 
the energy-saving possibilities, 
courtesy of smart meters and other 
technologies, didn’t exactly pan out. 

The thinking was that customers 
would eagerly adopt a stand-
alone device that would essentially 
run their household appliances, 
from stoves and dishwashers to 
electronics and lighting. They didn’t.

Then, early this year, Google 
announced it was going to buy Nest 
Labs, maker of the well-received 
and very popular Nest smart 
thermostat, for $3.2 billion. While 
it wasn’t Google’s first expedition 
into the home energy management 
market (its own product was retired 
in 2011), it came as a shock to the 
electric utility industry. 

But it wasn’t just Google that 
wanted to get involved in the HEM 
market. AT&T, Comcast, Apple, 
Microsoft, Samsung, Vivint and 
others majors brought their own 
offerings to the fray. Some, of 
course, more successfully than 
others. 

WHY SO MUCH INTEREST? 
GTM Research said the HEM 
market would reach $4 billion by 
2017, even though penetration 
in most states was a tiny 1.5 to 
2.5%. At first glance that doesn’t 
look like a huge draw, particularly 
considering it would be divided by 
the most successful competitors. 
For comparison’s sake, Google’s 
2013 year-end revenue was 
reported as $50 billion (with $15.7 

billion in profit), and Apple pulled 
in $171 billion (with $27 billion in 
profit).

But GTM says the HEM market “is 
still in its infancy” and the two top 
home automation companies had, 
as of this time last year, more than 2 
million subscribers between them. 

There also has been a major shift 
in consumer behavior. Much of it 
has to do with the convenience of 
doing everything from ordering a 
taxi, making dinner reservations, 
shopping and other options they 
can access through their mobile 
devices. In general, consumers 
expect that convenience from all of 
their providers.

Companies of all stripes see the 
opportunity and many already 
have their foot in the door, literally. 
Google’s Nest acquisition and 
Apple’s release of its Home Kit in 
June “signal a new era for energy 
demand management,” according 
to Renew Economy. The article 
noted that yes, while rooftop 
solar and distributed energy will 
be immensely disruptive to the 
traditional energy business model, 
the emergence of software and 
devices could have a larger impact 
– because they will lower demand 
on centralized fossil fuel power 
generation even more so.

The Renew Economy article cites 
a report from Citigroup, “Energy 

2020: The Revolution Will Not Be 

Televised as Disruptors Multiply,” 
that predicts “a potentially epic 
battle between the tech giants and 
the conventional energy producers.”

The reference, of course, is to 
Google, Apple and others. Also 
in June, Samsung launched a 

service to give customers the 
ability to manage all of their home 
appliances and gadgets via a 
single application. Comcast is 
working with NRG on a pilot to 
add electricity to its cable, phone 
and Internet offerings. And AT&T 
entered the home automation and 
security arena in 15 markets and 
has released a smart thermostat, 
claiming a stake in the HEM 
business, according to Bloomberg.

Vivint, one of the biggest home 
automation companies in 
North America, provides home 
automation packages that 
include home security, energy 
conservation and money-saving 
features and the ability to control  
it remotely. 

In a reference specifically to 
Google’s Nest purchase, Adrian 
Tuck, CEO of energy management 
services company Tendril, told 
Bloomberg it “ought to give utility 
officials a sinking feeling in the pit 
of their stomachs” because Google 
and the others were looking at 
nibbling on (at least) the edges of 
what has been traditional utility 
business. 

IS THERE ANYTHING UTILITIES CAN DO? 
Tuck, a successful entrepreneur 
and well-respected thought leader 
in the industry, said utilities should 
“take a more personal approach 
and consider offering services they 
haven’t necessarily supported in the 
past.” The comment, appearing in 
a July article in Smart Grid News, 
preceded recommendations that, 
among other things, utilities should 
put customers at the center of 
their thinking… and give them the 
products and services they want. l

THERE’S A REASON MAJOR PLAYERS WANT A PIECE (A BIG PIECE) OF THE HOME ENERGY MANAGEMENT ACTION
SPONSORED CONTENT

PUC residential energy efficiency 
mandates and consumers’ 
desire to reduce their energy bills 
aside, utilities still face an uphill 
battle in achieving residential 
EERS goals. Getting consumers 
to change their behavior, after 
all, is a multi-step process that 
begins with a sustained effort in 
building awareness about energy 
conservation and educating on 
ways to make it happen.

Looking for an innovative way 
to improve your residential load 
shaping, load shifting or EE 
program? The “school channel” 
could be your answer.

WHAT IS THE SCHOOL CHANNEL? 
It’s an efficient and effective 
method of distributing your EE/
DSM program to customers 
in your service territories. 
More than 110,000 public and 
private schools throughout 
the country represent a vital 
mass communications outlet 
of 53 million students and 85 
million parents comprising every 
economic bracket, ethnicity and 
stage of intellectual development, 
all of which are represented 
within school walls for about 
nine months every year. By using 
multiple communications tactics, 
called the Trickle Up System, that 
are distributed throughout the 
schools, your utility can harness 
the powerful influence that 
children have on their parents, 
and can extend your reach to 
teachers and communities. 

Kids are in school to learn, and 
in that environment they are 
ready to absorb your information 
and messaging right alongside 
lessons on fractions and physics. 
By offering quality educational 
programs that legitimately align 
with your utility’s EE/DSM needs, 
you can help improve the minds, 
awareness, responsibility and 
habits of an entire community.

BEST PRACTICES IN USING THE 
SCHOOL CHANNEL 
Utilities that successfully leverage 
the “school channel” provide 
authentic, education-based 
programs that foster a healthy 
and positive presence in schools 
across their dedicated service 
areas. They don’t use the schools 
for advertising, cause-related 
marketing or philanthropy. They 
do incorporate a combination of 
the following five elements:

•  School Events – Live in-school 
events such as science 
demonstrations, educational 
theatrical presentations and 
other grade-level assemblies 
based around your DSM 
programs.

•  Train the trainer – Educating 
teachers so they become 
experts on energy efficiency, 
which they then bring back to 
the classroom.

•  Sponsored curriculum – Hard 
copy and/or digital material that 
is used in the classroom.

•  Volunteers in the school – A 
presenter from your utility who 
works directly with a classroom 
as a teacher, mentor or guide.

•  Extracurricular activities – 
After school programs offering 
educational opportunities that 
expand on your sponsored 
curriculum.

WHY USE THE SCHOOL CHANNEL?  
Because it delivers ROI to 
your EE/DSM program. For 
example, NTC used the Trickle 
Up System to get students 
excited about energy efficiency 
and encouraged them to call 
upon their parents to order utility 
specified, energy efficiency 
(EE) kits, which lead to effective 
installation of measures and third 
party tracking. To date, through 
NTC’s Trickle Up programs, 
more than 155,164 energy 
customers have ordered EE 
kits and installed the measures. 
This equates to a savings of 
186,116,204 kWh and more than 
$23.9 million in energy savings.

To learn more about how 
leveraging “the school channel” 
can help your utility’s customer 
education programs visit:  
www.ntccorporate.com l

LEVERAGING THE “SCHOOL CHANNEL” TO MEET YOUR RESIDENTIAL ENERGY EFFICIENCY  
RESOURCE STANDARDS (EERS)   By Ward Eames

http://online.wsj.com/news/articles/SB10001424052702303595404579318952802236612
http://online.wsj.com/news/articles/SB10001424052702303595404579318952802236612
https://ir.citi.com/ceUKTj9wAJSPHBmpGoRGfQYz1rZm8CKVCFO7wPNIGAzn7%2feoGJhCRKXBw2LnpF%2bmPt5wCNmiHIw%3d
https://ir.citi.com/ceUKTj9wAJSPHBmpGoRGfQYz1rZm8CKVCFO7wPNIGAzn7%2feoGJhCRKXBw2LnpF%2bmPt5wCNmiHIw%3d
https://ir.citi.com/ceUKTj9wAJSPHBmpGoRGfQYz1rZm8CKVCFO7wPNIGAzn7%2feoGJhCRKXBw2LnpF%2bmPt5wCNmiHIw%3d
http://www.bloomberg.com/news/print/2014-05-29/tv-web-phone-electricity-a-new-threat-to-utilities.html
http://www.smartgridnews.com/artman/publish/Business_Strategy/Four-ways-utilities-can-fight-back-against-Google-6648.html
http://www.ntccorporate.com
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Apex works with water, gas, and electric utilities all over the world, delivering 
the most competitive solutions and technologies to address the complex 
requirements of today’s Smart Grid initiatives.  We specialize in Meter 
Replacement, Network Equipment Installation, Smart Grid Technology System 
Acceptance Testing, Consulting, and ROI-enhancing services.  All of our end-
to-end solutions are powered by ProField®, the Smart Grid industry’s only 
integrated ERP system for Mobile Workforce Management. 

AutoGrid is dedicated to bringing the power of Big Data, predictive analytics 
and Internet scale computational techniques to the production and 
consumption of electricity. Serving utilities of all sizes, grid operators, electricity 
retailers, ESCO services companies and end-users, AutoGrid develops and 
markets services that both help lower costs and improve reliability of the 
electricity supply chain. 

AutoGrid’s Energy Data Platform (EDP) leverages petabytes of data to 
accurately forecast near-term power demand and thereby allow utilities, 
communities, business users and individuals to fine-tune power consumption 
and costs. 

Utilities such as Oklahoma Gas & Electric, Austin Energy, E.ON and City of 
Palo Alto Utilities use AutoGrid’s technology to improve the reliability and 
productivity of their operations. AutoGrid has also partnered with several world-
leading organizations such as NTT DATA, Schneider Electric and Silver Spring 
Networks to expand the market for Big Data energy technology.

NTC (www.ntccorporate.com ) is an award-winning educational content 
provider for utilities who need to engage, educate and motivate students and 
their families. NTC offers a full-range of unique, turnkey education programs 
for energy efficiency, load shaping, load shifting, renewable energy and safety 
marketing. Having worked with utilities such as Duke Energy, Florida Power 
& Light, American Electric Power, Wisconsin Public Power and Southern 
California Edison, NTC has provided notable results. NTC’s sponsored utility 
DSM and Safety educational programs reached more than 2,444,000 parents 
and students in 2,125 schools in the last year alone. For additional insight check 
out NTC’s “7 Ways to Power Up Your CFO’s Support” e-book, which addresses 
issues that demand response and demand side managers are currently dealing 
with. This e-book provides best practices from outside the industry to assist 
managers with their customer engagement programs. Download your free copy 
here: http://www.ntccorporate.com/7-strategies.

Simple Energy is changing how millions of people save energy and how utilities 
engage their customers. We use behavioral science, big data analytics, and 
digital marketing techniques to build software that makes saving energy social, 
fun and simple. Our customer engagement program transforms consumption 
data into digital experiences that inspire people to take action. We are helping 
people make sense of their energy usage, save more and enjoy doing so. Our 
mission is to help utilities better serve their customers and to create lasting 
change in the way people use energy. Learn more at www.SimpleEnergy.com

Space-Time Insight helps companies in asset-intensive industries make faster, 
more-informed decisions. Our real-time visual analytics applications correlate, 
analyze, and visualize large volumes of business, operational and external 
data, spatially, over time and across network nodes.  Space-Time Insight’s 
patented, award-winning software powers mission-critical systems for some of 
the largest companies around the world, helping them reliably, efficiently and 
economically deliver services and rapidly plan for and respond to a full range 
of operating events. Space-Time Insight partners with leaders in the industry 
including Accenture, Esri, IBM, NEC, OSIsoft, SAP, Siemens and Unicorn 
Systems. Space-Time Insight is privately held and based in San Mateo, CA. 
www.spacetimeinsight.com

Urjanet is the world’s first provider of automated Big Energy Data that enables 
organizations across all industries to make smarter, more profitable, and 
eco-friendly energy decisions. Urjanet’s proprietary technology seamlessly 
automates the collection, normalization, and delivery of disparate data from 
more than 1,000 utility providers across North America.

First, Urjanet collects utility data using credentials provided by their clients. This 
is not only utility data, but also weather, interval, and smart meter data. Next, 
Urjanet standardizes the data into a format that is easily understood by the 
applications and systems used to manage energy, sustainability and financial 
performance, including ENERGY STAR Portfolio Manager®. Lastly, this high-
quality data is automatically delivered to those systems.

Today, a rapidly growing list of organizations Urjanet to better manage 
their energy spend. Additionally, utility bill payment providers plus energy 
management software and service providers use Urjanet to deliver high-quality 
energy data to their customers.

http://www.ntccorporate.com
http://www.ntccorporate.com/7-strategies
http://simpleenergy.com/product/
http://www.SimpleEnergy.com
http://www.spacetimeinsight.com
http://urjanet.com/wp-content/uploads/2014/07/Product_Portfolio-Manager-Integration.pdf
http://go.urjanet.com/become-a-partner
http://go.urjanet.com/become-a-partner
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For more than 30 years, Honeywell Smart Grid Solutions (SGS) has provided 
utilities with industry-leading technologies and strategies from automated 
demand response and For more than 30 years, Honeywell Smart Grid Solutions 
(SGS) has provided utilities with industry-leading technologies and strategies 
from automated demand response and energy solutions to utility customer 
communications. Working with over 60 utility clients across North America, 
Asia, Europe and Australia, Honeywell SGS has delivered innovative programs 
and solutions to help utilities exceed their demand management goals.

Energy and sustainability solutions are just the beginning. Honeywell SGS 
also helps utilities engage customers for program participation, create and 
implement energy management systems, measure and verify energy and 
demand savings, and serve their commercial and residential customers reliably 
and efficiently. Simply put, for utilities around the world, the partner of choice is 
Honeywell Smart Grid Solutions.

Telkonet, Inc.: http://www.telkonet.com/home/ (OTCQB: TKOI) is the developer 
of the revolutionary intelligent energy management solution (EMS) marketed 
globally as EcoSmart (http://www.telkonet.com/products/ecosmart/) and 
incorporates patented Recovery Time™ technology along with the EcoCentral 
Virtual EngineerTM Command Center.   EMS delivers substantial costs savings 
to clients while reducing their energy consumption and improving occupant 
comfort.  

The cloud-based EcoCentral Virtual Engineer controls a wireless mesh 
communication network that manages data between rooms and floors to 
individually learn each room’s HVAC needs and optimize energy efficiency. 
Remote 24/7 monitoring will provide alerts and predictive reports to reduce 
troubleshooting and increase facility staff response time and efficiency.

Telkonet’s energy management products are used in the Hospitality, Military, 
Educational, Healthcare and Residential markets.  The EcoSmart system is 
projected to reduce HVAC energy consumption by up to 40%, yielding payback 
in as little as 18 months.  It has shown to be incredibly flexible and scalable, 
providing centralized control and effective energy management.  

NTC’s Trickle Up delivers 5-1 ROI

We call it the Trickle Up System
We believe residential energy efficiency starts with children engaging their parents at home. The School Channel 
includes over 110,000 schools, 53 million students and 85 million parents throughout the country. NTC gives you 
access to those schools within your footprint. We have developed a proven system that reaches and influences 
children, parents, teachers and their entire communities.

NTC’s Trickle Up System has been EM&V tested and achieved a 5 to 1 ROI across 5 states and 3 IOUs.

  To learn more about NTC’s Trickle Up System, 
  go to www.ntccorporate.com and 
    click on this informational video.

www.ntccorporate.com

http://www.honeywellsmartgrid.com
http://www.telkonet.com/home/
http://www.telkonet.com/products/ecosmart/
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JUDGES

ROBERT B. FRAZIER
Director of Electric Technology

CenterPoint Energy
Robert B. Frazier is Director of Electric Technology at CenterPoint Energy. After 28 
years at CenterPoint, his current focus is on electric systems including Advanced 
Metering Infrastructure (AMI) recently deployed and the Intelligent Grid inclusive of 
advanced distribution management, outage management and mobile data systems 
currently being deployed. In addition to the usual strategic planning and tactical 
execution of systems supporting the electric utility, Bob leads technical innovation 
for CenterPoint, designing and piloting concepts outside the typical utility mindset.

STUART LAVAL 
Manager of Technology Development

Duke Energy
Stuart Laval is a Manager of Technology Development in Duke Energy’s Emerging 
Technology office, where he is responsible for the smart grid telecommunications 
and distributed computing platform. He also brings over 10 years of product 
development expertise from manufacturers of utility equipment, cellular radio 
modules and power semiconductor devices. Laval has contributed to the 
successful launch of over 20 product innovations in mid-voltage smart grid sensors, 
2G/3G wireless communication, consumer lighting and audio amplifiers. 

BRYAN J. OLNICK 
Vice President of Distribution Operations in Power Delivery

Florida Power & Light
Bryan J. Olnick is the Vice President of Distribution Operations in Power Delivery at 
Florida Power & Light, with more than 28 years of experience in the electric utility 
industry. In his current role he is responsible for the operation and maintenance of 
FPL’s electric distribution infrastructure, including Control Center operations that 
serve more than 4.7 million customer accounts. Most recently, Olnick served as 
Vice President of Customer Service Smart Grid Solutions, responsible for strategic 
development, deployment and operation of FPL’s Advanced Metering Initiative. 

JUDGES

KEVIN DASSO
Director of Technology and Information Strategy

Pacific Gas and Electric Company
Kevin Dasso is Senior Director of Technology and Information Strategy at Pacific 
Gas and Electric Company. He has over 32 years of experience in the gas and 
electric utility business including engineering, operations, construction and asset 
management. His current responsibilities include developing and implementing 
strategy and policies for PG&E related to the smart grid and transmission and 
distribution technology integration. He leads the company’s smart grid team 
involving the Electric Operations, Customer Care, Energy Procurement and 
Information Technology departments. 

LISA DAVIDSON 
Director of Customer Programs

San Diego Gas & Electric
Lisa Davidson is the Director of Customer Programs for San Diego Gas & Electric 
(SDG&E). In her current role, she is responsible for overseeing the development, 
implementation and integration of comprehensive customer offerings related to 
energy efficiency and demand response. Lisa joined Sempra in 2001 and has held 
positions in Regulatory Affairs, Finance and External Affairs at Sempra and SDG&E. 
Prior to joining Sempra, Lisa was a Consultant with Accenture’s business process 
management division. 

CONRAD EUSTIS 
Director Retail Technology Strategy

Portland General Electric
Conrad Eustis has been with Portland General Electric for 28 years and currently 
serves as Director Retail Technology Strategy. His 38 years in the energy industry 
includes five years working on nuclear submarines. He has had major roles 
implementing more than 20 new technology platforms to enable both utility and 
customer benefits in the smart grid areas of metering, demand response and 
integration of renewable generation. His roles in these projects are broad, ranging 
from engineering design and IT requirements to business case creation. 

JOSEPH E. SVACHULA
Vice President of Smart Grid and Technology

Commonwealth Edison
Joseph E. Svachula is Vice President of Smart Grid and Technology at 
Commonwealth Edison, where he is responsible for developing and implementing 
operation plans for the installation of ComEd’s smart grid projects and related 
technologies. Prior to his current role, Svachula served as Vice President of 
Distribution System Operations and Vice President of Field Operations. He began 
his professional career at ComEd in 1988 in a variety of testing engineer positions 
and has more than 25 years of utility industry experience.
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