Growing Revenue Through
Value-Added Services
Customer Interest and Utility Platforms

Luke Currin
Senior Manager, E Source

Jeffrey Daigle
E Associate Director, E Source

2018 E Source Summit for the Tennessee Valley

www.esource.com

April 2018



we’ll answer four questions

Which products and services are residential customers
Interested in?

Which products and services are business customers
Interested in?

How are utilities marketing new offerings to customers?

What do smart home opportunities look like?
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Residential customer
Interest in products
and services
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2017 survey: which products and services?

— 7
® Standard home =" Connected home Q Green energy ‘f. Insurance

products products products products
» Backup generators » Home battery storage P Carbon offsets P Major home
systems for backup power appliance insurance
p Heating or air- P Home energy management P Energy-efficient products | Surge-protection
conditioning systems (HEM) systems (such as LEDs and low- insurance
flow showerheads)
P Home weatherization P Rooftop solar panels P Wiring-protection
services (such as insulation » Locally sourced insurance
and window caulklng} green energy
P Home or community
> Major home appliance electric vehicle (EV)
repair or maintenance charging stations
P Outdoor lighting installation
and repair
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Where are the opportunities?

E Current Adoption Future Opportunities @
o0

Standard

@ =
products

Connected

—
=
. products
Green
products
7
EE 7 o 0%

Base: All respondents (n = 1,026). Question $6_1: How familiar are you with each of the following energy-related @ E Source (Residential Utility
products and services? Base: Those who are somewhat/very familiar with standard home products (n = 9&5), Customer Survey 2017)
connected home products (n = 855), green energy products (n = 958), and insurance products (n = 737). $6_2: Which

stage in the purchase process are you for each of the following energy-related products and services?

E © 2018 E Source | www.esource.com




HEM systems

PREFERRED
PROVIDER

1, Utility (35%)

2. Major hardware
retailer (25%)

PREFERRED
PAYMENT
METHOD

1. Initial, full purchase
(39%)

2. Ongoing, manthly
payment (23%)

3. Rent or lease (23%)

Potential adopters

" Male

¥ Under 45 years of age

[=# Have conducted a home energy audit
£ Have worked with a trade ally

@ Have an online account

Market HEM systems to residential
customers who meet these criteria
or have purchased these other

Other products and services products or e

in order of most purchased

Heating or air-conditioning systems
Backup generators

Basa: Al respondents (n = 1.026) Cuestion S6_2: Which stage in the purchase
process ase you for each of the energy-related prockicts and services? Baso:
Those who are somewhativery familiar with HEM systems |n = 852). 56_4: Reganfiess
of your cument sitsation, please select up o theee prefemed for mach of the
anergy-relaled products and services below. Baso: Those considering HEM systems (n
= 244) B5_1: What is your gendsr? §5_2= Whal ks your age rangs? 52_4: Do you have
an online acoount with your utlity? 53_3: Did you condusct a home energy audi? 87_1:

2 E Source (Residental Lty
Cuslomer Survey 2017)

SEMADES VoA Ane oonsidering ourchasing for vour homa?
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.Overall purchase consideration . Purchase consideration among those familiar

Products & services Total Northeast Midwest South West
Surge-protection insurance - 15 - 21* *- 13 “ - 12
o | 33 44 27 32 30
L]
c Major home appliance
2 28 30 26 32 21
Wiring-protection insurance - 15 - 14 - 14 - 18 - 12
38 33 35 40 41
33 31 35 33 30
Major home appliance repair or
- 22 22 21 27 14
e maintenanco [N o5 [ o7 . L B
5]
I *
s 34 32 32 40 26
c
hud Heating or air-conditioning 21 21 22 20 20
K systems [N b4 - N >: . I >«
ouseortoning neell eper e - T -,
repair 34 34 28 41 27

Percentage of respondents

Base: All respondents (n = 1,026), Northeast (n = 189), Midwest (n = 229), South (n = ©F S%’J;;ﬂf:fgjﬁg‘ EUDIT?;
363), West (n = 245). Question $6_1: How familiar are you with each of the following

energy-related products and service? Base: Those who are somewhat/very familiar with

products $6_2: Which stage in the purchase process are you for each of the following

energy-related products and services?

< Significant at the 95% confidence level
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. Overall purchase consideration . Purchase consideration among those familiar

Products & services Total Northeast Midwest South West
Carbon offse! = e« e ;e ;B

3 arbon offsets |y 33 Y 35 33 26
2
< v P 25 28 - 22 26 25
2
© = ey e

Locally source green energy L 1 7 33 4 a

24 24 22 25 24

L]
: s or sackup power T 5: s o s 0 L - e
T systems for backup power 38 38 40 39 32
-
O
g oo e T - L - L., - . . ..
E (HEM) systems 37 47 38 36 36
o
u . .

Home or community electric - 13 - 13 - 13 - 15 10

vehicle (EV) charging stations 26 27 27 30 h 20
Percentage of respondents
Base: All respondents (n = 1,026) , Northeast (n = 189), Midwest (n = 229), South (n = ® E Source (Residential Utility
363), West (n = 245). Questions S6_1: How familiar are you with each of the following Customer Survey 2017)

energy-related products and service? Base: Those who are somewhat/very familiar with
products $6_2: Which stage in the purchase process are you for each of the following
energy-related products and services?

7 Significant at the 95% confidence level
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Business customer
Interest in products
and services
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Interest in purchasing or participating in utility-
provided products or services

Rooftop solar 31
Energy management consulting 31
Power monitoring 29
HVAC systems 28
Energy management control systems 27
Green power 25
Outdoor lighting installation / maintenance 24
Energy management portal 21
Fault detection and diagnostics 21
Preventive maintenance diagnostic 20
Building surge-protection insurance 19
Battery storage system 17
Diesel backup generator 14
Electric vehicle charging stations 14
Combined heat and power / cogeneration 13
Carbon offsets 13
Wiring-protection insurance 12
Microgrids 9
Major business appliance insurance 2]
Electric forklifts 8
Electric commercial cooking 7

0 10 20 30 40 50
Percentage of respondents

Base: Small and midsize business customers included in the 2017 benchmark who answered this © E Source (Small and Midsize Business
question (n varies from 1,486 to 1 .645). Question S6_1_Int: Please tell us how interested your business Gap and Priority Benchmark 2017)
is in purchasing or participating in each of the following utility-provided products or services.

Revenue-generating product or service

E © 2018 E Source | www.esource.com 10




Interest in rooftop solar

Governmental or public administration (n = 168) - 1 - Not at all interested

M 2
s A - -

s
. _ 4
Lodging (n = 63)
M~
S M s
res O DEEEn .
o
Restaurant (n = 109) . ‘ 8
38 6 L 7 B 20 7 Mo
0 20 40 60 80 100 B 10- Very interested
B NA

Percentage (%)
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Interest In energy management
consulting

Education (n = 263) . 1 - Not at all interested
H -
s
: _ 4
Lodging (n = 63)
M~
S M s
27 6 ' 1" 21 11 . 6
M
Restaurant (n = 109) . 8
26 6 11 J 6 9 22 Moo
0 20 40 60 80 100 B 10 - Very interested
Percentage (%) - N/A
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Interest In power monitoring

Data center (n = 36) I 1 - Not at all interested
M 2
K
: - 4
Education (n = 263)
I~
S M s
282 o B
M -
Governmental or public administration (n = 168) 8
BN |l DR =
0 20 40 60 80 100 B 10 - Very interested
Percentage (%) B NA
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E Source Business Customer
Insights Center

Growing database of business customer survey data—filter by size, sector, year

<< Back to esource com

Choose a display Energy-related business goals €« >

View questions View filters

Il Environmental sustainability

Filters B Renewable energy

Show years

2017

Other

[l Wone o the above
2017 2016 2014

Business size

| Total -

Sectors Percentage (%)
i« All Sectors

-] Agribusiness

| Congregations or houses of worship

Base: All respondents.
Question: Which of the following energy-related goals, if any, does your business currently have in place? (Select all that apply.) (Large Business Gap and Priority Benchmark, S4_9: Small and Midsize

| Data center Business Gap and Priority Benchmark, S5_7 )

L Education Note: Respondents were allowed to select more than one answer. Because respondents were nol required to answer this question, the data is based on those who provided a response
& e or public Share this chart within your company

[l Healthcare

[l Industrial and manufacturing
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How utilities
are marketing
new offerings

E © 2018 E Source | www .esource .com

15



NEST SPECIAL OFFER—SAVE ENERGY. GIVE EFFICIENCY.

.\ SMUD Energy StOI’E ENERGY EFFICIENT PRODUCTS  HOME IMPROVEMENT PROJECTS J 6 -

Smart Thermos! tats Connected Home Lighting Water Saving Outdoor Living Advanced Power Strips Portable Power Rebated Products Buyer's Guides

Help bring energy
efficiency to those
who need it most

nest &

Power

Project

FEATURED PRODUCTS

Source: SMUD
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NEST SPECIAL OFFER—SAVE ENERGY. GIVE EFFICIENCY.

@® SMUD Energy Store ENERGY EFFICIENTPRODUCTS ~ HOME IMPROVEMENT PROJECTS o & =

Smart Thermostats Connected Home Lighting Water Saving Qutdoor Living Advanced Power Strips Portable Power Rebated Products Buyer's Guides

Help bring energy
efficiency to those
who need it most

=4

Power

Project

FEATURED PRODUCTS

Source: SMUD
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GOOGLE HOME WINK HUB 2 AUGUST CONNECT

$129 $99 $79
. | . . /
- : 0 -
—
—
ls.'
NEST CAM 1Q WEMO® MINI SMART PLUG LUTRON CASETA WIRELESS SMART
$299 = $498 $29 LIGHTING DIMMERE:.‘I'\:'ITCH AND REMOTE

$59

Source: SMUD
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PORTABLE POWER

Sort By:
Featured b
‘ ’
/ -
GOAL ZERO NOMAD 7 PLUS SOLAR PANEL GOAL ZERO FLIP 10 RECHARGER GOAL ZERO VENTURE 30 RECHARGER

$99 $24 $99

. .

Source: SMUD
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B mysmud - Folloy

i
day
savings on Mest smart home products today
e T e N
at SMUD Energy Store!
CR A MEro ¥ - - e TR A ™ S e 1o
SMUDEnergyStore.com #5 11

Source: SMUD, Instagram



ne newest hot

The bast energy
produsts are now
just a elick away

The best
energy products
are now just a

@ SMUD

click away.

@ SMUD

\

I{‘\I SMUD
=" February 26 - @
Did you know you can cantrol your Nest thermostat with #Alexa?

Check out this article from ZDNet about integrating the two devices and
learn how to get a Nest with an instant $75 rebate at smudenergystore.com.

http:/hwww zdnet.com/_._jusing-the-nest-e-with-alexa-a-cool-. ./
#smartthermostats #energyefficiency

=

iy
Ny

IN 25 MIN

7

Sources: SMUD
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SMUD
November 1, 2017 - @

Angela's learning thermostat conveniently programs itself to adapt to her
family's busy life. Find out how you can get a $75 instant rebate on the Nest
and other smart thermostats at SMUDEnergyStore.com.

=

1.8K Views | . = Angela *q
SMUD Customer

32 Likes 6 Comments 5 Shares

M Share

Source: SMUD, Facebook Source: SMUD, Youtube
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Smart home
opportunities
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E Source Residential Utility
Customer Survey

We surveyed 1,029 residential utility customers in the US and
Canada on a number of topics, including:

= Smart homes

= General thoughts
and preferences

= Device-specific feedback
= Lighting
= Home battery storage
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Customers see value In smart homes

People agree that smart homes:

= Increase efficiency

= Provide convenience
= Add security

= Save money

= |Increase comfort

High level of familiarity with a variety of smart devices
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Utility data can provide value

Customers would value Some of the most valued
getting notifications when attributes of the smart home
they’re close to exceeding Include:

their average monthly - Being alerted to malfunctioning
consumption. devices

= Setting up devices to
automatically save energy

= Monitoring energy use
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Opportunities for utilities

More than 20% of customers would
prefer to buy a smart home system
from their energy utility.

Utilities can help with some of the

major barriers: -

= Expense |
= Lack of knowledge (e
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Utilities are becoming more engaged

- I I LEGEND
W I t S I I I a rt O I I l eS . A little smart home activity
- Some smart home activity
S Lot: ; ity

More than 20 utilities have
already created offerings:

= Efficiency

Load management
Marketing
Customer education
Revenue generation
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The smart home can open up new

business models

FirstEnergy Home
Products and Services

Connected Home Plan
Plumbing Repair Plan

Electric Vehicle
Charger Lease

Connected Home Plan

Today's smart thermostat technology gives you
total control over your home's heating and cooling
system — anytime. from anywhere — using your
smartphone. Not only do smart thermostats make
your life easier. they also result in greater energy
efficiency and enhance the comfort of your home
And with our Connected Home Plan, tuming your
home into a smart home Is now more affordable
than ever — with more information than ever

Enroll now in our Connected Home Plan and get
the comfort and convenience you need from a
smart thermostat. Plus, our unique energy
efficiency diagnostic reports — using FirstEnergy’s
HVAC Monitoring Service — provide the data and
tools you need to save energy and improve the
performance of your systems

Comfort, control and peace of mind with

ACT NoW!
MORE COMFORT.
More contrg

RIGHT FROM YOUR SMARTP!

Only $14.99 A Month:

Or call 1-866-747-7893

A state-of-the-art ecobee thermostat that can save 239
your energy costs ®

A low monthly amount conveniently added to your eled
bill - just 514 99 a manth

al no

F cost - we takg
care of it all

FirstEnergy's HVAC Monitoring Service provides custo
monthly reports and alerts via text or email that notify y
of potential parformance issues with your heating and
cooling system — allowing you 1o fix issues lo improve
energy efficiency and avoid serious breakdowns.

Water Heater Lease

TEMPASSURED

Worry-Free Water Heater Lease
FROM

o u

Does your water heater leave you with a cold shower? Do you dream of a reliable water heater but simply
can't find a way to fit it into your budget? With Ul's TempAssured Worry-Free Water Heater Lease, that dream
can become a reality.

Many people turn to leasing because of the reduced maintenance cost, convenience and worry-free service.
It's easier than ever to save energy, go green and enjoy the peace of mind that comes with a brand new
water heater — with 24/7/365 service at no additional cost!

Ul Water Heaters:

» Are designed to work with Ul's time-of-use rate so they operate at night when electricity rates are lower.
Extra-thick insulation heips keep the water hot all day.

» Are built to last 2 to 3 times longer than retail models.
» Provide all the hot water you'll need for bathing, dishwashing and laundry.

» Are professionally installed by a member of our service team who will also dispose of your old water
heater.

» Come with emergency service and repairs.

» Just call Ul and we'll be there — even if it's the middle of the night or the middle of a long holiday
weekend.

» Include FREE lifetime maintenance. Service calls are free of charge.

E © 2017 E Source | www.esource.com
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Smart Home Resource Center

FEBRUARY 19, 2013

F‘DF this page e Prin this Page @ Email this page

Want more?

¥ date My Favorites

ilitiss 5 range of baneﬂts‘ inc!uding NeW approacheg to Energy eﬁicv‘ency_ Sophisticateq new lpad-
Sponse funmunalities, increaseg availability of energy-use dats, improved customer éngagement, and ngw bram![ng and
Marketing 9Pportunities, Ty help you keep track of the latest £ Source fesearch in this rapidiy evolving Space, we'yg collected alt of OUr smart home
Teports in this Tesource canter

eck out our !
grr:wart Home Resource Center

Please note that some reports arg only availabjg o memberg of specific £ Source Services. For more r'nfun'naliun, orto learn what Services your
utility subseripes 1o, please contact customg, service,

Demand-Side Management Programg and Strategy

Smart Home Pilots ang Programs: A Catalog of Current ang Reacent Utility Initiatives
= Dsm Programs and the Smary Home: The qumey Beyond Smart Thermcstars
- Comhaﬂng Industry Disruption with Smart Home Technology

; Energy and Demang Benefits

" Idenn‘fy[ng Effective End Uses for Residentia) Demang Response
* Home Enargy Managemenf Is Coming Are Yoy Ready?

O Non-Energy Benefits

- Generaﬁng Revenye from Home Energy Managemem

e.com
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https://www.esource.com/tas-1700013-001/smart-home-resource-center

Q&A and
discussion
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