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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



© 2018 E Source | www.esource.com 4

2017 survey: which products and services?

Innovative 
marketing 

approaches

Using 
segmentation 

to improve 
targeting

Customer 
communication 
preferences and 

messaging

Digital and 
social media 
advertising
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Where are the opportunities?
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HEM systems
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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
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Interest in rooftop solar



© 2018 E Source | www.esource.com 12

Interest in energy management 
consulting
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Interest in power monitoring
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E Source Business Customer 
Insights Center
Growing database of business customer survey data—filter by size, sector, year
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How utilities 
are marketing 
new offerings
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Source: SMUD
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Source: SMUD
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Source: SMUD
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Source: SMUD
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Source: SMUD, Instagram
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Sources: SMUD
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Digital and 
social media 
advertising

Source: SMUD, YoutubeSource: SMUD, Facebook
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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

© E Source
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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 
getting notifications when 
they’re close to exceeding 
their average monthly 
consumption.

Some of the most valued 
attributes of the smart home 
include:
▪ Being alerted to malfunctioning 

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



© 2017 E Source | www.esource.com 28

Utilities are becoming more engaged 
with smart homes

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

Source: United IlluminatingSource: FirstEnergy
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Want more?

Check out our 
Smart Home Resource Center!

https://www.esource.com/tas-1700013-001/smart-home-resource-center
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Q&A and 
discussion
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