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BEST PRACTICES FOR MANAGING 
SMART THERMOSTAT PROGRAMS



Support every channel,  ensuring you serve all customers 

A POS instant rebate 
program is best for 

customers of big box stores

A downstream rebate 
program is best for 

customers in and local 
retailers and 3rd-party 

online sites

A marketplace program is 
best for customers in My 
Account or on the utility’s 

web site



Plan marketing around 
manufacture & partner 
promotions



Add Value
ENERGY STAR products.

Lighting and Fans

Appliances

Water Heaters

Smart TSTATS



Promotion Example
Partner with ENERGY STAR!

– Reputable Name

– Educational Content

– Beneficial Resources!



Provide Options
Leverage choice, of 
brands, features, & 
prices to meet all 
customer needs



Cross-Market demand 
response to maximize 
benefits to the customer 
and the utility.



Offer On-Bill Payment



Help Customers 
Choose the Right 
Thermostat



Make 
Installation

Easy



Leverage Other 
Resources to Serve 

Low & Moderate 
Income



Ensure Customers Have 
Access to Excellent Support

Live Chat

Email

Phone



George Cornwell
Senior Business Development Manager
gcornwell@efi.org | 512-225-4981

Thank you!
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Q & A



Smart Thermostat Program 
Implementation – Best Practices

Energy Star Products Partner Meeting

Steven Pak – Con Edison Residential Program Manager
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Agenda

• Past Con Edison Smart Thermostat Offerings

• Energy Efficiency and Demand Response Overlap

• TRM Changes and Savings Implications

• Current Con Edison Smart Thermostat Offerings
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Past Con Edison Smart Thermostats Offerings

.
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Con 
Edison

HVAC 
Electric and 

Gas

Online 
Marketplace

Appliance 
Rebate

Bring Your 
Own 

Thermostat 
(BYOT)



Appliance Rebate

• $50 Mail-in Rebate

• 1,700 units (2017 PY) and 2,400 units (2018 PY)

• Downstream Program Offering 
– Customers mail in application package

– 6- to 8-week turnaround

• High Implementation costs
– Application processing

– Customer Call center

• NYSERDA Residential Business Stock Assessment (RBSA)
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Con Edison Online Marketplace
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Con Edison Online Marketplace

• $50 Instant Discount at point of purchase

• Offer available only to Con Edison customers

• 4,100 units (2017 PY), 4,900 units (2018 PY)
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HVAC Electric and Gas

• $50 Mail-in Rebate

• Downstream program with the help of service contractors

• 3,500 units (2017 PY) and 2,200 units (2018 PY)

• Mostly accompanied by Central AC units and Heating units

• Applications completed and submitted by contractors on behalf of their 
customers.

• High Administrative burden
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Bring Your Own Thermostat (BYOT)

• $50 Rebate

• Customers who enrolled into Con Edison’s BYOT program ($85 rebate) but 
never submitted an application for a $50 Energy Efficiency rebate

• Approximately 200 units every program year

• Administrative challenge

• High Evaluation Risk
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Energy Efficiency and Demand Response Overlap

• Administrative challenge
– Tracking of BYOT enrollments and EE application across multiple channels

– Double Counting concerns

• High Evaluation Risk
– Free-ridership as customers may receive an additional $50 rebate without any knowledge
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TRM Changes and Savings Implications

• Numerous inputs required for accurate savings calculations
– Vintage

– Connected Fuel type

– Connected Equipment

– Building Type

• One (1) thermostat per household limit

• NYSERDA Residential Building Stock Assessment to land on certain 
assumptions

• TRM savings calculations based on ‘installed date’ or ‘purchase date’

• Gross savings, evaluation results, and cost of program implementation are key 
deciding factors of program design and viability
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Current Program and Lessons Learned

• Deemed savings approach
– EnergyStar certified thermostats only

• Validity and accuracy of acquired savings

• Ease of implementation

• Consolidated channels:
– Online Marketplace

– Energy Star Retail Products Platform (ESRPP) as a markdown offering

• Enhanced marketing, clearly communicating the synergy between DR and EE
– Minimize market confusion

– Increased participation

• Cost effectively scale program
– $8.50/LMMBtu to under $4.00/LMMBtu
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Steven Pak
paks@coned.com
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James Jackson 
Director - Channel Development 
Emerson Sensi 

Best Practices for Managing Smart Thermostat 
Programs



Two key market insights:

Changing
Consumer
Behavior

Changing
Category

Development

2

1 2



Changing Consumer Behavior
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Rise of the homebody economy

82%
of homeowners plan on increasing or equaling 
their spending on improvements over next few 

months compared to pre-Covid-19

- The Farnsworth Group & the Home Improvement 
Research Institute (HIRI), Aug 2020

Consumers Want:
• Better Value — One of the top drivers for new 

brand purchases by consumers
• Trusted Brands — Big companies with brands 

consumers trust have grown 50% since Covid-19 
began

- McKinsey & Company, “The great consumer shift: Ten charts 
that show how US shopping behavior is changing,” Aug 2020
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COVID-19 HAS ACCELERATED CONSUMERS’ INVESTMENT IN THEIR HOMES AND WHAT THEY WANT 
FROM BRANDS



Changing Category Development
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A market moving into the mainstream
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SMART THERMOSTATS SHIFTING FROM EARLY ADOPTERS TO MAINSTREAM CONSUMERS

EARLY MARKET THE CREDIBILITY GAP MAINSTREAM MARKET

VISIONARIES

PRAGMATISTS CONSERVATIVES

SKEPTICS

Early Mainstream consumers are generally not tech savvy and value reliability, simplicity, 
intuitive features and an easy to use app – they are not looking for cutting edge features.



Marketplaces and the Pandemic Response 
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MARKETPLACES ARE ACCELERATING AND HAVE PROVEN AN EXCELLENT WAY FOR UTILITIES TO OFFER A HELPING HAND  

VISIONARIES

PRAGMATISTS CONSERVATIVES

SKEPTICS



Build trust with ENERGY STAR®
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HIGHLIGHTING ENERGY STAR BUILDS TRUST AND PROMOTES ENERGY SAVINGS



Build trust with ENERGY STAR®
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HIGHLIGHTING ENERGY STAR BUILDS TRUST AND PROMOTES ENERGY SAVINGS



Thank You
James Jackson 
jamesjackson@emerson.com

mailto:jamesjackson@emerson.com
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