HOW KNOWING

YOUR CUSTOMERS BETTER

Your Touchstone Energy” ?QT
Cooperative =2

SERVETHEMBETTER

Spencer Egbert, Wells Rural Electric Company (WREC)

GOAL:Learn more about our members
and become their trusted energy partner

STRATEGY: Increase WREC staff’s energy knowledge
and obtain more data on members

- “Energy expert” training provided to all WREC staff
- Rolled out the direct install and snapshot audit program
- 95 percent of commercial and 75 percent of residential
members participated in the program
- Gathered data electronically and uploaded directly to
customer information system
- Current contact information

- Insulation levels and windows types
- Fuel types and equipment (HVAC, water heating, —
appliances)
- Provided Direct Install Measures free to the member e
- Widespread participation driven by free products T =
- Measures included CFLs, LEDs, advanced power = e
strips and high-performance showerheads
RESULTS: Increased knowledge and a plan for the future
- WREC employees have an increased knowledge of energy
and energy efficiency and are better equipped to handle
high-bill inquiries
- WREC employees have access to data when assisting
members and can offer suggestions on how to manage I
energy use
- WREC is able to develop programs/services targeted to —

specific members
- Used data to find opportunities for a web-enabled
programmable thermostat program
- Weatherization, HVAC and other programs in
development
- No more "shotgun" program advertising to the masses

Snapshot Audit Reports
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Customer Information System Screenshot



