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Today’s agenda
Why E Source as the instructor?
Journey to win utility business
How E Source can fill in the data gaps
Next steps
Q&A
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Today’s speakers
Rachel Reiss Buckley
Senior Director, Customer Energy Solutions
E Source

Jordan Tobey
Manager, Data Products
E Source

Matt Leckey
Director, Business Development
E Source

Gabe Cuadra
Senior Data Analyst
E Source
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Who is
E Source?



© 2019 E Source | www.esource.com 5

We understand utilities because we’ve made 
them our business for more than 30 years.
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We work with thousands of utility employees and 
senior leaders across the US and Canada. 
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80%
of the top
10 munis

We serve …

100%
of the top 10 
largest utility 
operating 
companies by 
revenue

67%
of the top 
100 utility 
operating 
companies by 
revenue

60%
of the top
100 IOUs
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Solution provider client list
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Program designers
Program Planner

Account reps

Persona introduction

▪ Sells solutions to utility demand-side 
management (DSM) teams within utilities

▪ Needs to find business targets by identifying:
▪ Which regulatory environments are ripe for business
▪ Which utility portfolios have the most opportunity

▪ Wants to understand utility DSM goal achievement to enable 
them to promote their services

Business development 
strategist
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Meeting your data needs to win new utility work

Track filing dates

Find RFPs

Review current programs

Identify incumbent providers

Check measure inputs

Check previous performance

Study previous recommendation

Win work
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DSM portfolio cycle
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How long does this take?
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DSM portfolio timeline

3
months

6 
months

12 
months

18 
months

24 
months
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Sweet spot

3
months

6 
months

12 
months

18 
months

24 
months
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Number of program administrators in 
the sweet spot

19 21 16

3
months

6 
months

12 
months

18 
months

24 
months
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What do they spend 
their budgets on?

How well are their 
programs performing?

How comprehensive is the 
portfolio of programs and 

measures?

Do they have a provider 
they’re already working with?

Other considerations Business 
Development
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E Source data products

The data you need 
to make smart decisions

Information at your fingertips
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Meeting your data needs to win new utility work

Track filing dates

Find RFPs

Review current programs

Identify incumbent providers

Check measure inputs

Check previous performance

Study previous recommendation

Win work
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Our tools provide the intel you need

Repository of impact and process evaluations

Library of requests for proposals (RFPs), requests for 
information, and requests for quotations related to energy 
efficiency and demand response

Program input data from technical reference manuals

Program and portfolio performance from regulatory filings

Program profiles from utility websites

https://www.esource.com/about-dsmdat
https://www.esource.com/about-dsm-evaluation-library
https://www.esource.com/about-energyrfp
https://www.esource.com/about-measure-insights
https://www.esource.com/about-dsminsights
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DSM tools at a glance

Intent Open and 
historical RFPs Program inputs Program profiles Program and 

portfolio results
“Why” behind 

results

Measure attributes 

Baseline 
assumptions 

Incentives 

Measures 

Results  

Spending 

Source Utility RFPs Technical reference 
manuals Utility websites Filings Impact and process 

evaluations
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How the tools fit together for portfolio 
development
 How much savings are 

they planning for each 
measure to get to the 
program estimates?

 How well does that 
program perform?

 How much are they 
planning to spend and to 
save with that program?

 Who else already has a 
program with that 
measure?

 What incentives do they 
provide for the 
measure?

 Why did the program 
design change course?

 Why did the program 
perform the way it did? 
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I want to determine which 
utilities with direct install 
programs are filing in the 
next 6 to 18 months.

Business development 
strategist
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See who’s filing and when
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Can you help me determine 
which utilities are issuing 
RFPs for direct install 
programs?

Business development 
strategist
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Search direct install RFPs



© 2019 E Source | www.esource.com 26

Access an RFP
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Which program 
administrators already have 
direct install programs, and 
what measures do they 
include in those programs?

Business development 
strategist
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Search for direct install programs
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Review a program
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I need to know who the 
implementers are for direct 
install programs.

Business development 
strategist
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Provider mentions
View implementers by:

▪Program administrator               
▪Program category
▪Provider
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According to the local 
technical reference manual, 
for how many years would 
we be able to claim savings
for new measures in the 
direct install program?

Business development 
strategist
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TRM values

View measure data values across jurisdictions
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How well have these direct 
install programs performed 
in prior years?

Business development 
strategist
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Below-goal programs
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Have any evaluators
already made 
recommendations for 
improvement for this 
program administrator’s 
direct install program?

Business development 
strategist
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Search for evaluations
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Review an evaluation
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Meeting your data needs to win new utility work

Track filing dates

Find RFPs

Review current programs

Identify incumbent providers

Check measure inputs

Check previous performance

Study previous recommendation

Win work
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These aren’t just products

Access to our team
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Monthly scheduled training sessions; 
custom training upon request

In-tool help menu with recorded training

Quarterly engagement check-in meetings

On-demand technical support

Monthly newsletter with usage tips, tool 
updates, and training dates

Training and customer support



© 2019 E Source | www.esource.com 42

Don’t miss the monthly newsletter

Sign up at
www.esource.com/email_preferences

http://www.esource.com/email_preferences
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This solution has armed 
our sales team with 
powerful knowledge.

What you just did in three 
minutes used to take me 
three hours.

I’m not sure what I’m 
going to do the other six 
months of the year!

Wow! Before this, we were 
flying blind on how to price 
our offerings.

What your peers are saying about 
E Source DSM tools
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Ready to dive into the data?

Matt Leckey
Director, Business Development
E Source
303-345-9166
matt_leckey@esource.com

calendly.com/matt_leckey/discovery-call

mailto:rachel_buckley@esource.com
https://calendly.com/matt_leckey/discovery-call


© 2019 E Source | www.esource.com 46

For more information

Rachel Reiss Buckley
Senior Director, Customer Energy Solutions 
E Source
303-345-9104
rachel_buckley@esource.com

Jordan Tobey
Manager, Data Products
E Source
303-345-9196
jordan_tobey@esource.com

You're free to share this document in its entirety inside your company. If you'd like to quote or use our material outside of your business, 
please contact us at customer_service@esource.com or 1-800-ESOURCE (1-800-376-8723).

Gabe Cuadra
Senior Data Analyst
E Source
303-345-9105
gabe_cuadra@esource.com

mailto:rachel_buckley@esource.com
mailto:jordan_tobey@esource.com
mailto:customer_service@esource.com
mailto:gabe_cuadra@esource.com
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