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 Background of the Smart Ideas for Your Business 
program (SIFYB) 

 Evolution of the Program 

 Growth Strategy 

 IT infrastructure 

 Changes to program elements 

 

 

 



 

3 Background 

 

 

 

 
 
 

 For the first three years the Smart Ideas for Your Business portion of the 
portfolio (SIFYB) had the following program elements and performance… 

 

 

 

 

 

 The C&I portion of the portfolio fell short of plan goals in PY3 

 PY4-PY6 goals have aggressive increases in plan kWh savings 



 

4 Background 

 

 

 

 
 
 

 In PY4, SIFYB introduced the following new program elements 

 Compressed Air 

 Request for Incentive (Energy Efficiency RFP) 

 Midstream Incentives 

 Small Business Energy Savings 

 SIFYB has also been working to launch the following planned 
program elements in PY5 

 Commercial Real Estate 

 Data Center 

 Midstream, Request for Incentive, and Small Business have 50% 
increases in planned savings targets 

 

 

 



 The SIFYB program is moving from a simple, “one size fits all” 
approach to a more expansive, complex, and comprehensive 
suite of offerings… 

 

 

 

 

 

 

 

 

 Changes to specific elements to follow… 

 

5 Background 

 

 

 

 
 
 PY1 PY2 PY3 PY4 PY5 

Launch 

One Size Fits All 

Growth Maturation 

Widget Based 

Utility Channels 

Mass Markets 

System Based Market Based 

Segment by Size 

Leverage Trade Allies 

Targeted Marketing 

Segment by Industry 

Operational Marketing / Awareness Pipeline Management 

One on One Marketing 

Rely on Providers 

Brochures Awareness Ads Targeting Specific Customers 

Waitlist Bonuses Customer Solutions 

PY6+ 

Sustainable 
Results 



 

6 SIFYB New Organizational Structure for PY5 

 

 

 

 
 
 

Prescriptive / Standard 

Commercial Building - RCx 

Compressed Air 

SBES 

RFI 

Mid Stream 

Data Center 

RSPs 

ComEd Engineers 

Providers 

ECOVA 

Shaw Environmental 

Trade Allies, Account Managers, SIOAs, 

Segment and Technology Providers 

Refrigeration Systems 

Monitoring Systems  - MBCx 

Distributors 

Core Program Elements 

Program Element 

Markets 

TBD - Commercial 

Hospitality 

KEMA 

Segment Based Acquisition System Optimization / Comprehensive Solutions 

System Providers 

Wildan 

System 

Process Heating (On Hold) 
TBD - Industrial Segment 

TBD - Industrial Segment 

Commercial Real Estate 

TBD 

TBD 

TBD 

TBD 

Providers 

MBSPs 

Compressed Air Firms 

System 6 

System 7 

Refrigeration Firms 

Franklin / Nexant 

APT 

ECW 

ComEd Engineers Custom 

Technical Effort 

System Optimization 

New Construction 

Channels 

Comprehensive Solution Providers 

Energy Advisors, Events, Direct Marketing 

Design / Architectural Community 

Trade Allies, Segment Based Providers 

Trade Allies, Segment Based Providers KEMA 

KEMA 

Nexant 

APT 

ECW 

KEMA 

Incentive Fulfillment 

Franklin / Nexant 

TBD - Commercial 



 

7 IT Infrastructure 

 

 

 

 
 
 

Three IT systems each with it’s own purpose that share data… 

               (A year and a half in the making) 

 

 

 

Frontier 
Tracking 
System 

Acxiom 
Marketing 
Database 

EnergyOrbit 
CRM 

Database Firmographic 
Campaign history 

Contacts 

New Contacts 



Frontier Tracking System 
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Evolution of Energy Efficiency Project Tracking (Prescriptive / Custom) 

Awareness 

Inquire 

Investigate 

Plan 

Commit 

Implement 

Customer Energy Efficiency Program 
Website Calls to Trade Opportunity, System 

Visits and Call Ally Outreach and Facility 

Application Center Activity Efforts Assessments 

Downloads 

Marketing & 
Marketing 

Database 
Outreach 

and 

EnergyOrbit Technical Assistance Outreach / Assistance 

Frontier Tracking Applications Implementation 

Reserved 

Paid 



Frontier Tracking System 
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 Applications 

 Stage of Project 

 Timelines 

 Progress to kWh goal 

 Customer e-mail 
notification 

 

 

 



 

10 Marketing Database 

 

 

 

 
 
 

Source 
Data 

Integration

SIFYB Marketing 
Database

Data - organized 
for EE applications 

Primary 
Database 
Sources

Address Hygiene 
Merge/Purge

Data Repair & Standardization

Appended  
External DataSegmentation 

 Customer lists/counts
 Email lists 
 Analytics
 Reports 

Access to 
data…

Source  
database Project 

tracking data

Account 
manager 
tracking 
system

Firmographics

Email data 

Data 
Enhancement

[Additional 
contact 

information]

Functionality 

Merge existing data 
• Claritas 

• iAvenue 

• CIMS 

• Frontier 

• Questline 

• Energy efficiency 
attributes 

 

Cleanse data 
• Merge/purge 

• Verification 

• Scheduled 
updates 

 

 



 

11 Marketing Database 

Market Analysis 

 Directly interact with the data 

• Homepage shows latest trends, 
segmentation performance, and 
links to analytical tools 

 Transform data into useful 
metrics and graphical illustrations 

 Conduct on-demand analysis that 
reduces timely and costly 
outsourced ad hoc requests 

 Integrate analysis directly into 
campaign management 

 

 



 

12 Marketing Database 

Campaign Management 

 Compare the costs and response 
rates of select campaigns 

 Create new or tweak existing 
campaigns  

 GUI helps visualize campaign 
structure 

 Design multi-level strategies and 
rules 

 Easily measure effectiveness 

 Automate marketing programs 
and response processing 



 

13 Marketing Database 

Email Deployment 

 Provides a centralized platform for 
capturing and reporting on 
campaign and activity data 
 

 All promotion and response history 
generated during campaign 
fulfillment can be maintained at the 
account level  

• Include/exclude contacts from 
campaigns 

• Run analyses 

• Create segmentation 
 

 Email capability is integrated into 
database platform and provides use 
of all data elements for campaign 
execution 
 

 Deployment history, as well as 
campaign activities upon delivery 
and interaction by recipients, is 
logged. 



Energy Orbit CRM System 
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 Built on the 
Salesforce.com 
platform 

 Tracks future project 
opportunities 

 Large / medium 
customers (over 
100kW – top 24k) 

 Shared platform with 
all of our 
implementation 
contractors 

 

 

 



 

15 Prescriptive 

 

 

 

 
 
 

 Changes:   
   

 Name changed to “Standard” 

 Additional measures added 

 Application split into 
application agreement and 
incentive worksheets  

 Creating fill-able pdfs with an 
end goal of on-line submission 

 Removing per premise caps 

 

 

 

 Desired Outcome 

 

 Less confusion 

 Growth in kWh 

 Less paperwork 

 

 

 

 Encourage larger projects 

 

 

 



 

16 Midstream – Business Instant Lighting Discounts 

 

 

 

 
 
 

 Changes:   
   

 Name changed to Business 
Instant Lighting Discounts 

 Additional LED and non-labor 
measures added 

 Enhanced incentives for 
distributors 

 Increased marketing focus of 
the program with distributors 

 

 

 

 Desired Outcome 

 

 Less confusion 

 

 Growth in kWh 
 

 Encourage distributor to 
promote EE products to 
their customer base 

 Position Smart Ideas as a 
way to drive additional 
business 

 

 

 

 



 

17 Custom / Request for Proposal (RFI) 

 

 

 

 
 
 

 Changes:   
   

 Transitioning RFI to Custom 

 

 

 

 

 Rate reduced to 7 cents / kWh 

 Firm commitment option of 6 
cents / kWh  

 Removing per premise caps 

  

 

 

 

 Desired Outcome 

 

 Eliminate program shopping 

 Balance risk / reward 

 Set $/kWh 

 Continued engagement of 
larger projects 

 Lower $ / kWh 

 Customers that need 
financial certainty satisfied 

 Encourage larger projects 

 

 

 

 



 

18 Retrocommissioning 

 

 

 

 
 
 

 Changes:   
   

 Adding a monitoring based 
program offering (MBCx) 

 

 

 

 

 Developing an incremental 
TAS scope addition to existing 
RCx and System based jobs 

 

 Desired Outcome 

 

 Provides customer options 

 Longer term engagement 
with customers 

 Able to identify additional 
operational savings across 
heating and cooling seasons 
 

 Promote bundling of low-
cost and capital measures 

 

 

 

 



 

19 Compressed Air (Industrial Systems) 

 

 

 

 
 
 

 Changes:   
   

 Increasing customer 
payment to 7 cents per kWh 

 Adding process cooling and 
industrial refrigeration 

 

 

 

 Developing an incremental 
TAS scope addition to 
Industrial System based jobs 

 

 

 Desired Outcome 

 

 Aligns with custom rate and 
eliminates “incentive shopping” 

 Increased penetration into 
large, industrial customers 
through skilled provider 
network. 

 Increased kWh savings 
 

 Promote bundling of low-cost 
and capital measures 

 

 

 

 



 

20 Technical Assistance Services (TAS) – Assessing energy savings / paybacks 

 

 

 

 
 
 

 Changes: 

 

 Phasing out the TAS offering 
as a “stand-alone” offer 

 Developing a “study-based” 
offering within the data 
center track  
    

 

 

 

 

 Desired Outcome 

 

 Lower $/kWh acquisition 
customer cost 

 Scope of study tailored to 
needs of data center customers 

 



 

21 Questions? 

 

 

 

 
 
 Steve Baab 

Manager, Business Programs 

stephan.baab@comed.com  

630-576-6832 

     

 

 

 

 


