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Get out the Watt! 
Drawing Parallels with a GOTV Campaign and Influencing Behavior for Results in Energy Efficiency 
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GOTV 2012  

§ Part of the target audience for GOTV 2012 

§ Also part of the volunteer team 

§ Findings are a mix of public domain information and 
observation 

§ Observations informed by over 15 years in decision 
sciences/advanced analytics 
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Drawing Parallels – Get Out the Vote and Energy Efficiency  
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Analytics Toolkit 

§  Channel mix 
optimization 

§  Messaging 
optimization 

§  Database integration 

§  Continuous database 
enrichment 

§  Data mining 

§  Predictive modeling 

§  Geocoding, mapping, 
& analysis  

§  Clustering 

§  Scoring 
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Behavior Soup… 

…delivered in customer relevant frameworks 
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Data Mining 

•  Leverage existing information in customer databases 
recording past behavior/transactions. 
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Predictive Modeling 

•  Formulate the probability of adoption/participation and 
determine the ask 



Get out the Watt! 

November 18, 2013 

Geocoding, mapping & analysis 

•  Engage customers effectively and create a sense of 
immediacy that spurs action by using localized 
information 
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Clustering & Scoring 

•  Effective 
leverage of 
networks for 
diffusion 

 
•  Personalized 

communication 

•  Analytics used to 
pick the stronger 
links in my 
network? 
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Channel & Messaging Mix Optimization 

•  Use of multiple channels to 
reach audience – inbound 
(web), outbound (phone, email, 
text, social network) 

•  Seamless integration across 
platforms 

•  Messaging designed to create 
urgency 

•  Opens up another touch-point 
to keep customer interaction 
alive 
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Norms – Peer Groups/Clustering 

•  Tapping normative behavior amplifies performance 
•  Using existing social networks mitigates skepticism 

associated with comparisons with unknown peer group 

“There’s no comparison. 
It’s totally useless.” 

Customers were suspicious about 
the validity of the comparison 
group, but appreciated feedback 
that compared recent consumption 
with previous billing periods. 
(Roberts et al 2004) 
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Micro targeting for Big results 

§ Data driven strategy 

§ All inbound and outbound 
interaction with the audience, 
recorded and integrated into one 
master database – Continuous 
Enrichment 

§ Responses to outreach used to 
inform campaign/program design 
& scoring models – Continuous 
Refinement 

§  Iterative processes and models - 
Increased predictive ability  
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Bringing it back to EE 
§  Billing – Usage, payment history, payment mode, electronic billing 

§  Account Services – inbound calls/email to customer service re problems, age of the 
account, account type, low-income bill assistance 

§ Marketing – Past program participation (availing of rebates for EE appliances, 
enrollment in levelized billing) 

§ Other – indicators for elderly/disabled customers in need of assistance or customers 
with medical conditions where loss of electricity could be detrimental to customer 
well-being 

By integrating multiple databases, mining, and clustering to develop distinct customer 
segments and understand the key drivers of behavior in each using predictive models, 
program performance may be enhanced. 

Propensity to adopt/reduce consumption/load shift=f(all the variables above + unique 
customer attitudes and needs + perceived program benefit etc.) 
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Broad Data for Customer Engagement 

Customer Billing 

Customer Service 

Marketing 

Census, ACS 

Primary Research 

Past Program 
Participation 

Third Party Data 
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Thank you. 

 
 www.dnvkema.com 

gomathi.sadhasivan@dnvkema.com 


