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Smart meters hold tremendous potential

A large portion of residential homes have AMI/smart meters and 
that number continues to grow

Smart meters are tied to several benefits like operational, 
financial, and environmental savings

Low-income customers have a lot to gain from these deployments
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Low-income customers have a higher energy 
burden, making energy savings more impactful

• Energy costs for average and low-income households are similar, but represent a higher 
burden for low-income consumers

• Low-income and average income households save at similar levels, but the savings 
impact is much greater for low-income households

1Oak Ridge National Laboratory, April 2014. “Weatherization Assistance Program Technical 
Memorandum Background Data and Statistics On Low-Income Energy Use and Burdens”. 
Available at: http://weatherization.ornl.gov/pdfs/ORNLTM2014_133.pdf
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Best Practice #1:
Proactively Engage Your Customers
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Energy bills can vary greatly from month to month

Average 
temperatures in 
Baltimore, MD
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Alerts prepare customers for high projected bills and 
budget billing usage increases
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Best Practice #2:
Deliver tailored, personalized messaging 
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Leverage data sources to identify most likely low-income 
customers and target accordingly
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Employ messaging that’s relevant and actionable
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Best Practice #3:
Focus on savings and satisfaction
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Drive equitable savings and satisfaction across segments
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And help customers understand the best options for 
their behavior patterns
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Questions?


