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Gas DSM Today

• Programs operated in MN and CO

• Offering 47 direct impact programs or pilots

– Budget of approximately $28 million per year

– Forecasted savings of approximately 1.3mm Dth per year
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What is driving these results?

• Natural gas prices are 
low – and declining

– First year forecast prices 
has declined with each 
DSM Plan

– Reduces the avoided 
cost benefits

• Retail sales are flat or 
declining

– Commercial customers 
changing rates

– Increased efficiency
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Why keep doing it?

• Good business to keep offering programs

– Higher customer satisfaction

– Supported by many stakeholders and regulators

– Reducing customer bills

– Reducing emissions



What to do?

• Look for efficiencies with electric programs

– Cross-fuel marketing

– Bundle offerings for dual fuel customers

• Partner with other utilities

– Municipal electric utilities



Bundle and Market

• Don’t talk about fuel types
– Save energy, reduce your bill

• Explain how customer 
benefits accrue

– Faucet aerators save water 
and gas/electric

– Prepare your field 
representatives

• Seasonal messaging is 
important

• Follow up with the next step 
in participation

• Sell more than one product 
at a time

– Xcel Energy storefront



Partner with Others

• Utilities, stakeholders, and local 

governments

• Marketing and outreach

– Cobranding through “Partners in 

Energy”

– Use similar messaging

– Stagger messaging

• Reduce costs

– Share implementation providers

– Share site visit information


