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1 Delivery of the Knowledge Sharing in accordance with the 
Knowledge Sharing Plan.  

 

1.1 Project Performance reports 

a) Detailed Project Performance reports have been submitted to ARENA by 

Powershop for each Summer and Winter season (two per year) during the three-

year partnership.  

1.2 Public aggregated or anonymised data release 

a) Powershop has provided aggregated data with each project report and aggregated 

data sets for the three years with the submission of the Final Report pursuant with 

the ‘Project Data’ table in the Funding Agreement. 

b) DR portfolio data and DR management costs information as outlined in the ‘Project 

Data’ table can be found below:  

 

DR Portfolio Data 

Residential customers receive a $10 power credit if they hit their ‘curb target’. The power 

credit can be used by customers to purchase electricity with Powershop. The curb target for 

a residential customer is:  

• a 10% reduction from their baseline; or  

• a reduction of 1 kWh every hour of the Event.  

 

Small business customers have the following incentive structure. 

Reduction amount (kWh each hour of the Event Reward (power credit) 

10% reduction from baseline or 1kWh reduction for every hour $10 

2 to 5 kWh reduction for every hour $20 

5 to 10 kWh reduction for every hour $50 

10 to 20 kWh reduction for every hour $100 

20+ kWh reduction for every hour $200 

 

There have been a small number of changes to the above incentive structure over the three-

year trial period:  

• Partnering with BIT to conduct a Randomised Control Trial that tested different 

incentives on five different treatment groups. Read the report on the ARENA 

website. 

• End of year three we added the following eligibility to the pricing and incentive 

structure:  

https://arena.gov.au/assets/2017/12/applying-behavioural-insights-powershops-curb-your-power.pdf
https://arena.gov.au/assets/2017/12/applying-behavioural-insights-powershops-curb-your-power.pdf
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o If customer met their target of at least 10% reduction from the baseline, they 

must also have reduced by a minimum of 0.5 kWh reduction for each hour of 

the Event. 

 

DR Management Costs 

The table below details the DR management costs for system upgrades to enable 

participation in the DR program.  

 

Removed – commercially confident. 

1.3 Knowledge Sharing Workshops and additional Knowledge Sharing 

 

Knowledge Sharing Details 

ARENA and Australian Energy 

Market Operator (AEMO) initial 

workshop 

Powershop attended an initial workshop in October 

2017 with other participants in the ARENA and 

AEMO joint pilot demand response program (Pilot 

Program) to discuss the operation of the Reliable 

and Emergency Reserve Trader (RERT) Panel 

Agreement with AEMO.  

Summer Public Awareness and 

Advocacy Messaging Workshop 

Powershop attended a meeting called by AEMO with 

other Pilot Program participants to discuss how 

messaging to customers can be optimised to ensure 

maximum participation during DR events. 

2018 Demand Response 

Conference 

Powershop’s Head of Commercial & Strategy, 

Michael Benveniste, presented at the 2018 Demand 

Response Conference and provided an overall 

summary of the Program, including an initial 

overview of impacts, learnings and issues 

encountered relating to BDR. 

ARENA workshop – conclusion of 

summer 2017/2018 Program 

period 

Powershop and other Pilot Program participants 

attended a workshop to discuss the outcomes of 

each of their respective DR programs over summer 

2017/2018. Each participant had the opportunity to 

address the group and discuss the positives of their 

program and areas that may need improvement. 

Sharing information on baseline 

methodology with Oakley 

Greenwood 

Powershop is collaborating with Oakley Greenwood 

to discuss the issues with the current baseline 

methodology for residential customers and is 

providing information on alternative baseline 

methods. 
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ARENA Insights Forum Powershop representative participated in a panel 

discussion at the ARENA Insights Forum discussing 

‘Exchanging Distributed Energy Resources Value’ 

focussing on customer experience. 

Distribution Energy Integration 

Program 

Powershop participated in a panel discussion to 

discuss its Program in relation to Distributed Energy 

Resources (DER). 

Demand Response Reliable and 

Emergence Reserve Trader 

(RERT) Trial: Portfolio Knowledge 

Sharing Workshop 

Powershop attended a workshop with the 

participants in the joint ARENA and Australian 

Energy Market Operator (AEMO) demand response 

pilot to discuss the outcomes of their respective 

demand response programs during the Period. 

Powershop discussed the operations of the RERT 

activation process for the two demand response 

events triggered by AEMO (Events) that occurred on 

24 and 25 January 2019. 

Baseline Investigation Powershop shared its findings on baselining issues 

with Oakley Greenwood and collaborated to highlight 

the major concerns when calculating a baseline for 

residential consumers. 

Behavioural Insights Team Powershop and ARENA partnered with the 

Behavioural Insights Team (BIT) to apply 

behavioural insights to Curb Your Power (CYP) to 

research the effectiveness of ways to:  

• increase the number of customers joining 

CYP; and  

• decrease the amount of energy used by CYP 

participants during an Event. 

Annual CX Management Summit  Lauren Kane (Marketing Manager Customer 

Experience) discussed how ‘Happy customers are 

good for business.’ Using Curb Your Power as a 

case study, Lauren made key points around how 

energy users want to be involved in the system and 

its reliability and how they understand it with the help 

of innovative programs, improved processes, and 

technology. 

Demand Response Post-Summer 

Roundtable 

Attended 
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1.4 Final Project Report and Interview 

a) Final Project Report submitted on 30 April 2021 and Powershop are available for 

and happy to participate in any interviews.  

1.5 Demand response research 

 

Knowledge Sharing Details 

Behavioural Insights Team Powershop and ARENA partnered with the 

Behavioural Insights Team (BIT) to apply 

behavioural insights to Curb Your Power (CYP) to 

research the effectiveness of ways to:  

• increase the number of customers joining 

CYP; and  

• decrease the amount of energy used by CYP 

participants during an Event. 

 

2 Contribution to the Competitive Round objectives. 
 

2.1 Demonstrate that demand response is an effective source of reserve capacity 

for maintaining reliability of the electricity grid during contingency events and 

that demand response resources can be rapidly developed for deployment from 

1 December 2017.  

a) Powershop managed to effectively contribute an average 0.45 kW per site (AEMO 

baseline) with a fleet size ranging between 10,000-30,000 participants. Scaled up 

to 500,000 participants, this could provide 225MW which is enough to have an 

impact during peak demand events.  

b) The mechanics and resources to develop a residential Behavioural Demand 

Response (BDR) program can be rapidly developed, as demonstrated by 

Powershop’s speed to market, but further optimisation would increase 

performance.  

c) Powershop tested and demonstrated that various communication methods, 

including SMS and mobile app Push Notifications (PN), could achieve demand 

reduction results from a residential customer base. In addition, BDR can be 

achieved through pre-event registration and on-event notification. 

d) Carefully considering eligibility criteria allowed us to maintain high levels of safety 

in sites being offered participation in the program, especially sites with sensitive 

load. This eligibility consideration is necessary in the context of scaling to very 

large fleets. 
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2.2 Provide an evidence base to inform the merits and design of a new market, or 

other mechanism, for demand response to assist with grid reliability and 

security, allowing for the greater uptake of renewable energy. 

a) Powershop’s BDR program managed to achieve relatively consistent demand 

reduction, however the nature of the program provides for non-fixed load reduction 

sizes, compared with contracted, automatic, signal-based Demand Response (DR) 

(e.g., physical switches). 

b) The program did consistently deliver demand reductions; however, it is important 

to note that BDR programs rely on large fleets delivering individual smaller load 

reductions. 

c) The program resulted in broad education of or customers and wider community 

through PR media of the reliability and market-related constraints and issues. 

2.3 Improve the commercial and technical readiness of demand response providers 

and technologies, to help demonstrate and commercialise the user of demand 

response for grid security and reliability.  

a) Commercial readiness: Curb Your Power (CYP) proved to be a viable program and 

could be further optimised by energy retailer’s Energy Markets business functions. 

There are however limitations to the commercial viability when the activation of DR 

Events is tied to the RERT program.  

b) Technical readiness: The trial proved that we don’t require a massive amount of 

technical development to implement a DR program. However, scalability, improved 

customer experience and performance optimisation would require more technical 

improvements.  

c) Additional benefits: The CYP program proved to provide additional customer 

engagement benefits. Customers who were a part of the program (whether they 

opted in or were part of a Surprise Group (Group who had not registered to be part 

of the program but were contacted to reduce) all responded positively, and we saw 

a high engagement rate with each group. In addition, it provided a great way to 

communicate to consumers the challenge facing the market. 

3 Demonstrate how behavioural demand response can be viable in the 
residential market and provide information on how to improve the 
efficacy of behavioural demand response. 

 

3.1 Reserve performance can be optimised in several ways:  

a) Maximise the fleet size, utilising pre-registration interest and “surprise” event opt-

out communications. 

b) Optimising the load profile of the fleet to achieve desired reduction outcome. In 

Year 3 (Summer), we showed that by optimising the fleet for load, we were able to 

provide a higher average reduction when compared to the self-registered group. 

c) The baseline needs to produce as few false positive and false negatives as 

possible for sustained engagement across DR events. Currently, the baseline can 

detract people from participating again as it won’t match their lived experience (no 

load reduction measured even when taking action, or load reduction measured 
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while doing nothing at all). It could undermine mass participation in the system, 

and discourage recurring participation. 

d) Different customer segments need different messaging and baseline calculation 

methods. Solar customers need to be managed differently, as their load profiles 

and behaviour differs from non-solar customers. 

e) Incentives play an important role in encouraging higher participation in Events, but 

do not contribute to higher individual reduction. In Year 2 (Summer) we found that 

members in the group who were further incentivised with entry into a “Prize Draw” 

reduced their electricity usage more aggressive than those in other groups. A 

similar number of customers hit their Curb Target across all groups, however, 

“Prize draw” had a larger proportion reducing energy usage by 50 to 100 percent. 

f) Understanding your fleet’s endurance (how long they can maintain load reduction, 

especially through extreme hot weather events) can help you pace your predicted 

reduction for lengthier Events. In Year 3 (Summer), we demonstrated that splitting 

your fleets activation time over longer Events can help with reduction ‘fatigue’, as 

reduction tends to drop off in the second hour of the Event. 

g) Communications delivery and cadence can contribute to participation and 

endurance, but do not contribute to higher individual reduction. In Year 2 (Winter), 

we demonstrated that there was no difference in the performance of customers 

who received a Push Notification mid-Event to encourage them to continue 

reducing and those who did not receive a PN, however, it did result in a 21% 

increase in performance compared to the registrants in the same treatment arm 

that did not receive a PN. 

3.2 Events do not need to be tied to a Peak Demand or Extreme Weather Event: 

a) Weather (and therefore usage) will change the way the Baseline methodology 

interacts with performance during an Event, but it does not solely determine 

performance.  

b) In Year 1 we showed that temperature and time of day have a significant impact on 

load and hence the ability of the Program to provide reserve as most households 

use electricity between 4pm and 9pm with a Peak at around 6pm.  

c) However, in Year 3 (Winter), we conducted an Event in October 2020 during the 

COVID lockdown in mild weather settings and were still able to provide average 

load reductions comparable to the ones obtained during hot weather events. 

3.3 System and New Energy technology development will make BDR and DR more 

effective in the future, but it is not required for successful BDR Programs:  

a) Including the two VPP offers for customers with home batteries allowed us to 

demonstrate that significant reserve per site can be contributed through these 

kinds of technologies and that the design of offers and systems to encourage 

membership in a VPP is important to DR.  

b) However, we have also demonstrated that you do not require significant 

investment in technologies to have a successful BDR Program. The most 

significant time and resources investment was the development of our Curbomatic 

System, which managed the membership of our fleet, coordinated and scheduled 
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messaging, calculated baseline and performance results, and organised AEMO 

settlement, customer payments and post-event communications. 

 

 

 


