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The price war…..
Connecticut



The Governors Plan – Expand the Use of 
Natural Gas

• Expand 

– Residential use of Natural Gas from its current 30% to 50%
– Commercial use of Natural Gas from its current 50%  to 70%

• Natural gas 428,024  + 233,000 (new)
• LP/Propane 39,405 – loses customers
• Electricity 203,821 – loses customers (heat only)
• Heating Oil 650,869 – loses customer





Where will the action will be?
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• Our customer base

• We still make “house calls”

• They trust our technicians

• They look to us for education

• We get the first call

We have enormous strengths

“ It’s ours to lose…”



Wesson’s circle of customers – the Whole House Approach 
broadens your base, deepens your relationship
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Our Vision:  

“be the leading whole home energy solutions 
provider to empower, educate and help people 
create healthy, safe and energy efficient homes”

http://www.wessonenergy.com/




The School’s Purpose

• Supports the industries need for 
education in home performance

•Blended learning environment; hands 
on learning and classroom setting

• Accredited test center – closes the 
loop on learning by testing out upon 
conclusion of training

• In house testing structure – the 
convenience of one stop 
training…always your employees to 
get back to productivity levels quickly

www.ICPA.org or www.TSFEE.com

http://www.icpa.org/


First---the overall rating



Visual graphics tell the story



Customer decides what to do



Recent Email to 700+ MyHomeEnergyReport™
customers:

◦ “Open Rate” – 60%+

◦ “Clicked in” – 34%

◦ Used link to access report – 80%

Proof our customers trust us



Heat Pump Marketing





Margin 2008 vs. 2013
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58% Growth 2009 vs. 2013
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Questions?

This concludes Wesson Energy Presentation

Craig Snyder, President Email     csnyder@wessonenergy.com
Phone  203 756-7041

http://www.wessonenergy.com/

