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Today, the smart home market is growing rapidly, 
with a wide range of companies—across multiple 
industries—recognizing the energy-saving benefits 
of these technologies. Utilities and homebuilders 
in particular are embracing ways in which this 
technology can empower consumers and drive 
smarter decisions over energy use. These new 
capabilities include leveraging automation for 
easier and more integrated ways to reduce energy 
use through utility savings programs. 

Energy companies are highly motivated to invest in 
solutions that provide more energy efficiency and 
automation in homes. This becomes increasingly 
important with net zero-goals set by utilities. Smart 
home technology offers smart energy value for 
utilities. That can be realized via integration into 
a wide range of energy efficiency programs that 
incentivize customers to save energy. That can 
also mean integrating smart home into builder 
programs that focus on net zero structures and 
reduced carbon emissions.

For home builders, smart technology allows all 
parties to benefit in multiple ways—financially 
and through market differentiation. Both builders 
and home buyers alike are appreciative of 
energy savings rebates as well as the longer-
term benefits of lower energy bills. From a sales 
and marketing perspective, newer smart homes 
offer additional lifestyle benefits such as built-in 
security, energy management, and entertainment 
control.

This whitepaper highlights the continued growth 
the smart home ecosystem, with new capabilities 
for builders and utilities to leverage through the 
connected assets in the home, such as smart 
thermostats, appliances, smart lighting, smart 
plugs, and other energy solutions. It also highlights 
consumer demand for technology that delivers 
a unified smart home experience and real-time 
data and analytics regarding the home especially 
around energy consumption.

Introduction
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This is a dynamic time for the connected home 
industry, where multiple factors are aligning to 
drive interest in smart home devices and services 
that enable new applications in the home. 

US internet households now have nearly 16 
connected devices on average, including 11 
connected CE and three smart home devices on 
average. 

37% of US internet households, about 40 million 
households, own at least one core smart home 
device, up from 9% in 2015. Households that own 
at least one smart home device have an average 
of eight devices.

Key to the future progress of the smart home 
market is the ability for players across many 
industries to deliver a unified experience. 
Accomplishing that goal requires complex 
integration, extensive partnerships, and a focus on 
the consumer experience.

•	 11% of US internet households own 
a smart appliance, and 14% have a 
smart thermostat

•	 25% of households report intentions to 
purchase a smart appliance in the next 
six months 

•	 Almost one-third plan to buy a smart 
light bulb (32%), smart plug (30%), 
and/or a smart thermostat (29%) 

Growing Popularity of 
Smart Home Tech
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Smart Homes for Builders

For home builders, smart home technology 
is now a differentiating feature of new 
single-family homes. Builders are focused 
on providing the right infrastructure and 
network requirements, and more than 70% cite 
integrated smart home and entertainment 
control systems as highly popular. Smart 
speakers, which are often the default 
control interface for home automation 
applications, have been selected as the 
user interface of choice by leading builders, 
such as Lennar, KB Homes, and Shea Homes. 
Further, when promoting the benefits of 
smart home technology, builders are most 
likely to emphasize energy-efficiency 
value propositions as selling points in their 
production homes. 

•	 54% of US internet households think their 
electric bills are too high

•	 45% made energy-saving renovations or 
added major energy devices in 2021

•	 56% of US internet households would select 
renewables as an energy source if costs 
were the same; 36% say they would pay 
more to use power from renewable sources

Energy Management is 
Emerging as a Key Driver for 
Tech in the Home

While security has remained a key driver for smart 
home adoption, energy is rapidly becoming more 
popular. A Parks Associates survey, conducted in 
Q1 2022 among US internet households, suggests 
that consumers are growing more concerned 
about their energy costs and more aware of the 
environmental impact of their energy choices.

MDU (multi-dwelling unit) owners/operators value 
smart access control for security, convenience, 
and OPEX savings. Properties want to grant access 
to units remotely for unaccompanied viewing, 
assist with package delivery control who had 
access to units, and make key replacement more 
efficient.

This concern can translate into new demands on 
both utilities and builders, to adjust their products 
and strategies to accommodate these new 
concerns. Market forces and competitive pressure 
make these changes necessary; however, the new 
opportunities created here, especially as they 
adopt new smart home and IoT technologies, 
make these change more than worthwhile. 

Drivers for Tech in the Home
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Utilities Delivering More Value 

Utility companies are making a concerted effort 
to share more data with their customers: the 
percentage of consumers who receive a daily 
breakdown of their energy consumption from their 
energy provider increased from 31% in Q4 2020 to 
54% in Q4 2021. 

Innovations in energy devices and platforms allow 
utilities to supercharge this effort, giving energy 
providers the ability to deliver more detailed and 
useful real-time energy information and extend into 
control and conservation services that reach “the 
other side of the meter.”

Smart thermostats are a key device enabling 
these services, but adoption levels have been 
flat for the past few years at roughly 13% of US 
households. The challenges to increase adoption 
include cost, installation, and consumer awareness, 
as once consumers have the device, they report 
great satisfaction and savings overall: 

•	 91% of smart thermostat owners report 
they are satisfied with the energy 
savings from their devices

•	 Smart thermostat owners and users 
report saving on average $49 a month 
on electricity due to the device

103M smart meters installed in US Smart meters 
enable utilities to deliver more home energy 
programs and provide consumers insight into 
energy consumption with products such as 
in-home displays or more advanced solutions 
such as load disaggregation, i.e., an itemized 
listing of devices and their consumption.
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Builders Delivering More Value

Over 50% of large-scale builders in the US 
include smart thermostats as a standard feature 
in their homes, and 60% of builders report smart 
thermostats as highly popular features for their 
production homes. Builders see smart home 
as a key benefit in the value of their homes 
— 82% are interested in offering whole-home 
energy management as a smart home use case 
— which is an important step for all parties — 
utilities, builders, and end users — to getting 
the solutions in place that deliver the energy 
services and data needed for a unified and 
comprehensive experience.
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Connected devices in the home can provide 
more information on energy consumption, 
including load profiles at start-up and runtime 
profiles during operation. The combination of 
these data sets allows consumers to understand 
how the operation of each device impacts their 
utility bill and could lead to more actionable 
guidelines to reduce their energy costs. 

Getting this disaggregation data can be difficult, 
and many current utility programs offer data only 
in 15-minute intervals, while consumers today are 
accustomed to real-time data. These challenges 
are exacerbated by the nature of today’s 
smart home ecosystem, which consists of many 
disparate devices from different manufacturers. 

The standard smart home buyer journey today is 
via retail, often one device at a time, creating an 
experience where consumers are using multiple 
apps to control their devices. Therefore, control 
is not unified, and data is often not shared 
among devices, creating a disjointed consumer 
experience.

These conditions have inhibited growth of the 
smart home market into the mass market. Some 
level of unified control is available via smart home 
hubs, security providers, internet service providers 
(ISPs), high-end custom installments, and even the 

master smart home apps on common smartphone 
operating systems, but consumers want a more 
unified experience, with integrated automation 
and intelligence.

For many consumers, the ideal solution would 
an IoT platform that can aggregate all the 
disparate devices and services into a single 
unified source. As consumers accumulate more 
devices, they gravitate toward a single source of 
control. An IoT platform can also accommodate 
the different preferences among consumers 
regarding the control experience.

US internet households are almost evenly divided, 
with 52% preferring an involved customized and 
control experience, versus 48% who prefer a “set 
it and forget it” experience. IoT solutions can have 
the flexibility to meet either need.

73% of smart home 
device owners or 
purchase intenders 
consider interoperability 
important

The Search for Unified Control



  Top Reasons Why 
  Households Use Specific 
  Smart Home Platforms

•	 Assistant is easy to communicate with

•	 Quickly performs tasks

•	 App design makes it easy to use

•	 It's convenient to control smart products 
with this assistant/app

•	 Assistant/app is reliable

•	 Does all I need

•	 I trust this assistant/app with my data
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The Role of Utilities and the 
Home Builder
This growing emphasis on smart home solutions 
and interoperability comes as utilities are amid 
a massive transition changing how energy is 
generated and delivered. Driven by a massive shift 
to renewable energy sources, growing demand, 
and an aging grid, utilities are moving towards a 
distributed renewable energy environment after 
over a century of central station generation. The 
“utility of the future” is very real and a very different 
concept than that of utilities of yesterday, which is 
changing how they engage with their customers.

Similarly, home builders are seeing growing 
demand, and new opportunities, for the addition 
and integration sophisticated smart solutions in 
the home and communities they construct. 

While the shift to renewables and the integration 
of new connected solutions offers great potential, 
the challenges are not trivial — and often start 
at home construction, with solar and EV chargers 
new considerations as new features for homes. 
Builders and utilities can partner to ensure the right 
technology solutions are in place, but among the 
challenges are how the utility should partner with 
its end-user customers to help meet renewable 
energy goals while maintaining reliability and rate 
stability. This is an opportunity for the utility to 
“partner” with their customers in becoming their 
“trusted energy advisor,” especially as consumers 
become more aware and active of their energy 
consumption and resources.

61% of smart home 
device owners use 
an app that controls 
multiple devices
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More than 50% 
of large-scale 
builders in the 
US consider high 
energy-efficiency 
features to be the 
most or second-
most valuable 
feature to add to 
their homes
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The Smart Energy Consumer
The utility industry is moving aggressively towards 
building its renewable energy portfolio, and consumers 
are gaining interest in renewable sources of energy 
and energy management. Downward pricing pressure 
on solar panels, batteries, and smart home devices 
are contributing to the growth of the “smart energy 
consumer.” 

Younger respondents express a stronger preference 
for clean energy as well as a stronger willingness 
to pay more for it. They are growing up in a world 
where renewable energy and climate/environmental 
concerns are top of mind.

Nearly half of all households in the US desire to be 
independent from the grid. While this sentiment 
is likely rooted in feelings of energy insecurity in 
emergency circumstances, the reliability of distributed 
energy resources is still a way off from enabling most 
energy consumers to be truly “off the grid.”

  Drivers for Home Builders
•	 Increasing homebuyer familiarity with and 

demand for smart tech fueled by desire for 
security, safety, convenience and comfort

•	 Builders seek to increase perceived value of 
their products

•	 Some builders seek to drive revenue 
through increased sales price

•	 Builders need to differentiate their 
products in competitive markets

•	 Technology costs decreasing

•	 Smart speakers and security systems 
provide unified experience  

•	 Ubiquitous Wi-Fi and Bluetooth enable 
easy, affordable endpoint solutions 
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In general, integration with smart home solutions 
delivers four key benefits to utilities and energy 
providers: increased consumer engagement with 
energy management programs, facilitation of smart 
product integration in demand response programs, 
increased adoption of smart products for use in 
energy management, and increased program 
awareness through cross-marketing efforts. 

To maintain its position as a trusted energy 
advisor, the utility must move more aggressively 
to serve the energy management needs of its 
consumers. The utility can deepen the relationship 
with its customers by empowering them to save 
energy or offering energy-saving programs. Stronger 
customer relationships open the door to diversified 
revenue opportunities as the utility business model 
is adjusted to reflect the competition for distributed 
generation.

The convergence of technological advances, 
energy awareness and concerns, and growing 
demand among consumers and on the grid is 
driving adoption of smart home solutions that can 
deliver new solutions in this energy sector. Industry 
players and especially energy providers and builders 
recognize the benefits of incorporating smart 
products into their offerings. Most of the early efforts 
were geared at reducing the friction for consumers 
to acquire these products, but the next successful 
step is in enabling a new, unified experience to 

Smart  Products Help Build 
Stronger Customer Relationships 

  Energy Program Use 
  and Incentives

•	 ~ 40%+ of US households used a special 
energy program in the past, such as time-
of-use or tiered pricing. No one program 
has adoption greater than 20%

•	 Incentives are key to securing consumer 
participation in utility programs, and a 
$100 annual credit generates the highest 
interest among consumers, where they 
are willing to allow utilities to control their 
thermostat during peak times

the consumer. Forward-thinking utilities are 
investigating strategies to integrate multiple 
devices and aggregate data across industries/
use cases to deliver a truly comprehensive 
and actionable picture to consumers of their 
energy consumption at home. These offerings 
will help build positive consumer engagement, 
open avenues to expand service portfolios, 
and ultimately generate new revenues, even as 
energy consumption is reduced.
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