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This document and any attached materials are the sole property of Verizon and are not to be used
by you other than to evaluate Verizon’s service.

This document and any attached materials are not to be disseminated, distributed, or otherwise
conveyed throughout your organization to employees without a need for this information or to any
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Verizon’s Energy Footprint

« 485,000 Route Miles across 150+ countries

« 100+ Data Centers Worldwide; 50+ in the United States
« 20,000+ buildings

«9.9B kWh of Electricity Used in 2009 / $800M spent

US Data Centers

The Verizon Global Network
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1. Energy Management as a “Killer App” \/

Smart Energy Ecosystem

THE GRID

JUST GOT SMARTER
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1. Energy Management as a “Killer App” \_—
Smart Homes Pre-Date Smart Grid Verizonbusiness
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1. Energy Management as a “Killer App”
Energy Management as a Killer App

“Demand response is clearly the 'killer application’ for the smart grid.”

- FERC Commissioner Jon Wellinghoff, December 2008

Emerging:
“Customer-Directed Demand Response”
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1. Energy Management as a “Killer App”
Home Energy Management
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Integration, automation, consumer control, and managed
@ services help energy management become a killer app



2. Broadband as an Enabler
Why Broadband?

Solution Needs Broadband Benefits
* Reliability *Installed base
*Speed «HANSs in 50 million homes
Low Latency  Fast, reliable, supports two-
- Security way communication
- Two-way communication « Energy management can be
“bundled” on top of broadband

 Affordability

services

« Portal access can be provided
through the television

Broadband'’s ubiquity and speed lay solid groundwork \/
for the introduction of energy management systems Verizonbusiness




3. Creating Revenue Streams
Consumer Energy Management Opportunities

*80% of consumers are interested in reducing energy costs
*54% of households have programmable thermostats
*35% do not want their utility to control appliances

«89% lack familiarity with smart grid
—41% have none

« Average of 25 electric devices in a home today versus 3 in 1980
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Service providers can drive acquisition by educating
M consumers on solutions and savings

Source: Parks Associates, NYISO, Verizon Analysis



3. Creating Revenue Streams
Service Provider Opportunities

Customer Needs Service Provider Opportunities
*Help me sort through the apps « Become a trusted advisor
Integrate a solution * Pick best of breed partners
« Automate my decision making « Envision a holistic solution
« Manage the service for me « Use standard protocols
« Reach me where and when | « Experiment
choose

« Coordinate with other apps and
equipment | already use

Service providers can value by integrating disparate

L8 lechnologies to streamline consumer decision making verizonousiness



3. Creating Revenue Streams
Critical Success Factors

Commit to
Continuous
~_ Innovation

Drive Marketing
and Value
~ Proposition

Develop Cross-
Market Alliances
and Partnerships

Solution Agility
(Application,

Functionality, Access)

Market Success
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Source: Forrester Research, Verizon Analysis
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