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HeatReserves– Project Structure and Research Objectives

ExploringBuilding Managers` Preferences

In WP5 we explore consumer preferences and attitudes towards participation 
in the demand response scheme developed in WP 2 and 3. We broadly review 
and test different psychological theories that propose a wide range of insights 
into how to influence consumer decision making regarding participation in 
demand response programs. Based on our findings, we develop implications 
for demand response contract design, incentive schemes, business model 
design, and energy policy. Our WP is divided into three tasks:

• Task 1 - completed: Behavioral experiments – focus end consumer 
• Task 2 – current task: Design phase – focus large business consumer
• Task 3 – following task: Field experiments – focus implementation

While there is agreement that demand response can supply the increasing 
need for flexibility in national power grids, we know little of how thermal loads 
of large buildings as one of the most interesting flexibility resource can be 
exploited. Based on a series of semi-structured interviews in Switzerland and 
Germany, we track decision making processes regarding energy management 
in large commercial buildings. Qualitative content analysis reveals three main 
stakeholder groups whose claims are influencing decision making and 
organizational behavior: the owners’ claim for cost effectiveness, the 
occupants’ claim for comfort and optimal using conditions, and society’s claim 
for environmentally and socially sound operations. Knowledge of how conflicts 
between those claims are balanced is comprised in heuristics - simple, rule-
based strategies rooted in past experiences and dependent on the specific 
decision environment. The implementation of demand response touches all 
three conflicts. In order to overcome these conflicts, business models need to 
match existing heuristics’ portfolios. We derive three heuristic-based business 
models that will proof effective in guiding large buildings to take over an active 
demand response behavior.
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How do managers assess the value of HeatReserves? 


