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BIO: Martin has spent most of his ca-
reer developing innovative technolo-
gies that address climate change; the 
first half in transportation and the 
second half in energy. Most recently, 
he was co-founder and President of 
Nexus Energy Software, a pioneer in 
delivering on-line energy and carbon 
analysis to consumers and business-
es. Nexus — sold to ESCO Technolo-
gies (NYSE:ESE) in 2005 and now 
part of Aclara Technologies — 
evolved into a global provider of soft-
ware solutions to the utility industry 
focusing on smart grid, smart meter, 
energy efficiency and demand-
response. Martin was CEO of soft-
ware companies Multisystems, Inc. 
and REALink SystemsCorp. and ran an 
energy software unit of TASC. that 

later became Lodestar Corp., since 
acquired by Oracle. He has also 
served on the faculty of the Depart-
ment of Civil and Environmental Engi-
neering at MIT. Martin has an MSCE 
from MIT and a BEE from City Univer-
sity of New York. 
 
About Powerhouse Dynamics: 
Powerhouse Dynamics was founded 
in 2008 with the vision of providing 
tools to help identify and eliminate 
wasteful energy consumption in the 
built environment. The company origi-
nally focused on products for the resi-
dential market with its first version of 
the eMonitor. Since 2011, the compa-
ny has expanded its focus to deliver 
energy management solutions for small 
commercial facilities. Today, The 
eMonitor™ uniquely analyzes electric-
ity consumption at the circuit level, 
delivering actionable intelligence and 
control required for effective energy 
management and cost savings for 
both small commercial facilities and 
homes. 

 
Interview conducted by: 

Lynn Fosse, Senior Editor 
CEOCFO Magazine 

 
CEOCFO: Mr. Flusberg, what is the 
concept at Powerhouse Dynamics? 
Mr. Flusberg: Energy management is 
a concept that has been around for a 
while. In large office buildings and big 
box retail Energy management 
systems are ubiquitous, but when it 
comes to the vast majority of 
commercial facilities which are the 
smaller ones under fifteen thousand 
square feet such as restaurant chains 
and convenient store chains, the 
systems that have been installed in 

those bigger facilities are just too 
expensive and too complex, so we 
have developed a product that 
designs specifically for the needs of 
smaller facilities.  
 
CEOCFO: What have you figured out 
that perhaps others have not to allow 
you to provide a cost effective 
solution? 
Mr. Flusberg: There are a few things 
and I will characterize it in three ways. 
First is we have designed it from the 
outset to be appropriate for these 
facilities and that means we had to 
focus creating something that was 
lower cost but also lower complexity, 
which itself  contributes to the lower 
cost. You often need to call the 
creator of the traditional systems just 
to adjust the setting. We have 
designed the system specifically to 
feed into the business practices of 
small operations that do not have full 
time energy managers or facility 
managers on site. What we have also 
done is a balance between controls, 
which is what the older systems 
typically are, and what I will call 
intelligence and analytics, which is 
interpretation of all the information on 
behalf of the facility to provide them 
directions on things that they can do 
to reduce their energy costs. For 
example, the system has a big 
emphasis on identifying things that 
are operating outside the times they 
should be operating and letting them 
know exactly what that is costing them 
and what they can do about it.  
 
CEOCFO: Is this your eMonitor 
system?  
Mr. Flusberg: That is correct. 
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CEOCFO: What are some of the 
items that are monitored and some of 
the items that people may not realize 
contribute to the problem? 
Mr. Flusberg: There is a combination 
of controls and monitoring and 
analytics. We will start with the 
controls that are controlling the HVAC 
systems, which is the biggest 
expense. What we have done is 
design the system to provide a great 
deal of flexibility; for example they can 
set it differently when their staff is 
there alone and differently overnight, 
with different levels of control of what 
people in the facility can do to 
override the settings at different times 
of the day. Let us say it is a restaurant 
and they allow the local manager to 
adjust the system when customers 
are there, but not when it is just the 
staff or the cleaning crew. 
We monitor everything in the 
facility and the reason we are 
able to do it cost effectively is 
we do it at the electric panel 
rather than at every device, 
which is more typical of the 
traditional systems. One of 
the things we are looking for 
is equipment that is on when 
it should not be on and we 
are seeing four to eight 
percent of the energy spend 
in these facilities is 
equipment that is left on all 
the time. We saw one facility, a 
restaurant, that had big front window 
seats and for the winter they have 
electric space heaters because it got 
cold by these windows; the system 
discovered that the space heaters are 
on 24/7 year-round and nobody had 
any idea. There are numerous 
examples of things that are on when 
people do not realize they are on; 
outdoor lighting is another example 
where they may turn it off at noon 
rather than at midnight. What the 
system will also do is identify 
problems with equipment. For 
example many small facilities have 
something called an economizer 
associated with the cooling systems. 
An economizer is designed so that 
when temperatures fall below a 
certain level the compressor turns off 
on the air conditioning and dampers 
open up to bring in fresh air. If you 
look at reported data, it turns out 

about thirty to sixty percent of these 
units break within the first eighteen 
months and no one has any idea. 
What our system will do is look at the 
outdoor temperature and see if the 
compressor is turned on; if it is that 
means there is something wrong with 
the system and the system will send 
an alert suggesting that the system be 
checked. 
 
CEOCFO: Do you know if your 
customers have tried on their own to 
facilitate changes or conservation? 
Mr. Flusberg: Almost everyone has 
become to look at energy. It is a big 
cost and the problem is and it is 
unique if you think about it. Everything 
else you pay for you know in advance 
what you are buying and you can 
control those costs. When it comes to 

energy whether it is electricity or gas 
you get a bill after the fact and you get 
a bill measured in kilowatt hours or 
therms, which is something you had 
no interest in buying. It makes it very 
difficult to do things about energy 
costs when you really do not know 
what you are spending it on and you 
do not get billed until after the fact. 
What we hear constantly is “we 
wanted to do something about it but 
we do not know where to start” or 
“what we have done, in states where 
you have alternative options is 
shopped around and found a lower 
cost electricity provider or lower cost 
gas provider.” That is one of the ways 
that they are saving money. They are 
not saving energy but they are saving 
money. You are beginning to see 
some facilities or companies that are 
‘green’ invest in energy efficient 
lighting, which is now becoming LED. 
There are often utility rebates in most 
states to put those kinds of things in. 

We are beginning to see some kind of 
activity but more often than not what 
we hear is that people just do not 
know how to do it and it is an 
uncontrollable cost, so what can you 
do about it. 
 
CEOCFO: Do many of your 
customers actually follow through 
when they see that there is a problem 
or when they get a recommendation 
from your system? 
Mr. Flusberg: We would like to say it 
is 100% but it is not, but we are 
absolutely seeing things being done. 
We have tried to add some features to 
encourage change and we are 
actually seeing it working. For 
example, a store manager in a chain 
will get a weekly email talking about 
how well they are doing against their 

goal of reducing off-hours 
usage. They are told that if 
they follow the schedules 
perfectly, they would save, 
for example, $7,000.00 a 
year and here is how they 
have done in the last week 
and here are the top three 
things to focus on, and by the 
way, here is how they rank 
against all their peers. It turns 
out that is pretty effective at 
getting them motivated about 
doing something. Those 
reports go not only to the 

store manager but to the regional 
manager, so they know that someone 
is looking at this and seeing how 
effective they are. What we see is 
over time. Little by little they begin to 
do things. We seeing ten to fifteen 
percent reductions in energy spend in 
the facilities that our systems have 
been installed in and we have had 
reports from the customers 
themselves that they have measured 
payback in as little as nine months. 
 
CEOCFO: Powerhouse recently 
announced a food safety feature; 
would you tell us about that? 
Mr. Flusberg: For restaurants or 
anybody that has cooking equipment 
and refrigeration equipment, there are 
guidelines and requirements in terms 
of what temperatures you need to 
keep the food. There are random 
inspections that are held and if 
someone comes in and finds a 

“In large office buildings and big box retail 
energy management systems are ubiquitous, 
but when it comes to the vast majority of 
commercial facilities - which are the smaller 
ones under fifteen thousand square feet such 
as restaurant chains and convenient store 
chains - the systems that have been installed 
in those bigger facilities are just too 
expensive and too complex. So, we have 
developed a product that is designed 
specifically for the needs of smaller 
facilities.”- Martin Flusberg 
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violation, not only do they get fined 
but all the food gets thrown out, which 
gets very expensive. What typical 
establishments do is, at the end of the 
day, have someone walk around and 
measure the temperatures inside 
each freezer and cooler and record it, 
but it may not be done all the time. 
What we have done is place sensors 
inside all the refrigeration units and 
send out alerts to the local manager if 
the temperature goes outside the 
desired range for a period of time. In 
addition, at the enterprise level you 
can look across all your locations and 
see any equipment that is not 
matching the requirements. It is very 
powerful and many organizations are 
worried about the cost and fines, but 
frankly they are much more worried 
about the food safety and the safety of 
their customers. For them this is a 
way to benefit from the system not 
only for energy savings but for making 
sure they are delivering a quality 
product. 
 
CEOCFO: Let us talk about your 
customer base. Are there particular 
industries of focus? 
Mr. Flusberg: The restaurant is 
number-one for a number of reasons. 
The biggest is that restaurants are the 
most energy intensive businesses out 
there and spend on average three 
times the energy per square foot of a 
typical office building for example. 
They have a serious issue and also 
have tons of market equipment that 
they need to ensure is operating 
properly. The next market for us is 
convenience stores, and the 
boundaries are starting to blur 
because many convenience stores 
now have fast food outlets inside. 
There are five hundred thousand 
restaurants in the US and three 
hundred thousand community stores 
so there are large numbers of these 
facilities and those are a major focus 
of ours. We have other customers 
such as banks and other retail 
customers. We also have systems 
installed in multi-family housing where 
the systems can be used in a variety 
of different ways. In some cases, the 
system is actually being used for sub 
metering to bill tenants and in other 
cases it is focused on monitoring the 
core systems to make sure they are 

operating properly. We also have 
some schools and municipal buildings 
that use the system. Schools use it 
both to control costs and as an 
education system. Another market for 
us is; cell towers and cable hubs are 
often unmanned facilities and it is 
critical to monitor them to what is 
going on with critical systems. 
Particularly they do not want to see 
the HVAC systems going down and 
want to be warned in advance if there 
are problems with HVAC systems. 
They may also want to monitor 
backup generators to make sure they 
are operating properly.  
 
CEOCFO: How do you reach 
potential customers? 
Mr. Flusberg: It is a classic sales 
strategy with both outbound and 
inbound elements. We have a direct 
sales force that reaches out to 
potential customers and we do a 
variety of marketing events including 
tradeshows and webinars. For 
example, we ran a webinar last week 
on Energy Star ratings for restaurants. 
This is a brand new program where 
restaurants will be able to apply for 
Energy Star status and we had a 
number of experts on the topic and 
drew in quite a few restaurants. We 
also have a dealer channel; besides 
selling directly we have about a 
hundred dealers that reach out to their 
customer base. Our dealers include 
energy efficiency companies and that 
help commercial organizations lower 
their energy bills. We have dealers 
that are facility management 
companies that help retail operations 
manage their facilities and our product 
fits nicely in that. These dealers may 
use the product themselves to help 
monitor their customers’ facilities.  
 
CEOCFO: What do you draw on from 
your own personal past experience 
that has been most helpful here at 
Powerhouse? 
Mr. Flusberg: This is not my first 
startup, so I have been through this 
before, which has been very helpful in 
maintaining the right perspective 
when things are not going well and an 
understanding of how long it takes for 
success to come. People ask me why 
I look as calm as I do when there is a 
crisis and the answer is I have been 

through it before and I know how it 
comes out. The other part of it is the 
philosophical point of view in 
managing a company like this. What I 
have learned is the critical importance 
of thrilling the customer. It is really 
about going beyond the basics to 
figure out we deliver a great 
experience for the customer. We 
listen to the customer, but that does 
not mean the customer is always 
right. When it comes to technology 
often the customer does not know 
what they are looking for because 
they have never experienced it before. 
What I have often used with our team 
is the famous Henry Ford quote “If I 
gave the customer what they wanted, 
I would be building a faster horse”. I 
think it is a combination of trying to 
think ahead about what makes sense 
beyond what people are accustomed 
to in the past and delivering that in a 
way that thrills the customer. 
 
CEOCFO: Are you working with 
individual consumers and 
homeowners as well as businesses? 
Mr. Flusberg: We are. We actually 
started the company working with 
consumers and that is one of the 
reasons we are able to keep the cost 
way down. The intent was always to 
focus on the small commercial market 
but we started with consumer. The 
product is designed for people who 
spend a fair amount on energy. We 
have many consumers with five or ten 
thousand square foot homes and we 
have some with twenty or thirty 
thousand square foot homes. About 
ten to twelve percent of our residential 
customers have solar power and are 
also using our system to monitor their 
PV systems to make sure they are 
operating properly.  
 
CEOCFO: What is the business 
model for Powerhouse Dynamics? 
Mr. Flusberg: We charge for the 
hardware upfront along with 
installation. Then there is a Software 
as a Service model with the software 
licensed on a subscription basis, so 
there is a combination of upfront fees 
and ongoing licensing. 
 
CEOCFO: Why should the business 
and investment community pay 
attention to Powerhouse Dynamics? 
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Mr. Flusberg: One of the things that 
gets me up every day is that we have 
a company and a product that is 
delivering value to our customers and 
at the same time delivering value to 
society by helping to control energy 
cost and reduce energy usage. What 
is exciting is that we can delivery 
something that really helps our 

customers and it is clear what it is 
doing for them; not all products can do 
that. At the same time it is something 
that is helpful to society as a whole. 
We are also on the cutting edge of a 
whole slew of trends. Our product 
captures reams and reams of data 
and uses analytics to make sense of it 
and deliver something of value. We 

created something that is a very sexy 
product which sells itself when the 
customers see it. We are very 
focused on that. We are leveraging 
state-of-the-art technology and 
delivering something valuable at the 
same time.  
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