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Overview

Eversource operates across three states and 
has been recognized by Barron’s as the most 
sustainable energy company in the nation. 

▪ Approximately 4.4 million total energy customers 
across the three states (Gas, Electric, and Water)

▪ Internally has aggressive decarbonization goals

▪ Working towards broader climate goals in each 
of the operating states



Project Background

▪ Initial pilot proposed in a 2020 gas rate case
▪ Massachusetts regulators approved a mixed-use 

project case with an approximate total load of 375 
tons of heating / cooling

▪ Feasibility and site selection work took place to 
establish Framingham as host community

▪ Specific neighborhoods were identified with 
balanced loads that met the proposal 
requirements

▪  Detailed design work was performed to 
determine loads, pipe routing, and borefield 
requirements



Pilot Loop Overview

▪ Project work began in 2021 with site 
selection. 

▪ Design work completed through 2022 and 
finalized in early 2023

▪ One pipe system design of approximately 1 
mile of main

▪ 37 buildings with approximately 140 
individual customers throughout

▪ 5 commercial customers including large 
school building

▪ 90 boreholes to provide capacity of 
approximately 375 tons of load



Main Installation

▪ Installation method similar to water or gas line work in the public right of way

▪ HDPE pipe was used for the distribution loop, fittings, and valves

▪ Entire loop was installed in roughly 5 months time

▪ Installation completed by traditional gas construction firm RH White



Service Installation

▪ Single trench with 2x lines (inlet and outlet)

▪ Two curb valves with bypass

▪ Interior isolation valves within the building



Borefield Drilling

▪ Total of 90 boreholes 
drilled across 3x sites

▪ Drilling took place from 
August 2023 to January 
2024

▪ Water management and 
spoils removal were 
critical to drilling 
operations

▪ All borefields located 
under parking / paved 
areas



Building Conversions

▪ Building conversions were a 
challenging part of the project

▪ Each building was unique and 
required input from HVAC 
professionals

▪ Equipment varied from force air 
to VRF and large commercial 
units

▪ In some cases, internal air 
distribution system was re-used 
with GSHP to condition the 
space



Pump House

▪ Pump house installation took place in early 2024

▪ Pre-fabricated building with wiring, lights, HVAC included

▪ Mechanical work and equipment installation followed

▪ Instrumentation and monitoring equipment was the final step



Construction Lessons Learned

Timeline Extension

HVAC unit locations

Unmarked utilities

Equipment replacement

Scheduling challenges

Asbestos delays



Restoration Work

▪ Restoration similar to new gas installation

▪ Roads, sidewalks, and affected customer lawns were addressed by the construction team



Current Project Status

▪ Loop construction and drilling were 
completed in early 2024

▪ Pump house installation, 
instrumentation, and building 
conversions took place through the 
summer / early fall

▪ Pumps were turned on in June with 
loads on the system in early September

▪ Loop was flushed, cleaned, and pressure 
tested with the D.P.U observing the test

▪ Final conversions and data monitoring in 
October



Commissioning Lessons Learned

Procedures and compliance

Valve position verification

Loop flushing and purging

Troubleshooting loop vs HVAC

Temporary space conditioning



Operations and Data Collection

▪ Pilot run length is planned for 2x heating and 2x cooling seasons
▪ Backup heat and cooling will be available for the loop (electric boiler and dry cooler)
▪ Data will be gathered on costs to operate as well as frequency of maintenance events
▪ Pilot operation will be an opportunity to train internal workforce on unique aspects of geothermal and identify 

crossover skills 



What Does Success Look Like?

Success Factors Data Points to Collect

Validated installation and 
operating costs

• System installation costs
• Ongoing O&M costs

Customer acceptance of 
technology

• Customer Satisfaction surveys
• Customer comfort

Environmental Benefits
• Emission reductions
• System efficiency

Technology performance
• System performance
• Changes in customer energy 

consumption

Cost savings
• Changes in customer heating and 

cooling costs



Customer Engagement

Eversource Networked Geothermal.

Sustainable from the ground up. 



Overview of Customer Outreach

▪ Canvassing

▪ Home Visits

▪ Presenting Financials/In-Home Calculator

▪ Dedicated Geothermal Community Partner

▪ Project Management for Residential Customers

▪ Other Outreach Activities

▪ Keeping Customers Informed

▪ Lessons Learned

▪ Discussion – Q & A 



Canvassing Materials

▪ Developed targeted kit of canvassing materials

– Letter from Eversource

– Letter of support from the City of Framingham, MA

– Pilot Project Brochure

– Project Overview (one-pager)

– Installation Steps 

– Questions & Answers

– Letter of Interest

– Door Hanger 



Canvassing – The Process

▪ Canvassing script developed

▪ All canvassers received 

extensive training

▪ PPE and ID available, along with 

letter of support from the city.

Note:  The actual canvassing 

process took 1 ½ weeks with an 

85% participation rate.



Canvassing Materials – Some Examples



First In-Home Visit Materials

A customer leave-behind piece that provided a 

project overview including the proposed timeline, 

questions and answers, and what to expect during 

the construction of the project. A technical visit 

followed to prepare for the third visit



Third In-Home Visit Materials

A comprehensive brochure that explained how 
geothermal technology works,
what to expect during construction of the 
project, and a pilot project map. A geothermal 
service agreement was signed on this visit. 



Presenting the Numbers to Customers

In-Home Meeting Explaining the cost 
difference

In-Home Calculator

– Previous energy costs 
compared to networked 
geothermal predicted 
costs reviewed with 
every customer

– Budget billing

– Every customer signed 
stating they understand 
the difference in cost for 
geothermal.  



Third In-Home Visit Materials (cont’d)

Checklist and 
Project Schedule



Dedicated Geothermal Community Partner 

▪ Attended all in-home 
visits

▪ In the field during 
construction and 
available to customers

▪ Responds immediately 
to all customer 
concerns  

▪ One point of contact 
allows customers to 
feel like they have a 
direct line to 
Eversource. 



Geothermal Information Tent 

▪ Staffed by community partner 
and geothermal project team

▪ July 2023-October 2023 
(Every Wednesday from 
3 pm to 6 pm)

▪ In the Geothermal 
Neighborhood

▪ Customers, city officials, and 
anyone interested in learning 
about the project were 
encouraged to stop by with 
their questions



Other Outreach Activities

▪ Community Meetings and Events

▪ Weekly Project Updates

▪ Monthly Newsletter to Key Shareholders

▪ Door Hangers

▪ Route Tours (including virtual)

▪ Signage (including banners)

▪ Billboards

▪ Vehicle Magnets

▪ Videos

▪ Webinars

▪ Website – www.Eversource/geothermal

http://www.eversource/geothermal


Project Management for Residential Customers

▪ Residential in-home work

– Finding and Selected the vendor through RFP

– Walkthrough with every customer to determine final design of the system

– Sign off from every customer acknowledging the placement of ductwork, 

heating equipment, main electric panel upgrades, placement of supply 

and return, and all construction related work in their home. 

– Our Geothermal Community Partner worked closely with customers and 

our HVAC contractor to ensure change orders, updated schedules, and 

any other customer facing concerns were communicated in a timely 

manner. 



What’s Next – After Construction

29

Keeping Customers 
Informed During all Phases 
of the Project



Lessons Learned 

▪ Customers are excited for networked geothermal

▪ Communication is key during a project

▪ The community is engaged and supportive of networked 

geothermal.

▪ A Community Partner ensured a positive customer experience.

▪ The schedule is likely to change

▪ Retrofits are difficult and have challenges that are based on 

several variables including the heating system, age of the home, 

ductwork, main electric panel, and customer schedule.   



Discussion
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