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Development of a business model and
attractive package solutions adjusted to
selected target groups

Agenda
- Overview of compelling offers
- Business model and value creation
- A concrete compelling offer for DK
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Good families:

arguments for Compelling offer,
mpty nester

Better Comfort

Healthy house
Energy- Lower energy bil Refurbishment
renovation _ /
and non- Value securing maintenance
energy Package solution with energy

benefits One-stop solution benefits
Jobcreation
Lower CO2 discharge and climate impact
Lower use of limited energy ressources
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BE
ALL-IN-ONE AND
STEP-BY-STEP

RENOVATION
PACKAGES

Target group
o O

Goe O G0

Single family
houses

Any

DK

FIVE PACKAGES
FOR COMFORT
AND HEALTH

Target group

BN B eEEH

Single family
houses

1960-1980

NL
—
I

UNBURDENED
NZEB
RENOVATION

Target group

o O

Any private
owned house

ATTRACTIVE
FLATS TO
LET OUT

Target group

Multi-apartment,
Housing companies
and cooperatives

Construction period

Any

Any

A FAIR NZEB
OFFER

Target group

Multi-apartment,
private owned

1960-1980

AN ECONOMIC
SAFE SOLUTION

Target group

Multi-apartment,
private owned

Any

Yes

Time of purchase,
time of retirement

Specific intervention timing strategy

Yes

When there is
a need

ingle point of contact, independent energy adviser

When owners
can agree

When owners
can agree

Yes

Yes

S

No

Non Applicable

Financial offer

Non Applicable

Non Applicable

No

0

Investments in EUR
60.000+

Yes

Can be integrated
locally

7

Investments in EUR

12.000-67.000

No

ESCO

o

Investments in EUR
20.000-100.000

KfW funding options

W

Investments in EUR
No limits

Webpage with calculation tool

Non Applicable

Yes

KredEx Package

o

Investments in EUR
55.000-394.000

No

ECO Fund

-

Investments in EUR

No limits

No

Yes

Yes

Energy ambassadors

Yes

No

Customer Journey consortium

No

No

Industry with energy
expert and architects

Regional/local
stakeholders

Local
community

District
solutions

Quality assurance issues addressed

Local
community

Construction
company driven

Yes

Non Applicable

Yes

Online tool

Yes

Yes



HE COMPELLING OFFER

ABE,DK,NL: Single family homes
12,000-100,000 EUR
ADE, EE, SI: Multi apartment

4,000 - 8,800 EUR per apartment in a block
with 45 apartments

A Single point of contact:
Independent adviser: BE, DK

A Costumer journey consortium
Construction company /architects or regional
stakeholders /community



Single family houses

Belgium

A My energy compass:

A Renovation Coach

A Turnkey nZEBrenovation
Denmark

A Five packages: Start up,
In-door climate, Energy,
Comfort, A la carte

The Netherlands

A Modular approach
Zero Energy Bill

A Village ESCO

A A la carte towards zero
energy bill
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