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Business models and value creation as tools to design a concrete 
and attractive offer 



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



Better Comfort
Healthy house

Lower energy bill
Value securing

Package solution
One-stop solution

Job creation
Lower C02 discharge and climate impact
Lower use of limited energy ressources

Good 
arguments for 
Empty nesters

Young 
families:

Compelling offer, 
please

Energy-
renovation 
and non-
energy 
benefits

Refurbishment
/

maintenance 
with energy 

benefits





THE COMPELLING OFFER

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

4,000 - 8,800 EUR per apartment in a block 
with 45 apartments
ÅSingle point of contact:

Independent adviser: BE, DK
ÅCostumer journey consortium

Construction company /architects or regional 
stakeholders /community



Belgium
Å My energy compass: 
Å Renovation Coach
Å Turnkey nZEBrenovation
Denmark
Å Five packages: Start up, 

In-door climate, Energy, 
Comfort, Á la carte

The Netherlands
Å Modular approach 

Zero Energy Bill
Å Village ESCO
Å Á la carte towards zero 

energy bill

Single family houses


