Mind your business!!!

What we can learn from 50 businesses in Energy Efficiency
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Why is it so hard to be successful in the
Energy Efficiency market?




What is the business you’re in?
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Cosy Living




Cosy Living
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Cosy Living
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Cosy Living
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Cosy Living
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Cosy Living
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Cosy Living
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Insulated walls inc. Cosy Living
Product focus Service focus
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Pushing harder
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Service focus
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User journgy
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What makes a service oriented business
model work??




Capabilities that make a service
oriented business model work??
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Sensing user needs

| PRE BUYING. BUYING AND USE PHASE
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Conceptualizing
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Orchestrating
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Scaling
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Change of mindset




In order to be
successful...




Mind your business!




