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THE ESOS SUPPLIER SURVEY REPORT
SUMMARY OF FINDINGS




 The ESOS Survey Method and Scope
* The Findings of the Survey
- Markets and Prospects
- Business Case and the C-Suite
- Sales Channels
* 3 Key Questions for Suppliers
e ESOS Support Available From Cambium
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energy services and technology association

THE SURVEY MEETHOD AND SCOPE




Survey Objective:

To complete the first survey of the UK Energy Efficiency Supply chains
attitudes to the ESOS market opportunity

Survey Ground Rules:
e Participants: Open to All, ESTA Members approached via ESTA
e Respondent Confidentiality A Top Priority
e Shared analysis at an aggregated level

Survey Structure:
e Survey designed by Cambium, reviewed with ESTA : 30 Questions, 15 mins
e  Focus- Attitudes to ESOS Market Opportunity
e Topics: ESOS Dynamics, Policy, Sales & Marketing
Survey Method:
e On-line tool from Cambium website
~»  13th October, 2014 to 14th November, 2014 cambium



Survey Scope

Business Strategy

e Competitive Advantage

e Policy and Legislation
Leverage

e New Target Audiences

Marketing
Plans

e £SOS Market
Dynamics

e FSOS Marketing Plans
e \alue Propositions
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Energy Assessors and Consultancies
Measurement and Reporting Systems
Software

Other
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Lighting Systems JK &l;

Systems Integration 47%
Renewable Energy

Building Management Systems
Leasing and Financial Services
ESCO

Voltage Optimisation

Waste to Energy

Process and Systems Accreditation
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» The Findings of the Survey
» Markets and Prospects
» Business Case and the C-Suite
» Sales Channels
Key Questions for Suppliers
e ESOS Support Available From Cambium
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THE ESOS SUPPLIER SURVEY KEY FINDINGS

MARKETS AND PROSPECTS
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How big will the ESOS market be?

Estimated energy bill savings (Em) for ESOS particpants,
split by sector*
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nsport M Industrial  ® Commercial

“The scheme could benefit the UK as a whole
by up to £1.6 billion with the vast majority of

this being felt directly by business through
lower bills”

How difficult is it to find a good ESOS prospect prepared

to invest in Energy Efficiency? v
Cambium LLP all rights reserved Ca m b | u m



How big will the ESOS market be — Webinar poll

How many ESOS participants will invest in energy saving
opportunities within the first 18 months of the scheme?
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KEY QUESTION FOR SUPPLIERS - NO. 1

Which of the 10,000 Companies affected by ESOS will

invest in energy efficiency?
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THE ESOS SUPPLIER SURVEY KEY FINDINGS

BUSINESS CASE AND THE C-SUITE
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Having the the  Accessing  The strength of Having sales Market Having strong
right partners senior decision the business people with the intelligence  and relevant
in place makers case of your right (who is most  references /
offering knowledge and interested in  case studies
skills your offering)
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The C-Suite Inside Large Businesses Are Interested in ESOS
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Energy Manager
Head of Compliance and Risk

Facility Manager

Chief Sustainability Officer / CSO
Finance Director / CFO
Managing Director / CEO
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Chief Engineer
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Sales Director

IT Director / CIO

R&D Director
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The C-Suite Inside Large Businesses Are Interested in ESOS
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Energy Security

What’s your

o client’s view
P ti t
opuilation Grow Of RISK?

Consumer Demand

Energy Demand and Costs

Climate Change
Investor Pressures
Millennials Influence
Political Environment

Government Policy

Carbon Price
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What will happen in next 15 years?

* Energy Security
* Energy Demand and Costs

* Population Growth

e Consumer Demand Rlsmg
. Climate Change Sustainability
Pressures
* |nvestor Pressures
on
 Millennials Influence Businesses
e Political Environment
 Government Policy
e Carbon Price v
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Partnering Requirements — Webinar poll

What would help you build more effective sales
channels (direct or indirect)?

50%
40%
30%
20%
0% -
Partners with  Sales more able to More effective  Sales people that Partners who can
complimentary develop & present ways of managing engage & sell  help us sell to new

skills and/or comprehensive our existing effectively to the customers /
solutions ROI cases partners C-suite sectors

4
Cambium LLP all rights reserved Ca m b I u m



—ESTA cambium

nnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnn

KEY QUESTION FOR SUPPLIERS - NO. 2

How will you create a compelling offer supported by a

fully quantified business case?
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THE ESOS SUPPLIER SURVEY KEY FINDINGS

SALES CHANNELS
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The majority of our 100% of our
business is through  business is through
partners with some  partners (indirect);
contribution from 2%

100% of our
business is
transacted directly

) with end user
direct sales;

10% customers (direct);
’ ‘ 15%
Our sales are in

rough balance 50%
direct and 50% via
partners; 19%

The majority of our
business is direct
and some
contribution
through partners;
54%
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Business Case Factors — Webinar poll

Other than financial, what elements would you
typically include in the business case?

40%
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0% -

Employee  Reductionin Enhancement Helps meet Mitigating
engagement CO2 emissions of company publically energy
and retention  / Carbon brand stated targets security risks /

abatement business
resilience
V4
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KEY QUESTION FOR SUPPLIERS - NO. 3

How effective are your sales channels to capitalise on

the ESOS Opportunity?




ESTA cambium

energy services and technology association

THREE KEY QUESTIONS FOR SUPPLIERS

1.  Which of the 10,000 Companies affected by ESOS will invest in energy efficiency?
2. How will you create a compelling offer supported by a fully quantified business case?

3. How effective are your sales channels to capitalise on the ESOS Opportunity
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THREE KEY QUESTIONS FOR SUPPLIERS

»  Which of the 10,000 Companies affected by ESOS will invest in energy efficiency?
1. How will you create a compelling offer supported by a fully quantified business case?

2. How effective are your sales channels to capitalise on the ESOS Opportunity




Interest and appetite for action varies by Company

LEADERS EARLY LATE LAGGARDS
MAJORITY MAIJORITY

v
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Interest in Sustainability varies by Company

Find out more on how to identify and rank your best prospects here

Custom
Level of Level of social indicators
interest in responsibility showing a
Sustainability activity need for your
’7 products &
m services

Reputational ?

risk factors

LEADERS EARLY LATE LAGGARDS
MAJORITY MAIJORITY v/
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http://www.cambiumllp.com/capitalise-on-sustainability-market-opportunityidentify-your-prospects/

Sustainability Prospector™

RANK ORGS BY
INDICATOR

Custom
Client
Indicator

Sustainability Social
Company Name l:a:; I:I:m "ﬁm RESP;""M"W Risk Score
re

AstraZeneca
20

Client |
Prospect
List

LEADERS EARLY LATE LAGGARDS
MAIORITY MAIJORITY

Organisations are categorised in terms of their likelihood to invest in
products & services relevant to YOUR OFFERINGS

Cambium LLP all rights reserved Cam b um



Cambium | ©Overail | Sustainability Socigul N Carbon Custom
Company Name Prospect Interest Responsibility | Client
Rank Score Score Score Risk Score Iuiyrses
AstraZeneca 1 32 4 10 2 A
Barclays 2 54 20 1 8 A
Centrica “\‘ 3 65 13 6 10 B
Diageo \,a% 4 66 44 5 3 A
Experian plc $$ 5 75 11 4 14 _
FuIIer“Q\Q 6 77 23 19 4
G 7 86 16 25 5
- — 18
Comparative Level of (" Importance h ( Focus of N Custom metric
ranking of prospect attached by prospect on driven by
organisation as interestin prospect to Carbon indicators
an attractive Sustainability? their Societal reduction and related to the
prospect Responsibilities risk mitigation specific solution
end Reputation) \_ -/ that identify

good prospects

This process can be applied to any list of named prospects

cambium
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THREE KEY QUESTIONS FOR SUPPLIERS

1. Which of the 10,000 Companies affected by ESOS will invest in energy efficiency?
» How will you create a compelling offer supported by a fully quantified business case?

3. How effective are your sales channels to capitalise on the ESOS Opportunity




Marke ESOS Sales

Supplier

Plans Readines; Approach

ESOS - Sales
Productivity Drivers

Sales Strategy
Sales Process
Channel Readiness

e £SOS Market
Dynamics

e £SOS Marketing Plans
e \/alue Propositions

Y4
cambium
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Understanding of Business Model

Policy Drivers Flexibility

Maturity of C-Suite
Business Case Engagement
ESOS
Supplier
Readiness
ESOS Marketing Sales
Execution Execution
Maturity of Strength of
ESOS Proposition Partner Networks

v
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Understanding of Business Model

Policy Drivers Flexibility

Maturity of C-Suite
Business Case Engagement
ESOS
Supplier
Readiness
ESOS Marketing Sales
Execution Execution
Maturity of Strength of
ESOS Proposition Partner Networks
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ESTA cambium

energy services and technology association

THREE KEY QUESTIONS FOR SUPPLIERS

1. Which of the 10,000 Companies affected by ESOS will invest in energy efficiency?

2. How will you create a compelling offer supported by a fully quantified business case?

> How effective are your sales channels to capitalise on the ESOS Opportunity




Direct Sales — Enablement and Planning

SALES ENABLEMENT

Implications for large organisations
* Drivers
* Barriers
KEY AUDIENCES
\  * Sustainability Drivers

* Response Framework
+ Initial targeting
N

* Marketing Assets
* Internal story

UK REGULATORY &
PoLICY LANDSCAPE
+ Climate Policy .
* GHG Reporting

KEY CUSTOMER PLANNING

Y4
cambium
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/o) ) SUSTAINABILITY - So what?, Who cares? (F
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http://www.cambiumllp.com/services/accelerate-b2b-sales-productivity-sustainability/
http://www.cambiumllp.com/services/accelerate-b2b-sales-productivity-sustainability/

Channels and Partners — Strategy & Development

* SUSTAINABILITY
WEBINAR

PARTNER ACCELERATION

PARTNER RESEARCH

CHANNELS
& PARTNERS

PARTNER STRATEGY

Y4
cambium
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http://www.cambiumllp.com/services/accelerate-b2b-sales-productivity-sustainability/grow-sales-effective-sustainability-business-partnerships/
http://www.cambiumllp.com/services/accelerate-b2b-sales-productivity-sustainability/

* Find the Companies most likely to
invest

* [dentify the best C-Suite audiences
to target

*Bring a Compelling value
proposition and business case
Include quantification of benefits:

e Economic
* Environmental
* Societal

* Discover the right partners
to work with

Cambium LLP all rights reserved Cal I lb U| I I



IERGY SAVINGS OPPORTUNITY SCHEME
~ SUPPLIER SURVEY REPORT

Learn more about what Suppliers think about

v
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http://www.cambiumllp.com/esos-supplier-survey-report/

Our Services

MARKETING LEGISLATION

HEALTH
& SAFETY

DIVERSITY

RIGHTS

CHANNELS
& PARTNERS

PROFIT

cambium
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http://www.cambiumllp.com/services/improve-marketing-sustainability-solutions-markets/
http://www.cambiumllp.com/services/accelerate-b2b-sales-productivity-sustainability/
http://www.cambiumllp.com/

Follow us on

L3 Twitter

@cambiumllp

Get free weekly news
on the market for
Sustainability
Solutions

cambium

info@cambiumllp.com

www.cambiumllp.com

Cambium LLP all rights reserved Tel: 0845 6383280 Camb um
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