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Energy plays a vital role for 40% of global revenues

SOURCE: Global Insight; World Industry Monitor, February 2009; McKinsey
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Growth centers will grow 13% p.a. and reach a global market potential

of over 2 billion EUR in 2020

SOURCE: McKinsey
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German companies and households can reduce their energy costs 

by 53 billion EUR p.a. in 2020

1 To give a better illustration of the savings potential, the same usage patterns and economic performance as in 2007 were assumed

SOURCE: McKinsey
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In commercial buildings, energy consumption dropped significantly; 

in private homes, it has remained relatively constant so far

SOURCE: German Federal Environmental Agency (Umweltbundesamt), destatis, BMWi; McKinsey
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Energy savings potential and technologies in the buildings sector

SOURCE: Study "Costs and Potentials of Greenhouse Gas Abatement in Germany" by McKinsey & Company, Inc., 

on  behalf of the Federation of Germany Industry’s "BDI initiative - Business for Climate Protection"

1 Some of the electricity consumption in the buildings sector is used for heat generation (e.g., electric heating)
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Of all home refurbishments every year, only an estimated 43% 

are refurbished according to energy-efficiency standards

SOURCE: Study "Costs and Potentials of Greenhouse Gas Abatement in Germany" by McKinsey & Company, Inc., 

on behalf of the Federation of Germany, Industry’s "BDI initiative - Business for Climate Protection"

1 Houses from before 1979 that have not been refurbished including energy-saving measures

2 Statistically derived assuming that buildings are refurbished after a period of 30-35 years
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Key questions

SOURCE: McKinsey

▪ How can business models and 

innovative market approaches help 

increase the share of energy-efficient 

home refurbishments?

▪ Who are the natural owners of these 

promising new business approaches?
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To successfully address the energy efficiency potential in buildings, the 

various groups of home owners and their individual barriers to undertake 

energy-efficient refurbishments need to be understood

SOURCE: McKinsey
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Package offers of full refurbishments can add significant value 

by addressing many issues along the value chain

SOURCE: McKinsey
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Business models for private landlords should include easing 

of the process with the tenants and profitability calculations

1

SOURCE: McKinsey
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Each faces different advantages and disadvantages that can be

addressed by shaping an ideal model for each provider

SOURCE: McKinsey

Advantages provider Disadvantages provider Ideal model
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▪ Debt burden: firm must 
finance refurbishment in 
advance through credit

▪ As an SME, less able to 
deal with long-term 
contracts and risk of 
payment default

▪ Additional cost burden 
incurred for billing/ 
controlling

▪ Additional revenue from 
selling energy-efficient 
refurbishment instead of a 
conventional refurbishment

▪ Opportunity-driven approach 
without significant additional 
acquisition costs

▪ SME construction company sells 
energy-efficient refurbishment as a 
complete package and recoups the 
additional energy-efficiency costs by 
contracting for (retaining) part of the 
savings

▪ Billing cooperation with local utility or

▪ Sale of contracting product to a bank or 
utility; or negotiation with bank to obtain 
variable repayment terms in line with 
payments received from household
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producer

▪ Additional revenue by selling 
more and higher-value 
materials

▪ Generally, of bigger size than 
the firm executing the work; 
thus financially more robust

▪ Additional acquisition 
costs incurred for com-
munication/cooperation 
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skilled trades people who 
execute refurbishment

▪ SME construction company executes 
refurbishment with products made by 
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provider

▪ Simple billing without significant 
additional costs

▪ Long-term retention of 
established customers and 
acquisition of new customers

▪ As large-scale firm, financially 
more robust  ("deeper pockets")

▪ Time and expense of 
cooperating with 
fragmented local market 
of refurbishment 
providers

▪ Local utility offers to cooperate with 
local construction company, which 
executes refurbishment and negotiates 
contract with households

▪ Local utility becomes later power 
supplier

▪ Contract is handed over to the utility, 
which handles back-office processes

Potential 

providers


