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How will Essent operate in the world of
tomorrow? 

 



THE CHALLENGE
How can we help bundle Essent’s products, upgrade the loyalty
programme and create customer lock-in to boost revenues?

CUSTOMER UNDERSTANDING
By conducting qualitative research, it was found that Dutch homeowners are aware of the current changes
in the energy transmission market and are willing to take sustainable measures to make their house
greener. However, they don’t know how to start and what the possibilities are in terms of budget,
investment costs and implementation. Therefore, we decided to focus on these concerns of consumers, as
Essent’s goal is to convert more consumers from the C+ market to the E+ market.

STARTING TOMORROW

01 Green Mate Team Set-up

02 Communication Initiatives

03 Follow-up Strategy

Creating a team construct by hiring and
 training qualified consultants.

Engagement through social media, 
website and the sponsored TV show.

Consists of direct communication, updates, 
about new offerings and guidance.

WE BELIEVE

VALUE PROPOSITION
To sustain a competitive advantage in the dutch energy industry, we advise Essent to implement “Green-
Mate” within the next year. Green-Mate is a subsidiary of Essent and offers a service that provides non-
binding consultant sessions to customers. Within these sessions a consultant visits a customer’s home,
inspects it and proposes personalized solutions for installation. A follow-up call will ensure that all customer
questions will be answered. If the customer states interest in the product during the follow-up, an offer will
be sent. This service offering is especially feasible when it comes to sustainable product consulting, such as
solar panels, as customers only have limited resources available to implement sustainable solutions.
Further, customers indicated that they currently lack a personal relationship with their energy supplier,
indicating that a reliable, personal and reachable service like Green-Mate could help master this.

CUSTOMER ENGAGEMENT
In order to raise awareness and convince
consumers to take the first step to contact Green
Mate, Essent will sponsor “House Hunters
International” which is a TV show where experts will
completely transform someone’s house in a
sustainable manner. A famous Dutch host will
present the show, which will be displayed on RTL
and Videoland. The show will refer back to Green
Mate and the personalized consultancy offerings,
which will create customer engagement and let
consumers take the first step. 

Green-Mate will enable Essent to create more personalized connections, increase
customer loyalty which in turn will lead to a decreased customer switching rate. 


