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The Key indicators g;y/w}rdﬂeu

Revenue Increases

Ability to generate profits

Success In creating meaningful alliances

Success in expanding into new markets

Differentiating itself @gﬁ
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http://www.stylusinc.com/Common/PartnerWithUs/index.php�

THE WAY FORWARD @f\oweu

What drives value for a ... company? ... A product? ...A
service?

= User Insight satisfaction

= Customers = Fans

= Market status and main tendencies

= Where and how....

Fail?

= Using the wrong model although your product is great

= The timing: not acting quickly enough—can lead to significant
financial or opportunity loss
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How to build them? @/w}mmeu

Business

. Processes
Transaction

Tvpes

Participants

_—
INTERNAL AND EXTERNAL
INFLUENCES
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When developed, then What.. ggy/chll eu

” DEPLOYED
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Energy and ICT models Lemcmeu

AND
AUTOMATED
TRADES->
GRID
BALANCING
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Value analysis %dﬂ N
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To the employees gj ¢ 1. Efficiencies

Sty

To the Corporations -> k \ +responsive entity

Companies - business strategies -core ideologies -new
market challenges -> ‘ value to all stakeholders
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BEYWATCH BUSINESS MODEL-
SUCCESSFUL?
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New Market relationships mcﬂeu

is customer of - UTILITY
' COMPANY

FINAL USER

is customer of TELECOM | is customer of
OPERATOR
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SWOT analysis
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Information Seciety and Media

European Commission

SEVENTH FRAMEWORK
PROGRAMME

HELPFUL HARMFUL
STRENGTHS WEAKNESSES
Innowvative platform not developed until = Application modelling is complex
now.
= BeyWatch platform relies on warious

Wide wvariety of partners involved in the technologies on a fragmented market
= project, coming from different areas and (IHome Automation).
oD having complementary expertise
o = Home automation market is not a mass
o For the BeyWatch consortium: market yvet.
é Significant RTD knowhow, accumulated
% skills and deep knowledge related to = Heavy investments to install BeyWatch
E energy management at different levels. at homes are needed.
=
- The solution can be adopted internally in

the companies to comply with the EU

regulations (Zero emissions).

The BeyWatch consortium has a

European dimension providing for

possible economies of scale.

OPPORTUNITIES THREATS

Growing social consciousness in relation = Strong competition in the Home

to the earth sustainability and reduction Automation market.

of Co2 emissions by reducing cnergy
= consumption. = Fragmented market: users are not
% convinced.
o Energy efficiency constitutes a huge
— market. = Economical world crisis may delay
% commercial launches.
5 Commercial offering for many market
; segments.
(1]

Provide innovative services that promote

the energy efficiency.

Alliances and business opportunities

with utilities.
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Influences

Information Seciety and Media

European Commission

SEVENTH FRAMEWORK I
PROGRAMME

The regulatary framework

is essential to the
implantation and use of
smart metering

Ohbligation for energy
efficiency

Information

,» Knowledge of the

consumption behaviour as
afirst step before its
modification

Increase the awareness of
the consumers ahout the

best practices

MNeedto apply time of use
pricesto make the final
consumer sensitive to the
real cost of energy and
when this energy is
consumed
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Automation that allows the \
implementation of DM S
measures (smart

metering, loads
management, etc)
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Telco

Energy saving
business
alternatives

Pros

Cons

Recommendation

Information Seciety and Media

European Commission

: e)/wa’rclﬂeu

Utility w/o telco

Electricity
Commercialization

Energy saving
service alone

Energy saving in
partnership with
utility

Utility outsourced
ICTto telco

= Tariff setting * Partial End- * Norisk
= End-customer end- customer offering * Revenues from
to-end offering IT(OCS), service
tfi
= Telco Branded bundles g:::m?lmz; Blions
= |Integration with customer premises (recurring)..

= Retailing of Consumer electronics (digital
home)

= Need to obtain = Relying on utilities = No end-customer
retailing willingness of revenues
authorization offering

= Low margins differentiated tariffs’

= Strongest competitors (utilities)

= Lack of sector expertise

= Highrisk of unproven market

= Need to duplicate smart meter that will be
deployed later by distributing utilities

Business As Usual
(BAU)

Strong Discard Discard

SEVENTH FRAMEWORK |
PROG!

RAMME
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= Utility brand

= | ack of customer
insights

* | ack of customer
touch points

= Lack of IT expertise

= | ack of service
platforms

* Lack of R&D
capabilities

Reactive/telco
bypass



BeyWatch Partnership bets Qﬁwcmeu

Utilities
= Consumption information services
= (Generation Information Services
= Control services and Demand Response

White Appliances

= New family of products
= Compliance to regulation
= Eco-friendliness

Service Providers

= |CT ecosystem playground combined with energy technologies
= Networking and control
= HW/SW products
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The Basis for the business model mcmeu

Demand peaks
TRANSMISSION Generation mix 1

SYSTEM

OPERATOR BeyWatch

Platform

£\ \ 9=
= S i
: s Supervisor — energy consumption

< manageable appliances

— « user preferences
Price signals BSS — demand signals
Demand signals Core — price signals
Direct load — alerts

management A .
g BSS/GUI — load control cgmmands
‘ A house of a

s Instant power demand with4 HOME particular
E! EI"IC'ES'H eDF the desired granu|arity . geographlcal
Accumulated demand in a area
ENERGY given area i g AGENT \_@%lldmg,
; R USER pgherhood)
=
85 ..h. ‘_“‘
gg ..llll.lll.llllllllllll’ ‘...---“I‘
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Main Constituents ?;v}’rcmeu

Complex stakeholder chain: utility- telco-installer-
equipment provider...

Win-Win relationships

O&M is complex: Many reponsabilities have to be
somehow concentrated into one player

Utilities will have to be the centre of the model
Customers: Telco+ Utility -> New opportunities.
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All of this Is great! But don't forget Q;V}'Cme”

STOP CLIMATE CHANGE
BEFORE IT CHANGES YOU.

Wy
)
WWF for a fiving plamet

23/11/2010 17 ict for

Presenter name h omes




	Succesfull business models: The BeyWatch story
	THE GENERAL CONCEPTS
	The Key indicators
	THE WAY FORWARD
	How to build them?
	When developed, then What..
	Energy and ICT models
	Value analysis
	BEYWATCH BUSINESS MODEL- SUCCESSFUL?
	New Market relationships
	SWOT analysis
	Influences
	Telco
	BeyWatch Partnership bets
	Diapositive numéro 15
	Main Constituents
	All of this is great! But don’t forget

