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VaasaETT Quick Facts
• 17 years analysing energy customer behaviour

• 60+ markets

• 500+ clients

• World’s leading analysts of smart programmes (500+)

• Europe’s leading source of competitive retail market monitoring
(e.g. up-to date household energy prices)

• World’s leading source of switching analysis (Europe’s definition)

• Founded and ran the SEDC until 2014

• 1000s in global sourcing network



Findings from 100s programs globally

200 / 30 Smart Grid 

Projects

www.smartgridimpact.com

130 DR/EE ProjectsBest Practice Smart Billing

Active Demand Pilots
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€4.5 EU funded project to provide best 
practice for smart grid technology, 
regulation and consumer engagement in 
smart grid. Partners include ENEL, Iberdrola, 
RWE, ERDF and others.
More info at: http://www.advancedfp7.eu/

A major European Union funded project for 
the EU Director General of Energy to 
develop a cross border balancing market 
platform (Virtual Power Plant).
More info at: http://www.ebadge-fp7.eu/

Equal partners in €4.1m EU funded project 
to build a platform for the realistic DR and 
Energy Efficiency modeling of energy market 
stakeholders and consumer behaviour.
More info at: http://www.cassandra-fp7.eu/

Impact of Monitoring n UK

Impact of Monitoring

in Norway

150 Renewable 

Integration  

Projects 

Globally
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• Solar PV penetration 

• Decentralised generation 

• Solar hot water 

• Energy efficiency 

• Commercial and industrial load 



Solar PV Penetration (MW Installed)

Peak versus average demand growth

Source(s): Energy Networks Association, Consultation Paper submission, Economic regulation of 
networks Rule change. Data sourced from AEMO 2011 ESOO. AEMO 2012, Clean energy Australia 
report 2011 

Volatility Increases



Bills Rise...
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Source: Victoria Ombudsman
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…Switching WILL rise



Consumers in Europe
are increasingly active



Momentum…



Reducing Value of 

Traditional Generation 

except Peaking 

Generation

Selected Trends in Developed Energy Markets

Generation

& Wholesale

RetailCustomerDistribution 

Unbundling /

Cost Reflective Prices

Increasing Competition

Increasing Obligations

Unbundling /

Cost Reflective Prices

Grid Strengthening for 

Intermittency / Peaks /

LV pressures

Increasing Distributed 

Generation due to 

incentives

Smart Grid 

Increasing Price Significance

Need for Energy Savings

Payment Defaults

Increased Switching 

Customer Backlash

Increasing

Prices

Increasing Margins 

Greater Customer 

Focus

Solutions for Reduced 

Energy Costs 

Reduced Energy

Demand (EE, DR, etc.)

Greater DG and Self-

Sufficiency

Public (political) Resistance 

to Further Price Rises

DSM / Demand 

Response

Avoided Central 

Generation Investment

DG becomes more 

competitive for customers

Reduced Revenue / 

ROC Increased Risk

Increasing Intermittency

Excess Capacity 

Increasing

Prices

Price Rises 

(unregulated prices) 

Emergence of New 

Entrant Business Models

Failure of Traditional 

Utility Business Models

©2014 VaasaETT





Apple/Android
Smart Home Architecture

New technologies

Source: Honeywell, Apple



Collective 
Switching Auctions

• Up to 30% of switches for one 
leading new entrant in the 
Netherlands

• Few who sign up to auctions 
switch

• Needs care to succeed 



Source:www.whatsmynumber.org.nz/

Switch Websites

Over

1m visits

29 May 2011

-Present



Myth:
Faster switching
= more switching

Average Days to Switch in New Zealand - Improvement 2003-2013.
Source: Electricity Authority (2013)

Reducing time-to-switch in Europe will not increase Switching rates. Source: VaasaETT

Next Day Switching



Brokers

Power of Attorney



Comparability 
vs. Commoditization



Comparability 
vs. Commoditization
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Top 3 New entrants

Australian Market Share. Source: Deloitte Access Economics 2012

Low Price Objectives 

Savings Need Margins

Source: VaasaETT  Not: each vertical is a country









Customer Engagement  in Sweden



Feedback in Sweden

12%
Savings



5m
In UK

85%
Uptake & Usage

70-90%
Satisfied

Feedback in Britain 



6%
Savings /yr

Feedback Globally 



Potential Savings in Norway 

7 TWh
Saved

80% of households
Over 2 years

Excluding 
Automation



Feedback = …
Greater 

Customer
Loyalty
(if done well)



Why don’t we just

Automate?
Source: Lyse.no







Apple/Android
Smart Home Architecture

+ new technologies = …

Source: Honeywell, Apple



…first step in new 
business models 



Building on an Energy Management Platform.

New Collaborative 
Platforms



It is possible to get people excited about energy.

Change for     
Good



Believe in 
something



Use the power of “Being Good”.



Creative Tariffs



OVO Communities, a new era of energy is here







Local-Generation Aggregation Retailing

Electrabel preferred to sell its own electricity and 

was not interested in buying solar power from its 

customers, so they offered bad prices

Bruno Vanderschueren, co-founder of Lampiris

There is nothing more expensive than volatility in 

your customer base

Bruno Vanderschueren, co- founder of 

Lampiris



Infinite 
Possibilities

…



No long-term contract, letting 
customers feel the freedom.



Back to 
basics !



Word of Mouth
Some companies are 

winning large proportions 
of their customers through 

Word of Mouth

Seas-NVE

Word of Mouth
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