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Figure 1. Test materials for step 1
This step (and its sub-steps) aims to map demand and supply side of your renovation market as a first step to design an OSS service in your context and implement your own Citizen Hub. Additional information is available in D2.1. Demand & supply side mapping: Methodology & results from the 2 pilots and its corresponding spreadsheet.


A. Presentation
Before starting this journey, present yourself and your friends:
	Organization
	Activity
	Geographical scope
	Contact

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	




[bookmark: _Hlk160099425]B. Objectives
Now, draft the main objectives pursued through the implementation of the OSS concept. This is important to orientate the search below.
1) My first objective is to ____________________________________________________________
2) Also, I would like to ______________________________________________________________
3) And, if possible, I would also address ________________________________________________


C. Study area
Do you already have a physical office in place?
YES  define geographical area around it:
· ________ meters from the office
· Districts: [names, codes]
· The whole city: [name, code]
NO  define the wider geographical area under your scope (e.g., city):
· Districts: [name, code]
· The whole city: [name, code]
· The whole region: [name, code]


D. Mapping
D.1. Object (buildings)
The objective for mapping and segment buildings is to get the greatest effectiveness in the impacts achieved through the renovation process.

First collect information about your building stock context (regulations, history, grants schemes, bureaucracy, or other programs related to buildings):
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Then select your characterization criteria:
· component approach for step-by-step renovation replicability
· morphology approach for integral renovation replicability
And list the attributes related to previous approach that you would need to analyse:
	Attribute
	availability
	thresholds/ categories
	source
	format
	granularity
	date
	comments

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	



Now is time to mix, overlap, cluster: define your typologies, keeping in mind which context circumstances or potential impact related to your approach are interesting for you:
	Typology
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Solution COMPLEXITY
	comments

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	



And finally, you need to quantify (& locate):
	Typology
	Area/ District/ City
	Area/ District/ City
	Area/ District/ City
	City
	Rate
	IMPACT
	comments 
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	Rate
	
	
	
	
	
	
	


According to previous data, select your target zones and typologies (quick wins for short term, targets for long-term):
· Quick wins: _____________________________________________________________________
· Typologies: _____________________________________________________________________
· Zones: _________________________________________________________________________

D.2. Subject (citizens, owners, occupants…)
The objective for mapping and segment people is to get the greatest effectiveness in the onboarding, involving and engagement with the renovation process.

We follow here the same structure than for mapping buildings but related to the people living or owning those buildings (previously targeted).
First collect information about your demographic context (regulations, history, habits, traditions, problems…):
______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Then select your characterization criteria:
· Economic approach, for affordability
· Social approach, for motivation
· Organizational approach, for simplification
And list the attributes related to previous approach that you would need to analyse:
	Attribute
	availability
	thresholds/ categories
	source
	format
	granularity
	date
	comments

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	



Now is time to mix, overlap, cluster: define your profiles, keeping in mind which context circumstances or potential drivers related to your approach are interesting for you:
	Profile
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Solution COMPLEXITY
	comments

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	



And finally, you need to quantify (& locate):
	Profile
	Area/ District/ City
	Area/ District/ City
	Area/ District/ City
	City
	Rate
	IMPACT
	comments 
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According to previous data, select your target profiles (quick wins for short term, targets for long-term):
· Quick wins: _____________________________________________________________________
· Target Profiles: __________________________________________________________________


D. 3. Means (products, services, tools…)
The objective for mapping and segment suppliers is to get the greatest effectiveness in the implementation quality and user satisfaction through the renovation process.

Now you know which buildings you want to address (for replicability) and who you will need to approach (for engagement) in order to trigger an effective and efficient renovation path. So you just need to find out how feasible and reliable those renovations are. 
We follow here the same structure than for mapping buildings and citizens but related to the people and companies providing services and solutions for them (previously targeted).
First collect information about your construction sector context (regulations, history, market, business, traditions, problems…):
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Then select your characterization criteria:
· Process approach, for accompanying and providing customed solutions (based on the strategies to be defined from the buildings’ typologies analysis). This approach is much related with the morphological approach for building characterization, intended for a full deep renovation.
· Solution approach, for providing specific products and/or services to be defined from the buildings’ typologies analysis. This approach is much related with the components approach for building characterization, intended for a step-by-step renovation.
And list the attributes related to previous approach that you would need to analyse:
	Attribute
	availability
	thresholds/ categories
	source
	format
	granularity
	date
	comments

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	



Now is time to mix, overlap, cluster: define your supplier’s profiles, keeping in mind which context circumstances or benefits related to your approach are interesting for you:
	Profile
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Attribute (interval)
	Solution COMPLEXITY
	comments

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	



And finally, you need to quantify (& locate):
	Profile
	Area/ District/ City
	Area/ District/ City
	Area/ District/ City
	City
	Rate
	IMPACT
	comments 
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According to previous data, select your target profiles (quick wins for short term, targets for long-term):
· Quick wins: _____________________________________________________________________
· Suppliers’ Profiles: ________________________________________________________________


E. Summary
This last step consists of putting everything together to have a better overview:
	Area/ District/ City
	Area (Km2)
	Dwellings (buildings)
	Population (households)
	Contractors
	Building Typology (n)
	Demand profile (n)
	Supplier profile (n)

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	To    Solutions
	To community
	To     network
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SELF-INSTRUCTION GUIDE

Which are your targeted buildings? Which building typology should be renovated first to get
greatest effectiveness in the impacts through the renovation process?

Which are your targeted subjects? Which user’s profiles should be targeted to get the greatest 0
effectiveness in the onboarding and engagement with the renovation process?

Which are your targeted suppliers? Which segment of suppliers should be targeted to get the
greatest effectiveness in the implementation quality and user satisfaction?

v
J

A. The overall strategy

Which are your official/ statistical data sources? 0
How can you combine and filter them in order to qualify, quantify and measure your targets?

B. The top-down approach

Market
segmentation

Which are your participatory processes?

C. The bottom-up approach What kind of information you got from them? O
How can you use these data to derive/ extrapolate market behaviour, needs or expectations?

-u%) Il

» ©
» ©
. What would move citizens into renovation?
D. The opportunity Why would move suppliers into the energy renovation? 0w ®
E. The communication strategy How to drive demand side motivation into the market opportunity? O e ®
o
@ Which are the motivations of homeowners?
] F. The motivation Which is the correct message to guide demand interests into 0SS context opportunity? O e ®
5 > Which channels should be used to reach our targeted audience?
£ 3
° 3 Which are the correct marketing terials d activities t ite with the diffe it target:
o . . g materials and activities to resonate with the different targets
o= G. The marketlng materials motivations and clearly deliver the message? ol . @
(o]
Which are your local well-known existing places and channels for distributing and exploiting the
] . marketing materials?
NHE H. The community Which are your local stakeholders and potential allies to fine-tune campaigns and implement 0w ®
specific actions?
I. The collaboration strategy ~ How to drive supply side motivation into the market opportunity? O & ®
[}
% Which are the motivations of the supply side profiles for engaging in the 0SS renovation services
= o network?
20 J. The motivation Which is the message to orient supply capacities within the OSS context opportunity? O ©
g' g Which are the correct channels to ensure their participation?
-
Which measures can avoid the current fragmented market and lack of coordination?
1) K. The network How can a services network be built? 0w ®
/ Which packs of solutions are applicable in your context to ease the decision making and allow for
L. The packs a fair and reliable comparison? 0w ®
>
2 M. The assistance strategy Which is your customer journey framework? Which functionalities do you intend to provide?  [] [ <@
2
] Which are the existing local needs that will define the touchpoints and the sub-stops?
% E N. The Services Which are the existing resources (services, tools or activities) solving these touchpoints? O ®
i Which are the gaps that will be developed to complete the assistance?
=
<t 0. The tools Which tools are required to solve each service? 0O & ©®
o0
P. The Staff Which are the objectives and target groups for the training programme of your 0SS? O e ®
= Q. The Sustainability Strategy Which type of 0SS do you have regarding its engagement level? O ®
=
x 5 How can your OSS be self-sufficient?
H R. The Business Model Which is its business model? O ©
° A Which are the potential risks of your 0SS implementation?
= S. The Risk assessment Wi o G e 0w ©®
e
-
e KPIs 0w ©®
n T. The Which are the main KPIs to monitor the success of your 0SS implementations and the customer
: Dashboard satisfaction? O ®
]}E[ Performance|  Howarethese KPIs gathered and monitored?
Value (Satisfaction) 0O & ©®
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