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Powering Performance
Improve your 

operational efficiency

Powering Resilience
Keep your business

on 24/7

Powering the Future
Drive your business

vision forward

0

1

2

3

Tech
leadership

Product
breadth

Size & reach

Vert ical
market focus

Service/
quality focus

Integrator

ENERNOC
Kiwi Power
G E Current
Schneider Electric

0

1

2

3

Tech
leadership

Product
breadth

Size & reach

Vert ical market
focus

Service/ quality
focus

Integrator

EON

Ameresco

11

Positioning summary & implications
We grouped competitors according to their positioning and reviewed against Verdantix performance quadrants to draw conclusions about which 
positioning is most successful in the market

Wide portfolio integrators Market-led generalists Technology-led traditionalists
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Market-led tech innovators

Schneider is the best 
performing 
competitor on the UK 
Energy Efficiency & 
Global BEMS 
software quadrants

Ameresco is the 
leading “innovator” 
on the UK Energy 
Efficiency quadrant

EON and Engie are in the 
leaders quadrant for UK 
Energy Efficiency

EDF is the worst 
performer on 
the UK Energy 
Efficiency 
quadrant

EnerNOC is in 
the leaders 
quadrant for 
Global BEMS 
software

Comparison:
• Schneider,  EnerNOC & Engie UK all have a strong vertical market focus
• EON and Ameresco both have strong integrator focus
• EDF UK has neither a strong vertical or integrator focus

Vertical market or 
integrator focus appear 
to be most successful

Proposition 
Development 

The goal – to build 
and execute a 
comprehensive market 
story to support 
Centrica Business 
Solutions’ ambitious 
growth objectives
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Capabilities
Competitor messaging was analysed to determine the relative emphasis each competitor puts on different capability 
areas. Most competitors draw primary attention to their energy insight capability.

0

1

2

3

Average score by product

Energy 
Insight

Asset 
Optimisation

Energy 
Solutions Other

Renewables Infrastructure Efficiency

Energy Insight 
capabilities get the 
most airtime – a 
useful lead product

DSR is also a 
popular capability to 
talk about

On-site generation (renewables) 
are the most mentioned of the 
Energy Solutions

Many competitors structure their capabilities 
around three core areas which can be aligned to 
the stages of the customer journey:

Audits
Sensors 
Analytics

DSR
Demand flexibility

Renewables
CHP
Batteries

1. Insight

2. 
Optimisation

3. On-site 
generation 
& storage

Other capabilities mentioned include:
• District energy schemes
• Risk management
• Hedging/trading facilities
• Micro grids
• Wholesale online auction
• Windows

Outside of power generation 
and CHP, Infrastructure
efficiency solutions get the 
least airtime, particularly 
electrical solutions and 
generators

KEY POINTS
•  Centrica Business Solutions is a new distributed energy business that needed a clear and 

compelling story to support its go-to-market strategy.

•  We built a comprehensive market story and developed a broad range of content assets, 
sales enablement tools and vertical propositions.

• This has helped the business achieve rapid growth over the first 18 months after launch.

THE CLIENT
Centrica Business Solutions is a new business within Centrica plc, a global energy and 
services company. Centrica Business Solutions was established to help businesses take 
advantage of the changing energy landscape and realise the potential of distributed 
energy technologies to improve operational efficiency, increase resilience and build a more 
sustainable future.

The company delivers innovative, end-to-end energy solutions to customers across a 
number of markets, including the UK, US and Italy.

THE REQUIREMENT
We started working with Centrica Business Solutions in early-2017, well in advance of the 
new brand being launched to the market.

The new business had been built by bringing together several acquired companies along 
with a number of innovative solutions that had been developed within the Centrica Group. 
Each of the products and services within the Centrica Business Solutions portfolio had 
their own individual proposition, but as a newly-formed business the company lacked a 
compelling, overarching message that would enable it to build a strong market position for 
the new brand.

The company recognised that, if it was to be successful in meeting its ambitious growth 
targets, then it needed to go to market with a clear and comprehensive story, which would 
enable it to:

•  Set out a clear point of view about the implications of distributed energy technologies for 
businesses, and what they needed to do to take advantage of its transformative potential.

•  Communicate how Centrica Business Solutions’ end-to-end portfolio of energy solutions 
could help enterprises address some of their key business challenges, as well as meeting 
their energy needs.

•  Explain how the various individual products and services within the portfolio combined to 
deliver business value.

As well as creating the story, it would also be essential to ensure that Centrica Business 
Solutions’ sales channels were equipped with the right tools and the right knowledge to 
enable them to communicate that story to customers.

http://www.onegtm.com
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The energy opportunity
New approaches to generating and managing energy enable the healthcare 
sector to transform its challenges into opportunities. Our experience of 
working with healthcare providers has highlighted the energy strategies  
that we believe should be prioritised.

We helped University Hospitals  
of North Midlands NHS Trust  
save £500k per year – equivalent  
to approximately 20 full-time  
nurses – by installing a CHP unit

£500k
The percentage of healthcare 
respondents who agreed that  
they need both commercial  
and technical expertise to help  
realise new opportunities  
relating to energy19

70%

19. Energy Advantage Research, Centrica Business Solutions. Statistics based on a six country survey of more than 1,000 energy decisionmakers in large organisations

1. Explore
•  Audit facilities to identify 

inefficiencies, then implement 
appropriate efficiency measures to 
free up opex and capex for increased 
investment in frontline patient care

•  Implement robust equipment 
monitoring and maintenance 
procedures to analyse usage,  
minimise downtime and prolong  
the life of valuable assets

2. Plan
•  Ensure you have the optimum energy 

strategy in place – one that supports 
the needs of a modern healthcare 
system, including the transition to 
digital healthcare

•  Reduce reliance on in-house resources 
such as maintenance to maximise 
efficiencies and deploy resources where 
they are most valuable

3. Act
•  Upgrade unreliable infrastructure and ensure 

a flexible and reliable energy supply in order to 
deliver the optimal environment for patients. 
Take advantage of flexible financing solutions  
to overcome capex constraints

•  Install a robust back-up solution – including 
on-site generation, standby power and storage  
– that covers interruptions to power supply

•  Take advantage of low-carbon, on-site 
generation technologies to reduce energy  
costs and carbon emissions

•  Capitalise on supply-side incentives to 
optimise costs, generate additional income 
from existing assets and create flexible energy 
management by balancing supply and demand

Centrica Business Solutions Powering a sustainable future for the healthcare sector

Identify opportunities to improve 
energy usage and efficiency, and 
enable early detection of potential 
equipment failures to inform 
preventative maintenance programmes

Energy Insight

Combined Heat and Power (CHP)
Save on energy costs, reduce CO2 
and make your business more 
resilient by generating your own 
electricity and heat on-site in a 
single, efficient process

Commercial LED Lighting
Reduce costs by using lighting 
technology that can improve 
efficiency between 50 - 90% on 
existing lighting. Improve the 
longevity of your lighting sources 
with LED lighting that lasts up to 50 
times longer than traditional sources 

Battery Storage
Store energy in low demand periods 
and use it during high cost peaks, 
or sell it back to the grid to benefit 
from supply side incentives

Solar
Reduce reliance on the grid and 
save money on electricity supply 
and demand spend with renewable 
energy sources such as solar 
power generation

Demand Side Response
Connect your assets to the 
grid to help balance supply and 
demand, and access opportunities 
to generate new revenue streams

Energy Efficiency
Save energy over the long-term 
and improve your operational 
efficiency. Audit your facility, 
get detailed information of 
your energy usage and use the 
intelligence to identify an 
actionable energy efficiency plan
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Our end-to-end solutions
Centrica Business Solutions delivers new thinking, technologies and ways 
of working. Our expert advice enables a sustainable energy strategy and 
our advanced energy management platforms ensure a safe and compliant 
environment. With flexible funding models and as-a-service options, our 
customers can deploy new solutions while freeing up capital. And our end-
to-end delivery and maintenance of energy assets reduces dependence on 
in-house operations to allow increased focus on frontline services.

Centrica Business Solutions Powering a sustainable future for the healthcare sector 15

Breadth of portfolio 
Our comprehensive energy solutions portfolio, 
end-to-end delivery capability and use of innovative 
technologies make us a powerful single supplier 
solution. We can deliver market-leading solutions 
that help you to meet the energy and sustainability 
objectives of your organisation.

Industry and  
technical expertise 

As thought leaders in world energy market trends 
and developments, we have an innovation 
programme that incubates and accelerates 
new technology. Our global workforce of energy 
experts combine their exceptional knowledge with 
insightful vertical expertise to develop effective 
long-term energy strategies for our customers – 
with the end-to-end capabilities to deliver managed 
services. We provide the experts so you can stay 
focused on your business.

Why Centrica Business Solutions

Global player in the 
energy markets
All our customers benefit from the unmatched 
insight into regulatory environments and market 
structures that we gain from our global footprint. 
Centrica works with enterprise customers as  
their single supplier in multiple markets  
throughout the world and occupies market- 
leading positions in several national markets, 
including the US and Europe. 

Financial stability 
and de-risked  
financial proposition
We’re a leading player in the global energy  
industry. As a FTSE 100 company with a £28 
billion annual revenue and a proven provider 
on numerous energy solution frameworks, our 
financial strength allows us to invest in the very 
latest innovations and market-leading technology.

Sector Brochures

THE PROJECT
OneGTM were part of a multi-agency team formed to support the launch of the new 
business, which included Manasian (brand identity and positioning), IBM (website and 
digital platforms), Earnest (creative and campaign development) and Context Consulting 
(customer research). We worked collaboratively with the other agencies across a number of 
interdependent workstreams.

Our primary areas of responsibility were to build a comprehensive market story for Centrica 
Business Solutions, by developing a range of content assets, sales enablement tools and 
market-focused propositions.

The project was delivered through a number of phases over an 18+ month period:

Phase 1 – Building the foundation
 The initial phase was focused on establishing a solid foundation to ensure we developed a 
distinctive and relevant story. This involved external research to build an in-depth view of 
the market, customer and competitor landscapes, and an internal audit of Centrica Business 
Solutions’ products and services to identify strengths and weaknesses, differentiators and 
complementary features.

Phase 2 – Developing the story
•  The second phase was focused on defining the story and developing the full messaging 

platform, building on the core brand identity work. Building alignment across 
stakeholders was vital during this phase, so we ran a number of workshops to capture 
input, generate ideas and secure buy-in from relevant stakeholder groups.

•  A key deliverable was to define a proposition framework which would enable Centrica 
Business Solutions to clearly and effectively communicate the value of its end-to-end 
portfolio. We initially developed a range of options, which were evaluated and then 
refined down to three core needs-based propositions: Powering Performance, Powering 
Resilience and Powering the Future.

•  Alongside the propositions we also developed a broader market story, which helped 
establish the relevance of the propositions by providing a distinctive perspective on the 
future of the energy market and the implications for customers.

•  With the core messages agreed we then built out a detailed, multi-level messaging 
platform, which set out the end-to-end Centrica Business Solutions story. This was 
designed to support the development of a range of marketing and sales assets, and 
included proof points, examples and product-level information that could be used to 
substantiate the key messages.

Phase 3 – Creating the core toolkit
•  With the messaging agreed we then helped to develop a broad range of tools to  

support Centrica Business Solutions’ market launch and growth initiatives, including 
content for the new website, proposition brochures, sales presentations and other sales 
enablement materials.

Phase 4 – Vertical go-to-market
•  Following the successful launch of the Centrica Business Solutions brand into the market, 

Phase 4 focused on accelerating growth by building a more targeted approach for a 
number of key vertical markets, including Leisure, Healthcare, Manufacturing and Retail.

•  We initially carried out research into each vertical to understand the key market trends, 
business drivers and energy-related challenges. Based on this insight we developed a 
story for the sector, including a clear point of view about the potential for distributed 
energy to help customers address their main business challenges.

•  Underpinned by the point of view messaging, we developed a comprehensive go-to-
market toolkit for each vertical, comprising viewpoint papers, sales decks, brochures, web 
pages, blogs, proposal content and sales enablement tools.
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ONE GTM | CASE STUDY | 4
HELPING CENTRICA BUSINESS SOLUTIONS REALISE THE POTENTIAL OF DISTRIBUTED ENERGY

  020 3693 1211     info@onegtm.com     onegtm.com

Get in touch to find out how OneGTM can help your business:

 020 3693 1211     info@onegtm.com     onegtm.com

Powering a profitable 
future for the retail and 
distribution sector

Centrica Business Solutions

The retail and distribution market is dynamic and rapidly changing

Input costs 
are rising

Margins are 
under pressure

Environmental 
and food safety 
regulations are 
tightening

Increasing use of 
technology and 
automation in the 
supply chain

Consumers 
are increasingly 

influenced by 
‘green’ credentials

Consumers are more 
demanding about 
product choice and 
delivery times

Competitors are 
increasing their 

market share
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Powering the UK 
healthcare market

Centrica Business Solutions 2Centrica Business Solutions

Rapidly growing 
demand for 

services

Funding 
shortfalls and 

increasing 
costs 

Staff 
shortages 
and skills 
gaps

Pressure on 
performance 

targets

Ageing 
equipment and 
infrastructure

Demand for 
24/7 access 

Move to digital 
healthcare

The healthcare sector is facing intense pressures

Centrica Business Solutions

Leading to unique energy challenges
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of healthcare respondents 
agreed the cost of being 
resilient is far less than the 
impact of an energy failure

of healthcare respondents 
agreed that “we do not have 
enough internal expertise to 
monitor and implement 
efficiency improvements”

Power outages 
can have a 

catastrophic impact 
on care, productivity 

and staff safety 

Regulations and 
funding issues are 
driving a need to 
improve energy 

efficiency 
and resilience

Environmentally-
conscious patients are 

demanding energy 
sustainability

Ageing and 
inefficient estates 

are leading to 
waste and risk

Skills gaps are 
making it harder 

to maintain 
existing energy 

assets

77%

58%

Source: Energy Advantage Research, Centrica Business Solutions. Statistics based on a six country survey of more than 1,000 energy decision-makers in large organisations.

Sector Sales Decks

Centrica Business Solutions

There are three key areas where energy can support the strategic 
objectives of retailers and distributors

4Centrica Business Solutions

Employing a sustainable and 
agile energy strategy to 

enhance competitiveness 
and reputation

Enhancing your resilience 
to reduce downtime and 
protect your customers’ 

experience

Maximizing operational 
efficiency and reducing 
overheads to improve 

narrow margins

THE RESULTS
The Centrica Business Solutions brand was successfully launched to the market in late-
2018 and rolled out across nine international markets. The messaging and the tools we 
created have played an important role in establishing a strong and distinctive position for 
the company in its key markets, as well as enabling the sales teams to communicate a clear, 
unified story to customers and prospects.

The business has experienced rapid growth over its first 12 months, helped by a number of 
successful demand generation campaigns. For example, one UK campaign based on the 
Powering Resilience proposition generated more than 22 Marketing Qualified Leads with a 
total value of £2.2m.

The roll-out of the vertical go-to-market programmes is continuing. To date five verticals 
have been launched across the UK, US and Italy.

“OneGTM have played an 
important role throughout the 
process of planning, launching 
and growing Centrica Business 
Solutions – from helping us 
initially develop a distinctive 
market story, through to 
building targeted vertical 
propositions, creating high-
quality content assets and 
delivering tools to enable our 
sales channels. Their support 
has been first-class throughout.”

Simon Farr 
Head of Marketing  
Centrica Business Solutions

WHAT THE 
CLIENT SAID
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