
Marco van 
Dalfsen 



The convenient store for sustainable 
living 
 



Reimarkt 

• Reimarkt is our one-stop-shop 
concept 

• Broker between supply and 
demand 

• All services included 

• Financing limited to aid 





Sustainable businesscase in 2020 





Easy and 
accesible 
ONLINE 



Personal care 
IN THE SHOP 



Since we opened our first shop  

• 10.000 contacts 

• 1.750 invested in energy efficiency 

• Max. 5% uses financing 

 

 

 

 



Functions of 
our one-stop-
shop 
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PHOTO APP 





POPUPS 
SEEING IS 
BELIEVING 
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SUPPLY CHAIN 
DEVELOPMENT 
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One-stop-
shops from a 
consumer 
perspective 

Informatio
n 

Orientatio
n 

Advice 

Product 
offer Financing 

Installation 

Project 
planning 

Aftersales Payment 

Warranty 

Administratio
n 

Energy 
label 



ABRACADABR
A 

 

 

 

 





• Small steps 

• Fast & acurate reaction 

• Action is on our side 

• Constantly improve the proces 

 

 

 

 

Backoffice 



Financial schemes in the 
Netherlands 
• NEF (national, 1.5%, 10-15 years) 

• Provincial and local variants 

• Local arrangements for social credit, legal 
exempt loans 

• Regional financial constructs: 
 - House contract (woningabonnement) 
 - Assen Service model (building associations) 

• Little focus on options in mortgage 

• Discussion on transferability 

• ESCOs only used in profesional market 
 



Barriers for financing (consumer 
perspective) 

• Many different financing schemes with 
unclear differences. 
 

• Certain target groups do not qualify for 
financing (even though they cán pay their 
energy bills!). 
 

• Complex information that does not invite 
reader to take action. 



Barriers for financing (OSS 
perspective) 

• Proccesing times of financing and 
contracting don’t match. 
 

• Qualitative demands of financing don’t 
match customers preferences. 
 

• OSS (Reimarkt) is not allowed to offer 
financing and financial advice due to legal 
limitations 



Special barrier: transferability of 
financing 

• Facilitate the sensation of homeowners 
that the next homeowner should take 
over the loan as they take over the 
benefits.  

• Attach repayment to the property! 



Our perfect financing scheme 

• One inclusive financing scheme for everyone. 

• Without limits (or waiting for new funds) 

• Processing can be done by OSS as representative 
of the client 

• No (or little) qualitative demands 

• Superfast processing (24 hours) 

• Transferable 

• Interest lower than return on investment 

 

Do you recognize these needs? 

 



Only after the previous, we 
should talk about… 

• Interest 

• Processing 

• Payback warranties 



From € 17.000,- 



… to € 150,-/month 



Viewpoints. Why are financial 
schemes not as succesful as we 
want? 
• Financial sector aims to prevent risks, but 

no case information exists. 

• No one really understands the loans that 
are available now. 

• Mismatch between investment funds 
who demand scale in a market that 
needs to innovate 



Recommendations 

• Aim at a better proces instead of better 
products 

• Shift from energy efficiency towards home 
improvement 

• Standardise product. Like a shop. So you can 
focus on (the specifics of) the customer 

• Take your time for the decision making 
proces: the customer journey.  

• Use CRM to get the right information, at the 
right time for the right person 

• Always give information, so you can ask “What 
have you done with it?” 

 

 
 
 



Conclusions 

• We managed to reshape insights, advice 
and product towards the needs of the 
home-owners. Away from technical 
solutions 

• But we don’t manage – yet – to shape 
financial products. At the moment were 
tied to the patchwork of dutch schemes 

• Who helps us out with flexibel funding, so 
we can have our sustainable businesscase 
in 2020? 

 

 
 
 




