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The Myth of Small Customer
Independence.

Customer engagement is no longer optional for forward-thinking energy companies.
Many compare the energy sector’s needs to those of telecom or banking, where
seamless digital interactions drive retention and satisfaction. However, developing an
effective engagement platform in-house is both costly and complex—initial
development costs can reach millions, with annual operational expenses in the
hundreds of thousands.

Unlike banks, which benefit from daily interactions with customers, energy providers
face an inherent disadvantage: energy consumption is passive. Without incentives or
compelling UX, most customers ignore available tools, defaulting to a purely
transactional relationship. This lack of engagement presents a major challenge for
energy providers, leading to high churn rates and lost revenue opportunities.

The Challenge: High Churn Rates in Small Business and
B2C Energy Portfolios

Acquiring small business and residential customers is an expensive and resource-
intensive process. Unlike large corporate clients, small customers typically require
direct outreach via external call centers. The cost of acquisition (CAC) per qualified
lead ranges from €50 to €100. However, this investment does not always guarantee
profitability, as many energy providers employ aggressive pricing strategies, leading to
negative earnings in the first year.

The biggest issue? Churn.

In deregulated energy markets, churn rates can be alarmingly high—often exceeding
20-30% annually. Markets such as the UK and Germany report churn rates of 25% or
more, meaning a quarter of newly acquired customers leave within a year. In ultra-
competitive regions, monthly churn rates can reach 3-5%, resulting in millions in lost
revenue. For example, in Germany alone, over 4 million energy customers switched
providers in a single year, leading to over €200 million in lost revenue for energy
companies.

This high churn creates an unsustainable cycle where providers must continuously
spend on reacquisition, further eroding profitability and preventing long-term growth.
Without a strong customer engagement strategy, energy companies remain trapped in
this costly struggle—spending heavily to acquire customers who leave before
generating meaningful revenue.

The Solution: Gridea's White-Label Platform for
Cutomer Engagement.
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This inefficiency highlights the urgent need for a
customer engagement tool that goes beyond passive
monitoring—one that actively fosters loyalty, reduces
churn, and increases lifetime customer value. This is
where Gridea steps in.

Gridea transforms the traditional energy sales model by
offering a white-label customer engagement platform
designed specifically for small businesses and B2C
consumers. Unlike conventional energy management

L. tools built primarily for internal analysts, Gridea puts

control in the hands of customers, making energy
management interactive, intuitive, and insightful.
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personalised insights into their energy consumption,
_ empowering them to manage costs effectively without
requiring technical expertise. The platform enables:
» Automated alerts for anomalies and savings
opportunities
» Smart forecasting for future energy consumption

s than estimated » Personalised recommendations to optimise

ety 55 EUR efficiency or install energy assets

e IR 96 EUR » Gamification to make energy management engaging
and rewarding
By transforming energy management into an interactive
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— and remain loyal to their provider.

Impact on Energy Companies: Reducing Churn and
Increasing Lifetime Value

By keeping customers engaged, energy providers using Gridea benefit from:

 Significantly reduced churn rates: Proactive engagement fosters loyalty, reducing
churn from 25% to 10%, translating into millions in retained revenue.

e Lower CAC dependency: Engaged customers are more likely to stay, reducing the
need for constant high-cost reacquisition campaigns.

« Higher customer lifetime value (CLV): Retaining customers beyond the first year
ensures profitability, turning an initially negative return into a sustainable revenue
stream.

Gridea is not just another analytics tool—it is a transformational engagement platform
that ensures energy companies retain customers, drive upsell opportunities, and
optimize operational costs. By moving beyond transactional relationships and
embracing data-driven engagement, energy providers can unlock long-term growth
and stability in an increasingly competitive market.

In an industry where retention is the key to profitability, Gridea is paving the way for a
more customer-centric, data-driven energy ecosystem.
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