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The requirement
To build and execute  
a comprehensive market  
story to support centrica 
business solutions’ ambitious 
growth objectives

We needed to: 

•  Create a compelling and comprehensive 
market story for Centrica Business 
Solutions: a new distributed energy 
business. This narrative needed to 
communicate the strengths of Centrica 
Business Solutions’ end-to-end portfolio 
of energy solutions

•  Develop a broad range of content assets, 
sales enablement tools and vertical 
propositions to help tell this story

•  Align these elements together in 
support of Centrica Business Solutions’ 
go-to-market strategy; clearly stating 
the implications of distributed energy 
technologies for business, and what 
businesses needed to do to take 
advantage of its transformative potential

Some background on 
Centrica Business Solutions
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 Europe.
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Our solution Building the foundation 
OneGTM were part of a multi-agency team formed to support the launch of the new 
business – including the likes of IBM and Manasian. Our primary areas of responsibility 
were to build a comprehensive market story by developing a range of content assets, sales 
enablement tools and market-focused propositions. The initial phase of work involved 
external research and an internal audit of Centrica Business Solutions’ products and services 
to identify strengths, weaknesses, differentiators and complementary features. 

Developing the story
The next part of our solution involved defining the story and developing the full messaging 
platform – building on the core brand identity work by Manasian. It was vital during this 
stage to create alignment across stakeholders, so we ran a number of workshops to 
capture input, generate ideas and secure buy-in from relevant stakeholder groups. The 
key deliverable of this was a proposition framework which would enable Centrica Business 
Solutions to communicate the value of their end-to-end portfolio clearly and effectively. 

Our final, multi-level messaging platform was built out from three core needs-based 
propositions: Powering Performance, Powering Resilience and Powering the Future.  
It 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. 



What we did
Creating the core toolkit
Based on our proposition framework and the core messaging 
agreed, we then helped to develop a broad range of tools to 
support Centrica Business Solutions’ market launch and growth 
initiatives. This included:

• Content for the new website
• Proposition brochures 
• Sales presentations 
• Sales enablement materials 
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What we did
Vertical go-to-market
After a successful launch of the Centrica Business Solutions brand into 
the market, we moved into Phase 4, which focused on accelerating 
business growth by building a more targeted approach for a 
number of key vertical markets. These included Leisure, Healthcare, 
Manufacturing and Retail. 

We began by carrying out research into each vertical to understand 
the key market trends, business drivers and energy-related challenges 
specific to each vertical. Based on this insight, we developed a story 
for each sector, including a clear point of view about the potential 
for distributed energy to help customers address their main business 
challenges. Based on this clear and discrete point of view messaging, 
we developed a comprehensive go-to-market toolkit for each vertical. 
This was comprised of: 

• Viewpoint papers
• Sales decks
• Brochures
• Web pages

• Blogs
• Proposal content
• Sales enablement tools

Build brand loyalty by  
demonstrating your commitment
With the spotlight on sustainability, 
the challenge is to attract and retain 
environmentally-conscious consumers. 
You need to positively demonstrate your 
commitment to the environment to build  
and safeguard brand loyalty.

Energy efficiency is clearly fundamental in achieving a 
positive sustainability profile. With new, more efficient, 
lower-carbon approaches to generating and managing 
energy now available, the opportunities for leisure firms 
are compelling.

Taking the low carbon  
energy approach

There are many examples of how leisure businesses have 
reduced carbon emissions.

Leisure centres
The Carbon Trust Sports & Leisure Centre Overview 
has highlighted how better management can lead to 
substantial savings:

•  Reducing heating temperatures by just 1ºC can cut fuel 
consumption by 8%.5

•  Lighting can account for up to 20% of total energy 
costs and simple efficiency measures, such as a  
switch-off policy, occupancy/daylight sensors and  
low energy lighting can cut costs significantly.6

Casinos
Electrisave has revealed that:

•  Lighting accounts for as much as 30% of a casino’s 
electricity bill, and retrofits with LEDs can lead to  
major cost savings.7

•  Game machines generally use 30-35% of all the 
electricity in a casino, and occupancy sensors can 
reduce both lighting and air-conditioning use on the 
casino floor as required.8

•  Casinos tend to have a lot of roof space for solar  
panels, which can lead to electricity savings. 

Theme parks
•  Modern LED lighting and power systems can be used  

to reduce energy consumption.

•  Retro fitting older rides with state-of-the-art motors 
and high-efficiency compressors automatically ramps 
power up and down as required.

•  Land can be used to provide new energy sources, such 
as wind and solar power.

Sports stadia
•  Automated control systems allow better control over 

equipment during unoccupied periods, reducing the 
impact of peaks and troughs.

•  Efficient lighting fixtures and systems allow for 
dimming during peak demand or when daylight  
levels are high.

•  With energy demand extremely high during an  
event, alternative sources such as solar panels  
can offset usage.

Monitor and report to  
demonstrate your progress

To fully realise all the benefits of your sustainability 
initiatives, you need to ensure you have the systems and 
processes in place that enable you to easily report on the 
progress you’re making.

Of the world’s 250 largest corporations, 92% report on 
their sustainability performance.9 New audiences for 
sustainability information, like investors and regulators, 
are now calling for more and better performance data.

In the case of Newcastle United FC, for example, a 
cloud-based monitoring system provides a two-way 
communication channel between the CHP unit and 
Centrica Business Solutions’ service centre. This enables 
energy levels to be monitored in real time, so the club can 
be sure that best energy performance is always delivered.

For your brand to flourish, prioritising sustainability is 
no longer a choice. It’s a necessity. And achieving your 
environmental goals doesn’t have to be prohibitively 
expensive or difficult to implement. In fact, it can lead to 
operational improvements and significant financial savings.

1 IPOS Global Trends Survey, 2016
2 IPOS Global Trends Survey, 2016
3  Energy Advantage Research, Centrica Business Solutions.  

Statistics based on a six country survey of more than 1,000  
energy decision-makers in large organisations

4 Audry Choi for Morgan Stanley, Dec 2017
5 Carbon Trust & Leisure Sector Overview, 2018

6 Carbon Trust & Leisure Sector Overview, 2018
7 Electricity Use in Casinos, Electrisave
8 Electricity Use in Casinos, Electrisave
9 GRI Sustainability Reporting, GRI
10  Energy Advantage Research, Centrica Business Solutions.  

Statistics based on a six country survey of more than 1,000  
energy decision-makers in large organisations

Centrica Business Solutions: Powering a profitable future for the leisure sector

24% 
The percentage of leisure 
businesses surveyed 
who listed “ensuring 
environmental and 
sustainability targets are 
met” as among their top 
three challenges for the  
next 12 months10

76% 
The percentage of 
millennials who expect 
business to be a force for 
positive social impact11

82% 
The percentage of leisure 
businesses businesses 
surveyed who said that  
they have already adopted 
energy efficient lighting 
within their facilities or  
plan to adopt in the  
next two years, whereas  
only 29% have so far 
deployed solar panels  
at any location12

11 The Deloitte Millennial Survey, 2017 
12  Energy Advantage Research, Centrica Business Solutions.  

Statistics based on a six country survey of more than 1,000  
energy decision-makers in large organisations

Today’s increasing shift in consumer spending from 
goods to experiences is creating new opportunities for 
leisure businesses. But it’s also piling on the pressure 
to continually enhance the experiences you deliver.

Consumers now have more influence than ever on the way they 
are treated. And they know it. Customers are quick to react to their 
experiences and voice their opinions, with social media in particular 
often amplifying both the positive and the negative.

On the upside, social media creates a valuable community of brand 
supporters. Walt Disney World, for example, has 15.8m followers 
on Facebook and 2.9m on Twitter. On the downside, negative social 
media campaigns can have devastating fallouts. When 2017’s 
consumer-initiated #BoycottSeaWorldDay was publicly endorsed by 
celebrities on Twitter, the leisure attraction incurred a net loss  
of $202.4m and a 1.2m drop in visitor numbers.

Pressure points
Trends such as the increasing penetration of smart TVs, increasing 
competition from online and at-home alternatives are forcing leisure 
venues to deliver differentiated experiences.

At the same time, rising costs, including energy, are squeezing already 
slim margins, making it more difficult to justify and keep  
up investment in the customer experience. Minimum wage rises  
in the UK and many US states increase the pressure even more.

Added to which, the seasonal nature of many leisure businesses 
exacerbates the problem. Revenues fluctuate while infrastructure  
and services have to support extreme peaks in demand.

How customer-centric  
is your energy strategy?
Staying competitive in the leisure sector means continually enhancing the customer  
experience. But with margins under pressure, it’s difficult to make the ongoing  
investments needed to ensure your customers enjoy their experience and return.

So how can energy help? A flexible energy infrastructure and supply is vital for creating the 
right customer environment – it’s also a key cost. By managing energy more effectively, you can 
deliver the efficiencies that enable new investments in your customer experience. For example,  
Places Leisure installed our combined heat and power (CHP) solution and are now saving 
£250,000 a year in operating costs. 

In today’s highly competitive market, we believe that leisure firms must continually enhance 
the customer experience to attract and retain customers. If you’re not providing the optimal 
heating, lighting and air-conditioning, for example, average customer spend and repeat visits 
will decline. But by taking advantage of new approaches to energy management, you can  
create the efficiencies that enable you to invest in better customer experiences while  
protecting your margins.

79%

The percentage of leisure 
businesses surveyed who agreed 
that having a coherent energy 
strategy offered opportunities 
to help them become more 
customer-centric1

The penetration of smart 
TVs in the US in 20172

The growth rate of gaming 
on consoles, PCs, tablets and 
smartphones3

The percentage of UK 
hospitality and leisure providers 
looking to make cuts to cover 
the increased costs of National 
Living Wage legislation4

The percentage of leisure 
businesses who listed “dealing 
with highly seasonal/ fluctuating 
demand” among their top 
challenges for the next 12 months5

Experience is 
everything

Centrica Business Solutions Powering a sustainable future for the healthcare sector

Ex
pl

ore

Act

Plan

Your 
priorities
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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

Commercial LED Lighting

Benefits of  
LED Lighting
• Low maintenance technology with  

a high impact on your organisation

• Finance options, with the benefit of 
shared savings

• Immediate demonstrable savings

• Assists with BREEAM assessment, legislative 
compliance with Part L of building regulations

LED lighting lasts up to 
50 times longer than 

traditional light sources

lighting technology that 
is between 50–90% 

more efficient

50x

90%Our expertise to deliver
• Help you design an optimum LED solution

• A technology-neutral approach

• Guaranteed waranties and service  
level agreements

• Flexible financing options 

• No capital outlay, just a monthly 
subsription with a portion of the  
savings covering the capital costs  
of the LED installation

• An end-to-end solution from design, 
supply, install and ongoing operations and 
maintenance for a contract period

CCeennttrriiccaa  BBuussiinneessss  SSoolluuttiioonnss

Our key solutions for the retail and distribution sector

SSoollaarr  aanndd  SSttoorraaggee

CCoommbbiinneedd  HHeeaatt  aanndd  PPoowweerr  ((CCHHPP))

EEnneerrggyy  IInnssiigghhtt

PPoowweerr  GGeenneerraattiioonn

EEnneerrggyy  EEffffiicciieennccyy

DDeemmaanndd  RReessppoonnssee

CCeennttrriiccaa  BBuussiinneessss  SSoolluuttiioonnss

Businesses are struggling with this complexity, while 
facing the demands of growth, cost control and risk
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of businesses view
innovation in energy

technology as a priority

76% 66%
of businesses are concerned 

about growing energy 
management complexity

33%
of customers’ purchasing

choices are influenced by a 
business’s sustainability

88%
of businesses view
improving energy

efficiency as a priority

Source: Centrica internal data

UK energy
non-commodity 
costs have risen

by over 17%
since 2015

Source: International Energy Agency,
https://www.iea.org/topics/cleanenergytechnologies/

30% of global 
electricity can now 
be produced from 

wind and solar PV in 
the long term

Source: Centrica research,
energy resilience report, 2017

Businesses that
have never suffered 

energy failure 
underestimate the 

effect on their 
revenue by 70%

Source: Bloomberg, Clean Energy 
Investment End of Year Report, 2016

$287.5 billion 
invested in global 

clean energy 
technologies

in 2016

CCeennttrriiccaa  BBuussiinneessss  SSoolluuttiioonnss

Our energy landscape
Helping you take advantage of the integrated solutions that distributed energy enables
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CCoonnnneeccttiioonn  aanndd  ssuuppppllyy
e.g. Bord Gáis, British Gas 
and Direct Energy

WW hhoolleessaallee  mmaarrkkeettss
e.g. energy trading 
markets

IInntteeggrraatteedd  
ss oolluuttiioonnss  ppllaattffoorrmm
e.g. PowerRadar

EEnneerrggyy  iinnssiigghhtt

OOppeerraattiioonnss  
aa nndd  mmaaiinntteennaannccee

PPoowweerr  ggeenneerraattiioonn
e.g. back up-generator DDeemmaanndd  ssiiddee  

rreessppoonnssee

CCoommbbiinneedd  hheeaatt  
aanndd  ppoowweerr
(CHP)

EEnneerrggyy  eeffffiicciieennccyy
e.g. solar panels, LED lighting, 
heating, ventilation and
air-conditioning (HVAC)

BBaatttteerryy  
ss ttoorraaggee
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12k
Centrica’s global 

engineering team

34
Number of countries 
we are operating in

Power built around you

Centrica Business Solutions will work with you
to provide the right combination of innovative 
energy solutions and expert advice to deliver 
the energy strategy your business needs

CCeennttrriiccaa  BBuussiinneessss  SSoolluuttiioonnss

Playing our part in a sustainable future

Powering business advantage 26

Climate change is one of the biggest 
global challenges facing society today. 
As a leading energy and services 
business, we can play a pivotal role in 
tackling climate change. 

Playing our part, Centrica plc

In 2015, CCeennttrriiccaa  ppllcc  exceeded our eight-
year target to reduce our internal carbon 
emissions by 27% overall by taking 
measures such as solar, biomass, combined 
heat and power, demand side response, 
electric vehicles and digital technology. 
We have now set a target for a further 20% 
reduction by 2025.

65%

reduction in carbon per
unit of revenue since 2008

Helping our customers

We are helping to make homes and 
businesses more efficient and providing 
customers with the tools and technology 
needed to better control and reduce their 
energy consumption and carbon emissions.

27m

customers savings over 27 
mil lion cubic tons of C0₂ 

s ince 2008

A-

latest Centrica plc CDP 
cl imate ranking



Our results
What our client said...

 The Centrica Business Solutions brand  
was successfully launched to the market 
in late-2018 and rolled out across nine 
international markets.

OneGTM’s work on the messaging and the 
tools that we created based on this played 
a vital 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 and compelling story 
to both customers and prospects alike.

 The business has experienced rapid growth 
over its first 12 months, helped by a number 
of successful demand generation campaigns. 

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.

One UK campaign based on the Powering 
Resilience proposition generated more 
than 22 Marketing Qualified Leads – with 
a total value of £2.2 million. 

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

Simon Farr, Head of Marketing, 
Centrica Business Solutions

Winning big despite small client teams and budgets
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If you like what 
you’ve just seen...
Let’s talk
info@momentumitsma.com


