Mentimeter question 1

Funded by the European Union

If youwere owningan apartmentin an old condominium building,
how motivatedwould youbeto convinceother co-ownersto go for a deepenergyrenovatior?

C Verymuch
C Much

C Somewhat
C Neutral

C Notatall
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Introduction

EPBD, 2018; EC, 2019:

A Almost 75% of the building stock is currently energy inefficient and more than
85% of todayAs buil dings are | ikely

A The renovation pace is too slow

A 42% of EU residential buildings are apartments , mostly in cities

Residential sector Homeowners Homeowners

t

21% 70% 41-65%
Total energy Reside in
consumption condominiums
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Introduction

An apartment building is often

governed by an Association of Co -

owners , aka. Homeowner s A
Association (HOA) or Condominium
Association.

This is a formed by individual unit

owners who collectively own the shared parts of a
multi -owner residential building.

Consequently, the association manages the
common parts, and makes decisions about the
buildings maintenance and renovation.

135K Condominium
associations in the
Netherlands

Source: (Centraal Bureau voor statistiek, 2023)

Funded by the European Union

100K Condominium
associations in
Belgium

Source: (Syndici.be, 2022)
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Introduction

Funded by the European Union

How do European homeowners in multifamily buildings
perceive the idea of a comprehensive energy renovation
of their condominium?

n=270

B very negative @ Negative B Somewhat negative = Neutral [ Somewhat positive B Positive B Very positive

-20 -10 0] 10 20 30 40 50 60 70 80 a0
Likelihood in %

Source: Ragy Elgendy et al.;®1£2026,
Questionnaire for cabwners of multifamily dwellings in The Netherlands and Flanders (270 respondents),

LIFECondoRengroject, TU Delft



Introduction

Investment Preferences of European Homeowners in
Multifamily Buildings who are Willing to Renovate

n=263
@ Extremely Unlikely @ Somewhat Unlikely — Neither nor @ Somewhat Likely @ Extremely Likely

Basic efficiency -
Efficient windows -
0 -20 -10

Roof insulation

Solar panels PV -

Facade insulation

Ventilation

Heat pumps

Ground floor insulation _

-50 -40 -3

Likelihood in %

Funded by the European Union

Source: Ragy Elgendy et al.;®[72026,
Questionnaire for capwners of multifamily buildings in the Netherlands and Flanders (263 respondents),

LIFECondoRengroject, TU Delft

(h

CONDO
RENO



Introduction

Funded by the European Union

Performance guaranteed renovation 2023 f 90% reduction of energy

Flat Ellen, Assen, The Netherlands (guarantee EnerPHit)

f No major maintenance exp
for about 30 years

f Average savings 1087 EUR
Energy performance contract feasible

Predicted and measured energy demand for heating
Appartmentbuilding Ellen (Assen, NL)
July 2019 - June 2020

mption [kWh/(m?a]
Now ow &

= > 5 R . - .
Before renovation After renovation
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Introduction

To I

Funded by the European Union

Co-owners are willing to renovate

Lower maintenance and improved thermal comfort and air quality are a fact
after deep renovation

Even a factor 10 reduction of energy use for heating is technologically feasible

CondoRene TU Delft



LIFEproject LIGOCONDORENO

Integrated Home Renovation Services
for Co-owners of Apartment Buildings
In the Netherlands and Flanders

Technische Universiteit Delft, NL

Stichting Woonlastenneutraal Renoveren (WNR), NL

Stichting KERN, NL

Stad Antwerpen, BE

Stad Mechelen, BE

Autonoom Gemeentebedrijf Energiebesparing Oostende, BE
Confédération Nationale de la Construction asbl (Embuild ), BE
Agence Parisienne du Climat Association, FR

Union Internationale de la propriété Immobiliere (UIPI), BE

European Builders Confederation (EBC), BE

Project duration : 1 October 2022 z 30 September 2026

https://condoreno.org
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https://condoreno.org/

CondoReno approach

In Flanders 2 0 3 e nheusas y provide facilitation of decision -making

An energy house provides advice and financial support towards citizens for energy savings in homes.
.“. o e “. ANTWERPEN e
WEST- 00ST- VY )

VLAANDEREN VLAANDEREN a2 LIMBURG
VLAAMS-
BRABANT

<“‘::. -,/\\ B "‘«._<_ ‘-"7,\/,\ . e WL - o \{A,‘\ ;"L\

“‘ CondoReno partner Mature services for apartments (3/20) Emerging/starup services for apartments (3/20) No developed services for apartments (14/20)
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LIFEproject

CONDO

QG RENO

Proof of concept based on 8 pilot

projects

COMDO

Llrjl REMO

New Report:
Activating Business Madels for

Condominium Renovations
Identification of viable business models for Integrated
Harme ion Services for condominiums in the
Netherlands and Flanders

CONDO

QG RENO

Guidebook for course providers

CONDO

QG RENO p—

Co-creating Integrated Home Renovation

D3.4 Training material for activating the supply-side

CONDO

Qr: RENO
Services for co-owned condominiums

D5.2

CONDO

Qr] RENO

Creating and Multiplying Integrated Home Renovation Services for

Private Condominiums
Executive Summary for Policymakers

D6.2

https://condoreno.orq
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CondoReno approach

Supply actors/
“providers”

CONDO

L,G RENO

Stakeholders for the development of

Integrated Home Renovation Services for

Condominium Associations

D2.1 Declarations joint business model development - International

Reseal"fcﬁl’ ! - Condominium
educational ~ Managers
actors

Demand actors/

Public actors/ _‘ es HOMEOWNER \
“facilitators” Policy Energy S piblic Housing ASSOCIATIONS “clients”
actors aBEftS Associations Individual clients

Compared to OSS
serving single-family
homes, many other
stakeholders
become important
for steering
decisions..

CONDO
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CondoReno approach

Use the momentum of the maintenance needs
Combine measures into cost -optimal scenarios

Speed up collective decision -making

o To Do Do

Steer towards better performance

Intervene at homeowner association meetings

<

Funded by the European Union

Milestone 1 Milestone 2 Milestone 3
Decision taken to do a Decision taken to Decision taken to
Masterplan invest renovate
s =4 , T g .
/ Initial observation/ A Financial planning  Pre-planning phase ( Accessto finance Permits phase 1 ion Planning Post- ion

" identification phase
enass and

Complex ane ) s actween
: and actual

regu ations

Financing/funding

phase
i“‘yi:r:d'l“‘,';“'s Technical challenges in older
2 buldings
<t francing
Step 1 Step 2 Step 3 Step4

Transaction phase Implementation and

Elgendy, R, Mlecnik, E., Visscher, H., & Qian, Q. {2024], Integrated hame renavation services as a means to boast energy fort iati Utilisation phase
A comparative analysis of service providers’ business models. Energy and Buildings, 320, Article 114589, hitps:/idoi.org/10.1016/j.enbuild.2024.114585

Onboarding phase In-depth phase
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CondoReno approach

Flemisch C ini ;
Feasibility Execution Malltanance
Prephase study renovation Aftercare cicla
(RMP) works 24

FOSSTER roadmap renovation of dwellings

Condominium renovation journey roadmap B .. | =
Information Advice 'm:’;z'::ﬂ‘ A(f;:s:zsr)e

Web tools (CRM, matchmaking)
Step-by-step plan

c: c: Cc: cC:

Calculation tool Bulld Your Homs

Find more than 16,000 contractors, craftsmen
and installers in Belgium

20% 80
Stap voor stap s
NAAr ean sUCCesvolle renovatle van jouw
VvE-appartementengebouw
€200 Average € 195,-fmonlh>

€150,
L ] €90,/month
n €100 ~_//
F‘ o €85,-/month |
Y 12 kWh/nva
rors |
€50,-
|
Tools, tips en de juiste timing: " WN R I
Betaalbare renovatie van jouw flatgebouw. WoonlastenNeutraal Renovaran €0, I
1234567 B89101112131415161718192021222324252627282930313233343536373839

Before renovation —— After renovation
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Proof of concept

Funded by the European Union

U FlandersBelgium:
U Pool ofrenovationmaster planners
U MandatoryEnergy Performanc€ertificatefor common buildingparts
U Local no rent of roofapartmentswhenroof insulationis lacking

U The Netherlands:

U Subsidiedor procestoaches
U Mandatoryminimumadepositof homeownerdor the reserve fund

U Support for collectively going to ga®e districts

S
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Proof of Concept

Funded by the European Union

Working portfolio - kpi's

45

40
40
35
30
= 20 20
20
14
15 . 13
9

10 . 5
; : : 212 o0
0 L] s - | - -

# buildings # masterplan study # investment decision # start renovation

':\/l(;tldveal'gng BUSIneS‘ m Antwerp m Mechelen Ostend W WNR TeStIng the BUSIneSS MOdeIS In

8 case studies for Evaluation

Figure 2 Summary of CondoReno case studie progress and milestone attainment
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Proof of Concept

Ostend1 ft
Heterogenous ~LTE Antwerp
financialcapacityand Investmentneededin Delayafter COA
hometypology backlogmaintenance changes
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Ostend2 Environmental permi
Unexpectedcost not granted
Increaseconcrete rot
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Proof of Concept

Funded by the European Union

Amsterdam West Nijmegen

3 coownergassociations Heatingsystem breaks Rejectionmunicipal&
underone roof with varying down callingfor earlier technologypush
viewpoints iInvestment (Renovatiommaster plan &
(Feasibilitystudy) (Investmentproposa) financial plan)
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Proof of Concept

< Co2 sy SNEQ | aa2®AldA2ya NBI OK

Barriers for Speeding Up ‘.,.. label A renovations oe®
Renovations by COAs B T T T T L L

»

Policymakers Process coaches Companies

Innovative actors

CONDO

Based on: Mlecnik, E., 29-03-2023, Naar integrale renovatiediensten voor V ~ /, LilR&CondoReno project presentation, Tiel, The Netherlands & l r\l_l RENO
Mlecnik, E., 2013, Innovation development for highly energy -efficient housing, PhD. thesis, TU Delft, The Netherlands, https://r epository.tudelft.nl/file/File_661acdda -
aebb-4556-bac6-9a676895chd2



| believe the following services are still MISSING in my region
for supporting ceowners to effectively do a deep renovation of their building
(multiple options possible):

C Support for organizing e® ¢ y S NE Q-mak&d(fegaliciarify, trudiuilding, problemsolving)
C Clear technical renovation options and scenarios (what to do, when, and with what impact)
C Clear financial plans and funding options (costs, subsidies, affordability)

C Support to manage and implement the renovation (coordination, contractors, execution)

C Quality assurance and lorigrm reliability (performance, guarantees, maintenance)

CondoRene TU Delft Q g



Research

Funded by the European Union
Theproject aimsto accelerateenergyrenovationsfor co2 gy S N&A Q

associations(COAs)by creating 6 viable businessmodels for
integrated home renovation service (IHRS) providers to be

replicatedin 10 Europearcountries 3 Public
driven

3 Market

O 1 Introduction CondoRene TU Delft 23



Research question

How can Integrated Home Renovation Services Facilitate
Deep Renovations for co -owner associations?

|dentification of IHRS viable business models

hisaes

CondoRene TU Delft



Conceptual framework

Board members from the HOAs | |Representatives from the IHRS | |Representatives from ) . uestionnaire | JDocument
. : . . . : [Policy representative )
Data Collection included in the case studies orking on the case studies he study offices urvey analysis

I I 1 1 ] 1 ] 1 | I L 1 1 [

Customer focus
and value
proposition

Business
models viability
criteria

Innovative Financial
financing stability

Adaptability
and flexibility

Operational
efficiency

Support by
digital tools
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Value Customer Customer Revenue Key Key Cost
. Channels . - A Key partners
proposition segments relationship streams activities Resources structure
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Business

I models of

| IHRS in EU
for COAs

||I Customer

Key
Partners
Customer n
Segments Chsess
Propositions ||

New Report:
Activating Business Models for
Condominium Renovations

f viable business models for Integrated

\____

Resourcey \ I J s

Revenue
Streams

Cost Structure

hisees
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ldentifying service model archetypes

Possible models to create Integrated Home Renovation Services

Public model Private model Agency model
For example, Municipal services For example, Living -cost neutral For example,

~p ék| kaqg- r~" «k«é& s |rendbvpti®ruskréiced of non -profit CoachCoPro services
Mechelen and Ostend in organization WNR in the Netherlands Agence Parisienne du
Belgium Climat in Paris

e,

CONDO

LIG RENO

New Report:
Activating Business Models for
Condominium Renovations

Identification of viable business models for Integrated
Home ion Services for condomini in the
MNetherlands and Flanders

Source: R. Elgendy et al., Sustainable Built Environment and Urban Transition,
Linnaeus University, Vaxjo
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ldentifying stakeholders

Integrated home renovation services
Potential Stakeholders for condominium

Stakeholder categories based on their
current main activity

Demand side for IHRS providers
2 Supply consulting

3 Supply execution

Supply financial solutions

5  Public sector

6 Other intermediaries

Integrated Home Renovation service providers

Classification and Roles of Stakeholders in
Integrated Home Renovation Services

A Primary Stakeholders
B Secondary Stakeholders

C External Stakeholders

C
renovations
Neighbourhood Energy
associations cooperatives
B
Local housing e — Insurance
desks P ondomini companies
ondominium :
e
A
. Local energy Maintenance
Provinces desks HOA board M companies
Financial and
guarantee
funds  Ganks
@
R Local HOA P Project Energy
Ministries desks Municipalities IHRS e Installers producers
Provider
) Financial Energy Houses Contractors Architects L
Public consultants producers
knowledge .
institutes Renovation
coaches
Energy/ Study office/ Energy
sustainability engineers distribution net
Standardization consultants
institutes Legal
Consultants
Social
Real estate
consultants
brokers

Communication
and [T-consultants

CONDO
RENO

02 Setting the scene
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Combining phases and stakeholders

Renovation
Journey for HOAs

Stakeholders
Involved

Initial observation/ identification

HOA Board
1 Research & information gathering

Social housing companies
Assessment phase

Co-owners

Feasibility phase Condominium managers

Energy houses
Financial planning phase l

EUES

Renovation coaches

N

Planning phase Architects

Access to finance phase Study office/ engineers
‘-L'.‘- 2
3 - \‘1"‘ Energy sustainability consultants
Financing/funding phase [l ———— > Public knowledge institutes
| Standardization institutes

Permits phase I

Renovation planning phase

Financial consultants

Social consultants

Project managers

Communication and IT-consultants
Ministries

Neighbourhood associations

Legal consultants

Construction phase

Innovative intermed

D

Post-Renovation phase
Contractors

Financial and guarantee funds

Maintenance companies

Banks

Integrated Home Renovation Service Providers

Material producers
Condominium manager
Notaries

Insurance companies

\

CONDO
— Installers - ( r\l RENO
O 2 R. ElgendyCondoRene TU Delft @

Setting the scene



Private IHRS (Netherlands)

A Strengthen collaboration with social housing corporations in hybrid CAs

A Align earlier with condominium managers to streamline decisi@king and communication

A Expand and formalize partnerships with municipalities for subsidy alignment and legitimacy
A Maintain a vetted network of contractors to ensure quality and trust

Public IHRS (Belgium)
A Clarify roles between the architect/study office and Energy House
A Includecomdominiummanager in the partnership structure and explore training or incentive

models
A Create regional learning networks for peerpeer exchange among CAs, architects, and

coordinators
R. ElgendyCondoRene TU Delft LI Q



Research framework

Document
analysis

included in the case studies orking on the case studies he study offices urvey

14 St4 d Sld 9
Coowner udy t.u y Reports
offices offices
CONDO

Board members from the HOAs | |Representatives from the IHRS | |Representatives from ) . uestionnaire
[Policy representative

4

IHRS
providers

d\ @ RENO
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Homeowners perspectives

ee Without the subsidy, it would never have passed.
t S2LIX S (K2dzZaAKIX WAT Al
why not try?

Vo 5\'-"

Qe Li0a Avlraairo €8 G2 R2 S@SNBA
need time to adapt and to see the benefits ¢, : . |

2
(AT L .
-
| R '“,!;'t’
' 2 ) ‘
e

step by step

Q!LGQé y2i0 2yfté | o2 dz

being proud of where we live.
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Public Energy houses perspective

e R Tt = -~
- o

Q Q Homeowners often'e'xpect us to be projéuc_t‘”"
managers, but our real role is to guide them, not to

take over their decisions

QQ We are not selling é‘product; we are helping people

make a collective choice that will affect them

for decades.
B S

QQ Trust is the biggest currency in these projects once they

feel heard, the financial discussion becomes secondary.

If you push everything at once, people freeze. When we
! Break the renovation into clear, doable phases, they

start to see progress and stay motivated




Study offices perspective

Q' Our task is to translate technical complexity into

something people understand and feel ownership

over

Q When people start to see the building as a shared
home rather than individual apartments, everything

changes

A phased plan helps us keep everyone on board, it
'Q gives ceowners time to understand each step and

trust that the process is under control

Source: Ragy Elgendyechelen2025



