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1 Objectives of the survey

In the course of the EFFECT projectafiSupply side survey on
t or s niactivity 3.4 in Work Package 3) was undertaken. According to the Application
Form (AF), the aim of the activity was to investigate and draft a detailed analysis on the
barriers and constraints faced by the supply side (private sector) in the participation in EEPP
tenders. The aim of the analysis actually undertaken had a slightly different focus: Instead of
investigating the barriers the supply side faces when participating in energy efficient public
tenders, the barriers the supply side faces when trying to sell their energy efficient
solutions to public authorities were investigated. With this slight shift in focus, we
included a broader range of experiences i not only the experiences that were made in ener-
gy efficient tenders but also in conventional ones. Furthermore, not only tenders but also
direct awards and subcontracts were included.

This report highlights the main problems and barriers that companies in the SEE-region face
when trying to sell their energy efficient solutions to public authorities. The report also
highlights possible solutions for these barriers offered by the supply side. The barriers will be
the basis for further activities foreseen for the supply side in Work Package 5 (led by CRES).

2 Methodology

The supply side survey was conducted with the help of a questionnaire (see appendix) that
was filled in by the interviewer during telephone interviews or face-to-face-interviews. The
larger part of the questionnaire consist ed of f@Acl osed questions
Most of these closed questions also offered the possibility to state further individual answers.
Further mor e, some of the questi ons noveffergivei
answers. The interviewers had clear guidelines not to interfere during the interview,
especially when asking the open questions.

Usually, the questionnaire was sent to the interviewees in advance to make sure that the
information needed was available during the interview (like for example the number of
employees).

The answers from most of the companies that took part in the survey were analysed
together. In the following chapters, a quantitative and qualitative analysis is given for the
closed questions, as well as for the open questions. Due to the limited number of companies
that were included in the questionnaire in each country, the quantitative results cannot be
seen as representative. Nonetheless, they offer valuable information about barriers and
possible solutions to overcome them.

In each of the eight countries that participate in the EFFECT-project between 7 and 15
interviews were conducted. Interviews were conducted with 103 companies, 9 of these
interviews (1 from Austria, 2 from Bulgaria, 4 from Romania and 2 from Hungary) were not
included in the analysis, because the companies that were interviewed did not offer energy
efficient solutions or were not interested in selling their solutions to public authorities without
offering an explanation. The results described below are based on the interviews with 94
companies.
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More than 150 companies were contacted and asked whether they would take part in the
survey.

3 The companies involved in the survey

The survey is based on the answers of 94 companies from the 8 SEE-countries Austria,
Bulgaria, Greece, Hungary, Italy, Romania, Serbia and Slovenia. The companies can be
classified into the sectors construction (buildings as well as infrastructure), lighting, ICT,
transportation and others (health sector, etc.). The following figure shows the number of
companies from the different sectors included in the survey.

Number of companies included
60 55
50
40
30
20 18
10
10 — 6 5
0 B e
Construction Lighting ICT Transportation Other

Fig. 1. Numbers of companies from the different sectors included in the survey

More than half of the interviews were conducted with companies from the construction sector. 18
interviews were conducted with companies from the ICT-sector, 10 with companies from the
lighting-sector and 6 with companies from the sector transportation. The companies offered
energy efficient solutions in form of products, services and/or works, for example:

Energy efficient solutions in the construction sector:

— Design of passive houses (architects)

— Energy efficient HVAC-systems (companies that offer building services)
— Solar heating systems

— Study and implementation of insulation made of renewables

— Consulting about energy contracting and about financing solutions

—  Windows with high insulation

Energy efficient solutions in the ICT sector:

— Energy efficient multifunctional devices
— Design of energy efficient computer centres
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Energy efficient solutions in the lighting sector:

— LED-lighting
— Solar lighting for municipalities
— Study about the costs of changing the lighting in buildings

Energy efficient solutions in the Transportation sector:

— Cars with a hybride or electric drive
— EEV (enhanced environmentally friendly vehicles) buses

Figure 2 shows for each country the number of companies from the four sectors included in the
survey. The figure also includes the 5 interviews with companies from i o t Isextors (health
care, etc.) as well as the 9 companies were the interviews were not included in the analysis
(see above).

Companies that took part in the survey

12
10

8

6

4

2 | | ﬂ

0

Austria Bulgaria Greece Hungary Italy Romania Serhia Slovenia
B Construction Lighting ICT M Transportation MOQther M Notincluded

Fig. 2: Sectors, the companies that took part in the survey came from

In each of the eight countries, companies from the construction sector were interviewed.
Their number was especially high in Austria (9), Greece (10), Hungary (8), Serbia (7) and
Slovenia (9). In almost every country (except of Serbia), companies from the ICT-sector took
part in the survey. The companies from the lighting sector included in the survey were only
situated in Austria, Bulgaria, Greece and Italy. Companies from the transportation sector
were situated in Bulgaria, Romania and Slovenia.

Figure 3 shows the number of micro companies (less than 10 employees), small companies
(less than 50 employees), medium companies (less than 250 employees) and big companies
(250 employees and more) included in the survey.
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Size of the companies included (number of employees)
30
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10 ——
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Fig. 3: Numbers of companies of different sizes included in the supply-side-survey

While most of the interviewed companies are companies from the construction sector, the
number of different sized companies included in the survey can be seen as balanced with a
slight majority of micro-sized companies.

The size of the companies from the different sectors T construction, lighting, ICT,
transportation and other (health sector etc.) i is shown in figure 4.

Size of the companies included

20

15 +—

Construction Lighting ICT Transportation Other

Micro(28) MSmall(23) MEMedium (21) MBig(22)

Fig. 4: Size and sectors of the companies included in the supply-side-survey

Figure 4 shows that even if the number of companies of different sizes i s al@atys balanced
T especially in the construction sector where 22 medium and big companies versus 33 micro
and small companies took part in the survey i there is a considerable number of companies
from each size included in the survey.

If we take a look at the size of construction companies that took part in the survey in the
different countries (see figure 5), the distribution can only be seen as balanced in Austria,
Italy, Serbia and Slovenia. In Greece, Hungary and Romania mostly micro and small
companies took part, while in Bulgaria only medium and big companies were interviewed.
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Size of the companies from the construction sector included

3

Austria (9) Bulgaria (5) Greece (10) Hungary (8) Italy (4) Romania(3) Serbia (7) Slovenia (9)

Micro (<10) mSmall (<50) mMedium (<250) mBig (=250)

Fig. 5: Size of the construction companies included in the supply-side-survey

In figure 6, the companies that filled in the questionnaire are divided according to the portions
of their sales they made with energy efficient (ee) solutions. The figure is nearly balanced: 30
companies sold almost only energy efficient solutions, while 28 companies sold mostly
conventional solutions. A considerably smaller number of companies lies in between.

Part of sales made with energy efficient solutions
35
30
25
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16
15
10

10 9

5

U T T T 1

80-100 % 60-80 % 40-60 % 20-40 % 0-20 %

Fig. 6: Number of companies with different portions of their sales being made with ee solutions

When being asked about how they take part in public contracts, most of the companies said
that they would mostly take part in fNational tendersq in fNational, regional and local
tendersq in fRegional and local tendersg in fDirect awardso or as a fiSubcontractora Some
companies said that they do not sell their solutions to public authorities. Figure 7 shows the
number of companies included in the survey for each of the different ways to take part in
contracts. A relatively high number of companies sold their solutions in fRegional and local
tendersowhile the number of companies that sold their solutions in fDirect awardsdowas quite
small.
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Ways common to the company to take part in public contracts
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National tenders National, regional Regional andlocal  Direct awards Subcontractor  Don't sell to public
and local tenders tenders authorities

Fig. 7: The ways most common to the companies to take part in public contracts

The companies were also asked about the percentage of their sales they made directly with
public authorities (see fig. 8). Among those companies that offered and answer to the ques-
tion, eight companies sold between 70-100 % and eleven companies sold between 40-69 %
of its sales directly to public authorities. That means that for a minor number of companies
included in the survey, public authorities were the main customer.

31 companies included in the survey said that they would sell between 10-39 % directly to
public authorities, further 40 companies said that they would sell between 0-9 % (many
construction companies that work as subcontractors are part of this group).

Percentage of the sales made directly with
public authorities
45 a0
40
35 31
30
25
20
15 11
10 8
0 - : . .
70-100 % 40-69% 10-39% 0-9%

Fig. 8: Number of companies with different percentages of sales made with public authorities

According to these descriptions, the typical company included in the survey was a
micro-sized Greek company situated in the construction sector that made 80-100 % of
its sale with energy efficient solutions, took part in regional tenders and sold 0-9 % of
its total sales to public authorities.
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4 Results of the Supply-Side-Survey

In the following chapter, the results of the supply-side-survey are presented. It is important to
keep in mind, that it is the perception of the companies that is presented and that the results
cannot be seen as representative.

Subchapter 2.1 offers information about how the companies perceive the importance of
energy efficiency in public purchases.

Subchapter 2.2 offers information about the overall barriers for companies to take part in
public tenders. It also offers suggestions for necessary changes.

Subchapter 2.3 is about the barriers that companies experience when offering their energy
efficient solution to public authorities. It shows the perspective of companies that did not sell
their energy efficient solutions to public authorities, of companies that are not successful in
selling their energy efficient solutions to public authorities and companies that are successful
in doing so. It also shows from the perspective of the companies what kind of support is
offered to them and what kind of support they would need to sell more of their solutions to
public authorities.

Subchapter 2.4 offers information about the perceived role of centralized procurement and e-
bidding for the sale of energy efficient solutions. It also offers information if the companies
are prepared to offer a warranty for their energy efficient solutions.

4.1 Importance of Energy Efficiency in public purchases

The companieswereask ed t he f ol | oRmomryaur pgint ef ¥ieéwi, fow impoftant
is the topic “energy efficiencyhtFigum 9 shaws lthe c
results.
Importance of Energy Efficiency in Public Purchases
0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
Austria (13) I I I
Bulgaria (12)
Greece (14)
Hungary (12)
Italy (9)
Romania (11)
Serhia (7)
Slovenia (11)
M not important
importance increased in the last 3 years, but is still not very high
B major importance

Fig. 9: Importance of Energy Efficiency in public purchases according to the companies

pur c
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The figure offers the number of companies that answered to this question in brackets behind
the name of the country. The figure shows that no company in Austria and Bulgaria had the
impression that Energy Efficiency was not important in public purchases. Nearly 60 % of the
Bulgarian companies stated that it was of major importance. In Greece, Hungary and Slo-
venia, the perception of the importance of Energy Efficiency was diverse T some companies
said that the topic is not important, others said that its importance increased but that Energy
Efficiency was still not very important and a third group had the impression that the topic is of
major importance. In Italy, Romania and Serbia, none of the companies had the impression
that Energy Efficiency was of major importance.

The importance of Energy Efficiency in public purchases depends heavily on the framework
conditions in the countries and is therefore country-specific. Nevertheless, the following
figure shows how the companies of the four sectors perceived the importance of Energy
Efficiency in public purchases. According to the figure, nearly a fifth of the companies in the
sectors construction, ICT and transport had the impression that Energy Efficiency wasn 0 t-
portant in public purchases even if it is mandatory for public procurers in the EU to include
Energy Efficiency when purchasing ICT (mandatory for national procurers according to the
regulation for implementing the EU-US Energy Star programme in the EU, see IP/07/1943)
and vehicles (according to the Directive 2009/33/EC of 23 April 2009 on the promotion of
clean and energy-efficient road transport vehicles).

Importance of Energy Efficiency in public purchases

0% 20% 40% 60% 80% 100%

Construction (53)
Lighting (8)
ICT (17)

Transport (6)

H not important
importance increased in the last 3 years, but still not very high

B major importance

Fig. 10: Importance of Energy Efficiency in public purchases in the four sectors
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4.2 Overall barriers and support for participation in public tenders

Some of the barriers for companies to take part in public tenders are not related to the
energy efficiency of the solution that is going to be sold. These barriers rather apply to all
companies irrespective of the environmental quality of their offer.

4.2.1 Barriers for the participation in public tenders

The companies were asked: fWhat are the main difficulties you encounter when you

participate in a public tender?” The following figure illustrates their answers. The figure

shows that about 50 % of the companies in Austria, Bulgaria, Greece, Hungary, ltaly,

Romania and Slovenia said that the main barrier to take part in public tenders was the
difficulty to invest the time to fill imwasthe 1t en
only perceived as a barrier for about 20 % of the companies in Bulgaria, Greece, Hungary,

Italy and Slovenia. fiNo t havi ng ewas segnhas & lamidr fovabout 40 % of the

Italian companies but only for about 20 % of the companies in Bulgaria, Hungary and

Slovenia as well as for an even smaller number in Romania.

Barriers for the participation in public tenders

100%

90%

80%
70%

60%

50%
40%

30%

20%

10%

0%

Difficulties to invest the time for  Too small to take part in public Not enough staff
tender documents tenders

M Austria (9) ™ Bulgaria (4) ™ Greece (13) M Hungary (12)
m Italy (12) m Romania (8) m Serhia (3) Slovenia (10)

Fig. 11: Importance of barriers for the participation in public tenders

The overall pictur e thkea ook@ttthe selctarsitifeecompdniesnconve e

from. Figure 12 illustrates that the highest percentage of companies in each of the four

sectors i between 40 % of the construction companies and 80 % of the transportation
companiesi sai d that the barrier Adifficultiwas to in
most important. A Bei mg stmnmal | 6 was pbarriec i abeutl 20 & of the

companies in the construction, the lighting and the ICT-sector.
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Barriers for the participation in public tenders

100%

80%

60%

40% n
‘ 1 |
0% I
Difficulties to invest the Too small to take partin Not enough staff

time for tender public tenders
documents

B Construction (39) Lighting (8) ICT (13) M Transport(5)

Fig. 12: Importance of barriers for the participation in tenders divided by sectors

Figure 13 shows the importance of the barriers according to the size of the company.

Interestingly, the barrier it i me t hat is needed to é&ppliedto i n t he
companies of all sizes, also for big companies. Nearly 40 % of the companies that had less

than 10 employees (micro companies) said that they were too small to take part in public

tenders.

Barriers for the participation in public tenders

100%
80%
60%
40% —
20% —
0%
Difficulties toinvest Too small to take part  Not enough staff
the time for tender in publictenders
documents

Micro (24) ®Small(19) MEMedium (16) MBig(12)

Fig. 13: Importance of barriers for the participation in tenders divided by the size of the company

Figure 14 shows the barriers that construction companies perceive when taking part in public
tenders.
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Barriers for the participation for construction
companiesin tenders

100%

80%

60%

40% -

20% -

0% -

Difficulties toinvest the  Too small to take partin Not enough staff
time for tender public tenders
documents

Micro (16) MSmall(11) BEMedium (7) MBig(7)

Fig. 14: Importance of barriers for the participation in tenders for construction-companies

A comparison between fig. 14 and 13 shows that for the companies in the construction sector
thebarrier ADiIifficulti efgmindronpaortanseearparetd to eompaniese 6 wa s
from the other sectors. In contrast, the amount of small and medium construction-companies

that said that they were Atoo smal/l to take par
companies from other sectors.

Someoft he companies also said that they didnot h
public tenders. Several companies offered further information about the main barriers they
encounter, for example:

- The tendering procedure is very bureaucratic. Furthermore, it often differs from one
public authority to the other. Taking part in a public tender procedure is therefore not
only time consuming but also very costly for the companies.

- Sometimes, especially in the construction sector, the payment of public authorities is
considered to be too | ate or in cases of =eco
payment at all (especially in the construction sector).

- Several companies complained about the lack of flexibility in the procurement
process. Even if a better solution would be available, once the tender document is
written and the contract is signed, there is only little space for changes.

- The lack of transparency and the existence of corruption (the term corruption is used
very widely 7 it also covers cases where the tender documents are shaped in a way
that the local company is going to be successful) seems to be a barrier in several
countries.
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4.2.2 Changes in the procurement process that could increase participation

When asked about their suggestions to simplify the procedure ( Do you have suggestions for
the simplification of the procedure?0,)the companies expressed the following views: Between
50-80 % of companies from Bulgaria, Greece, Hungary, Italy, Romania and Slovenia wanted
the number of required documents to be reduced. This did not seem to be a topic for
Austrian companies, possibly because there already are electronic platforms in Austria
where companies can register and deposit their main documents and do not have to deliver
them in the tendering procedure.

How to simplify the process

100%

80%

60%

40%

20%

0%
Amount of required  Tender documents  Tender documents National contact point
documents to be should be shorter  easier to understand
reduced

B Austria (10) ®Bulgaria (5) ™ Greece (14) M Hungary (12)
W Italy (12) B Romania (8) ™ Serhia (2) Slovenia (10)

Fig. 15: What companies would need to support their participation in public tenders

About 40 % of companies from Austria, Bulgaria and Hungary suggested that the tender
documents should be easier to understand. For the companies of the other countries, this

ddné6t seem to be a maj oonly groudi20 % wf.the Eompahids saidmo r e ,
that the tender documents should be shorter. An interesting result is the need for a national

contact point that supports companies in the tendering procedure. Most companies did not

need such a contact point. The idea was only popular in Greece and Romania, where about

40-50 % of companies supported it.

The suggestions of companies from the four different sectors how to simplify the process are
shown in following Figure 16.
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How to simplify the process

100%
80%
60%
40% M
20% 3 5

0%

Amount of Tender Tender National contact
required documents  documents easier point
documents to be should be shorter to understand
reduced

M Construction (39) Lighting (10) ICT (15) mTransport (5)

Fig. 16: What companies from a specific sector would need to support their participation in tenders

40 % or more of the companies in each sector suggested that the amount of required
documents should be reduced. The reduction of the length of the tender documents was
suggested only by a considerable number of companies in the transport sector while the
improvement of the comprehensibility of tender documents was suggested only by a
considerable number of companies in the ICT-sector. Furthermore, only a considerable
percentage of companies from the ICT-sector supported the idea of a national contact point.

The following figure shows the suggestions made by the companies based on their size. The
idea of a national contact point seemed to be more interesting for micro and small
companies. Apart from that, the amount of documents or the size and comprehensibility did
not seem to be more important for smaller companies than for bigger ones.

How to simplify the process

100%
80%
60%
40%
20%

0%

Tender documents Tender documents National contact
should be shorter easier to point
understand

Amount of
required
documents to be
reduced

Micro(24) mSmall (18) ®EMedium (17) mBig (14)

Fig. 17: What companies of different sizes would need to support their participation in tenders

Figure 18 shows the suggestions of construction companies for the simplification of the
process according to their size. Among big companies the greatest number of supporters for
the first three simplifications i reduction of required documents, reduction of tender
documents and an increased comprehensibility of the tender documents 7 could be found.
Furthermore, about 40 % of the small construction companies opted for a national contact point.
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Fig. 18: What construction-companies would need to support their participation in tenders

4.3

4.3.1

Why companies doné dffer their solutions to public procurers

Barriers and support for the sale of energy efficient solutions

Some of the companies involved in the survey said that they did not offer their energy
efficient solutions to public procurers. Their number is shown in figure 19. Each of the
Austrian companies that were interviewed worked for public authorities. In Hungary, ltaly,
Romania, Serbia and Slovenia, only one or two companies included in the questionnaire did
not work for public authorities. A considerable number of Bulgarian and Greek companies
said that they did not work for public authorities. This might be a coincidence, in the case of
the Greek companies, it could be due to delays of payment as a result of the economic crisis

especially in the construction sector.

Numbers of companies that don't work for

public authorities
7

6
6

5
5
4
3
2 2 2
2
1 1
1 N
0 N
0 T T T T T T T 1
Austria Bulgaria Greece Hungary Italy Romania Serbia Slovenia

Fig. 19: Number of companies per country thatdidn” t wor k f or

publ i c

aut horities

The following figure shows reasons the companies stated when asked ANhich are the rea-
sons why you never offered your energy efficient solutions to public authorities?a It is
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important to keep in mind, that these results are based on a very small number of

companies.
Why don't you offer your energy efficient solutions to public
authorities?
100%
80%
60%
0%
O% I T 1
no time no staff tenders ask no Varlants no LCC awards are
for |nfrastructure too big
conventional for e-hidding
solution
m Austria (0) = Bulgaria (5) m Greece (6) mHungary (1)
| Italy (2) M Romania (2) = Serbia (2) Slovenia (1)

Fig. 20: Why some companiesdidn * t s el | t hpullicautkootlieaut i ons t o

The figure shows that one of the main reasons for not offering the energy efficient solutions
to public authorities was the absence of LCC in the tender documents. Another important

reason was the lack of time to fill in the tender documents.

4.3.2 Why companies are not successful with their energy efficient solutions

The companies were asked if they were successful in selling their energy efficient solutions to public

authorities. Those that were not successful were asked about the reasons for their lack of success:

fCould you tell us your opinion why you are not successful with your energy efficient solutions?0 .

Why not successful with energy efficient solution

100%

80%

60%

40%

20%

O% T T
ee solutions are more We don’t focus on the  public authorities tenders ask for

expensive ee solutions don't want it conventional solutions

M Austria (5) M Bulgaria (1) ™ Greece (2) MHungary (2)

M Italy (2) m Romania (3) m Serbia (3)  m Slovenia (4)

Fig. 21: Why companies were not successful in selling ee solutions to public authorities
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The number of companies that said that they were not successful in selling their energy
efficient solutions can be seen in the legend of figure 21.

A considerable number of companies in each of the countries said that the main reason why
they were less successful in selling their energy efficient (ee) solution was that energy
efficient solutions were more expensive than conventional ones. 50 % and more of the com-
panies from Italy, Romania, Slovenia and Serbia said that an important reason for them not
being successful in selling their energy efficient solutions were tenders that asked explicitly
for conventional solutions.

Why not successful with energy efficient solution?

100% M

80% i

60%

40%

20%

ee solutions are We don’t focus on public authorities tenders ask for the
more expensive  the ee solution don’t wantit conventional
solutions

0%

B Construction (13} Lighting (3) ICT (1) M Transport (4)

Fig. 22: Why companies in different sectors w e r esncteissful in selling their ee solutions

Figure 22 shows the main reasons why companies in the different sectors were not
successful in selling their energy efficient solutions to public authorities. The maost important
barrier was the higher cost of energy efficient solutions and i in the sectors construction and
transport i tender documents that asked explicitly for conventional solutions. We should be
careful with the results for lighting and ICT as the number of answers was very small (3
respectively, 1 company answered this question).

Why not successful with energy efficient solution?

100%

80%

60% —

40% —

20%  —

eesolutions are  We don'tfocus on  public authorities tenders ask for the
more expensive the ee solution don’t want it conventional
solutions

0%

Micro (6) mSmall (4) ™= Medium (5) ™ Big(7)

Fig. 23: Why companies of different sizes w e r esnctetssful in selling their ee solutions
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Figure 23 shows that the perception of barriers does not depend on the size of the company.
Companies of every size said that the main barriers were the costs of energy efficient
solutions and T to a smaller part i tender documents that asked explicitly for conventional
solutions.

The companies were divided in five classes according to the percentage of their sales they
made with energy efficient solutions: Companies that sold 80-100 %, 60-80 %, 40-60 %, 20-
40 % or 0-20 % energy efficient solutions. Figure 24 shows why companies in the different
classes were not successful in selling their energy efficient solutions to public authorities.

Why not successful with energy efficient solutions?
100%

80% ——

60% ———

0% —

200 ——

m ]

ee solutions are more We don’t focus on the  public authorities tenders ask for the
expensive ee solution don’t want it conventional solutions

W EE 80-100 % (0) ® EE 60-80% (1) = EE 40-60 % (1) ®EE 20-40% (7) ® EE 0-20 % (13)

Fig. 24: Why companies with different percentages of their sales being made with ee solutonswer en’ t

successful with their energy efficient solutions

Figure 24 shows in its legend that among the companies that made between 80-100 %, 60-
80%and406 0 % of their sales with energy eff
successful with its energy efficient solutions. The figure also shows that 7 companies which
made between 20-40 % as well as 13 companies which made between 0-20% of its sales
with energy efficient sol ut i o with theiraehedgy efficient
solutions. That means that the smaller the percentage of energy efficient solutions among
the total sales was, the bigger the number of companies that were not successful in selling
their energy efficient solutions.

The figure also shows that for those companies that made less than 60 % of their sales with
energy efficient solutions, the barrier fthe energy efficient solutions are more expensiveowas
of bigger importance than the barrier that fthe tenders ask for conventional solutionsa

4.3.3 Why companies are successful with their energy efficient solutions

When asked about the reasons for their success in selling the energy efficient solutions to
public authorities ( Gould you tell us your opinion why you are successful with your energy
efficient solutions?0,) most of the companies, but especially those in Austria, Bulgaria,
Hungary, Romania, Slovenia and Serbia, saw their activities in convincing public authorities
as the key issue. A considerable number of companies in each country also said that the fact
that public authorities asked for the energy efficient solution was an important factor for their

c

i ent

t hey
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success. Networking with public authorities was especially important for companies in
Bulgaria and Serbia.

100%

80%

60%

0%

20%

0%
Public authorities ask  EE solutions are We convince public We are good at
forit cheaper authorities networking

W Austria (7) ®Bulgaria (5) ™ Greece (7) M Hungary (9)
M [taly (6) B Romania (6) B Serbia (2) ™ Slovenia (5)

Fig. 25: Why companies were successful in selling their ee solutions to public authorities

Figure 25 shows that in some cases, especially in Austria, Bulgaria, Romania, Slovenia and

Serbia, there is a correlation between the success factorsi Pu bl i ¢ aut horities a:
efficient solutionso and ;idhadaigherathe percentage ofpublicl i ¢ au't
authorities that asked for energy efficient solutions, the smaller the percentage of companies

that had to convince public authorities.

Figure 26 shows the reasons for success according to the sectors the companies came from.
In each of the sectors the two main reasons for success were the persuading done by the
companies and the request by public authorities.
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Why successful with energy efficient solution?

100%
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60%

40%

- ] _ _ _
0% |

Public authorities EE solutionsare We convince public We are good at
ask for it cheaper authorities networking

B Construction (27) Lighting (5) ICT (12) mTransport(2)

Fig. 26: Why companies in the different sectors were successful in selling their ee solutions

According to the answers of the 5 companies from the lighting sector, the request of public
authorities for energy efficient solutions was especially high in the lighting sector. Therefore
the need for conviction was lower.

None of the companies from the transport sector said that public authorities asked for energy
efficient solutions. According to the Directive 2009/33/EC of 23 April 2009 on the promotion
of clean and energy-efficient road transport vehicles energy efficiency and other environ-
mental criteria have to be included in the tender documents. Based on the perception of
companies, some public procurers did not seem to know the legislative framework.

Figure 27 shows that the two reasons for success (public authorities asking for energy
efficient solutions and companies convincing authorities) were true for companies of every
size.

Why successful with energy efficient solution?

100%

80%

60%

40%

20% +—

o | m

Public authorities  EE solutionsare We convince public We are good at
ask for it cheaper authorities networking

Micro (13} ®Small (14} B Medium (10) M Big (10)

Fig. 27: Why companies of different sizes were successful in selling their ee solutions

The figure shows that conviction/persuasion had not only to be done by micro and small
companies but also by medium and big companies. The figure also shows that especially big



QSOUTH EAST o (P 25

EUROPE crree. |l ey

Jointly for our common future EUROPEAN UNION

and micro companies made the experience that public authorities asked for the energy effi-
cient solutions.

Why successful with energy efficient solution?

100%

80%

60%

40%

20%

0%
Public authorities ask EE solutionsare ~ We convince public ~ We are good at
for it cheaper authorities networking

W EF80-100(18) MEE60-80(5) M™EF40-60(6) ®WEF20-40(6) ®EF0-20(9)

Fig. 28: Why companies with different portions of their sales being made with ee solutions were
successful

Figure 28 shows that regardless of the significance energy efficient solutions had in the com-
pany, the most important reason for the success of companies in selling their energy efficient
solutions to public authorities lay in the ability of the company to convince public authorities
about the superiority of their solutions. Another important success factor was the demand by
public authorities.

The companies can be classified according to the percentage of their sales they made
directly with public authorities. According to figure 29, 60 % of the companies that sold bet-
ween 70-100 % of their solutions to public authorities said that public authorities would ask
for energy efficient solutions. The figure also shows a correlation between the success factor
that public authorities ask for energy efficient solutions and the conviction that has to be done
by companies (see above).

Why successful with energy efficient solution?

100%

80%

60%

40%

20%

0% - T
Public authorities ask EE solutions are We convince public We are good at
forit cheaper authorities networking

W 70-100% (5) W40-69%(9) W10-39%(19) mW0-9% (12)

Fig. 29: Why companies that sold different percentages of their sale to public authorities were
successful
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4.3.4 How to support the sale of energy efficient solutions

In three open questions, the companies were asked about the necessary changes that
would help them to sell their energy efficient solutions to public authorities ( From your point
of view: What should public authorities make different to make it easier for you to sell your
energy efficient solutions (=products, services and works)?0 ,Whdt else would you need to
realise more of your energy efficient solutions in public authorities?0 ,Is thre anything else
that you would like to add?0.)Results of these questions are shown in the next figures.

How to support the sale of energy efficient solutions?

100%

80%

60% -

T 1L L 1

Ask for EE, LCC More Increase the  More maoney for  Simplify the Increase the
and Quality  transparency, less knowledge of public authorities procurement  communication
corruption procurers process between demand

and supply side

B Austria (14) M Bulgaria (2) B Greece (15) B Hungary (12)
H Italy (10) M Rumania (11) = Serhia (2) Slovenia (11)

Fig. 30: What could support companies in selling their ee solutions to public authorities

Common themes in the answers independent of the country the company came from as well
as the sector they worked in (see fig. 31) and their size (see fig. 32) were fthe inclusion of
Energy Efficiency, LCC and Quality in the tender documentsq the need for an fincreased
knowledge for public procurersg the need for fimore money spend by public authoritiesdand
the need for the fsimplification of the procurement processa fMore transparencyo seemed to
be a considerable problem in Bulgaria, Hungary and Serbia. An fincreased communication
between the demand and the supply sided was mentioned by companies in Greece, ltaly,
Slovenia and Serbia.
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How to support the sale of energy efficient solutions

100%
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0%
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Ask for EE, LCC More Increase the More meney for Simplify the Increase the
and Quality  transparency, less knowledge of  public authorities  procurement  communication
corruption procurers process between demand
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B Construction (41) Lighting (8) ICT(17) = Transport (5)

Fig. 31: Sector-specific suggestions how to support companies in selling their ee solutions

To include fEnergy Efficiency, LCC and Qualityoin the tenders was mentioned by about 40 %
of the companies in the construction, lighting and ICT-sector and for all of the companies
included from the transportation sector. Transparency and corruption seems to play a role
especially in the construction sector. An increased knowledge of public procurers was impor-
tant for companies in each of the four sectors. About 20 % of the companies in the lighting
sector suggested an increased communication between public authorities and companies.
This could be chaired by an independent body, like for example i as one company
suggested i CRES in Greece.

How to support the sale of energy efficient solutions

. il e
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Fig. 32: Size-specific suggestions how to support companies in selling their ee solutions

Figure 32 shows that these suggestions do not differ much between companies of different
sizes.
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4.3.5 Support offered to companies to sell their energy efficient solutions

The compani es What kingl of sugppod & offéred to you in your country to in-
crease your level of energy efficiency?a Their answers can be seen in the figures 33-36.

Support offered to companies

100%
90%
80%
70%
60%
50%
40%
30%
20%
10%

0%

Information about Individual Campaigns Public procurers Companies offer
legal framework guidance inform companies support

m Austria (12) mBulgaria (12) m Greece (13) mHungary (12)

W Italy (11) W Romania (11) = Serbia (7) Slovenia (11)

Fig. 33: Support offered in each of the countries to companies to sell their ee solutions

When asked about the support offered to them, the majority of companies said that support
is offered to them by organisations (chamber of commerce, ministry of environment, etc.), in
the form of information on the legal framework on energy efficiency and environmental
issues.

Only a considerable number of companies from Bulgaria, Greece and Serbia had the
impression that individual guidance was offered to them. Campaigns to raise awareness for
energy efficiency were mentioned by more than 20 % of the companies in Greece, Hungary,
Romania and Serbia.

Support in a way that procurers inform companies about their aim to purchase energy effi-
cient was perceived only by a considerable number (30 %) of companies in Hungary. Interes-
tingly, a large number of companies i between 30 % of companies in Italy and 70 % in
Serbia i said that it was the other way round: that they would offer information to public
procurers. These results seem to be true irrespective of the sector the company worked in
(see fig. 34) and the size the company had (see fig. 35).
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Support offered to companies
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Fig. 34: Support offered in each of the sectors to companies to sell their ee solutions

About 40 % of the companies in the sectors construction, ICT and transport and 60 % of the
companies in the lighting sectors said that they offered support to public authorities.

Figure 35 shows that about 30 % of the big and medium companies, more than 50 % of the
small companies and 40 % of the micro companies said that they would offer support to
public authorities. The figure also suggests that more micro and small companies are
informed by the procurers about their aim to procure energy efficient solutions.

Support offered to companies
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Fig. 35: Support offered to companies of different sizes to sell their ee solutions

Figure 36 shows two of the above mentioned support-mechanisms and their importance
according to the ways the companies sold their solutions to public authorities. The figure
shows that the low percentage of public procurers who inform companies about their aim to
procure energy efficient solutions is the same for public authorities that tendered, offered
direct awards or gave contracts to companies that included subcontractors.
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Support offered to companies
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Fig. 36: Support offered to companies to sell their ee solutions

The figure also shows that the perception of companies, that it was the other way round and
that they offered support to public authorities is the same irrespectively of the way the com-
panies took part in public purchases. With the exception of companies that worked mostly in
regional tenders. A smaller percentage (20 %) of them said that they would offer support to
the public authorities.
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4.4  Role of centralized procurement and e-bidding

4.4.1 Could centralized procurement support energy efficient solutions?

The companies were asked whether the centralisation of public procurement (centralised
agencies or joint procurement) can support the sale of energy efficient solutions ( From your
point of view, does the centralisation of public procurement (centralised agencies or joint pro-
curement) support the selling of energy efficient solutions? ). The answers differed a lot T this is
true for each of the countries (fig. 37), sectors (fig. 38) and size of the company (fig. 39).

Does the centralisation of procurement support the sale of
energy efficient solutions?

0% 20% 40% 60% 80% 100%

Austria (14)
Bulgaria (5)
Greece (14)
Hungary (10)
ltaly (11)
Romania (11)
Serbia (2)
)

Slovenia (10

MYes [ Perhaps ENO

Fig. 37: Role of centralized procurement

Between 40 % and more than 50 % of the companies in Austria, Bulgaria, Hungary, Italy and
Serbia rejected the idea that centralized procurement could support the sale of energy effi-
cient solutions. Some of their reasons were:

— Centr ali zed systems candét address the individu:

— Each public authority should decide if they are willing to pay more for the energy-
efficient solution T and less for operational costs i or not.

— Centralisation is only good for big companies. They would get the contracts and
smaller companies would do the job as subcontractor.

— The choice of solutions is based on the sensitivity of the buyer i a centralized buyer
is not more sensible for energy efficiency.

— A centralized system could cause delays.

— Some solutions have a high added value only for local specific geographical well
defined contexts, like for example geothermic or wind power solutions empowered by
local and territorial environmental features.
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— The centralized system increases corruption.

— Ajoint development of ideas between the demand and the supply side would become
more difficult.

In Greece and Slovenia more than 40 % of the companies supported the idea that a centrali-
zed system could support them. Some of the reasons were:

— Centralization will lead to higher standardization and simplification.

— Centralization could support the awarding of the contract to the economically most
advantageous offer instead of the offer with the lowest price.

— Centralization provides transparency and comparability of the tenders submitted.

— Centralization offers the possibility of having specific and skilled people as
counterpart.

I n Romania most of the companies offered
reasons the companies from all of the eight countries offeredf or t hei r vot e

— The centralized system offers more transparency, but on the other hand it is hard to
work both with final recipients and the agency responsible for the tender. That might
bring confusion.

— The centralized system could collect know-how and act as an information agent but it
is less clear whether this system is effective.

— All depends on the centralized system and what kind of solutions it asks for. Many
aspects are of relevance, smaller procurers are motivated to buy energy efficient
solutions, too.

Figure 38 shows what the companies in the different sectors thought about centralized
procurement. The biggest support came from companies in the ICT and the transportation
sector, the biggest rejection from companies in the construction and the lighting sector which
probably work mostly for local and regional public authorities.

Does the centralisation of procurement support the sale of
energy efficient solutions?

0% 20% 40% 60% 80% 100%

I I I
Construction (43)

Lighting (9)

ICT (17)

Transport (5)

BYes [Perhaps HNO

Fig. 38: Sector-specific answers: Role of centralized procurement
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Does the centralisation of procurement support the sale
of energy efficient solutions?

0% 20% 40% 60% 80% 100%
| | |

Micro (25)

Small (20}

Medium (18)

Big (13)

BMYes I Perhaps HNo

Fig. 39: Size-specific answers: Role of centralized procurement

Figure 39 shows the answers of the companies accordingt o t heir si ze.
that the highest support (more than 40 %) is to be found among the medium and big
companies. It is more astonishing that the percentage of companies that rejects the idea is
about 30 % 1 irrespective of the size of the company.

Figure 40 shows the opinion of companies according to the way they sell their solutions to
public authorities. There doesndét seem to be a correlati
national authorities and the support of centralised procurement. The figure shows that none
of the companies that got direct awards from public authorities supported the idea of a
centralised procurement without restriction. That is easily explicable because with a
centralised system, the amount of direct awards usually decreases.

Does the centralisation of procurement support the sale
of energy efficient solutions?

0% 20% 40% 60% 80% 100%

National tender (9)

National and regional tender (12)
Regional tender(20)

Direct award (8)

Subcontractor (14)

BMYes [ Perhaps ENo

Fig. 40: Role of centralized procurement according to the ways the companies sold their solutions

In figure 41 the opinion of the companies about centralized procurement is shown according
to the percentage of their sale, they made directly with public authorities. It can be seen that
among those companies that sold between 70-100 % of their sale directly to public
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authorities, the rejection of a centralized system was highest while the biggest support for the
centralized system can be found among those companies that made only between 0-9% of
their sale directly with public authorities.

Does the centralisation of procurement support the sale
of energy efficient solutions?

0% 20% 40% 60% 80% 100%

70-100% (6)

40-69% (9)

10-39% (27)

0-9% (30)
|

B Yes [ Perhaps HNo

Fig. 41: Role of centralized procurement according to percentage of the sale the company made
directly with public authorities

4.4.2 Does e-bidding support the sale of energy efficient solutions?

The companies were asked whether e-bidding can support the sale of energy efficient
solutions: fiFrom your point of view, does the e-bidding-process in public procurement
support the selling of energy efficient solutions (=products, services, works)?a The answers
between the countries differed a lot.

Does e-bidding support the sale of energy efficient solutions?

0% 20% 40% 60% 80% 100%

Austria (13)
Bulgaria (5)
Greece (15)
Hungary (12)
ltaly (11)
Romania (11)
Serhia (2)

Slovenia (9)

B Yes [ Perhaps ENO

Fig. 42: Could e-bidding support the sale of energy efficient solutions
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The companies offered several reasons, for example:

— No connection can be seen between e-bidding and the support of energy efficient
solutions.

Against e-bidding:
— The personal contact is important. An e-bidding system would be a barrier.
In support of e-bidding:

— E-bidding would provide transparency and comparability of tenders submitted.

— E-bidding could make the public procurement process simpler and save paper.

— E-bidding offers an advantage to small companies familiar with innovative solutions.

— E-bidding will solve a lot of problems, speed the process up and make it more
transparent.

Ambivalent opinions:

— If the philosophy remains bureaucratic, e-bidding can only help with the huge number

of documents but not with the quality of products and services.

— E-bidding can be helpful when products are purchased. If services and works are
purchased it does not seem to simplify the procedure.

4.4.3 Are companies prepared to offer a warranty?

Companies were asked whether they would be prepared to offer a warranty for maintenance
when offering energy efficient/green products, services or works. The following figure shows
that about 90 % of those companies that sold mainly energy efficient solutions and 60 % of
companies that sold mainly conventional solutions offered a warranty on their energy efficient
solutions.

0% 20% 40% 60% 80% 100%

EE 60-80
M Yes, we already do

| | | | |
. m T

EE 40-60
HNo

Fig. 43: Were the companies prepared to offer a warranty for their ee solutions
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5 Summary of the main results

Importance of Energy Efficiency in public purchases differs a lot

One of the main results is that from the perspective of the companies, the importance of
Energy Efficiency in public purchases differs a lot between the eight SEE-countries included
in the survey. In two countries, Bulgaria and Austria, the importance of Energy Efficiency
seems to be highest, in three countries, Greece, Hungary and Slovenia, the importance
seems to be mixed between unimportant and of major importance. In the three countries
Italy, Romania and Serbia the importance seems to be lowest T none of the companies in
these countries said that energy efficiency would have a major importance.

Some barriers are unrelated to the energy efficiency of the solution that is to be sold

Some barriers are specific for working with public authorities regardless of the solution itself
and its energy efficiency. According to about 50 % of the companies included in the survey,
the main barrier for the participation in public tenders was the difficulty to invest the time to fill
in the tender. Accordingly, about 50 % of the companies suggest that the process could be
simplified by reducing the amount of required documents.

The lack of the use of LCC prevents some companies from offering their solutions
to public authorities

A small er number of companies included in the
authorities. One of the main reasons for the companies was that public authorities did not
include LCC in their tender documents.

Main barriers for companies preventing them from being successful with energy
efficient solutions: Price and tenders that ask for conventional solutions

The companies could characterize themselves as being not successful or as being
successful in selling their energy efficient solutions to public authorities. Those who
characterized themselves as being not successful offered two main reasons:

a) energy efficient solutions were more expensive than conventional solutions

b) majority of tenders asked especially for conventional solutions

Main success factors for companies in selling their energy efficient solutions:
Their ability to convince and the demand side asking for energy efficiency

Those companies that characterized themselves as being successful in selling their energy
efficient solutions to public authorities said that the two main reasons for success were:

a) their ability to convince public authorities about the superiority of the energy efficient
solution

b) the fact that more and more public procurers ask for energy efficient solutions
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The higher the percentage of the sales made with energy efficient solutions, the
more successful the companies were in selling energy efficiency

The smaller the percentage of energy efficient solutions among the total sales was, the
bi gger t he number of compani es Heihenergy wflicrert
solutions and vice versa.

Support for the sale of energy efficient solutions: Ask for it in the tender,
increase the knowledge of procurers, increase the communication between the
demand and the supply side

The companies offered a wide range of possibilities how to increase the sale of energy
efficient solutions:

— Procurers have to include Energy Efficiency, LCC and Quality in their tenders.

— The knowledge of public authorities/public procurers has to be increased. Only
informed authorities can make the right choices.

— The procurement process has to be simplified.

— Public authorities need more money to invest in energy efficient solutions.

— The communication between the demand and the supply side has to be increased.
— The process has to become more transparent.

Being asked about the support they get for selling energy efficiency, many
companies said that it would be the other way round, i.e. that they offered
support

A considerable number of companies said that they would get support from public and other
organisations by being informed about the legal framework of energy efficiency. A
considerable number of companies also said that it was the other way round, that information
was not offered to them, but that it was them offering information to public authorities about
energy efficient solutions.

The opinion about the role centralized procurement can play in supporting
energy efficient solutions differed widely

A considerable number of companies rejected the idea that centralized procurement could
help them sell their energy efficient solutions. An also considerable number of companies
said that centralized procurement could offer support. Many companies were ambivalent.

The opinion about the role e-bidding can play in supporting energy efficient
solutions differed, too

Some companies said that there was no connection between e-bidding and the sale of
energy efficient solutions. Some companies thought that the e-bidding process would support
small and innovative companies while others said that the direct contact between companies
and public authorities would be crucial.
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The barriers and suggestions are often common, irrespectively of the sector
the companies came from

The barriers and suggestions mentioned above are true for the majority or at least a
considerable number of companies included in the survey. They are also common,
irrespectively of the sector the companies come from. Nevertheless, there are differen-
ces between the sectors. In the following two tables the following 10 most important barriers
for companies to sell their energy efficient solutions to public authorities are shown:

(1) Energy efficient solutions are more expensive

(2) Difficulties to invest the time for tender documents

B3 Tenders donét ask for Energy Efficiency,
(4) Tenders ask for conventional solutions

(5) Public authorities lack knowledge

(6) Public authoritesdon 6t spend enough money

(7) Not enough communication between the demand and the supply side

(8) Too small to take part in tenders

(9) Not enough staff

(10) Lack of transparency

The first table (the sector/barrier matrix) shows the percentage of companies from the four
sectors that perceived the barrier as being relevant. In the table a percentage between
0-24 % is marked with a light blue, a percentage between 25-49 % is marked in a medium
blue, a percentage between 50-74 % is marked with a darker blue and a percentage
between 75-100 % is marked with a dark blue. It is important to keep in mind that these
percentages are sometimes based on the opinions of a very small number of companies.

The second table (the size/barrier matrix) shows the percentage of companies of different
sizes that perceived the barrier as being relevant.

LCC

C
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Tab. 1: Barriers/sectors-matrix

Barriers Construction Transport
Energy efficient solutions a
1 more expensiv
Difficulties to invest the time fq
2 tender document 40%
Tenders don't ask for LCC, E|
3 quality|
Tenders ask for conventio
4 solutions
5| Public authorities lack knowledge 39% 24% 40%
Public authorities don't spen
6 enough mone 27% 13% 12% 20%
Not enough communicatig
7| between demand and supply si 10% 25% 6% 0%
Too small to take part in pub
8 tenders 18% 25% 15% 0%
9 Not enough staff 10% 0% 31% 20%
10, Lack of transparengy 22% 0% 0% 0%

Tab. 2: Barriers/company-size-matrix

Barriers Medium
Energy efficient solutions
1 more expensiv
Difficulties to invest the time fq
2 tender document 42%
Tenders don't ask for LCC, E|
3 quality| 42%
Tenders ask for conventior
4 solutions 33%
5| Public authorities lack knowledge 33% 45% 29% 40%
Public authorities don't spen
6 enough mone 25% 18% 24% 40%
Not enough communicatig
7| between demand and supply si 0% 14% 24% 7%
Too small to take partin pub
8 tenders 38% 11% 6% 0%
9 Not enough staff 13% 11% 25% 17%
10 Lack of transparengy 8% 23% 6% 0%
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Appendix: Questionnaire

1. Questions about the company

1.1What is your position in the company?

1.2Which are your tasks/responsibties?

1.3Please, match your company to the following groupgk one or more boxes)

[1 Company in the Construction/Buildingsctor

1 Company in the Construction/Infrastructure sector

[1 Company in the Transportation sector

O Company in the Office machinglyS O 2 NJ 6 Ay Of dzZRAYy 3 GLYTF2NXI GA2Y | YR
[1 Company in the Lighting sector

[1 Company in the Health sector

1.4Please, match the main offers of your company to the following groups:
(tick one or more boxes)

LI Productg(cars, trainsPCs, printers, CT scanners, etc.)
L1 Servicegplanning, consultancy, etc.)

LI Construction worksgbricklayers, carpenters, etc.)

1.5Please, describe one energy efficient/green offer of your company and its differences
to its conventional counterpart:

1.6 What part of your sales is made approx. with energy efficient/green solutiong® one box)

1 0-20 %
12040 %
] 40-60 %
[160-80 %
[180-100 %

I 2YY
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1.7How did your energy efficient/green offers (products, services and works) change in
the last 5 yearsick oneor more boxes)

OhdzNJ 2FFSNE RARY QO OKIFy3IS YdzOK®

1 The products we offer became more energy efficient.

L1 Our offers changed continuously.
0 Other:

1.8How much of your advertising budget is dedicated to your energy efficient/green
solutions?(tick one box)

[10-20 %
[120-40 %
[140-60 %
1 60-80 %
[180-100 %

1.9Has your company/site implemented the following management systenagR one or
more boxes)

[1 Yes, an environmental management system (EMAS or ISO 140001)
] Yes, an energy management system (ISO 50001)

[l Yes a CSRystem

[1No

1 Yes, the following management system:

1.10 Could you tell us the revenue (=income of the company) of your company?
EURO

1.11 Could you tell us the number of employees of your company?
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2. Quegions about knowledge & customers

2.1 Do you know if one of the following strategies exists in your country/regigk one or more boxes)

1 There is anationalenergy efficiency strategy.

LI There is aegional/localenergy efficiency strategy.

L] There is anationalstrategy on Green Public Procurement.

1 There is aegional/localstrategy on Green Public Procurement.

OL R2y QG (1y26 AFT GKSNB FINB lye adadN)riS3arnsSa 2y 9ySNHe& 9

2.2If at least one national/regional strategy is knaw What is your opinion about the
level of aspiraion of the aims of the strategy (please
pick one of the strategies that are knovithitick one box)

[1 The aims of the strategy are too demanding.

[1 The aims of the straigy are not demanding enough.

1 The aims of the strategy are well balanced.

OL 1y26 GKIG GKS aiGN»GS3e SEArAal odzi L R2y Qi 1y26 Ada
L1 Other:

23CNBY @2dzNJ LRAYyUG 2F @OASG>S K2g AYLRNIFYG Aa
purchases in theast 3 years?tick one box)

O¢KS G2LIAO aSySNBHe STFFAOASYyOeé AayQild AYLRNIFYy(d Ay Llz

O¢KS G2LIAO aSySNHe STFAOASyOeé¢ AyONBlIaSR Ay GKS fl ai

O¢KS (2LIAO aSySNHE& S TBydark andi®dow onajofidpaBanceSR Ay (GKS I &

L1 Other:

2.4What kind of support is offered to you in your country to increase your level of energy
efficiency?(tick one or more boxes)

1 There are organisations (chamber of commerce, ministry of environment teét.pffer information on the

legal framework orenergy efficiency and environmental issues.

1 There are organisations (chamber of commerce, ministry of environment, etc.) thatirdfeidual guidance
on energy efficiency or environmental issues.

1 There are publicly financed campaigns that pursue the goal to raise awareness among companies for energy
efficient solutions.

] Public procurers inform companies about their aim to increase the energy efficiency of products, services
and works they purchase.

[1 It is the other way round: We offer support/information to public authorities because our products/services
are highly innovative.

(] Other:
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2.5Could you estimate, what percentage of your sales you made in the last 3 years with
the following kind of custon@rs (include the approx. percentage)

% Public authorities/public facilities
% Private companies

% Private consumers

2.6 Which way of taking part in public contracts is most common to y@igk one box)

[1 We take part in tenderfrom local/regional public authorities(please continue with questions |, page 5

[l We take part in tenderfom national public authorities(please continue with questions |, page 5

[1 We get direct awardfsom our local/regional public authoritiegplease continue witlquestions I, page)8

[1 We get direct awardfrom national public authorities(please continue with questions Il, page 8

1 We work assubcontractorin public contractsglease continue with questions Ill, page) 10

028 R2y QG G 1S LI, ndiherdivectly Juxoirdife@ly (@s2sybdoNtiadivfijéase continue with
guestions IV, page 12

You have to continue EITHER with I, II, Il OR IV.
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|: For companies that take mainly part in public tenders

3. Questions concerning two specific tendekse vhere you OFFERED an
energy efficient solution and one where you offered a conventional solution

3.1How do you usually get information about public tendergi¢k one or more boxes)

1 Tenders Electronic Daily (TED).

L1 The official national publication.

[l Fromregional or local publications.

[1 The internet portal

[1 We have strong relations with our public authorities and often get involved before the tender documents are
published.

U] Other:

Please, describe the latepublic tender where you OFFERED one of your enerqy efficient solutions:
3.2When did you take part in this tender (MM/JJ)?
3.3What did you offer?

3.4Did the tender ask specifically for an energy efficient solutiomék one box)

[] Yes(cortinue with question 3.6)

1 No (continue with question 3.5)

35LF GKS GSYRSNJ R20OdzYSy & RARY Why ditl yoj dedid® NJ | y
to offer the energy efficient solution and not the conventional one?

3.6Did the tender offer the technicalgecifications in form ofconfigurational or functional
requirements?(tick one box)

] Configurationalrequirements

L1 Functional requirements

[] Both

3.7Was the contract awarded to the lowest price or the most economically advantageous
tender? (tick one box)

L1 Lowest pice

L1 Most economically advantageous tender

3.8Were the Life Cycle Costs (including for example maintenance, operating costs, etc.)
taken into account in the award of the contract@®ck one box)

[lYes

1 No
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3.9Did you win the tender?tick one box)

] Yeg(cortinue with question 3.10)
1 No (continue with question 3.11)
3.10 If you won the tender From your point of view, what were the reasons you won?

311 LT &2dz RA RY QFBrompybuwy pointkiSiewi BhAtRvErélthe reasons you
RARY QU 6AYK

Please, deschie the latest public tender where you OFFERED a conventional solution:
3.12 When did you take part in this tender (MM/JJ):
3.13 What did you offer?

3.14 Did the tender ask specifically for a conventional solutiogek one box)

[] Yes(continue wih question 3.16)

] No (continue with question 3.15)

315 LT GKS GSYRSNJ RARY QU | :ANhy did¥duwldetiéeSo offe2 y OSy G A
the conventional solution and not the energy efficient one?

3.16 Did the tender offer the technical specifications form of configurational or
functional requirementstick one box)

] Configurationalrequirements

L1 Functional requirements

[1 Both

3.17 Was the contract awarded to the lowest price or the most economically
advantageous tendergick one box)

L1 Lowest price

L1 Most econanically advantageous tender

3.18 Were the Life Cycle Costs (including for example maintenance, operating costs, etc.)
taken into account in the award of the contract@ck one box)

[lYes

1 No
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3.19 Did you win the tender?tick one box)

] Yes(continue with questin 3.20)

[ No (continue with question 3.21)
3.20 If you won the tender From your point of view, what were the reasons you won?

321 LT &2dz RA RY QFBrompybuy pointkiSiewi BhAtRvErélthe reasons you
RARY QU 6AYK

3.22 If you take a look at the last 3 yearxswhich solutions did you usually SELL to public
authorities? (tick one box)

0 The conventional solution®ontinue with question 3.23)

0 The energy efficient solutiorisontinue with question 3.24)

323 1T GKS | yagSNI Aa 4 KSouldydwyiel 8sfaul abigionivhyd 2 £ dzi A 2
you are not successful with your energy efficient solutiongék one or more boxes)

028 R2y Qi F20dza 2y G(KS SySNH& STFAOASY(H aztdzirazyo

0. SOFdzaS GKS LJdzowant@. | dzi K2NRAGASE R2y Qi

0 Because the tender documents ask specifically for the conventional solution.

[0 Because the energy efficient solutions are more expensive than the conventional solutions.

00 Any other reasons:

324 LT (KS I yvagSNI Aa i &SoulyoS NIEIS yoB dphibrovyS y I & 2
you are succedal with your energy efficient solutionsick one or more boxes)

[ Because the public authorities ask for it.

[0 Because the energy efficient solutions are cheaper as the conventional solutions.

[ Because we do our best to convince our customers that our energy efficient solutions are the bettemsolu

[0 Because we are good at networking with our public authorities.
0 Any other reasons:
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|I: For companies that get direct awards from public loitities

3. Questions concerning two specific direct awardse where you SOLD
an energy efficient solution and one where you sold a conventional solution

3.1How do you usually get direct awards from public authoritiegiex one or more boxes)
1 It is usuallypased on an offer that we delivered.

L1 The public employees usually order directly without asking for an offer.

U Other:

Please, describe the latest direct award from a public authority where you sold one of your
enerqgy efficient solutions:

3.2When did yousell the solution (MM/JJ)?

3.3What did you sell?

3.4Did the procurement officer ask directly for the energy efficient solution®é one box)

L1 Yeg(continue with question 3. 6)
L1 No (continue with question 3.5)

35lfthepr2 OdzNBEYSyYy i 2FFAOSNI RARY QUG IWhydidyauNI 'y Sy S
decide to offer the energy efficient solution and not the conventional one?

Please, describe the latest direct award from a public authority where you sold a conven
tional solution

3.6 When did you sell the solution (MM/J3J)?

3.7What did you sell?

3.8Did the procurement officer ask directly for the conventional solutiogiek one box)

] Yeg(continue with question 3.10)

1 No (continue with question 3.9)

39fG KS LINPOdzNBYSY i 2FFAOSNI RARWEAddloa dlecide2 NJ G K ¢
to offer the conventional solution and not the energy efficient one?
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3.10 If you take a look at the last 3 yearxswhich sdutions did you usually sell to public
authorities? (tick one box)

0 The conventional solution®ontinue with question 3.11).
0 The energy efficient solutiorsontinue with question 3.12).

311 LT _GKS | vagSNI Aa &l KRdbilddea gidgoyriopirdoy whfy a2 £ dzi A
you are not successful with your energy efficient solutiong@ék one or more boxes)

0. SOFdzaS ¢S R2y Qi F20dza 2y 2dz2NJ SySNHe STFFTAOASyG a2t dz

0. SOFdzaS GKS Lzt AO FdziK2NAGASAE ¢l yld G2 adAoO|l G2 aodza

[0 Because the energyffecient solutions are more expensive than the conventional solutions.

0 Any other reasons

312 LT GKS | yagSNI Aad &K SouldyoS telH8 yo& dphibrOvhys y I 4 2
you are succedal with your energy efficient solutionsick one or mee boxes)

[0 Because the public authorities ask for it.

[ Because the energy efficient solutions are cheaper as the conventional solutions.

[0 Because we are good at networking with our public authorities.

[0 Because we do our best to convince our customiess dur energy efficient solutions are the best sins.

00 Any other reasons:
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lll: For companies that work as subcontractor in public contracts

3. Questions concerning two specific subcontraaise where you sold an
energy efficient solution and erwhere you sold a conventional solution

3.1How do you usually get subcontracts from compani&s one or more boxes)
[l It is based on an offer that we delivered.

[l The company order directly without asking for an offer.

1 We usually work together with c&in companies in public contracts.

L1 Other:

Please, describe your last subcontract in a public contract where you sold one of your
enerqy efficient solutions:

3.2When did you sell the solution (MM/J3J)?

3.3What did you sell?

3.4Did thecompany ask specifically for an energy efficient solutiogc one box)

L] Yes(continue with question 3.6)
LI No (continue with question 3.5)

35LF GKS O2YLJ yve RARYOG | &WhyRde fdu tdeyide HoyofeNA & ST
the energy efficient soltion and not the conventional one?

Please, describe your last subcontract in a public contract where you sold one of your
conventional solutions

3.6 When did you sell the solution (MM/JJ)?

3.7What did you sell?

3.8Did the companyask specifically for the conventional solutionf&k one box)
] Yeg(continue with question 3.10)
1 No (continue with question 3.9)

39LT (GKS O2YLJIyeé RARYQU I &1 &LISv0aRkwWherothed £ & T2 NJ
reasons that you offered the conventimal solution and not the energy efficient one?
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3.10 If you take a look at the last 3 yearxswhich s did you usually sell to your company
clients?(tick one box)

[0 The conventional solutiongontinue with questiod.11).
0 The energy efficient solutiorsontinue with question 3.12).

311 LT GKS | yagSNI Ad &b KRdldyea tgldsSybur aphignwhy & 2 £ dzi A
you are not succedal with your energy efficient solutionsick one or more boxes)

OBecausewe d6 Qi F20dza 2y 2dz2NJ SySNHé SFTFFAOASY(G aztdziazyao

0. SOFdzaS 2dzNJ OdzaGi2YSNER ¢l yid G2 adGdAlO|l G2 daodaAaAySaa | a

[0 Because the energy efficient solutions are more expensive than the conventional solutions.

00 Any other reasons:

312 LT GKS | vagSNITADASYK Sl yosMERRyp&E dpinion why
you are succedal with your energy efficient solutionsick one or more boxes)

[0 Because our customers ask for it.

[ Because the energy efficient solutions are cheaper as the conventional salution

[0 Because we do our best to convince our customers that our energy efficient solutions are the hiestsolu

[0 Because we are good at networking with other companies and public authorities.

00 Any other reasons:
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IV: For companies that do not warin public contracts
3. Question concerning the reasons for not selling to public
authorities

3.1Which are the reasons why you never offered your energy efficient solutions to public
authorities? (tick one or more boxes)

02S OFyQlG Ay@Saletetidér@locinieMsS (G2 TFAE(E Ay (K

028 R2y Qi KI @S GKS aadrF¥FF G2 FAtt Ay GKS G§SYRSNJ R20dzyS

[1We have no infrastructure to take part inbédding that many public authorities practice.

L1 The awards of central procurement agencies are usually too big for our relaivaly company.

[1 The tender documents usually ask for a specific, conventional solution that excludes our energy efficient solution.

OThel SYRSNJ R20dzYSy (ila dzidzZl tf& R2yQéG FdziK2NAR&S (G§SYRSNEBNA

O The public authorite® 2 y Qi G I JcI8 coétK(&eratianTcSsts €ic.) into accaunt

L1 Any other reasons:
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4. Questions concerning overall hurdles

4.1 What are the main difficulties you encounter when you participate in a public tender?
(tick one or more boxes)

[1 We have difficulties to invest théme to fill in the tender documents.

028 R2y QO KI@S GKS adlFF¥F (2 FAtt Ay G(GKS GSYRSNI R20OdzyS
L1 We are too small to offer our solutions for the public tenders that usually ask for large quantities.

L1 Other:

4.2 Do you have suggestions for the simplifi¢gan of the proceduretick one or more boxes)
[1 The amount of required documents should be reduced

[1The tender documents should be shorter.

[1The tender documents should be easier to understand.

1 There should be a national contact that supports the terls in filling out the documents.

L1 Other:

4.3Would you be prepared to offer a warranty for maintenance when offering energy
efficient/green products, services or workg#ck one box)

[1Yes, we already do.

1 Yes, we would be prepared.

[ No, because:

4.4 From your point of view, does the centralisation of public procurement (centralised agen
cies or joint procurement) support the selling of energy efficient solutiongR one box)

[Yes

[1No

[1Perhaps

Please explain your answer

4.5From your point of viewdoes the ebidding-process in public procurement support the
selling of energy efficient solutions (=products, services, workgyfone box)

[l Yes.

L1 No.

1 Perhaps.

Please explain your answer
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4.6 From your point of view: What should public authoriteemake different to make it
easier for you to sell your energy efficient solutions (=products, services and works)?

4.7What else would you need to realise more of your energy efficient solutions in public
authorities?

4.81s there anything elsehat you would like to add?




