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Step-out growth strategy for Gas Company

Background

A medium-sized gas company, which was started as a greenfield operation after the liberalisation of the
Spanish energy market 10 years ago, was looking for step-out growth options to complement its
organic and inorganic growth strategy with the goal to triplicate results in 5 years.

Approach

Analysis of customer base and existing product offering to identify step-out options. Followed by
customer interviews, as well as analysis of the competitor offering, were used to validate identified
options.

Outcome

After the detailed analysis, different options were identified, and the most attractive step-out option was: Abinitio Consulting
Selling electricity to their SME customer base. The reason for this choice is, that the company has a C/ Guitard 43 3°
significant SME customer base, with a big share in the food services and hotel industry, which are very 08014 Barcelona

attractive customer segments. As most customers were in the rural areas, the offering was deemed
even more attractive, as this are typically underserved markets of the grid of the typical commercial
networks selling electricity.
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These results were verified with a significant number of customer interviews, on which basis a detailed www.abinitio.es
business case was built. This showed that a conservative estimate would allow the company to
increase their results significantly, only based on the existing customer base, in line with their growth
strategy within 3 years. Market analysis of the competitor offering also confirmed a competitive
advantage in bundling the offering of gas and green electricity to capture new customers in the
company's target segments, which added to the attractiveness of this option.
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Conclusions
2 options to implement this step-out strategy were developed:

A: An inorganic acquisition of a small electricity company with the needed skill base and a
complementary customer base: 3 potential targets were identified.

B: organic evolution into a gas and electricity commercialiser: a legal and regulatory framework was
prepared. Additionally, after a detailed organisational skill analysis, a skill gap was defined and potential
external candidates identified to be recruited that could fill the skill gap.
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