Housing: A.commitment.under
financial pressure

10 keys to unlock the energy transition
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Methodology toluna* O feserive

-

The quantitative consumer survey was carried out by Harris Interactive from May 19t to
May 28t 2025, in 8 European countries: Germany, Belgium, Spain, France, Italy, Poland,
Portugal, and the United Kingdom.

A total of 12,574 people were interviewed online (CAWI), with participants aged 18 to 75,
coming from nationally representative samples in each country. The representativeness of

the sample is ensured by the quota method (gender, age, region of residence, and
income/social class).







@ 91_9L| Housing: A strong attachment at the heart of European’s lives

B Very satisfied

H Very attached

Quite attached Satisfied

Not attached Dissatisfied

B Not at all attached B Very dissatisfied

89% 92% / +3pts

of Europeans are attached to their housing. are satisfied with their housing.




m .72 | The reasons for this attachment are various: Between satisfaction and importance
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Price, Energy, Security - The blind spots of satisfaction: What still needs improvement
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Importance given to advanced energetic equipment, symptomatic of a two-speed Europe

Base - To everyone, in % .
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10@,@ Energy and its financing increasingly undermine households’ future

+ 7pts
(vs. 2024) + 4pts + 3pts + 7pts

65% (vs. 2024) (vs. 2024) (vs. 2024)

65% of Europeans fear a decline in
purchasing power (vs 58% in 2024).

Decline in purchasing  No longerbeingable to No longerbeingableto No longerbeingableto Increasein electricity
power heat their home pay their energy bill finance energy prices
renovation work




%104[@ Growing fears of not being able to pay for future energy bills

Base - To everyone, in %
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A two-speed European dynamic for investing in the energy transition

X

Change their habits Invest in new equipment Do some renovations

62

21

47 62% of Europeans want to change their

habits to reduce their energy consumption.

51 % of Europeans want to invest in new

equipment.

© O ©

. Non-dynamic countries
. Dynamic countries



Qﬂ,o@@ Targeted renovation: Specific projects rather than a full transformation

LOW CONSUMPTION EQUIPMENT LED INSTALLATION
REPLACEMENT OF YOURWINDOWS WITH DOUBLE...

ROOF AND ORWALL INSULATION OF YOURHOME
INSTALLATION ORRENEWAL OF PHOTOVOLTAIC...
HEATING PROGRAMMING AND REGULATION TOOL...

INSULATION OF THE ATTIC AND/OR THE FLOOR
REPLACEMENT OF AN OLD GAS/OILBOILER WITHA...

INSTALLATION ORRENEWAL OF A HEAT PUMP

INSTALLATION OF VENTILATION

YOU DO NOT KNOW m

0% 5% 10%

NO WORK

15%

20%

25%

30%

35%

In Europe, almost 1 in 3 households

see LED equipment (30%) and window
replacement (28%) as the top priorities to
improve their home’s energy efficiency.

76% of Europeans ideally have in mind at
least one project to enhance energy efficiency.



@106[@ Targeted renovation: A specific willingness to produce energy through solar panels

Base - To everyone, in % O
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ﬁ 107 Economy and Comfort: The concrete drivers of an ecological approach

18%
34% 30%

49% 44% 43% 7% 44%
>6% . Ecological awareness of Europeansas a
) 15% . . .
driver of renovation work has significantly
)
11% °
declined since last year: = 10 pOII"ItS

of Europeans consider comfort as

the leading reason to renovate their home.
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Improve comfort m Ecological convictions ® Achieve savings







g 201 Access to energy renovation: An issue that goes beyond the sole question of cost

OTHERREASON
DISAGREEMENT ON COLLECTIVE PROJECTS
LACK OF SENSITIVITY ON THE SUBJECT

ADMINISTRATIVE REASONS

LACK OF INFORMATION
50%
42%) 42% THE PROPOSALS ARE NOT REASSURING
L 33% 34% 34%
0,
22% 23% LACK OF CRAFTSMEN OR PRODUCTS FOR THE
PROJECT

mcE ™11 IR E
E o )
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\

1 S
M Forfinancial reasons only Forfinancial and other reasons Fornon-financialreasons only 0% 10% 20% 30% 40% 50% 60% 70%
Despite financial reason being an important reason for Europeans, of them are abandoning their renovation

project due to non-financial reasons only.



Assessment of their housing budget situation

= Easily For 33% of Europeans, the housing
® Hardly budget situation is difficult (vs. 35% in 2024).




203 Public aid: Decisive but difficult to access

12%

Easy to understand
Less than 10%

Understandable but difficult to Between 10 and 30%

implement B Between 30 and 50%

B More than 50%

B Too complexto understand

Does not know the W Noidea
arrangements
of Europeans say that public aid is understandable 69% of Europeans say that state or public bodies

but difficult to implement. cover between 10% and 50% of expenses.



ﬁ 2 A | Financing: A complexity to overcome to facilitate action

Complex procdures

B Offers difficult to understand;

identify and evaluate

B Interest rates are too high

Lack of clarinformation on
credit terms

600/0 of Europeans have another principal

barrier to financing renovation works than
interest rates.

23% of Europeans see the difficulty to

understand, identify, and evaluate offers as
a main barrier to financing renovation works.



205 A quick ROI: A condition for commitment, difficult to meet

INCONVENIENCE CAUSED

TIMELENGTH OF WORKS

B 1 year
SCALE OF THE WORK
B | essthan 5 years
Lessthan 10 years
FEASIBILITY

More than 10 years

M |s never profitable
ENERGY EFFICIENCY

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50%

57% of Europeans expect profitability within 5 years 45% of Europeans think that the cost of works is a

for their energy renovation. priority criterion when deciding on renovation projects.






Thermal comfort: A sensitive driver amplified by seasonality

B Atleastonevery unpleasant

season

At least one unpleasant season

Pleasantall seasons around

m Very pleasant all seasons around

SPRING SUMMER AUTOMN WINTER
m Very Pleasant Pleasant Unpleasant ® Very unpleasant
29% of Europeans experience an unpleasant or very 21 % of Europeans experience an unpleasant or very

unpleasant winter season. unpleasant winter season.



Habits: The first step that triggers action

SHARING YOURLIVING SPACES
SWITCHING ENERGY SUPPLIER

STRENGTHEN THE MAINTENANCE OF HEATING... 82% of Europeans say that everyday

REPLACE YOUR ELECTRONIC OR HOUSEHOLD... actions are necessary to I’educe energy

REDUCE HEATING OR AIR CONDITIONING IN.... -
consumption.

ACHIEVE DAILY ACTIONS TO REDUCE ENERGY...

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

m Reduce your consumption

B Switch provider

, If electricity prices doubled by 2030, 30%
Generate one's own energy

Having more efficient equipment of Europeans say they would reduce their

Moving consumption.
To have additional income




A concrete example: When renovation proves its effectiveness

None decrease
17% 0
Between 10 and 20%
Between 20 and 30%

W Between 30 and 40%
B Between 40 and 50%

B More than 50%

M Increase in the bill
No idea

ABOVE YOUR EXPECTATIONS 24%

IN LINE WITH YOUR EXPECTATIONS

BELOW YOU EXPECTATIONS 29%

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50%

66% of Europeans have noticed a

decrease in their energy bills after
renovation works.

71 % of Europeans found that their energy

savings after renovation met or exceeded
their expectations.



Perception of being influenced by different actors in housing projects

RELATIVES PROFESSIONALS MEDIA SOCIAL NETWORKS

WYES ®NO

75% of Europeans are influenced by
their relatives.

70% of Europeans are influenced by
professionals.



Education: Informing and guiding to trigger action

57% of Europeans consider themselves

informed or very informed about the work
that exist to reduce energy consumption.

9
13% 12%

9%

WORKTO REDUCE ENERGY BUDGET FOR PLANNED WORK SAVINGS AFTER WORK AND DAILY
CONSUMPTION GESTURES

M Very informed Quiteinformed Notreally informed ™ Notinformed




Energy commitment: A lever for property value enhancement

B Have already an impact
Willimpact soon

B Will never impact

88% of Europeans believe that investingin

their home impacts or will impact the value
of their property.

43% of Europeans declare that investing in
their home already impacts the value of their
property.



Public aid:

A trigger for a majority of homeowners

® Work abandonment

Reduction of works

Financing change

B No change to the project

No change because | don't have
aproject

41 % of Europeans would give up or reduce
renovation works for financial reasons.



Integrated financing vs. traditional bank credit

of Europeans would be
interested if the credit offer was

Interest in a financing solution proposed directly by the

proposed directly by the company
carrying out the works company.

ENS. DE BE ES FR

of Europeans would find

financing integrated directly into

Perceived usefulness of financing .
integrated into renovation quotes renovation quotes useful.

ENS. DE BE ES FR T PL PT UK




Main reason for renovating one's home

+ 18pts

+ 20pts ' ' -
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H Traditional Financing ™ Integrated Financing




W Already equipped with at
least one solution

B Not equipped and not
interested in getting
equipped

Not equipped but interested

ENERGY MONITORING AUTOMATED HEATING REMOTE HOME SMART OPTIMIZATION in getting equipped

APPLICATION SYSTEM AUTOMATION SENSORS
CONTROL

74% of Europeans are already equipped or are
interested in getting equipped.

ENERGY MONITORING AUTOMATED HEATING REMOTE HOME SMART OPTIMIZATION
APPLICATION SYSTEM AUTOMATION SENSORS
CONTROL



Energy autonomy: From latent dream to possible breakthrough

B Change your habits

B Equipping to produce your

Investing in equipment own energy

Implementing local energy

Equipping to produce your sharing

own energy B Do nothingin particular

B Willing to pay morein case of
overrun

35% of Europeans would be ready to produce their own energy if storage became affordable.






89% of Europeans maintain a deep attachment to their
home, a pillar of their identity and their security.

But 3 vulnerabilities emerge among the housing choice criteria:
1. Cost and value of housing.

2. Housing security.

3. Energy/renovation.

Energy renovation and its ecological dimension are now integrated into
European’s lives. If budgetary pressure remains central, comfort becomes a goal
in its own right. But expectations remain linked to the question of “how much” and
“how” to act concretely.

2 critical obstacles to the energy transition \

o Budget: Households favor habit changes over renovation works.
-> Europe at 2 speeds: more pronounced difficulty in Poland, Spain, Italy,
Portugal vs. Fance, Germany, Belgium, UK.

o Complexity of the process: Lack of clear information, difficulties in finding
\ professionals, financial obstacles, overly complex financing, ROl too long.

10 keys to unlock the energy transition

Thermal discomfort, a sensitive driver
Small actions, everyday reflexes
Tangible results, drivers of commitment
Relatives and experts, influential actors
Information, to give meaning

Property value enhancement, as a

booster

Public aids, often essential but poorly
understood

Good financing, without overcomplicating
Talking control, for better mastery

10. Energy autonomy, still under construction
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e etie catinment ML - 60% 71% 66% 75% 66% - 77%

. 56% . 58% 61% 54%

47% 52% - 54% 47% 52% 42% 47%

- 22% 25% - 35%

46% 40% 55% 47% 53%

Fear of not being zjlble to pay f(.)l‘ 56% 57% 48%
the upcoming energy bill

Willingness to do some
renovations

Willingness to adopt photovoltaic

panels

Comfort as the leading reason of
energy renovation works

24% 26% 24%

46% 45%

Abandoning energy efficiency 34% 230
work for financial reasons only

Inten:est in a.credlt offer.lntegrated 60% 5204 56% 67% . . 56% 65% 60%
directly intorenovation quotes

28% 33% 34% 42% 42%




Financial facilitator

Simplification of the
process, integrated
credit, inclusion of young
people and vulnerable
households.

Structuring
partnerships

with energy providers,
distributors, and

aggregators within an

integrated approach.

New financing models

Rental, subscription,
financing linked to
property value.

Local adaptation of the
strategy

(dependancein
subsidies, owner/tenant
profiles, energy prices).




Contacts
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