
1

ENABLING CLIENT DATA TO 
IMPROVE LOW WASTE MEDIA 

PLANNING
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https://www.youtube.com/watch?v=TJtHa8Iob-E
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• Huge energy crisis 
• Gas perception decline due to renewables and heat pump advocacy.
• Negative gas image complicates integration into zero carbon strategies like ENGIE's.

Les emmerdes, ça vole toujours en escadrille. 
Jacques Chirac
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• Huge energy crisis 
• Gas perception decline due to renewables and heat pump advocacy.
• Negative gas image complicates integration into zero carbon strategies like ENGIE's.
• Unknown and diverse customer base with difficult-to-identify purchase moments.
• Pure conversion and broad awareness campaigns not feasible nor profitable.
• Traditional digital targeting hindered by lack of moment of truth and lifecycle signals.
• Renovation and construction market controlled by architects and builders, less profitable for ENGIE.
• Local players dominate market share.
• Regional variation in heating solutions and energy transition mindset.

Les emmerdes, ça vole toujours en escadrille. 
Jacques Chirac

… And we need to sell heating boilers ….
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Strategic approach
Being top of mind for the most valuable client, with the highest potential chance of converting to a lead for the right product 

1.The High Life
2.The industrial Life 
3.The Metropolitans

Mosaic Belgium 
(Insights)

Cross matching with 
regional data

Dividuals (Insights)
Cross referenced with hist. 

leads & conv. data
 Ident. of highest potential 

ROI

ENGIE Data
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FUTURE
NEAR

IN
Consumer funnel

Strategic approach
Being top of mind for the most valuable client, with the highest potential chance of converting to a lead for the right product 

Channel mix analysis on leads & sales.
  highest quality lead inflow : 

combination of owned channels and 
increasing the search volume

Space & ENGIE Data
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Results

+4% lead 
inflow

+15% 
visitors on 
camp pages

+24% 
webflow 
conversion

+41% 
conversion 
ratio
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Impact: The results clearly demonstrate exceptional performance, as evidenced by all indicators being in the green. 

This includes conversion rates, lead generation, media performance, site traffic volume, and the high completion rate form on the website vs last period.

Why should this case win an AMMA ?
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THANK YOU


