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About 

Making our homes and buildings more energy efficient is crucial in the transition to 

a low-carbon future. An estimated 75% of the EU building stock is energy inefficient. 

The renovation of public and private buildings is an essential action and prioritised 

in the European Green Deal. The goal of the HORIS project is to improve the energy 

efficiency of residential buildings and reduce energy poverty. 

HORIS will create a digital one-stop-shop (OSS) with the aim of empowering 

homeowners during the renovation process. Homeowners face several key barriers 

when deciding to retrofit, such as uncertainty and lack of trust about reported 

energy savings. They must also choose a home renovation professional and 

navigate the complexities of the financial process. 

The OSS will help homeowners make decisions to improve energy efficiency; 

renewable energy solutions and identify support to reduce energy poverty. The 

Green Menu will simplify the home renovation process – by providing homeowners 

with relevant and credible information and helping them identify the best and most 

sustainable options. The HORIS project will build on the success of established tools 

like the ‘Self Scan’ developed by De Groene Grachten. By offering financial, legal 

and technical solutions, HORIS will facilitate a smooth customer journey, offering 

homeowners support on finding renovation professionals and guidance about 

financial schemes. 

The project will engage with small and medium sized stakeholders, including local 

and regional public authorities and non-profit organisations and establish a 

network of approved home renovation service providers. Initially, the OSS will be 

set up in Italy, Spain and Portugal with the ambition of replicating in additional 

countries if needed.  

Project partners 
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1. EXECUTIVE SUMMARY 

 
Work Package 2 (WP2) aims to establish and expand a network of qualified home renovation 
professionals within the HORIS One-Stop-Shop (OSS) platforms, to support consumers in 
renovating their homes in a more energy-efficient and reliable way. 
 
The objective is to ensure that the network meets high quality standards and can support the entire 
renovation journey, from initial assessment to implementation. Through the platform, consumers 
can identify and select qualified professionals, benefiting from increased transparency, reliability, 
and confidence in the services provided. 
 
In addition, WP2 seeks to strengthen the capacity of professionals by providing targeted training 
on home renovation solutions, promoting best practices, and contributing to the overall 
improvement of industry standards. 
 
This deliverable presents the development of the network of actors within the home renovation 
service value chain, under Task 2.1 of the HORIS project: 
 
T2.1 Network of actors in the home renovation service value chain (architects, engineers, 
construction companies, financers). 

2.1.1 Portugal, a team will be dedicated to set up a network presenting the project and its 
added value inviting qualified professionals to adhere and/or creating agreements with 
the target entities. They will use a database of leads for commercial approaches, 
proposal submission and contracting. Explaining the main benefits and the brand 
impact on reputation and notoriety to certain professionals who should then be 
assessed and eventually trained. 

2.1.2 Spain will develop a network of professionals leveraging on some existing partnership 
agreement in collaborating with ANERR. 

2.1.3 Italy will develop the network of professionals collaborating with ANIT, the Italian 
association gathering more than 4.000 installers as well as with ENEA energy agency 
and other partners with which the organisations are contact for negotiating 
advantages for its own members. 

 
As a result of these efforts, a total of 144 companies and professionals were successfully registered 
across the three HORIS platforms. Despite being below the initial target, the network ensures 
national coverage in all countries and includes professionals capable of delivering the full range of 
products and services required within the renovation plans and improvement proposals generated 
by the platforms. 
The development of this network is centrally monitored and directly contributes to the 
achievement of the project’s Key Performance Indicators (KPIs) under WP2, providing a solid 
foundation for future scaling and consolidation of the HORIS ecosystem. 
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2. INTRODUCTION 

Task 2.1 focuses on the development of a network of actors across the home renovation service 

value chain including architects, engineers, construction companies, and financial actors through 

the HORIS One-Stop-Shop (OSS) platforms. The objective is to support consumers in renovating 

their homes in a more energy-efficient, reliable, and structured manner. 

The approach followed to build this network was adapted to the specific context and market 

conditions of each country, combining the activation of existing partnerships with targeted 

outreach and commercial engagement activities. 

In Italy, the development of the professional network was led by Altroconsumo, leveraging both 

direct commercial outreach and strategic partnerships. A key role was played by the collaboration 

with ANIT, the Italian association representing more than 4,000 professionals, as well as ENEA, the 

national energy agency. Additional partnerships and engagement actions were implemented to 

expand coverage and ensure access to a broad and qualified pool of professionals. 

In Portugal, DECO PROteste deployed a dedicated commercial team to establish and expand the 

network. The approach combined the activation of existing partner networks with targeted 

prospecting activities, including the use of multiple lead databases, direct contact with 

professionals, and collaboration with sectoral associations. This structured approach enabled the 

identification, engagement, and onboarding of qualified professionals. 

In Spain, OCU initiated the development of the professional network by leveraging existing 

partnerships, particularly with ANERR, the National association of renovation companies. This was 

complemented by direct outreach activities conducted by the commercial team and additional 

initiatives aimed at broadening engagement with relevant stakeholders across the sector. 

As a result of these combined efforts, a total of 144 companies and professionals were registered 

across the three HORIS platforms. Although this figure remains below the initial target, the 

network ensures national coverage in all three countries and includes professionals capable of 

delivering the full range of services required within the renovation reports and improvement 

proposals generated by the platforms. 

It is important to consider that the effective capacity of the network extends beyond the number 

of professionals directly registered on the platforms. In practice, several partners operate as 

intermediaries or aggregators, providing access to significantly larger networks of professionals:  

• In Italy, while 98 companies and professionals are directly registered, partners such as 

Harley&Dikkinson provide access to a network of more than 1,000 suppliers. 

• In Portugal, although 21 companies are registered, the involvement of HomeServe and its 

associated companies enables indirect access to a network of more than 4,000 

professionals. 

• In Spain, the 25 registered companies are complemented by partnerships with 

organisations such as HomeServe, which collaborates with around 4,000 local partners, as 

well as other partners (e.g. Acierta Eficiencia and Octopus) that further extend the 

network through their own ecosystems. 

This layered structure, combining directly onboarded companies and professionals with extended 

partner networks, significantly enhances the operational capacity and scalability of the HORIS 

platforms. 
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3. DEVELOPMENT OF THE PROFESSIONAL NETWORK AND 

REGISTRATION RESULTS 

3.1. ACTIVITIES TO DEVELOP THE QUALIFIED PROFESSIONAL 

NETWORK 

The WP2 project team, composed of four project partners, the three Consumers Organisations 

DECO PROteste, OCU and Altroconsumo along with Bureau Veritas, undertook a comprehensive 

set of activities to design a robust and scalable process for the integration of professionals into the 

Horis platform across Italy, Portugal, and Spain. These activities were essential to ensure a 

consistent approach, high quality standards, and effective development of the professional 

network in each participating country. 

Firstly, the team developed a commercial presentation of the Horis project, specifically tailored to 

support the acquisition of professionals. This material was designed to clearly communicate the 

value proposition, objectives, and benefits of participation, thereby facilitating engagement and 

alignment with potential candidates across the three countries. 

In parallel, the team defined and structured audit checklists adapted to each national context. 

These checklists ensured that the evaluation of professionals by Bureau Veritas followed a 

standardized yet locally relevant methodology, considering regulatory, operational, and market-

specific requirements in Italy, Portugal, and Spain. 

To support capacity building and ensure a consistent level of knowledge among professionals, the 

WP2 team also developed country-specific training modules. These modules were designed to 

address both general project requirements and local specificities, ensuring that all professionals 

are adequately prepared to operate within the Horis framework. 

A key deliverable of WP2 was the design of the end-to-end integration flow, including the definition 

of Service Level Agreements (SLAs) governing each step of the process. This work ensured clarity 

of roles and responsibilities between stakeholders, as well as defined timelines for each phase, 

from initial engagement to final onboarding and training completion. 

The team further established a standard contractual framework to be signed with professionals 

joining the project. This contract formalizes participation, defines obligations and expectations, 

and ensures consistency and legal alignment across all participating countries. 

Finally, the WP2 team identified and defined the training platforms to be used in each country, 

ensuring accessibility, usability, and alignment with local practices. This step was critical to 

guarantee the effective delivery of training and the successful onboarding of professionals into the 

HORIS ecosystem. 

Overall, these coordinated activities enabled the creation of a structured, transparent, and 

replicable process, supporting the efficient development of a qualified and trained professional 

network across the three target countries. 

 

3.2. PROCESS 

As part of the development and consolidation of the professional network, the WP2 project team 

designed a structured and harmonised process to engage, assess, and integrate qualified 
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professionals into the HORIS platforms across the three target countries (Italy, Portugal, and 

Spain). This process ensures consistency, transparency, and quality throughout the onboarding 

journey, while clearly defining the roles, responsibilities, and interactions of all stakeholders 

involved. 

The resulting General Professionals Integration Flow establishes a comprehensive and sequential 

framework covering all stages of integration, from initial engagement to final onboarding and 

training. It ensures a coordinated approach between the Consumer Organisation, Bureau Veritas 

(BV), and the professional, enabling an efficient and controlled integration process. 

The process is structured around the following key phases:  

1. Engagement and Contracting 

The process begins with prospection activities and meetings conducted by the Consumer 

Organisation to introduce and present the project to potential professionals. Once a professional 

expresses interest in participating, the Consumer Organisation sends the contract for review and 

signature. The professional’s signature formalises the engagement and allows the process to 

proceed. 

2. Audit Request and Assessment 

Following contract signature, the Consumer Organisation submits an audit request to Bureau 

Veritas via email, including key information such as company name, contact details, and type of 

intervention. Bureau Veritas then performs the audit of the professional and communicates the 

results to the Consumer Organisation. 

3. Audit Outcome and Decision 

Based on the audit results, a decision is made: 

• If the audit is successful (“Audit OK”) the professional is integrated into the platform, 

including registration in the relevant database and the upload of supporting materials. The 

professional then receives a training link and completes the required training through the 

Bureau Veritas e-learning platform, concluding the integration process. 

• If the audit is not successful (“Audit Not OK”) the Consumer Organisation works with the 

professional to review and complete any missing or non-compliant documentation. A 

subsequent decision determines whether the professional will proceed with integration 

into Horis. If so, corrective actions are implemented, and the professional re-enters the 

process. If not, the process is terminated. 

4. Process Completion 

The process concludes either with the successful onboarding and training of the professional or 

with termination in cases where requirements are not met or the professional decides not to 

proceed. 

The development of this standardized process ensured consistency across countries, best 

practices sharing, and reporting and KPI monitoring purposes. The overall workflow is illustrated 

in Figure 1. 
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Figure 1 - Network of qualified professionals development process 

 

3.3. THE COMMUNICATION AND COMMERCIAL ACTIONS 

DEVELOPED IN THE THREE COUNTRIES TO BUILD THE 

NETWORK OF PROFESSIONALS 

To support the development of a qualified and scalable network of professionals for the HORIS 

platforms in Italy, Portugal, and Spain, a comprehensive set of communication and commercial 

actions was implemented in each country by the respective Consumers Organisations 

Altroconsumo, DECO PROteste and OCU. These actions combined targeted outreach, partnerships 

with key sectoral stakeholders, and direct engagement with professionals, with the objective of 

maximizing visibility, credibility, and participation. 

Despite adopting a structured and multi-channel approach, all countries faced common challenges 

related to the mobilisation and engagement of professionals, highlighting the complexity of 

activating this target group in the context of the project. Nevertheless, significant efforts were 

undertaken to expand outreach and establish relevant partnerships across the building and 

renovation ecosystem. 

ITALY 

In Italy, Altroconsumo initiated the development of the professional network in July 2024, 

adopting a multi-channel engagement strategy targeting key stakeholders in the building sector. 

The initial approach focused on leveraging established professional associations to ensure both 

scale and credibility. 

A primary collaboration was established with ANIT (National Association for Thermal and Acoustic 

Insulation), representing approximately 3,500 professionals. Outreach actions included targeted 

newsletters and a dedicated webinar to present the HORIS project. Additionally, communication 

campaigns extended to ANIT’s broader audience of around 46,000 non-member followers, 

consisting mainly of engineers and architects. 

Recognising early the challenges in activating professionals, Altroconsumo expanded its strategy 

by engaging with a wide range of sectoral organisations, including: 
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• Energy cooperatives (e.g. ènostra, with approximately 18,000 members), 

• Industry associations (e.g. Unicedil, Assoclima, FederlegnoArredo), 

• Property management networks (e.g. ANACI and other associations representing over 

7,000 property managers), 

• Public institutions and research bodies (e.g. ENEA). 

In parallel, targeted outreach was conducted towards regional Orders of Engineers and Architects 

across multiple cities (including Bologna, Ancona, Trieste, Naples, Palermo, and Genoa), further 

strengthening national coverage and sectoral penetration. 

This diversified approach allowed Altroconsumo to significantly expand awareness of the HORIS 

project across the Italian building ecosystem, despite the difficulties encountered in converting 

interest into active participation. 

PORTUGAL 

In Portugal, DECO PROteste implemented a structured outreach strategy combining the activation 

of existing partner networks with broader engagement initiatives targeting the renovation and 

energy efficiency sectors. 

The initial phase focused on leveraging internal networks, namely DECO PROteste Select and 

Condomínio DECO+, encompassing approximately 150 pre-qualified partners. These professionals 

were directly contacted through email and telephone, ensuring a targeted and personalised 

approach. Additionally, the HORIS project was systematically presented as an added value during 

ongoing commercial prospecting activities. 

To expand outreach, DECO PROteste engaged with external databases, including the Casa+ 

Directory managed by ADENE (Portuguese National Energy Agency), covering approximately 850 

sector professionals. A two-phase email campaign (initial contact and reminder), combined with 

direct follow-ups by the commercial team, was implemented to capture expressions of interest 

through a dedicated survey. This approach resulted in approximately 70 professionals expressing 

interest and entering the onboarding process. 

Further actions included participation in TEKTÓNICA, a major national trade fair, which enabled the 

establishment of contacts with key stakeholders, including sectoral associations and 

manufacturers. 

In parallel, DECO PROteste developed partnerships with a wide range of relevant organisations, 

including: 

• Research and innovation institutions (e.g. IteCons), 

• Sectoral associations (e.g. ANFAJE, APIRAC, ANQIP, APFAC), 

• Industry and installers’ networks (e.g. APCMC, AIPOR, AICCOPN), 

• Sustainability and energy efficiency initiatives (e.g. Passive House Association), 

• Public and professional bodies (e.g. Energy Agencies, Order of Engineers, Order of 

Architects). 

A dedicated webinar (“Renovar Casa”, 26th November 2025) and LinkedIn communication 

campaigns were also implemented to increase awareness. While these actions achieved significant 

reach, they generated relatively low engagement levels, confirming the challenges associated with 

mobilizing professionals through digital channels alone. 
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Additionally, targeted outreach to large companies and manufacturers with extensive installer 

networks was conducted, with the aim of accelerating scale. However, this approach yielded 

limited results. 

Overall, the Portuguese experience highlights the importance of combining direct engagement 

with institutional partnerships, while also illustrating the difficulty of converting awareness into 

active participation. 

SPAIN 

In Spain, OCU adopted a partnership-driven approach from the outset, working closely with 

ANERR (National Association of Renovation Companies) to access an established network of 

professionals in the sector. 

Given the early identification of engagement challenges, OCU expanded its outreach to a broad 

set of professional associations and industry stakeholders, including: 

• Installer networks (e.g. CNI, AGREMIA), 

• Sector-specific associations (e.g. ANDIMAT, AISLA, FEGECA), 

• Energy efficiency organisations (e.g. A3E), 

• Manufacturers and large distribution platforms (e.g. Kömmerling, Leroy Merlin, Velux,…), 

providing access to extensive networks of professionals. 

• Professional associations (Architects, technical engineers, …) 

• Companies associated to Energy Supplier (Octopus, Iberdrola,…) 

The HORIS project was also showcased at key events, including the Oficina Verde of the 

Ayuntamiento de Madrid, as well as during the official platform launch event organized in OCU 

office with the presence of several stakeholders, contributing to increased visibility of the project. 

To complement these actions, OCU implemented targeted digital outreach through the 

distribution of a dedicated form designed to collect expressions of interest. This campaign reached 

over 2,000 professionals in an initial phase, followed by an additional outreach to approximately 

10,000 contacts. 

Furthermore, collaboration with local and regional Energy Agencies was actively pursued, 

strengthening institutional support and enhancing dissemination within the sector. 

This multi-faceted approach enabled broad visibility and engagement across the Spanish market, 

although, in line with the experience in the other countries, challenges remained in translating 

outreach efforts into fully onboarded professionals. 

CONCLUSION 

Across the three countries, the communication and commercial actions combined direct outreach, 

institutional partnerships, sectoral engagement, and digital campaigns to promote the HORIS 

platform and recruit professionals. 

While the level of awareness achieved was significant, a common challenge identified was the 

conversion of interest into active participation, highlighting structural barriers in engaging 

professionals within the building and renovation sectors. These findings provide valuable insights 

for future scaling strategies, particularly regarding the need for stronger incentives, simplified 

onboarding processes, and enhanced value propositions tailored to professionals. 
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3.4. NUMBER OF COMPANIES AND PROFESSIONALS IN THE HORIS 

PLATFORMS 

The results achieved reflect both the complexity of engaging professionals and the effectiveness 
of a network model based on intermediary partners. 

The table 1 below summarises the number of companies and professionals integrated into the 
HORIS platforms across Italy, Portugal, and Spain during the project implementation period, 
compared with the initial targets defined for each country. 

Table 1 - KPI Installers, Professionals registered on the database 

 

Overall, a total of 144 companies and professionals were successfully onboarded into the 

platforms, against an initial target of 1,150. Although the quantitative targets were not fully 

achieved, it is important to highlight that the companies and professionals integrated into the 

platform often represent aggregated networks (e.g. partnerships, service providers, or 

intermediaries), significantly extending the effective reach of the HORIS ecosystem beyond the 

figures presented. 

At country level: 

• Italy onboarded 98 companies and professionals, compared to a target of 500. Notably, 

one of the platform partners (Harley&Dikkinson) provides access to a wider network of 

more than 1,000 suppliers, substantially increasing the operational capacity of the 

platform. 

• Portugal integrated 21 companies, against a target of 250. However, through the 

HomeServe network and its partners, the platform indirectly reaches a network of more 

than 4,000 professionals. 

• Spain integrated 25 companies, compared to a target of 400. Similarly, the presence of 

partners such as HomeServe, a network of 4,000 partners, and connections with broader 

professional networks significantly amplifies coverage, including access to thousands of 

local experts and specialized partners. 
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Despite the lower-than-expected number of directly onboarded professionals to the network, 

national presence was successfully ensured in all three countries, and the platforms achieved 

comprehensive coverage of all relevant product categories and services required within the 

HORIS framework. 

These results confirm that, while onboarding professionals proved to be more challenging than 

initially anticipated, the strategy of engaging key intermediary partners and networks has created 

a strong foundation for future expansion and scaling of the HORIS platforms. 

To further understand these results, a detailed analysis of the engagement funnel was 

conducted, and it is described in the next section. 

 

3.5. DETAILED ANALYSIS OF PROFESSIONALS ENGAGEMENT AND 

CONVERSION 

Building on the results presented in Section 3.4, table 2 below provides a detailed breakdown of 
the engagement funnel across the three countries, illustrating the progression from initial 
outreach to the final onboarding of professionals into the HORIS platforms. 

Table 2 - Detailed analysis of companies and professional’s engagement and conversion 

 

*In Portugal, the partners audited by Bureau Veritas for Serviço Aprovado label do not need a new Horis audit.  

*In Spain, the ANERR members don’t need to be audited to be integrated in HORIS because ANERR audits their members before 

being admitted in the association. 

The data clearly demonstrates that, while high levels of visibility and outreach were successfully 

achieved, the main challenge across all countries lies in the conversion of professionals throughout 

the different stages of the engagement process. 

At the initial stage, the project reached a substantial number of companies and individual 

professionals: 

• Direct outreach targeted approximately 4,000 in Italy, 950 in Portugal, and 16,500 in Spain. 

• When including indirect channels (social media campaigns, professional associations, and 

partner networks), total reach expanded significantly to 46,800 in Italy, 41,000 in Portugal, 

and 71,500 in Spain. 
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Despite this strong outreach performance, conversion into expressions of interest remained 

limited: 

• Italy: 203 entities (~0.43% of total reach) 

• Portugal: 102 entities (~0.25%) 

• Spain: 47 entities (~0.07%) 

This represents the primary bottleneck in the funnel, highlighting the difficulty of transforming 

awareness into active engagement. 

The next stage, contractualisation, shows a comparatively stronger conversion: 

• Italy: 113 contracts signed (~56% conversion from interest) 

• Portugal: 34 contracts (~33%) 

• Spain: 25 contracts (~53%) 

These figures indicate that once entities express interest, a significant proportion is willing to 

formalise participation. 

The audit request phase closely follows contractualisation, particularly in Italy, where all 

contracted companies and professionals proceeded to audit. 

At the validation stage, a limited number of entities were identified as non-responsive or not 

meeting the required criteria: 

• Italy: 16 

• Portugal: 12 

• Spain: 2 

Finally, the number of entities successfully integrated into the platforms reached: 

• 98 in Italy (~87% of contracted companies and professionals) 

• 21 in Portugal (~62%) 

• 25 in Spain (100% of contracted companies proceeding to onboarding in the final stage) 

Overall, the funnel clearly demonstrates that: 

• The most significant drop-off occurs at the early stages, between outreach and interest 

generation. 

• Mid- and late-stage conversion rates are comparatively strong, particularly in Italy and 

Spain. 

These findings confirm that the main constraint is not the onboarding process itself, but rather the 

initial engagement and mobilisation, which is influenced by structural factors such as market 

saturation, competing priorities, and perceived value of participation. 

In conclusion, while the HORIS project successfully established a well-structured and efficient 

onboarding process, future scaling efforts should prioritise: 

• Strengthening the value proposition for companies and professionals, 

• Enhancing targeting and segmentation strategies, 

• Simplifying early engagement mechanisms to improve conversion at the top of the funnel. 
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These improvements will be critical to fully leverage the strong outreach capacity already 

demonstrated and to achieve higher levels of participation in future phases. 

Overall, the results highlight that the main challenge lies not in building the process, but in 

activating companies or professionals and converting interest into sustained participation. 
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4. FEEDBACK FROM HORIS COMPANIES AND PROFESSIONALS 

To assess the perceived value of the HORIS platforms and support the definition of a sustainable 

post‑EU funding business model, a survey was conducted among companies and professionals 

registered in the platforms across the three countries. 

The objective of this assessment was threefold: 

• to analyse satisfaction and perceived value of the platform, 

• to identify key drivers of engagement and dissatisfaction, 

• and to evaluate the readiness to accept potential monetisation models. 

 

4.1. SURVEY SCOPE AND PARTICIPATION 

The survey was distributed to all companies and professionals across the three countries, with the 

following participation levels: 

• Italy: 96 surveys sent, 71 responses received 

• Portugal: 19 surveys sent, 13 responses received 

• Spain: 20 surveys sent, 10 responses received 

These response rates provide a representative indication of professional perceptions, particularly 

in Italy, where participation was more extensive. 

 

4.2. KEY FINDINGS BY COUNTRY 

ITALY 

The results in Italy reveal very low levels of perceived value and professional satisfaction, despite 

the relatively larger scale of the network. 

• 82% of respondents reported being dissatisfied or very dissatisfied with the platform. 

• Willingness to pay for the service is extremely limited, with only 13% expressing readiness 

to pay, and 30% remaining uncertain. 

The main issues highlighted by professionals include: 

• Limited number of contacts generated through the platform, 

• Poor quality or unqualified leads, 

• Lack of visibility, 

• Insufficient promotion of the platform. 

These findings indicate that, in Italy, scale has not translated into perceived value, and that the 

platform is not yet delivering tangible business opportunities for professionals. 

PORTUGAL 

In Portugal, the survey results show a similarly low perceived value, although with slightly less 

negative positioning compared to Italy. 

• Most respondents reported neutral (55%) or negative (36%) satisfaction levels. 
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• A strong reluctance to monetisation was observed, with 73% of professionals unwilling to 

pay fees or commissions. 

Feedback points to several structural issues: 

• Low volume of quotation requests generated by the platform, 

• Misalignment between estimated prices and market reality, 

• Poor targeting and filtering of leads, 

• Requests that do not always correspond to real project intentions. 

Despite this, the professionals network indicated conditional openness to monetisation, provided 

that: 

• Payments are linked to successful project outcomes, and 

• clear value is demonstrated through relevant and qualified leads. 

SPAIN 

Spain presents a comparatively more positive positioning, although still characterized by moderate 

and fragile perceived value. 

• Satisfaction levels are higher than in the other countries but remain dependent on the 

platform’s ability to generate consistent business opportunities. 

• Willingness to pay is split, with approximately: 

o 30% willing to pay, 

o 30% unwilling, 

o 40% uncertain. 

A key insight from Spain is the clear preference for success-based monetisation models: 

• Around 50% of respondents support commissions linked to awarded projects, 

• Acceptable commission ranges were indicated between 2% and 5%. 

This suggests that, while still conditional, Spain shows the highest readiness for future 

monetisation, if value delivery is strengthened. 

 

4.3. CROSS-COUNTRY ANALYSIS 

Across the three countries, a consistent pattern emerges: 

• Low perceived value is a structural issue, observed regardless of market maturity or scale. 

• Lead quality is identified as the primary driver of value, outweighing factors such as 

platform usability or volume of leads. 

• There is a strong rejection of upfront or fixed fees, with professionals perceiving them as 

unfair transfer of risk. 

• Success-based monetisation models (i.e. commissions on awarded projects) are the only 

model consistently accepted across all countries. 

• Spain shows conditional openness, while Portugal and Italy remain more resistant to 

monetisation at the current stage. 
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To synthesize the cross-country findings and provide a comparative perspective, the figure below 

positions the three countries according to their perceived value of the HORIS platforms and their 

readiness for monetisation. 

The visual highlights clear differences in market positioning. Spain stands out with a relatively 

higher perceived value and a moderate level of openness to monetisation, although still 

conditional on demonstrated results. In contrast, both Portugal and Italy are positioned in the low-

value, low-readiness quadrant, reflecting limited satisfaction and strong resistance to the 

introduction of fees at the current stage. 

Overall, the figure reinforces the key conclusion that perceived value remains the main driver of 

monetisation readiness across all markets. Without tangible and consistent value creation, 

particularly in terms of lead quality and business opportunities, professionals are unlikely to accept 

monetisation models. This positioning clearly indicates that strengthening value delivery must be 

the priority before any large-scale monetisation strategy is implemented. 

 

Figure 2 - Perceived Value vs Readiness for Monetisation 

 

4.4. STRATEGIC IMPLICATIONS 

The survey results and feedback from professionals' network have important implications for the 

future development of the HORIS platforms: 

• Value creation must precede monetisation: introducing fees without addressing core 

issues will likely reduce engagement and increase partner churn. 

• Improving lead quality, targeting, and relevance is critical to increase satisfaction and 

perceived value. 

• Scale alone is insufficient if it does not translate into tangible business opportunities.  

• Monetisation strategies should prioritize performance-based models, ensuring alignment 

between platform value and professional outcomes. 

Overall, the findings demonstrate that while the HORIS platforms have successfully established 

initial market presence, their long-term sustainability will depend on their ability to deliver 

consistent, high-quality opportunities to professionals before introducing revenue models. 
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5. CONCLUSION 

This deliverable presented the development of the professional network within the scope of Work 

Package 2 (WP2), supporting the deployment of the HORIS One-Stop-Shop (OSS) platforms in Italy, 

Portugal, and Spain. 

The project successfully established a structured, harmonised, and replicable framework for the 

identification, engagement, assessment, and onboarding of professionals across the three 

countries. This framework included the definition of a clear integration process, the development 

of audit tools and training modules, and the implementation of coordinated communication and 

commercial actions adapted to each national context. 

As a result, a total of 144 companies and professionals were integrated into the HORIS platforms, 

ensuring national coverage and the availability of all key services required for home renovation 

interventions. While this number remains below the initial targets, the project demonstrated that 

network development should be understood not only in terms of direct registrations, but also in 

terms of effective market reach, given the significant role of intermediary partners providing 

access to extended professional networks. 

The analysis of engagement and conversion confirms that the main challenge lies in activating 

professionals and converting initial outreach into sustained participation. Despite achieving high 

levels of visibility through partnerships, commercial actions, and communication campaigns, a 

significant drop-off was observed at the early stages of engagement. This reflects structural 

characteristics of the sector, including competing priorities among professionals and the need for 

a clearer and more immediate value proposition. 

At the same time, the project demonstrated that once professionals enter the onboarding process, 

conversion rates are comparatively strong, confirming the robustness and effectiveness of the 

integration model developed under WP2. 

Key lessons emerging from this work include: 

• The critical importance of delivering tangible value to companies and professionals, 

particularly through relevant and qualified business opportunities; 

• The need to strengthen early-stage engagement mechanisms, improving targeting and 

communication strategies; 

• The effectiveness of combining direct onboarding with intermediary partners and 

aggregated networks to ensure scalability; 

• The importance of maintaining a standardised and quality-controlled onboarding process, 

ensuring consistency across countries; 

• The need to carefully manage lead distribution mechanisms, as sending the same request 

to multiple companies and professionals can lead to reduced motivation and engagement, 

particularly when conversion rates are low or competition is perceived as excessive. 

Overall, WP2 has established a structured operational framework for the development of the 

HORIS professional network, including defined processes, tools, and partnerships across the three 

countries. 

However, the results achieved highlight that significant challenges remain, particularly in terms of 

engaging professionals at scale, ensuring consistent value delivery, and converting outreach into 

sustained participation. 
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While the foundations for the network have been created, its long-term viability and scalability 

remain uncertain and will largely depend on the ability to address the core issues identified during 

the project, especially regarding lead quality, value perception, and professional engagement. 

Looking ahead, any potential continuation of the HORIS platforms will require: 

• A clear and strengthened value proposition for professionals; 

• Improvements in the quality, targeting, and conversion of leads; 

• More effective engagement and retention mechanisms; 

• Careful consideration of sustainable business and monetisation models, aligned with the 

expectations and constraints of professionals. 

In this context, the results of WP2 provide valuable insights and lessons learned, which should 

inform any future decisions regarding the continuation, adaptation, or scaling of the HORIS 

ecosystem. 
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