EnergyTech Market Ready Support (EMRS) – Business Plan / Model Template
Purpose: This template gives DEECA a concise overview of your commercial model, market traction and pathway to customers, revenue, investment and scale. It should help assessors understand your target customers, market opportunity, revenue model, customer pathway, scalability, key commercial assumptions and evidence of demand.
Length: Maximum 3 pages. Use short paragraphs and concise table entries.
Use this template to: Explain who your customers are, what problem your solution addresses, how your solution is already being used or trialled, how your business generates revenue, and how the solution could grow beyond the EMRS project.
Do not include: Detailed project tasks, delivery dates, budget information or a risk register. These should be included in the EMRS Project Outline Template.
Important notes: 
· This template should support, not repeat, your application form responses.
· Ensure the information is consistent with your application form, project outline and supporting evidence.
· You may describe customers, partners or users by type, segment or role where names are confidential. Upload supporting evidence where available and appropriate.

1. Your startup and traction
Use this section to support your application form response by summarising the current commercial stage of your EnergyTech solution. Do not repeat founder, team or operating history details from the application form.

In your response, briefly include:
· what your solution does
· who is currently using, testing, trialling or engaging with it
· evidence that shows the solution is beyond idea, prototype or MVP stage
· the broader commercial step you are now trying to achieve.

Provide response here:











2. Target customers and demand
Use this section to support your application form response by explaining the customer demand behind your solution.

In your response, briefly describe:
· your priority customer segment
· the problem or need this customer group has
· why this customer group is the right focus for your next commercial step
· evidence of demand, such as pilots, trials, letters of intent, customer discussions and/or early revenue.

Provide response here:











3. Market opportunity
Use this section to support your application form response by explaining the practical market opportunity for your solution. You do not need to provide a detailed TAM/SAM/SOM analysis.

In your response, briefly describe:
· the customer segment or market you are targeting first
· the practical size or scale of that opportunity, using estimates where appropriate
· the evidence, assumptions or customer insights that support your view
· whether the opportunity is Victorian, Australian or broader.

Provide response here:











4. Revenue model and commercial pathway
Use this section to support your application form response by explaining how your solution could generate revenue and what commercial assumptions matter most. Do not include detailed pricing, deal size or confidential pipeline information.

In your response, briefly describe:
· the broad revenue model, such as subscription, licence, service fee, product sale, usage-based fee or partnership model
· the commercial pathway from current traction to customers, revenue, investment or scale
· the 1–2 key commercial assumptions the EMRS project will test or strengthen.

Provide response here:











5. Customer acquisition strategy 
Use this table to summarise up to 3 key customer pathways you expect to use over the next 6-12 months. Keep detail at a commercial strategy level and do not include confidential customer names or sensitive pipeline details.

	Channel or pathway
	Customer segment
	Key activity over next 6–12 months
	Success measure

	[Insert pathway, e.g. direct customer engagement, partner or channel pathway, procurement or enterprise pathway, platform/integration pathway, industry network/referral]
	[Insert segment, e.g. energy retailers, network businesses, VPP operators, large energy users, commercial customers, government or enterprise customers, technology partners]
	[Insert activity, e.g. convert pilot, undertake demonstrations, progress customer discussions, onboard deployment sites, progress partnership, complete procurement or compliance step]
	[Insert measure, e.g. pilot converted, deployment completed, customer commitment secured, procurement step completed, usage or adoption increased, early revenue generated]

	
	
	
	

	
	
	
	


6. Scalability and growth potential
Use this section to support your application form response by explaining how the solution could grow beyond the EMRS project.

In your response, describe:
· what makes the solution repeatable or scalable
· what needs to be standardised, validated or strengthened to support growth
· the main constraint to scaling, if any
· how the EMRS project could help address that constraint and/or support future growth.

Provide response here:











7. Beneficiaries and Victorian benefit
Use this section to support your application form response by explaining who benefits from your solution and how those benefits could continue beyond the EMRS grant period.

In your response, describe:
· the primary beneficiaries of your product or service
· benefits for Victorian energy consumers, where relevant
· contribution to Victoria’s renewable energy transition
· environmental or economic value that could be created
· potential for future customers, investment, jobs, partnerships or growth in Victoria
· how the benefit could continue beyond the EMRS grant period.

Provide response here:

















Declaration: This document supports an EMRS grant application. The information is accurate to the best of our knowledge at the time of submission and is consistent with the application form and other supporting documents.
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