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USER
REQUIREMENTS

PHASE 1

+ Explore consumer
perceptions and
motivations

+ |dentify flexibility
stakeholders’ barriers
and enablers

+ |dentify network use-
cases and technical
requirements

Supported by:

TRA

+ Develop and evaluate a range
of commercial mechanisms

+ Assess flexibility service
conflicts and synergies

+ Assess regulatory barriers
and enablers

Supported by:

conceptallin,

consulting

Co-design consumer offerings

with flexibility suppliers

Trial and evaluate the
effectiveness

Plan implementation of
scalable solutions



OUR PURPOSE

To incentivise flexibility from residential consumers by exploring commercial mechanisms
in collaboration with flexibility stakeholders.

COMMERCIAL
MECHANISMS

ELECTRICITY DISTRIBUTION FLEXIBILITY RESIDENTIAL
BUSINESSES STAKEHOLDERS CONSUMERS




User
requirements

Phase 1



Key:
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Retailers Flexibility Supplier or
Aggregator / Technology
Platform Supplier

End User Consumer

Integrator

STAKEHOLDERS WITH MULTIPLE ROLES ACROSS
THE CURRENT FLEXIBILITY MARKET

12

10

Retailer Aggregator Technology Product End Consumer Other
platform provider distributors Integrator (e.g; Asset Owner)
(Other)

FLEXIBILITY SUPPLIER

Representation across 17 stakeholders consulted
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Barriers

REGULATION & ENABLING COMMERCIAL ISSUES & ACCESSIBILITY &

STANDARDISATION PROCESS-PILOTS SCALABILITY PREDICTABILITY




*FLEX STAKEHOLDERS

Stakeholder wants and needs

ENABLERS

PRIORITY AREA

ENABLERS PRIORITY AREA

(WANTS & NEEDS)

(FACTORS FOR EDBs TO CONSIDER)

(WANTS & NEEDS) (FACTORS FOR EDBs TO CONSIDER)

REDUCE UPFRONT VALUE STACK ACCESSIBILITY

COSTS BARRIER / PREDICTABILITY OF EVENTS
CUSTOMER SIMPLE SOLUTIONS FOR COMMERCIAL < USABILITY FOR PRODUCTS
VALUE THE END CONSUMER MECHANISMS AND FULFILMENT
\ PREDICTABILITY OF VALUE
CREATE VALUE FOR
ALL CONSUMERS

TENURE AND FREQUENCY /
VOLUME OF OFFERS

SUFFICIENT REAL VALUE

CONSISTENCY ACROSS
ACCESSIBLE EDBs
MARKET ENABLING OTHER OPERATIONAL
STIMULATION EDB VALUE STREAMS EFFICIENCY
COLLABORATIVE OPERATIONALLY EFFICIENT

\ SCALABLE
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Opportunity
Can do

B AVIOUR
Capability Motivation
Know how Want to

It's most important for me to
be able to access electricity
when | need it, but if it's easy
and | can feel good about
myself while saving a bit of
money, then I'll do it.

PLUG IN &
SWITCH OFF

UNWILLING TO PROVIDE FLEXIBILITY
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I'm happy to trust the
automation to maximise
my savings, but | want an
interactive, transparent
experience so | feelin
charge and in control.

HIGHLY WILLING TO PROVIDE FLEXIBILITY

CONVENIENCE
OVER
EVERYTHING

I want to spend as
little time as possible
engaging with my

electricity plan.
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| want to save as much
as possible, but I need a
lot of support to do so.

FAMILY VALUE
SEEKERS

| want to save as
much as possible, but
| need to have peace
of mind that | can still
provide for my family.




* Communicate that flexibility can

PHASE

Build education around
flexibility

reduce costs

Use relevant channels and
message framing to engage
consumers

Show how flexible customer
offerings can help consumers
reach their goals

Make it easy to compare
customer offerings

* Provide support with any
technology required for flexible
customer offerings

e Simplicity and clarity in how
flexible customer offerings work

* Work alongside existing habits
and routines

Enable customers the ability to
manage their energy usage (e.g.
'set and forget', 'override’ options)
Support in operating any flexible
customer offerings

Ongoing motivation and
encouragement to engage



Commercial
Mechanisms

Phase 2



*COMMERCIAL FRAMEWORK

Commercial framework

STACKING
ANALYSIS

COMMERCIAL COMMERCIAL
MODEL L\ MECHANISMS

Calculating the economic value of Designing and Considering the value stack —
flexibility - translating into price evaluating commercial current & future price conflicts
signals and payment budgets mechanisms and synergies

Orion +




N
o

Commercial Value

Value available to
supplier and
household

Signal Payment Cost
Direct and opportunity
costs of providing

distribution flexibility

Cash payment from
distributor to flexibility
provider

Price signal, which
provides a payoff to
the supplier at no cost
to the distributor



Congestion

Deferral

Sizing

Value of price signal ($)

Network price signal

Constaint payment budget

4 5 6 7 8 9 10

Years before next upgrade

11



Commercial mechanisms — options building blocks

Standards

Requirements for network connection,
tariff eligibility, or to avoid surcharge.

Flex ready — HWC and EV wall
chargers must be capable of
receiving and acting on a signal

Flex enabled — as above, but must
be enrolled in a service that at
least enables emergency access

m Price signals

Network charges structured to make
flexibility payoff.

Time-of-use — low (or zero) usage
charges for off-peak consumption (S
per kWh)

Appliance discount — anytime
access to off-peak rates for eligible
HWC and EVWCs

Zone charges — retailer charged for
aggregate peak demand at zone
substation (S per kW)

w Payments

Cash payment for delivering flexibility
outcome.

Booster payment — targeted (year
and geography) payment for flex
that enables imminent deferral.

Standby payment — payments for
availability and delivery (if called) of
resource to manage build risk.

Flex payments — ongoing payment
for flex that allows systematically
later growth investment.

*COMMERCIAL FRAMEWORK

orion + W
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Evaluation & selection

Standards 2. scalable

=l No standards — reliant Devices capable of

on price signals participating 3. com patible

Price signal 4. attractive to suppliers

[I Dynamic zonal pricing Network wide ToU )

[l 5. attractive to households
Payments Booster payments to 6. effective
w Standby payments target specific
constraints 7. fair




*COMMERCIAL FRAMEWORK

Interaction with the value stack

2018 — spot prices coincide 2030 — spot prices coincide 2050- spot peaks when
with network peaks with network peaks renewables low
lam < » 12pm lam < » 12pm lam < » 12pm
Jan Jan Jan

\4

Dec

Complimentary services — Complimentary services — Services conflict — value
value ‘stacks’ value ‘stacks’ mutually exclusive

Dec Dec

Orion + we’
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Looking forward

Enabling flexibility and next steps
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Managing the connection process

EV Connect Roadmap o =)

= = Allowances to purchase

=
TéTE Visibility of the LV network




Detailing progress ... Next step in project... Follow our progress...

Unlocking
the value of ,
residential g ‘

flexibility

Releasing in July Quarter 3-4 Or participate in the FlexForum



Questions?

THANK YOU.
IMAGES USED IN THIS PRESENTATION HAVE BEEN SOURCED FROM FREEPIK.COM



