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Executive Summary

As anticipated by the project partners, there'’s a substantial and profitable
business opportunity available - and it should be pursued with some urgency.
This opportunity is well beyond the starting point of replacing diesel generators
in emergency service Base Camps.

Additionally, moving forward with this project has the potential to make a
significant difference to sustainable outcomes for Australia and the
communities of Latrobe Valley and the Gippsland Region.

1. Technical Design

The replacement of diesel generators with SoNick based batteries in the base
camps is not only reasonable, but compelling.

* Reduction from 8+ diesel generators to 4 battery/solar units

* Financial costs likely to be similar

* Significantly less noise and pollution

* Meets policy priorities for all levels of Government

¢ Incredible story with potential for high media profile with creation of
Smart Base Camps

2. Market Opportunity

* Market potential is significant in range of areas and applications

* With Coates Hire embracing battery based technology, there’s
potential to quickly scale

* No significant competition on technology or niche

* In short, there is no shortage of opportunities here.

3. Business Model

Product recommendation that will satisfy a range of market use cases:
* Modular trailer with integrated solar
* Modular battery enclosure on skids without integrated solar
» Compact highly portable micro battery enclosure without solar

Finances:
* Business would be a unit of Earthworker, with GridEdge as supplier and
technology partner



* Using very conservative rough estimates the business could easily scale
to over $5million income and $1million margin on manufacturing costs
within 2 years, likely much more than that depending on orders,
investment and access to resources.

* Due to ability to leverage Earthworker resources, the business could
begin with a relative small core team to drive it

* Attaining a client like Coates hire would easily increase that by
numerous multiples and create significant scaling opportunities

* Numerous options for seed financing

4: Value Chain Analysis

* There are no major obstacles identified to the production process. The
only stated concern is a shortage of qualified welders.

* The only potential supply bottleneck is battery supply. This is largely
solvable with a continuous production run.

* The design and manufacturing preparations should start immediately

5. Marketing and Sales

* Can and should start immediately with marketing assets, outreach sales
and tender submissions.

* Positioning: this is the only viable solution for this market

* Could be running early next year

Recommendations:

This market is moving very quickly and has significant opportunities available
now, and we strongly recommend that action is taken as soon as possible on
these items (outlined in more detail in section 4):

1. Begin the design and prototyping process asap

2. Rearrange the Earthworker factory to accommodate production and
identify any gaps or equipment that need to be purchased

3. Build the business by
1. Engaging project/business manager and expertise
2. Engaging sales/tender/funding personnel
3. Creating marketing assets, eg Branding, Website, Sales

4. Use analysis in this report to create a compelling Smart Base Camp
presentation to take to DEWLP and other emergency organisations.

5. Engage with Equipment Hiring industry asap, in particular Coates Hire
and existing DEWLP suppliers.

6. Build more detailed use case analysis examples, similar to the Base
Camps analysis, to strengthen tenders, support sales and build a
training manual for equipment hire companies.



Stage 1. Technical Summary

* Power demand and energy storage figures have been derived from various
DEWLP sources

+ Consideration of site layout has concluded that multiple battery generators
deployed across the emergency basecamp sites is the preferred approach to
minimise weight and logistics, minimise cable runs and voltage drop.

* Based on the system below we expect that 4 units would run the whole
basecamp operations including the kitchen and mess area, autonomously
during overnight periods and large proportion of daytime load also.

* Recommend sizing and features of the following battery system:

+ 24-30kW rated inverter with peak of~50kVA

- 50kWh of energy storage

- 3-4 kWp of solar charge

« Remote energy monitoring capability, data logging and communications
capability fo manage multiple battery units across a site from a single
data portal, app orinterface

- Automated diesel/mains back-up charge capability (voltage controlled)

- Simple skid mounted weather proof metal enclosure

* Recommend ftrialling one system as a pilot with comprehensive data logging
onsite to produce more details data sets to inform expansion on pilot into full
Smart Base Camp.

+ Considering the variation in loads across the wider potential market, we
recommend considering a modular range of battery generators, housed in
the same metal casing or enclosure, with upgrade options available based
on the following three possible sizes:

e 2 x 9.6 kWh SoNick battery units (19.2 kWh) with 1 x 8kW inverter

e 4 x 9.6 kWh SoNick battery units (38.4 kWh) with 2 x 8kW inverters (16 kW)

e 6 X 9.6 kWh SoNick battery units (57.6 kWh) with 3 x 8 kW inverters (24 kW)
with a three phase plug option on the larger unit.

* All of the battery systems considered here are chargeable by solar
photovoltaic panels to give a zero carbon operational performance
standard. More refinement on a solar design option for the trailer should be
undertaken, but can be based on the following solar PV capacities.

size total kWh storage solar PV array time to full charge
(kWp) from 50% DOD

2 batftery module  19.2 kWh 3 kWp 3 hours

4 battery module 38.4 kWh 5 kWp 3.8 hours

6 battery module  57.6 kWh 9.6 kWp 3 hours



Stage 2. Business Analysis: Market Opportunity

Purpose: To detail the market for portable renewable energy-based diesel
generator replacements and what, if any, products are currently on offer to fill
that gap.

Competlition

There's little competition in the market place for adequate emergency services
and diesel replacement focussed systems.

1.

GrideEdge’s SoNick battery technology is a step ahead of every other
battery technology in the market. It's more environmentally friendly,
performs better especially in the heat, is compact, lighter, safer and is
not a fire or explosive risk.

GridEdge have a comprehensive comparison article on their website.

This is a unique selling point for these systems that should be a core part
of promoting these systems.

The other companies offering mobile systems in the 20 kVA 50Wh range
are, aside from using less appropriate battery technology, not targeting
this market and certainly not customising their units cater to this market.

(Note not all of these are specifically targeting mobile units, but would/
could do something if requested, and are potential competitors)

Commodore are using large shipping containers and Lithium lon. Their
integrated fold out solar panels are a great feature.

Redflow are using zinc-bromide battery technology that has some
serious drawbacks in term of tfoxicity and does not have the
performance of SoNick

Relectrify have some really well designed skids enclosures with batteries
that are recycled from electric cars, but being Lithium lon they're not
appropriate for the extreme conditions we're catering to.

RedEarth have a new generation Lithium lon battery that appears from
the spec sheet to function effectively at the same temperatures. It does
not resolve the many other issues with Lithium lon. What they do have is
some really well designed cases and product sheets.

There appears to be no one targeting equipment hire companies, or the
extreme weather situation (in fact no one addressing itl), generator hire
still appears to be primarily diesel generators.


https://gridedge.com.au/sonick-battery.html
https://gridedge.com.au/battery-comparisons.html
https://www.commodoreaustralia.com.au/product/portable-off-grid-container-with-victron-energy-and-byd-lithium/
https://redflow.com/products/redflow-zbm2/redflow-lsb/
https://www.relectrify.com
https://redearth.energy

Coates hire have just announced that they're wanting to focus on
sustainability and have more electric and hybrid systems. Press release
here. They do not mention generators. This is a massive opportunity that
should be moved on quickly.

4. In summary, there is no one offering a unit that can comprehensively
compete with the SoNick battery technology, no one targeting
emergency services and more extreme weather conditions, and no one
targeting the market with a ‘replace diesel’ generators strategy.

SoNick can be beaten on price (eg Relectrify), but not on performance,
safety and environmental credentials.

While the solution we've refined over the course of the project could be used in
any situation, the competition under ‘normal’ operating conditions is strong
and growing.

We're recommending a targeted focus on the emergency services and
extreme weather conditions markets as the performance of the SoNick
batteries leaves everything else behind in this environment.

The particular features of the batteries that create a unique market position
re:

@]

* Effective operating temperature -20 to +60 °C with no deterioration
* Longer life time value and charge

e 7ero Emissions and 100% recyclable

* Non flammable and non toxic

$/yr life <$1000 ~$2000 <$1500 <$2500 <$2500
Recyclable 100% Minimal ? ? 100%
Safety Safe Fire, exp, Pollutant, Fire, exp, Safe

toxic toxic, toxic,

corrosive corrosive

-20to +60  +5to +35 +10to +35  +5to +40 -5 to +40
7.6kW 2kW 3.6kW 5kW 0.8kW
Charge 100% 50-60% 100% 30-50% 70%
remain 10 yr
Weight kg 208 360 480 1296 1416

Comparison of different battery technology, drawn from GridEdge.



https://thefifthestate.com.au/business/investment-deals/coates-is-making-its-own-operations-more-sustainable-to-help-customers-do-the-same
https://thefifthestate.com.au/business/investment-deals/coates-is-making-its-own-operations-more-sustainable-to-help-customers-do-the-same
https://gridedge.com.au/battery-comparisons.html

Market Demand

There is significant potential demand for a diesel replacement solution using
SoNick batteries and solar, with diesel/mains as a backup, in exireme and
emergency services situations.

Potential markets we've identified so far. This is by no means exhaustive, this has
been a fairly rapid market analysis.

Bushfire Base Camps

e Victoria: at least 4/camp (based on project analysis)

* Average of 3 Base Camps per year, 2 in Gippsland region
e Estimated 16 base camps per year nationally

* Potential: at least 28 unit production, possible up to double

Ski Fields

Ski fields are showing an increasing interest in moving away from diesel
generators, with Mt Baw Baw seeking expressions of interest to supply a
battery unit for their entry hut, and the Mt Buller Mt Stirling Alpine Resort
Management Board explicitly stating their desire to move away from diesel.

Note here any estimate of number or type of units is very approximate as no
usage analysis has been done.

* 15 ski resorts in Australia
* 1-3 units (potentially conservative)
* Potential (conservative): 30 units

Hot Australian Towns

Most of Australia experiences extireme heat at some point during the year,
many regularly, and often when power supply is most likely to be erratic due to
high usage.

Many town are in high fire danger zones, with the risk of power being cut off in
critical times

Any non-SoNick battery system that's installed will either need to supply energy
to cool itself (reducing effectiveness substantially) or will not perform optimally
and have it's effective lifespan reduced, thereby adding to end of life waste
and toxicity issues.

The Earthworker SoNick systems will have a substantial advantage in any
application where extreme weather is a consideration.

Getting a definite read on the market would take a deeper analysis, but if go
for some rough figures for the Gippsland region of the most fire effected areas:


https://www.parliament.vic.gov.au/file_uploads/Mt_Buller_Mt_Stirling_Alpine_Resort_Management_Board_2018_Annual_Report_140QPLR7.pdf

* East Gippsland: 45 towns
¢ Central Gippsland: 23 towns

Gives 68 towns, just in the region alone. Extrapolating from there out across
different regions of Victoria particularly across the north and the west of State,
we can confidently say there are hundreds of towns that could benefit from
these units. Extrapolating all across Australia, we'd be looking at thousands of
towns that could benefit from one or more.

* Potential: thousands of units
Other markets

* Pacific islands

* Regional neighbours
* Military

* Mining

* Antarctic

Stage 3. Business Analysis: Business Model

Purpose: to outline the most effective business model to get this product to
market

In the course of the project, a few clear product options have emerged. We
detail those, and provide a high level view of a workable business model.

Once the first units are designed and ready to be prototyped, a more in depth
business model should be developed. This would then be refined post build.

Solutions

We're recommending a custom built enclosure for these units with as many
standardised components as possible.

We're also recommending a modular design with storage and voltage, a
feature that the SoNick batteries are particularly suited to accommodating.

Reasons for this are:

» Containers are currently expensive and hard to come by

* Earthworker has the skills and tools to build a custom designed enclosure

* A custom enclosure has a smaller space footprint and dramatically
increases potential applications

* A custom enclosure is far more marketable

* A container enclosure can still be utilised if the application calls for it



All units use GridEdge’'s SoNick batteries with the enclosures rated for outdoor
use. There are 3 identified solutions:

* Skid mounted system (primarily without integrated Solar)
e Trailer mounted system (primarily with integrated Solar)
* Micro system (no integrated Solar)

All units have inputs to easily charge from as many sources as possible, eg solar
panels, mains, diesel generators.

Both the skids and trailer enclosures are as much as possible the same in terms
of internal brackets, clips, wiring, etc.. and share these features.

* Fully modular
 Use the varying design specifications outlined in Stage 1

Integrated charging options:
To fully charge one 50% DOD 9.6kWh battery (ie half full) it would require:

 Solar Panels: a 3-4 kW array for 1-2 hours
¢ Backup Diesel: 10kW 30 mins

Skids

This unit is designed to be moved around by lifting onto anther vehicle. This is
the most common type of enclosure available in generator hire companies
and the most common enclosure type currently used be DWELP.

The enclosure is designed to be lifted by a forklift, slid off the back of a truck or
liffed by a crane. There's a good argument for DEWLP using a trailer with Solar
Panels instead, however this enclosure will be perfect for many applications
where solar is either not appropriate, already existing or more suited to a better
location at asite.

The enclosure can be exactly the same for all configurations and can easily be
upgraded from 2 to 6 batteries. It's the simplest build of these two options.



Customisations: A solar panel option with this unit would require a very different
and larger enclosure - the internals would otherwise be the same. I'd propose
this is stage 2 development in product build.

Trailer

This unit is designed to be towed by another vehicle, with mobility built in. The
most cost effective option would essentially be a skid unit welded onto a tfrailer.

The trailer design would more easily lend itself to having solar panels integrated
into the design, and should be designed like this from the outset. A non-solar
version would be simple enough to build. An small integrated diesel generator
would also be simple to integrate.

Customisations: While this should have the same modular design, one
consideration is the axel. Depending on the weight difference between the 2
and 6, the 2 battery unit could be built with a less expensive lower load axel,
bringing down cost.

Micro

While not initially a consideration in the Base Camp analysis, it's become
increasingly clear during the course of the project that there’s potential
demand for a small, mobile unit designed for powering smaller applications
and taking out on site, eg on a ute or fruck.

This unit isn't customisable, but is simply one battery and single phase inverter in
the most compact weather proof container possible. Depending on size and
weight, it would either be designed to be lifted by two people (eg in a box)
and/or on trolley wheels.

This basic design would also easily be integrated into small single use
applications, eg an Atco hut, powering equipment on a truck, etfc..

GridEdge already have a design they've used (called the Quantum) for this
which Earthworker could build on.

Business Model

As discussed in Section 2, there’s ample potential demand for these units. If
Earthworker can dedicate the resources to pursuing these opportunities, there's
a very sound case for proceeding with the manufacturing with the assumption
that the demand will be there.

The business model and startup proposals will largely proceed with this
assumption.

Additionally having a prototype unit complete (it doesn’t need more than one
battery in itl) is a powerful selling tool. The discussion in section 5 has an



important discussion on getting people who're already using diesel to
understand how different and better having a good battery in their systems is.

Initial Build

Earthworker estimates that the design and build of the first unit would take
around 8 weeks.

After that a unit should be able to be produced in 2-4 weeks depending on
build. Once the product builds are refined and established, the manufacture
could be scaled as required.

This will reduce cost and time as demand and production increase.

Beginning this process should be seen as a high priority for all partners before
any further funding or orders are received.

The skills and human resources for the prototype build are all existing within the
businesses already (acknowledging some constraints to Earthworker’'s welding
resources).

The manufacturing materials costs are not onerous (Earthworker has estimated
an enclosure build to be $10-15k, so materials should be well under $10k.

Production

After the initial build and prototyping, continually producing at least one unit
will create efficiencies in manufacturing, material purchase and supply chain.

Additionally as the units are modular, the enclosures can be built at a
reasonable cost and the batteries ordered - and installed - as orders come in.
The only downside here is the approximately 6 week lead time required for
batteries to arrive.

Even with this constraint, the continuous production of enclosures, regardless of
orders, gives far more flexibility to manage demand. At the very least
Earthworker should be aiming to be a few enclosures ahead at any fime.

Once one enclosure is established, Earthworker and Gridedge should look to
build a prototype of the other recommended configurations as soon as
possible.

In the case of the Micro enclosure, I'm assuming the build is faster and quicker
than the larger units.

Product Pricing

These figures are based on builds GridEdge has commissioned in the past. All of
these builds have been small run or one off production units. Establishing a
continuous production process should see a significant reduction in costs over
time.



Micro (Quantum): $20k

2 x 9.6 kWh SoNick battery units (19.2 kWh) with 1 x 8kW inverter ~ $50k

4 x 9.6 kWh SoNick battery units (38.4 kWh) with 2 x 8kW inverters (16 kW) ~$81K
6 x 9.6 kWh SoNick battery units (57.6 kWh) with 2 x TOKW inverters (16 kW)
~$108K

Fitting solar is around an extra $40k - (from our research, this could be a lot
lower depending on fittings and panels).

Business Case Financial Estimates

Drawing on these estimates and using an average unit build (4 batteries) as
median point, a basic map of income and profitability can be outlined.

Please note that all these estimates are extremely conservative, and cannot be
refined with any certainty ftill prototypes are built. In this instance, the potential
of the business is so strong that using an extremely conservative model to
demonstrate business viability is a powerful tool.

First year

Assuming the average production of one of the larger units every 3 weeks, and
the production of a micro unit within 6 months:

Variation Price Margin No/yr Gross Profit
With Solar  $120,000 15% 9 $1,080,000 $162,000
(eg trailer)

Skids $75,000 15% 9 $675,000 $101,250
Micro $20,000 25% 20 $400,000 $100,000
Total $2,155,000 $363,250

Just this one production line would result in $2million in income and a profit of
around $350k.

Second year

Assuming a production capacity of 2 units continuously produced (this is
extremely conservative to prove the viability and assuming welding resources
are still constrained) and an increase in margin of 5% due to efficiencies of
process and scale (see next page)

These very conservative figures provides a robust business able to finance its
own operations.

Looking at the market potential, an estimate of 2-4 times this amount is not out
of the question, particularly if supply to the equipment hire market is secured.




Variation Price Margin No/yr Gross Profit

With Solar $120,000 20% 23 $2,760,000 $552,000

(trailer)

Skids $75,000 20% 23 $1,725,000 $345,000
Micro $20,000 30% 50 $1,000,000 $300,000
Total $5,485,000 $1,197,000
Customers

Building an effective income stream is obviously critical to the success of this
business.

Stage 2 outlines the potential market opportunities available. All of these
opportunities revolve around the strengths of the SoNick batteries and
Earthworker's expertise.

Staying really focussed on the ‘diesel generator replacement’ market and the
emergency services niche provide an ample amount of customers.

As outlined above, the sale of around 50 large enclosures a year and around
50 micro units provides enough for a viable business. Getting to this point must
be the focus of the business.

Seeding the project

The most expensive part of the project is getting the prototyping done and
setting up the marketing and sales aspects.

Obviously finding
None of these options are mutually exclusive and can be done simultaneously.

* Granfts
The project partners are already working on accessing various
opportunities to access grants, eg LVEGP2

e Commercial
A business to purchase a unit, eg Mt Baw Baw
Utility companies are another potential source, especially for then Micro
unit.

* Government
DEWLP purchasing, part funding or committing to hire one or more units
for a base camp

e Commercial Investment
Loans or investment to seed the commercialisation. With a high level of



interest in the sector either of these options should not be too hard to
do.

Base Camps - opportunity and case study

In terms of the Base Camp site and the emergency services market in
particular, a progression from pilot unit to a ‘whole of site’ solution for a Base
Camp makes a lot more sense than simply replacing a diesel generator one on
one - this is the Smart Base Camp solution.

A Smart Base Camp solution could ideally have the following features:

Coordinated multiple energy generators across a large site
Smart phone enabled monitoring and power controls
Remote log in capability

Intergraded energy load monitoring

Energy and power data logging and analysis function

Getting a clear financial commitment from DEWLP is the key aspect to
progressing this further. Creating a presentation to DEWLP, based on the findings
in this report, should be pursued as a matter of urgency.

There are numerous compelling policy and financial incentives for them to
financially support this initiative.

Reducing GHG emissions is a policy commitment the State Government of
Victoria of which DEWLP is an integral part of delivering. See Victoria's Climate
Change Strategy.

OHa&S considerations at Base Camps are an important consideration, and the
24/7 diesel generators mean that they're falling far short of that ideal.

Financially, one base camp uses has 7 or more diesel generators running 24/7
consuming at least $64k worth of diesel at current pricing (5 weeks base camp,
840 hours at 12 litres/hour (total 10,080 litres) and $1.60 petrol multiples by 8
generators).

Even with the higher price of the battery units to either purchase or hire, this
very quickly makes sense on every measure.

The most likely scenario is obtaining funding to pilot a unit (a whole site would
be ideall!) so that we can refine and measure usage and build the case for use
across all base camps.

This model is then replicable across Australia - and beyond.
By working with DEWLP to solve a problem, and not just sell a product, we have

the opportunity to open a market and build relationships that will nurture the
business for years fo come.


https://www.climatechange.vic.gov.au/victorias-climate-change-strategy/
https://www.climatechange.vic.gov.au/victorias-climate-change-strategy/

Stage 4.Business Analysis: Value Chain Analysis

Neither GridEdge nor Earthworker require significant changes or resources to
begin the project. We're confident after numerous discussions that they both
have the capability to meet demand in the near future.

GridEdge

Role: Supply the batteries, source the inverters, design electronics and assist
design of enclosures. These last two could move in house to Earthworker over
time.

Battery supply is the biggest variable, as price can be very dependant on
exchange rates and shipping costs, and shipping times can vary depending on
manufacture backlog and shipping fimes.

Battery supply will become far more predictable with a regular order, which
should be one of the aims of the project as soon as possible (eg can user at
least 6 batteries per month).

GridEdge has no near term constraint within current capacity to meet demand.

Earthworker

Role: Manufacture and assembly of the end product, enclosure design,
marketing and sales, administration.

Facility: Have ample physical space to be able to accommodate current
future production and administration, and simply require some rearrangement
of their current factory floor to begin build.

Materials: Earthworker have space and supply chain relationships to build the
units, although they may need some additional relationships for the trailer build.

Standards Spec: May need additional training or relationships to ensure
enclosures fully meet the required specifications.

People (Manufacture): Can produce a prototype unit under current resources
and skill sets, would need to hire extra staff for regular production. The key issue
here would be ability to hire the right qualified staff.

People (Marketing and Sales): Would definitely require additional sales
personnel, may require extra marketing personnel.

People (training): This would initially co-exist with sales, and would focus on
training for electricians and site operators to understand technology usage.



People (Administration): As production increases, more resources will be
required. Hiring administration personnel should not be an issue.

Event chain

As outlined, this market is ‘hot’. We strongly recommend moving on this
opportunity as soon as possible. This is what we'd recommend to begin the
process.

The first 4 items can - and should happen simultaneously, and involve
completing the finished product as soon as possible and achieving the first sale
as soon as possible.

Design 1st enclosure Existing GridEdge & Earthworker
Arrange space in factory Existing Earthworker
Dedicated welder/ $7-9k/month Earthworker

manufacturing resources

Hire or contract sales/project/ $9-11k/month Earthworker
business manager

Branding & Marketing design ~ $2 - $5k** Earthworker

Build 1st prototype Existing Earthworker & GridEdge
1st Prototype matierials $5-$10k Earthworker
Test prototype Existing Earthworker & GridEdge
Refine design Existing Earthworker
Production materials $5k Earthworker
Contracted Expertise Asrequired  Earthworker

* rough estimate including on costs
** Depending on existing resources

So to seed the project, Earthworker is looking an investment of $23-$35k per
month in the first month, and ongoing a minimum $21-525k per month. This
provides a skeleton business.

This cost is covered by the sale of 1 to 2 units per month (assuming efficiencies
can be quickly realised). This would make the initial continuous production of
unit every 3 weeks close to covering seed startup costs.

I’'m assuming that all administrative tasks will be managed by Earthworker.



Ideally the Business/Project manager role is someone with an entrepreneurial
spark who has a broad range of talents. If this skill set isn’t available, consider
contracting or employing couple of part time roles.

Additional core expertise to be added or contracted as required in the startup
phase:

* Manufacturing

* Training

e Technical analysis and measurement
e Sales

* Custom design

Stage 5. Marketing

In the initial stages it's not recommended marketing this product to the public
consumer, a space that's the focus of increasing competition.

There's adequate prospects to initially to focus on the Emergency services and
businesses operating in extreme conditions through networks and direct
contact.

Businesses also often have more capacity to focus on the best solution, rather
than the cheapest, which the consumer market can tend to skew towards.

One of the biggest barriers is getting legacy companies and operations to
appreciate the full benefits of having a battery and/or solar in a diesel
powered system. The more clarity and simplicity we can bring the better.

Especially in terms of the Hire Company market, thorough training is a must.
Stage One (as soon as possible)

Engage with DEWLP on Smart Base Camp concept.

Build Website

* Focus on unique value proposition of battery technology and expertise

* WHY it's the best solution for emergency and extreme conditions

* Clearly outline the benefits a battery in a diesel system can bring (ie
able to match demand rather than generating excess, fuel savings,
noise, pollution etc..

» Customised page specifically targeting Emergency Services

* Recommend using a marketer or business consultant to lead the build
rather than a designer.

Sales



» Consider the cost/benefit of contracting or hiring someone to do
outreach, funding applications and sales as soon as possible. The
quicker orders are generated, the sooner the project takes off.

* Leverage existing networks

Stage 2: a prototype is in progress

* Develop specification sheets for each product (trailer, skids, micro)
¢ Refine sales process

e Create presentation assets for conferences, sales calls efc..

* Write arficles addressing key points of difference

* Advertise in Emergency services magazines and networks

Stage 3: production established

* Update all assets with polished versions of units
* Create clear sales process and pipeline
* Advertise and present at conferences

Advertising and sales avenues

* Networks within project group
* Tenders
* Funding applications
* Conferences, eg:
* Emergency Management Conference Melbourne
* Most states have similar conferences
* Disaster & Emergency Management Conference (national)
* Emergency services Professional networks
* Local government networks, eg peak bodies
* State response networks
* Advertising in magazines and journals
* National Emergency Response Journal
* Australian Journal of Emergency Management
» Australian Emergency Services Magazine

Messaging
The right messaging is the key here. Recommendations are:
* Lead with use case, ie give someone operating in extreme weather
environments the feeling they're in exactly the right place regardless of
whether they have any technical background

* Highlight tfechnological points of difference and benefit

* Package these benefits so that customers can easily use them in their
own advertising (other organisations advertising for you this way)


https://hpe.com.au
https://www.aies.net.au
https://www.aies.net.au
https://ajem.infoservices.com.au
https://ausemergencyservices.com.au

* Create articles, assets and presentations addressing:
e Exireme weather performance
* Environmental comparison of Li lon vs SoNick
* Safety profile
¢ Lifetime performance

* Build the narrative that Earthworker SoNick units are the best solution on
the market and the ONLY solution for any kind of extreme weather use

Conclusion

There's an amazing opportunity available - and it should be pursued with some
urgency.

Section 4, outlines the key tasks and estimated costs to implement as soon as
possible to make this project happen - and get this exciting product to market.

The opportunity to transform DEWLP's Base Camps is just the beginning. There's
the very real potential to tfransform the generator hire market.

Project success would create a significant manufacturing business in the
LaTrove Valley with exports all around the country - and beyond.

The social, environmental and economic benefits to the region will be
immense.
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