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We acknowledge the Traditional Owners of 

country throughout Australia and recognise their 

continuing connection to land, waters and culture. 

We pay respect to their Elders 

past, present and emerging.
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AEMO Competition Law Meeting Protocol

AEMO Competition Law – Meeting Protocol 2

AEMO is committed to complying with all applicable laws, including the Competition and Consumer Act 2010 (CCA). In any dealings with 
AEMO regarding proposed reforms or other initiatives, all participants agree to adhere to the CCA at all times and to comply with this 
Protocol. Participants must arrange for their representatives to be briefed on competition law risks and obligations.

Participants in AEMO discussions must:

• Ensure that discussions are limited to the matters contemplated by the agenda for the discussion

• Make independent and unilateral decisions about their commercial positions and approach in relation to the matters under discussion 
with AEMO

• Immediately and clearly raise an objection with AEMO or the Chair of the meeting if a matter is discussed that the participant is 
concerned may give rise to competition law risks or a breach of this Protocol

Participants in AEMO meetings must not discuss or agree on the following topics:

• Which customers they will supply or market to

• The price or other terms at which Participants will supply

• Bids or tenders, including the nature of a bid that a Participant intends to make or whether the Participant will participate in the bid

• Which suppliers Participants will acquire from (or the price or other terms on which they acquire goods or services)

• Refusing to supply a person or company access to any products, services or inputs they require

Under no circumstances must Participants share Competitively Sensitive Information. Competitively Sensitive Information means
confidential information relating to a Participant which if disclosed to a competitor could affect its current or future commercial strategies, 
such as pricing information, customer terms and conditions, supply terms and conditions, sales, marketing or procurement strategies, 
product development, margins, costs, capacity or production planning.



Today’s meeting

Time Item Speaker

11:00 – 11:05 Welcome and Introductions Rachel Rodrigues McGown (AEMO)

11:05 - 12.05
Customer Insights Study – Emerging Insights 

from Customers of DER Aggregators
A/Prof Josh Newton (Deakin University)

12.05 - 12:30 Q&A & Meeting Close All



Emerging insights 
from customers of 
DER aggregators
Project EDGE
A/Prof Josh Newton, Deakin University

This research has been conducted with the support of:



Background

A focus of our Project EDGE research to date has been on understanding the perceptions 
of the general public towards the active management of DER

Our review of the DER literature identified several research gaps relating to the customers 
of DER aggregators, including
• How can companies increase trust and reduce risk perceptions?
• What is required to develop relational interactions with customers?
• How can customers be retained long-term?
• How can ease of use be reconciled with customisation?
• Who are the voices that people listen to and trust?
• What must an aggregator do to ensure a smooth acquisition and installation process?

Our study sought to address these gaps



Background

We interviewed customers from the three aggregators participating in Project EDGE

While we are still finalising our report, the following presentation provides a summary of
some of the emerging insights we have identified thus far



Emerging insights



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

My understanding is that the VPP scheme would enable us 

to sell to the grid during periods of peak demand when the 

electricity price is high, and to store our own energy and 

use it when the energy price is low. That, I guess, was 

potentially a monetary benefit. We didn’t think it was going 

to generate a lot of money, but we saw it as being more 

efficient than one, flat, low feed-in tariff.



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

But for me, participating in this sort of thing should help 

lessen future investment in infrastructure. And I know that if 

we spend millions of dollars upgrading lines, then, as the 

consumer, I’ve got to pay for that. I’ll wear it later, bit by bit 

over many years.



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

But it’s quite simple: if you become energy sufficient… 

nobody could charge you. Nobody could charge you.



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

One of the biggest things is that if there is a black out, I’m 

of the understanding that if you’ve got a battery, you’ve 

always got power. We have had a few up here and the 

way the current market is, we may or may not have more 

up here during the coming summer and that probably is, 

apart from possibly only having a supply-only bill, yeah, 

that would probably be the biggest benefit, I think, to a 

consumer.



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

The same reason that we went solar in the first place, and 

participation in this [VPP] that if the grid needed support, 

because it was done in need, if we had surplus here, why 

just leave it in the battery?



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

I mean that's another benefit is if my power is in the grid 

and therefore used and therefore there is less need for 

baseload coming out of a coal fire power station, that's an 

excellent thing as well, absolutely.



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

And look, I guess, in the bigger picture if it took off there 

might be more jobs in Australia. There might be a whole 

emerging industry. So, look, I just thought look, it's for the 

right reasons, let's be a part of this.



Adoption motivations: Benefits

Identified motivations for adopting DER and joining a VPP aligned with findings from other 
DER and Project EDGE research

Motivations included:
• Financial benefits (household)
• Financial benefits (community)
• Energy independence/self-sufficiency
• Energy resilience (household)
• Energy resilience (community)
• Environmental benefits
• Growing a domestic industry
• Peace of mind

Well, I guess you could say it’s the savings on your bills, and 

you could also say it’s being independent so that I’m not 

exposed to what happens with blackouts and things like 

that all the time.  But basically the most important thing is 

to just be warm, even cooling.  I know it’ll be helpful with 

cooling, but just as an older person, to have the 

confidence to know that you can just have the heater on 

and that you’re providing for it, that is really incredibly 

important.  It makes a difference between moving from 

where you live and not.



Adoption motivations: Blurring of benefits

Customers often blurred the benefits of DERs and VPPs

Has several potential implications:
• May be a challenge to communicate the distinct benefits of DERs versus VPPs among 

certain customer cohorts
• Technical or service issues encountered with one of these technologies could potentially 

be misattributed to the other
• Could establish expectations that are difficult for the focal technology to deliver on

[When asked to describe the benefits of joining a VPP]

It’s fantastic. We had a blackout in the last week because there were a lot of storms in 

the area and our power didn’t go off, and everybody else’s did.



Adoption motivations: Barriers

Identified barriers to adopting DER or joining a VPP aligned with findings from other DER and 
Project EDGE research

Barriers included:
• Insufficient stored energy to cover self-consumption needs
• Insufficient financial returns
• Data security



Adoption motivations: Insufficient financial returns

Insufficient financial returns were a persistent concern of customers, and one that may pose 
reputational risks for aggregators

• Dissatisfaction with financial returns had not stopped customers from joining an 
aggregator (although whether a similar pattern is observed among the broader 
population remains to be seen)

• However, aggregators may be held responsible by customers for offering low export 
rates, even if aggregators’ ability to influence the size of those rates is small

I do think there should be some equity between exported and imported prices. I'm not 

expecting to make cent for cent, but I'm expecting to see at least 50%, every day of the 

week, for every kilowatt we put in. If they can't make – that's 100% mark up when they 

get it. If they can't meet that, that's ridiculous. That's ridiculous. 



Adoption motivations: Data security

Customers were giving aggregators access to the heart of their home, and they wanted 
assurances that this wouldn’t leave them vulnerable to hackers

• Recent data breaches had left customers increasingly aware of data safety and security
• Given the centrality of DER to a household’s energy consumption, some customers 

wanted assurances that aggregators were protecting their DER access from unscrupulous 
third parties

As they took control, the concern that I had was how good’s their software? Potentially 

once you open up that channel, could they get hacked? Could they get hacked and 

someone just shut you down through that controller? Because I’ve given them open 

access to that controller. One of the things if the program tries to go wider, then what 

controls are in place? What firewalls, what security provisions are there to stop some 

hacker saying, “Bang, I’m going to shut everyone down, I’m going to cause disruption”? 



Adoption motivations: Bundling

If offered as part of an attractive bundle of energy services, customers did not need to see 
the distinct value of a VPP to still join a VPP

• Many consumers are not deeply invested in energy technologies; they just want a service 
that ‘unlocks’ the use of electrical appliances and devices

• For this cohort of consumers, bundling VPPs into integrated energy offerings that provide 
them with a broad set of benefits could provide a way to drive the uptake of VPPs

We were just with our other retailer. Then [aggregator] contacted us and said, ‘This is 

what we do. We can do your electricity. We can do your gas bill.’ One of the thing that 

attracted me to [aggregator], it wasn’t the VPP that attracted me so much, but it was 

quite useful because they said that they could manage our electricity and our gas, and 

then if we had credit in the electricity account, they said, ‘You can use that credit in the 

electricity account to offset your gas bill. 



Customer touchpoints: Sales teams

Customers appreciated sales teams that treated them with respect

• Sales reps that are seen as courteous, knowledgeable, and happy to answer questions lay 
a foundation for establishing trust in the aggregator. 

I think it all stems back to the salesman that arrived here on day one. I was able to build 

great working rapport with him, and I don’t know. I guess I’ve a believer of if you 

cooperate with people and you deal with people fairly, they will deal with you fairly. I got 

the sense that this was a company that did care. It just built trust. 



Customer touchpoints: Sales teams

Customers appreciated sales teams that treated them with respect

• This respectful and personalised approach to selling was contrasted with experiences 
that some customers had had with sales reps from other energy companies, many of 
whom adopted a more transactional or non-personalised approach to the selling process

Well, he didn’t come to the house. Everything was estimated through drawing and only 

the [aggregator] people and the local company came and they look at the roof 

structure, they said, “No way can we put 13.5 kilowatt panels”. And when they both 

came and I go, “My goodness. Your quote is grossly inaccurate.” Because if they can 

only put seven, that’s like 40% less. And why am I buying more panels that basically don’t 

generate solar, right? 



Customer touchpoints: Sales information

For some customers, joining a VPP was a leap of faith

• Many customers struggled to understand the charges and terminology used to describe 
the aggregator’s product offering or else wanting (and failing to find) information that 
described the net financial implications of joining a VPP

• Due diligence activities (e.g., seeking information from independent third parties) helped 
address some of these informational requirements

• Nevertheless, joining a VPP was still seen by some as a leap of faith, particularly in terms 
of understanding the net financial implications

I've always found that the rates that the people quote, the import/export, all that sort of 

stuff, it's just hard for people to understand it, so it's difficult to be able to comprehend the 

figures and things like that. Yeah. Look, to be honest, I didn't know what rate I was paying 

for the tariffs and all that sort of stuff, just – yeah, very confusing, it's just difficult. 



Customer touchpoints: Installation

Proactive communication and coordination were key to ensuring a positive installation 
experience

• If DER assets were purchased through the aggregator, customers expected the 
aggregator to:
‒ Coordinate the third parties required to complete installation
‒ Proactively keep them appraised of where the installation process was up to and 

what they needed to do next
• Installations that did not met these expectations tended to be perceived negatively

Very smooth, very informative, every step was explained very clearly. Everything was 

labelled properly, yeah, good confidence [in] installer.



Customer touchpoints: VPP activity (1)

There is a delicate balance in how much information customers wanted about the VPP 
trading ‘black box’

• While some customers were happy to manually control VPP activity, most preferred for 
this activity to be automated

What we do is we sort of leave it up to them. When we joined with them, they told us 

about the VPP, and they said that we could use an app to participate in the energy 

trading, or we could just leave it up to them and they’d do it for us. To be honest, I 

haven’t got time to be sitting there, trading our electricity in half-an-hour blocks. I just 

said, ‘You do it.’ So I haven’t really done any of that, I’ve relied on them to manage that 

side.



Customer touchpoints: VPP activity (1)

There is a delicate balance in how much information customers wanted about the VPP 
trading ‘black box’

• One consequence of the desire for automation was that VPP activity remained a ‘black 
box’ for many customers in that they were not always aware of when – or even if – active 
management of their DER asset was occurring

• The challenge for aggregators will be finding the right balance between facilitating 
automation and providing customers with the information they need to keep them 
appraised of how their DER asset is being used

So there's been a few times I've wondered whether I'm being controlled or not, whether 

it's saying, "No, we can't take in the grid", but I haven't had a definite moment yet where 

I've said, "They're controlling my system." I haven't found it yet. It's really had no impact on 

me that I've noticed.



Customer touchpoints: VPP activity (2)

Efforts to motivate additional export activity should pass a ‘better off overall test’

• Customers were not averse to increasing their VPP trading, so long as they would be 
‘better off overall’

• To assess whether they would be better off overall, customers were looking for:
‒ Greater certainty about the implications of additional VPP trading activity for 

energy self-consumption

Not really any potential downside, only that it needed to be managed in such a way 

that we’re not exporting power to the grid and leaving our battery empty at night, then 

we have to rebuy it at, potentially, a higher price. So it’s more about the management of 

exporting the power to the grid to ensure that we retain enough for our own use.



Customer touchpoints: VPP activity (2)

Efforts to motivate additional export activity should pass a ‘better off overall test’

• Customers were not averse to increasing their VPP trading, so long as they would be 
‘better off overall’

• To assess whether they would be better off overall, customers were looking for:
‒ Assurances that additional trading would not accelerate the depreciation of their 

DER asset 

So longevity of the battery. How long it would do. The deep cycle of it, about where it 

empties, how many cycles you could get out of it. I suppose the efficiency level – how 

long that would last. A lot was towards longevity of the system. Because you're going to 

spend that kind of money. “Is this good for a season? Is it good for 10 seasons? Is it good 

for 20?” And certainly what I was getting was it was going to be long enough to – for us 

to get 10-15 years down the track and see what other – where we’d moved to then, as 

we’re going to reassess where our battery systems are, or where we look at next.



Customer touchpoints: VPP activity (3)

Highlighting regularly unused stored energy could motivate additional exporting activity

• While customers wanted to ensure they had sufficient stored energy to meet their self-
consumption requirements, they also didn’t want any additional stored energy being 
consistently unused

• One means of motivating additional VPP activity may therefore be to:
1. Highlight the amount of underutilised stored energy each household has 
2. Offer the account holder an opportunity to export this underutilised energy 

through a VPP

If I'm knowing that I didn't need the energy myself and then I was going to generate it the 

next day, yeah, I'd export. And if it was easier to figure out how to do the export. Or if I 

didn't need to do it manually or if I could set something on an app somewhere to say I 

can export 50% or 60%. That would be good.



Customer touchpoints: VPP activity (4)

Additional VPP activity could be positioned as a form of philanthropy

• Customers indicated that they would be open to one-off or short-term requests for 
additional exports if the beneficiaries of those exports were vulnerable communities 

• There were two provisos:
‒ Customers don’t want to be personally disadvantaged
‒ Customers want to know the impact of this philanthropically focused activity

Oh, if they notify me… look, let me donate 30% a day of your battery it’s going to help 

these affected communities or flood affected, yeah, I’d be happy to do it.

One of the ones that I do find easy to understand is the equivalent of taking so many cars 

off the road… Yeah, it’s a bit tricky.  Maybe it’s about so many houses, your power will 

power enough – power 10 homes for six months or something… But I think it needs to be 

something that you can quantify that’s not tonnes of greenhouse gases because no one 

knows what that looks like.



Customer touchpoints: Sharing VPP value (1)

Customers wanted to be treated by aggregators as a more equal partner in recognition of 
the value they were bringing to the relationship

• Customers were often pleasantly surprised with the relational style of service they 
received from aggregators

• However, they were generally less impressed with the financial returns they were 
receiving, with many believing that they were putting more into their relationship with 
aggregators than they were receiving

I feel ripped off that we’re only getting the 10c for it. That hasn’t gone up, even with the cost prices 

going up. And I just feel it’s – it doesn’t sit well with me, the money we’re getting back for it.



Customer touchpoints: Sharing VPP value (1)

Customers wanted to be treated by aggregators as a more equal partner in recognition of 
the value they were bringing to the relationship

• Suggested means for developing a more equal partnership included:
‒ Offering greater VPP financial returns to better recognise the upfront costs being 

borne by customers 

The stored power should be – it should be a reasonable percentage of what we will pay 

for it… If we are going to be part of the actual system, which we should be, it needs to be 

worthwhile.



Customer touchpoints: Sharing VPP value (1)

Customers wanted to be treated by aggregators as a more equal partner in recognition of 
the value they were bringing to the relationship

• Suggested means for developing a more equal partnership included:
‒ Providing greater support services, such as assisting with the ongoing 

maintenance of DER assets

They can come out and say, "Hey, we're going to look at it, inspect your system, make 

sure there's no updates we can do or recommend anything to you." And do that as a 

service then that comes with it. Because ultimately, they're the ones who are going to get 

benefit from it as well. And I think there has to be more of a cooperative [approach].



Customer touchpoints: Sharing VPP value (2)

Customers wanted government to recognise the value of their exports by continuing to 
support DER acquisition and VPP development

• Although customers were not looking for direct recognition from government for the 
value being generated through the VPP, they were keen for:
‒ Existing rebates to be maintained, particularly given the large upfront costs 

associated with purchasing DER
‒ Government to continue funding R&D into the systems underpinning VPPs

There probably are grants that might be relevant on a state or federal government level 

that will possibly assist them in better developing that technology, and the truth is it does 

need to be developed better. So that's probably where I would sit it, I would sit it at the 

level of infrastructure spending in technology and development around the delivery of 

those services because it is a little clonky and flawed, and if they get the model right it 

can actually do a lot of social good, so yeah.



Customer touchpoints: VPP app

The value proposition for engaging in trading was often deemed insufficient to justify 
overcoming the associated learning curve

• Some customers spoke of their difficulty in understanding how the trading function 
worked within their VPP app

There are two sides to the application. One is to look at current generation on our side. I 

find that very easy. On the side of managing the exportation of power to the grid, I find 

that very confusing. I don't know - I have no idea what to do with it.



Customer touchpoints: VPP app

The value proposition for engaging in trading was often deemed insufficient to justify 
overcoming the associated learning curve

• An interesting tension was apparent, however:
‒ At one level, customers highlighted how training or explanatory material would 

have been useful so that they had greater awareness for what the trading 
process entailed and how to engage with it

There could have been a document that they sent out. There was like an agreement 

letter that said, 'We will pay this feed-in credit, this feed-in credit', but that was sort of all. 

They didn't really explain the trading at all in documentation form, it was just what you 

saw through the app.



Customer touchpoints: VPP app

The value proposition for engaging in trading was often deemed insufficient to justify 
overcoming the associated learning curve

• An interesting tension was apparent, however:
‒ At another level, customers indicated that the financial pay-off to overcoming 

this learning curve wasn’t sufficient to do so, particularly against a backdrop of 
competing life priorities

I haven't been losing sleep over it. Honestly, I haven't followed up with them in order to 

do that. It's one of those things in the back of my mind, if I'm ever sitting around one day 

and I have nothing else to do, maybe I'll ask them. But to be honest, I just get carried 

away with day-to-day, with work, whatever, you just get side-tracked.



Customer touchpoints: Customer evaluations (1)

Further management of’ expectations about what DERs and VPPs can and cannot achieve 
may be required

• While customers were generally satisfied with their aggregator, several consistent gaps 
were identified between what customers expected and what they experienced:
‒ Some customers had heightened expectations about what their battery could 

achieve or how it would interact with the VPP

If there’s one issue I have, basically if there is a blackout, we do get blackouts here 

occasionally, and basically the battery only works the lights. It doesn’t work the power. 

Obviously because – they say some devices use too much power to – and they can’t 

function off the battery. Well, anyway but – that’s something that’s annoying when you 

have a lot of energy stored up and you can’t use it, that’s annoying.



Customer touchpoints: Customer evaluations (1)

Further management of’ expectations about what DERs and VPPs can and cannot achieve 
may be required

• While customers were generally satisfied with their aggregator, several consistent gaps 
were identified between what customers expected and what they experienced:
‒ Others hoped that joining a VPP would deliver greater direct benefits to their 

community

Again, I think from what I said there, was the idea of community – of people that didn’t 

have solar panels being able to benefit from people who did have solar panels…. Yeah. 

Now, that wasn’t the reality of what was happening. It was – yeah. But that, in my head, 

that’s what I was hoping…. Because I don’t think that people who – I was expecting 

them to get a direct benefit of it. And what was happening was it was just getting 

channelled back into the grid, but not at a reduced cost. Not – the 6c they were 

charging me; this was getting pulled in and passed out at full price to whoever needed it. 

And that’s what – I would have loved to have seen.



Customer touchpoints: Customer evaluations (2)

Having a strong brand and maintaining expectations through strong, proactive interactions 
were key to building trust

• Aggregators are more likely to be able to build and maintain the trust of their customers 
if:
‒ They have a strong brand based on a reputation for delivering good service 
‒ This brand positioning is:

▪ Validated by independent third parties 
▪ Reinforced by personal experiences

If I had gone with some company that was just a fly-by-night company that was doing 

really cheap panels that had a poor reputation, but I went with them anyway because 

they were cheap, I don't think I'd participate in a program. I wouldn't give them control 

of my system.



Next steps and further 
information



Next steps

Research soon to commence includes surveying energy aggregator customers to evaluate:
‒ Experiences to date
‒ Satisfaction with the aggregator
‒ Perceptions of information, notifications, and incentives received by the aggregator
‒ How to motivate enhanced exporting vs. self-consumption



Further information

Reports will continue to be made available via AEMO’s Project EDGE news and knowledge 
sharing page:

https://aemo.com.au/initiatives/major-programs/nem-distributed-energy-resources-
der-program/der-demonstrations/project-edge/project-edge-news-and-knowledge-
sharing

If you have any queries about the research, please email me at j.newton@deakin.edu.au

https://aemo.com.au/initiatives/major-programs/nem-distributed-energy-resources-der-program/der-demonstrations/project-edge/project-edge-news-and-knowledge-sharing
mailto:j.newton@deakin.edu.au


Questions?



Project EDGE Publications 

Knowledge Sharing Reports

ConferencesPresentations & Webinars 

For further news and knowledge sharing publications, please visit the Project EDGE website

For any questions, comments or feedback please contact: EDGE@aemo.com.au
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https://aemo.com.au/initiatives/major-programs/nem-distributed-energy-resources-der-program/der-demonstrations/project-edge/project-edge-news-and-knowledge-sharing
mailto:EDGE@aemo.com.au
https://aemo.com.au/-/media/files/initiatives/der/2022/edge-factsheet.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2021/project-edge-lessons-learned-report-1.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/public-interim-report.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/public-customer-insights-and-engagement-study-interim-report.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/project-edge-lit-review-der-customer-insights-research.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/der-market-integration-trials-summary-report.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/community-perceptions-of-der-and-aggregation-services.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/project-edge-lessons-learnt-2--final.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/project-edge-cba-methodology.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/master-research-plan-edge.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2021/edge-webinar-slides-mar21.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/interim-report-webinar-presentation-notes.pdf?la=en
https://aemo.com.au/-/media/files/initiatives/der/2022/esig-presentation.pdf?la=en
https://arena.gov.au/knowledge-bank/deip-dive-ev-and-der-market-integration-event-presentations/
https://research.csiro.au/ired2022/wp-content/uploads/sites/477/2022/11/Project-EDGE.pdf
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