
	
	
	
	
	
	
	
	

	 	



EXECUTIVE	SUMMARY	
	

PURPOSE	OF	PLAN	
	
This	plan	provides	detailed	investor	information	and	includes	the	basic	strategy	
business	plan	regarding	the	initial	establishment	and	operation	of	ePlug	Smart	
Energy	Solutions	in	Lisbon,	Portugal.	
	

VISION	
	
As	 a	 species	 evolves,	 so	 does	 its	 ability	 to	manage	 and	 use	 energy	 for	 diverse	
purposes.	 Currently,	 humanity	 is	mostly	 fossil	 fuel	 dependent,	 yet	 this	 is	 not	 a	
sustainable	scenario.	The	best	way	to	reduce	carbon	emissions,	besides	turning	
energy	sources	 into	renewable	ones,	 is	 reducing	 the	consumption	of	energy	by	
becoming	more	efficient	in	how	we	use	energy.		
	
One	 of	 the	 main	 ways	 to	 reduce	 carbon	 emissions	 is	 through	 efficiency	 and	
savings	as	it	is	cosubstantied	in	IEA	scenarios:	
	

	
	

We	want	to	be	in	the	front	lead	of	energy	saving	at	home	in	Portugal	and	Spain.	



So	ePlug	 is	an	 ideal	 tool	as	 it	help	consumers	control	and	manage	 their	energy	
spending	by	constraining	them	to	spend	energy	according	to	its	availability.	Our	
purpose	 is	 to	 make	 the	 world	 greener	 and	 humanity	 more	 environmental	
friendly.	
	

MISSION	
	
We	want	to	provide	easy	to	use,	low	cost	smart	energy	management	solutions	for	
everyone.	Our	mission	statement	is	to	save	energy	in	every	home	or	office	with	
minimal	effort.		
	

	
	

“Green	energy	starts	at	home”	
	

MARKET	POTENTIAL	
	
The	electricity	prices	in	both	Portugal	and	Spain	increased	steadily	up	to	50%	in	
the	last	10	years.		
	

	



This	trend	is	expected	to	keep	up	for	at	least	10	more	years	due	to	several	factors	
from	 which	 we	 highlight	 the	 increasing	 prices	 of	 non-renewable	 energy	
resources,	 high	 capital	 costs	 of	 deployed	 renewables	 yet	 to	 be	 paid	 and	 the	
capital	 intensive	 nature	 of	 the	 energy	 industry	 aggravated	 by	 the	 increasing	
price	of	money	in	the	markets.	
	
Also,	 increasing	 concern	 over	 environmental	 issues	 along	with	 current	 Iberian	
economic	 crisis	 stimulate	 people	 to	 decrease	 energy	 consumption	 starting	 at	
home.	
	
On	 the	 other	 hand,	 energy	 saving	 can	 be	 difficult	 given	 its	 basic	 nature	 in	 our	
daily	 lives	 along	 with	 its	 use	 now,	 pay	 later	 philosophy.	 In	 order	 to	 model	
electricity	 consumption	 to	minimize	 the	 need	 of	 expensive	 production	 sources	
maximizing	 gains,	 companies	 introduced	 scheduled	 tariffs	 which	 offer	 highly	
reduced	 prices	 at	 off	 peak	 hours	 and	much	 higher	 prices	 during	 the	 rest.	 But	
these	 schedules	 are	 often	 tailored	 to	 push	 customers	 to	 cheaper	 production	
hours	with	only	partial	schedule	adherence	regarding	human	behavior	therefore	
maintaining	 the	 higher	 prices	 for	 some	 off	 peak	 periods	maximizing	 gains	 for	
electricity	companies.	Bi	and	tri	pricing	schemes	for	Portugal	are	shown	below	in	
Euros.		
	

	
	
Therefore	 it	 can	 be	 quite	 hard	 to	 adhere	 to	 those	 schedules	 since	 they	 are	
behavior	 dependent	 and	 unnatural	 to	 human	 behavior,	 very	 difficult	 to	
implement	in	non-singular	households	without	extreme	discipline	and	originate	
considerable	losses	if	badly	managed.	
	
Our	potential	customers	appear	 to	be	wary	of	 these	 issues	and	30%	to	50%	of	
the	 65%	 of	 total	 households	 maintaining	 simple	 tariffs	 refusals	 of	 scheduled	
tariffs	 appear	 to	be	 related	 to	 control	difficulties.	This	 situation	along	with	 the	
chance	of	significant	money	savings	in	the	electricity	bill	provides	a	mass-market	
business	opportunity.	
	



Therefore,	the	easiest	and	simplest	way	to	maximize	savings	is	to	discipline	the	
power	 plug	 in	 high	 power	 consumption	 common	 appliances	 such	 as	 the	
dishwasher,	the	clothes	washer,	heaters,	water	boilers	and	air	conditioners,	and	
we	expect	to	achieve	this	introducing	ePlug.	
	

PRODUCT	FEATURES	
	
ePlug	 is	 a	 smart	 power	 outlet	 adapter	 which	 interrupts	 power	 consumption	
during	the	high	price	hours	facilitating	adherence	to	scheduled	tariffs.	As	a	smart	
device,	it	can	be	accessed	wirelessly	using	a	WiFi	enabled	computer	where	pre-
configured	schedules	(bi	and	tri)	can	be	chosen,	consumption	measurements	and	
costs	can	be	evaluated,	periodic	consumption	limits	can	be	defined	and	flexible	
approaches	 can	 be	 customized	 by	 savvy	 customers	 through	 a	 browser	 access	
based	 control	 panel.	 Preferably,	 it	 should	 be	 connected	 to	 an	 existing	 internet	
enabled	WAN	(currently	provided	by	every	product	and	ISP	in	the	market)	but	it	
can	function	offline	although	with	no	guarantee	respecting	DST	adjustments	and	
other	real	time	updates	such	as	prices	and	tariffs.	
	

	
	
ePlug	stands	for	simplicity	and	therefore,	its	physical	interface	consists	of	a	LED	
button	 which	 controls	 forced	 on	 and	 off	 modes.	 Status	 of	 operation	 can	 be	
evaluated	through	the	color	of	its	LED	(blinking	blue	for	cap	limit	reached,	static	
green	for	off	peak	regime,	static	red	for	peak	hours	and	static	blue	for	forced	off	
mode	and	blinking	red	for	forced	on	mode).	
	
The	forced	on	and	off	mode	button	provides	a	direct	control	method	but	it’s	not	
essential	for	most	common	usage.	
	
	



PRODUCT	DEVELOPMENT	
	
The	two	founders,	André	Cunha	and	João	Romão,	will	create	a	prototype	of	the	
electronic	 components	 of	 the	 ePlug	 and	 the	 basic	 software	 needed	 to	 interact	
with	 the	 device.	 After	 the	 production	 of	 the	 smart	 plug	 prototype,	 three	
experienced	 engineers	 will	 be	 consulted	 to	 perfect	 the	 plug’s	 electronics	 and	
interaction	with	the	regular	power	outlet,	to	improve	the	software	interface	and	
to	create	the	industrial	design.	
	

BUSINESS	MODEL	
	
The	initial	business	model	consists	of	a	massive	direct	sales	approach.	We	want	
to	sell	a	low	margin	low	cost	solution	in	the	big	Iberian	market	which	consists	of	
about	13	million	eligible	households.	
	

	
	
Through	a	strong	placement	within	big	retailers	such	as	Pingo	Doce,	Continente,	
IKEA,	Jumbo,	Vobis,	Worten,	LIDL,	Minipreço,	Intermarché,	fnac	and	others	along	
with	a	strong	start	advertising	campaign	in	the	media	and	the	internet,	we	expect	
to	maximize	customer	reach.	
	
We	also	expect	to	be	able	to	forge	partnerships	with	environment	related	NGOs	
and	the	electricity	market	regulators	such	as	ERSE	because	they	often	promote	
green	initiatives	and	products	requiring	low	counterparties	and	even	providing	
free	advertising	benefits.	
	
	
	



COMPANY	DESCRIPTION	
	

PRODUCTS	
	
We	pretend	 to	 introduce	a	 single	product	philosophy	 for	 the	 first	 two	years	 in	
the	market	until	we	achieve	 the	break-even	point	 in	 the	beginning	of	2015.	By	
this	 time	we	 expect	 to	 have	 sold	 a	 total	 of	 400	 000	 ePlugs	 covering	 110	 000	
homes.	We	feel	that,	by	this	time,	we	will	be	ready	to	expand	our	product	range	
to	a	more	diversified	approach.	
	
We	 intend	 to	 introduce	 two	 more	 products,	 a	 smart	 hub	 that	 centralizes	 the	
operation	of	multiple	ePlugs	around	the	home	with	internet	routing	capabilities,	
that	 is,	 an	 internet	 WiFi	 router	 which	 helps	 you	 to	 save	 energy	 and	 a	 GSM	
enabled	 ePlug	 that	 grants	 you	 access	 to	 the	 internet	 through	 a	 SIM	 card	
connected	to	a	mobile	GSM	network.	
	
Both	 these	 products	 should	 be	 sold	 in	 partnership	 with	 a	 major	
telecommunications	 company	 as	 base	 equipment	 in	 Internet	 based	 products	
such	as	triple	play	or	simple	Internet	access	in	special	green	energy	saving	offers.		
	
Fixed	 broadband	 Internet	 access	 sums	 up	 to	 3.4	million	 connections	 and	 GSM	
based	broadband	access	reaches	2.4	million	connections	just	in	Portugal	divided	
over	 three	 big	 transversal	 telecommunication	 companies.	 With	 increasing	
ecological	concerns	and	rising	electricity	prices,	an	energy	saving	Internet	access	
should	be	attractive.		
	

	
	



This	 kind	 of	 numbers	 along	 with	 the	 current	 technological	 horizon,	 open	 the	
possibility	of	access	to	better	economies	of	scale	while	squeezing	hardware	cost.	
	
ISP	exclusivity	and	brand	association	may	be	attractive	to	these	companies	who	
often	 try	 to	 sell	 fashionable	 lifestyles	 since	 green	 and	 ecological	 branding	 is	
increasingly	trendy.	
	
Given	the	far	reach	of	these	goals,	a	detailed	business	model	for	these	goals	isn’t	
yet	 defined	 but	 we	 expect	 to	 be	 able	 to	 implement	 a	 royalty-based	 system	
regarding	 equipments	 used	 as	 connection	 points	 by	 the	 ISP	 while	 the	 green	
internet	access	plan	is	active.	
	

KEY	CUSTOMERS	
	
ePlug’s	primary	targets	are	the	households	in	the	Iberian	Peninsula	with	internet	
access	due	to	the	specificities	of	the	developed	smart	plug.	This	also	corresponds	
to	most	 of	 the	 segment	 of	 population	 that	 has	 completed	 high	 school	 or	 even	
obtained	a	University	diploma.	Our	target	costumer	is	always	informed,	either	by	
watching	 television,	 listening	 to	 the	 radio	 or	 through	 the	 Internet,	 which	 is	
where	our	marketing	should	focus.	
	
The	 international	 crisis	 is	 an	 alarming	 issue	 in	 their	 heads	 and	 they	 are	
constantly	 trying	 to	 spend	money	 in	a	more	efficient	manner,	which	 combined	
with	an	environmental	 sensibility	 intensified	 throughout	 their	education,	make	
the	 ePlug	 a	perfect	 solution.	Bearing	 this	 in	mind,	 green	branding	our	product	
and	promoting	its	energy	and	money	saving	capabilities	is	the	best	strategies	to	
promote	the	smart	plug.	
	
Furthermore,	the	household	is	typically	located	in	a	large	urban	center,	such	as	
Oporto,	 where	 a	 survey	 concluded	 that	 30%	 of	 consumer	 admitted	 that	 they	
resist	 to	scheduled	tariffs	due	to	poor	control	over	their	households’	electricity	
expenditures	 –	 there	 is	 clearly	 a	 need	 for	 a	 tool	 to	 help	 managing	 the	
consumption	of	electricity.	
	

APPLICATIONS	
	
The	 archetypal	 household	 of	 the	 target	 customer	 has	 three	 members	 –	 and	
usually	only	one	who	pays	the	bills	is	concerned	with	electricity	spending.	
	
For	that	family	the	average	electricity	bill	is	75	€,	lower	during	the	summer	and	
much	 higher	 during	 cold	 or	 long	 winters.	 With	 a	 bi-scheduled	 tariff	 and	
maintaining	 the	 same	 consumption	 patterns	 that	 expense	 increases	 by	 7%,	
however	an	efficient	use	of	those	same	tariffs	can	also	result	in	saving	at	least	5€	
each	month,	only	considering	the	usage	of	appliances	 that	consume	substantial	
amounts	of	electricity	such	as	dishwashers,	washing	machines,	heaters	and	air-
conditioning.	



	
	
Most	 families	 have	 the	 potential	 to	 save	 even	 more,	 just	 by	 changing	 some	
established	 habits,	 resulting	 in	 yearly	 savings	 above	 60	 €.	 Nevertheless,	 strict	
discipline	 is	 required	 to	 change	 routines	 of	 an	 entire	 family	 –	 especially	when	
only	one	person	is	really	focused	on	adapting	to	the	(bi	or	tri)	scheduled	tariffs.	
The	 ePlug	 is	 the	 perfect	 solution	 in	 these	 situations	 as	 it	 helps	 restricting	 the	
usage	 of	 the	 high	 consumption	 appliances	 mentioned	 above	 to	 the	 low	 fare	
electricity	period.	
	
At	 a	 final	 price	 of	 64.99	€,	 a	 package	 containing	 3	 ePlugs	will	 suffice	 for	most	
households	(and	extras	can	be	purchased	at	a	final	price	of	24.99	€	individually).	
This	is	a	great	investment	that	reimburses	homeowners	in	a	single	year	or	even	
less	time	since	the	price	of	electricity	is	rising	in	both	Portugal	and	Spain.		
	

DISTINCT	COMPETENCE	
	
The	technology	is	widely	available	and	hard	to	patent.	So	ePlug	strategy	is	to	bet	
on	good	products,	good	support	–	an	overall	highly	integrated	experience.	

MARKET	ANALYSIS	

MARKET	DESCRIPTION	
	
The	 current	world	electricity	markets	 are	very	 fragmented	differing	a	 lot	 from	
country	 to	 country	 or	 even	 from	 region	 to	 region	 which	 is	 reflected	 in	 an	
enormous	diversity	in	every	single	aspect	of	the	final	product.	This	situation	has	
led	 to	 multiple	 approaches	 regarding	 smart	 energy	 solutions	 or	 simply	
demotivated	any	kind	of	feasible	approach	in	very	fragmented	markets.	
	
Portugal	&	Spain	on	the	other	hand,	have	had	a	relatively	big	unified	electricity	
market	 for	8	years	now,	MIBEL	which	has	enforced	similar	regulation	schemes	
and	 created	 a	 tradition	 of	 co-dependence	 for	 energy	 supply.	 The	 social,	
economical	 and	 geographic	 similarities	 between	both	 countries,	 along	with	EU	



directives,	 resulted	 in	 a	 big	 investment	 and	 similar	 policies	 regarding	
renewables	in	countries	which	have	similar	electricity	consumption	profiles	due	
to	recent	historical	similarities	since	the	boom	of	electricity.	
This	circumstances	result,	despite	differences	in	size	and	scale	between	the	two	
countries,	 in	 similar	 final	 offers	 regarding	price	 and	 schedule,	which	 allow	 the	
deployment	of	the	product	in	both	countries.	
	
In	both	countries,	a	few	very	large	companies	control	electricity	production	and	
sale	 while	 high-tension	 distribution	 is	 controlled	 by	 the	 government	 through	
direct	ownership	or	strong	regulation	entities	and	heavy	legislation.	
	
These	circumstances	are	the	foundations	of	a	heavily	regulated	and	static	market	
which	diminishes	the	complexity	of	the	smart	power	outlet	we	want	to	deploy	in	
short	 term.	 This	 also	 facilitates	 the	 predictions	 for	 this	 kind	 of	market	 for	 the	
next	 years	 guaranteeing	 for	 instance,	 the	 existence	 of	 scheduled	 tariffs	 until	
2015,	inclusively.	
	

COMPETITIVE	ADVANTAGE	
	
Built-in	 product	 adaptation	 to	 the	 specificities	 of	 the	 Portuguese	 and	 Spanish	
electricity	offers	regarding	scheduled	tariffs,	prices	and	schedules,	give	the	ePlug	
an	 upper	 edge	 over	 the	 extensive	 fragmented	 competition	 which	 consists	 of	
unknown,	unpublicized,	unspecific,	unsupported,	complex,	bizarre,	hard	to	setup,	
unfit	 to	 domestic	 use,	 widely	 unavailable	 expensive	 obscure	 niche	 products	
which	are	usually	amateurish	approaches	or	 tertiary	products	 in	big	hardware	
companies.	
	

	
We	 expect	 to	 be	 able	 to	 accompany	 electricity	 offers	 evolution	 from	 a	 heavily	
regulated	 market	 to	 a	 free	 real	 time	 market	 dynamic	 pricing.	 Current	 ePlug	
technical	 specifications	 allow	 the	 product	 to	 be	 updated	 to	 deal	 with	 these	
changes	 and	 actually	 maximize	 savings	 to	 the	 user	 because	 of	 the	 obvious	
impossibility	 in	 controlling	 electricity	 consumption	 in	 such	 case	 without	
technological	help.	
	



COMPETITION	
	
The	greatest	competitor	currently	in	market	is	the	dumb	timer	plug.	The	dumb	
timer	plug	 is	 cheap	and	widely	available	but	 its	 simplicity	 and	 rigidity	make	 it	
useless	 regarding	 the	 crescent	 complexity	 and	 expected	 differentiation	 of	
electricity	offers	medium	term.	

FINANCIALS	

FUNDING	
	
For	 the	 product	 development	 stage	 the	 goal	 is	 to	 raise	 5,000	 €	 and	 after	 this	
initial	phase,	ePlug’s	financial	plan	is	based	on	raising	more	money,	to	a	total	of	
2,500,000	€,	by	way	of	private	equity	 to	begin	producing	and	commercializing	
the	smart	plug	and	enter	the	Portuguese	market	in	the	beginning	of	2014.	
	
Those	who	invested	in	the	development	of	the	product	purchase	10%	of	equity	
and	the	other	investment	represents	50%.	
	
If	 the	 product	 is	 successful	 in	 Portugal,	 ePlug	 should	 expand	 to	 Spain,	 during	
2014	(Q3),	thus	covering	all	the	geographic	area	associated	to	the	Iberian	energy	
market	 (MIBEL),	which	 requires	 additional	 funding	 of	 8,500,000	€.	 Ideally	 the	
same	 investors	 should	 reinforce	 and	 maintain	 the	 equity	 proportions,	 but	 a	
separate	investment	is	also	possible.	
	
	

IMPORTANT	ASSUMPTIONS	
	
The	 financial	 component	 of	 this	 plan	 focuses	 on	 the	 commercialization	 of	 the	
ePlug	during	the	first	three	years	of	the	company.	
	
Key	assumptions	around	which	we	developed	this	plan	are	as	follows:	
	

1. Scheduled	or	other	non-flat	tariffs	will	remain	on	the	market	during	2016.	
2. The	current	economic	trend	(crisis)	will	carry	on	for	the	next	years.	
3. Production	 and	distribution	 costs	 are	 fixed	 at	 15	€	 and	0.15	€	per	 unit	

(evaluation	 based	 on	 several	 Chinese	 manufacturers	 –	www.made-in-
china.com).	

4. Overhead	and	other	external	operating	cost	grow	as	projected.	
5. There	 will	 be	 an	 overall	 growing	 demand	 for	 our	 products	 due	 to	 the	

strong	marketing	campaign.	
6. We	 expect	 our	 product	 to	 be	 present	 in	 1%,	 6%	 and	 12%	 of	 Iberian	

households	for	the	first	three	years	respectively.	
7. Before	and	 throughout	 the	winter	months	 there	 is	 a	peak	 in	demand	as	

more	electricity	is	consumed	during	that	period.	
	
	



BREAK-EVEN	ANALYSIS	
	
The	 break-even	 analysis	 for	 ePlug	 is	 difficult	 to	 project	 as	 the	 industrial	
production	 of	 the	 yet	 to	 be	 designed	 smart	 plug	 is	 outsourced	 and	 we	 are	
responsible	 for	 distribution	 and	 resale.	 Initial	 goals	 are	 to	 bring	 the	
hard	manufactured	product	to	market	within	60	days	from	startup.		
Bearing	this	in	mind	we	estimated	that	by	selling	20,000	plugs	in	Portugal	we’d	
cover	our	operation	costs	for	one	trimester	and	40,000	more	suffice	to	maintain	
operations	in	Spain.	
	
	

PROJECTED	PROFIT	AND	LOSS	
	
The	gross	margin	projections	only	 consider	 the	cost	 for	producing	and	shiping	
the	 ePlug	 and	 the	 revenue	 obtained	 from	 sales	 (from	which	 VAT	was	 already	
deduced).	 We	 forecast	 that	 the	 break-even	 point	 will	 be	 reached	 in	 the	 last	
quarter	of	2014	and	the	business	will	stabilize	at	a	net	profit	margin	of	20%.	
	

	
	
The	projected	net	profit	takes	into	consideration	the	fixed	operating	costs	(rent,	
payrolls,	marketing,	customer	support),	which	increase	as	we	enter	the	Spanish	
market,	and	taxes	(IRC).		
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The	values	indicated	in	the	Profit	and	Loss	table	below	are	in	thousands	of	Euros.	
	
Profit and Loss Table 
 2014 2015 2016 
Sales €6,736.6 €40,404.7 €57,489.5 
Production Cost €9,000.0 €33,180.0 €46,770.0 
Distribution €90.0 €331.8 €467.7 
Cost of Sales €9,090.0 €33,511.8 €47,237.7 
Gross Margin -€2,353.4 €6,892.9 €10,251.8 
Gross Margin (%) -26.15% 20.77% 21.92% 
Expenses    
Rent €4.0 €4.0 €4.0 
Payroll €231.0 €258.3 €271.2 
Marketing €350.0 €550.0 €690.0 
Customer Support €310.0 €600.0 €600.0 
Other Fixed Costs €20.0 €20.0 €20.0 
Total Operating Cost €900.0 €1,412.3 €1,565.2 
Profit before tax -€3,253.4 €5,480.6 €8,686.6 
Tax €0.0 €1,534.6 €2,432.2 
Profit -€3,253.4 €3,946.0 €6,254.3 
	

CASH	FLOW	
	
Since	the	manufacturing	 is	outsourced,	 the	production	can	be	adjusted	under	a	
fixed	 cost	 situation.	 Also,	 the	 balance	 is	 high	 enough	 to	 cover	 the	 production	
costs	each	quarter	and	sales	revenue	refund	the	cash	balance	for	the	next	period.	
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This	means	 that	 the	company	 is	 flexible	and	can	survive	with	 lower	sales	 than	
the	ones	forecasted	on	this	plan	or	produce	much	higher	profits.	If	more	capital	
is	needed	to	expand,	ePlug	will	prefer	taking	a	loan	to	further	investments.	
	
The	detailed	Cash	Flow	table	is	annexed	to	this	document.	
	
	

	
THREE-YEAR	PLAN	
	
ePlug's	three	year	plan	has	been	projected	out	to	a	yearly	review	to	highlight	the	
businesses	 long	 term	 results,	 and	 the	 added	 potential	 of	 the	 distributor	
partnerships.		
	

§ Reach	13	%	of	all	Iberian	households	by	2016	
§ Gross	Sales	over	1,500,000	€	by	year	3	of	this	plan.	
§ Net	Income	over	100,000	€	by	year	3	of	this	plan.	

BUSINESS	MODEL	
	

REVENUE	GENERATION	
	

During	the	first	three	years	revenue	is	going	to	be	generated	exclusively	through	
sales	 using	 third	 party	 distribution	 networks.	 Internet	 sales	 system	 should	 be	
considered.	
	

INVESTMENT	
	
We	expect	 that	 the	 last	quarter	of	2014	will	 be	 the	 first	 to	have	a	positive	net	
profit	 and	 to	 start	 generating	 small	 profits	 at	 the	 end	 of	 2015.	 So	 in	 2016	we	
aspire	 to	 be	 in	 a	 strong	 enough	 cash	position	 to	begin	paying	dividends	to	 the	
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initial	 investors	 and	 if	 necessary	 secure	 proper	 lines	 of	 credit	 for	 further	
investment	and	market	expansion.	
	
It	 would	 be	 in	 the	 company’s	 best	 interest	 to	 obtain	 a	 sustainable	 financial	
position	before	paying	dividends	and	afterwards	provide	 steady	 returns	 to	 the	
investors,	 as	 the	 business	 model	 will	 be	 adapted	 to	 the	 characteristics	 of	 the	
energy	Iberian	market.	
	

OPERATIONS	
	
Out	 operations	 are	 technical	 development,	 product	 outsourcing,	 technical	
development,	 intellectual	property	management,	distribution	unit,	marketing	&	
advertising,	customer	support,	accounting	and	public	interest	liaison.	

	
	
	
	

§ MARKETING	AND	SELLING	STRATEGIES	
	
A	strong	Internet	presence	is	paramount	to	reach	the	consumer.	We	expect	to	be	
present	 in	 the	major	social	networks	 through	advertising	and	special	exclusive	
campaigns.	



	
Another	key	aspect	of	our	marketing	strategy	is	ecological	branding.	We	expect	
to	 be	 able	 to	 establish	 partnerships	 and	 collaborations	 with	 NGOs	 such	 as	
Quercus,	 public	 or	 semi	 public	 entities	 such	 as	 ERSE	 and	 REN	 and	 European	
agencies	such	as	the	EEA	to	obtain	special	certification,	endorsing	and	publicity.	
There	 are	 a	 lot	 of	 energy	 saving	 initiatives	 such	 as	 Gestão	Total	 which	 allow	
contact	with	electricity	clients.	
	
Given	 the	 transversal	 nature	of	 our	product	we	want	 to	be	 known.	To	 achieve	
this	we	will	use	the	traditional	advertising	media	such	as	TV,	radio,	magazines,	
newspapers	 and	 also	 more	 direct	 approaches	 such	 as	 billboards,	 brochures,	
pamphlets,	fliers,	stickers	and	pins.	
	
We	 want	 to	 have	 a	 deeply	 friendly	 and	 green	 image	 close	 to	 the	 customer	
following	some	recent	trends	in	the	market	such	as	the	one	followed	by	Innocent	
Drinks	for	example.	
	
Through	a	strong	placement	within	big	retailers	such	as	Pingo	Doce,	Continente,	
IKEA,	Jumbo,	Vobis,	Worten,	LIDL,	Minipreço,	Intermarché,	fnac	and	others	along	
with	 a	 strong	 and	 transversal	 advertising	 campaign	 within	 the	 former	 stated	
terms,	we	 should	be	able	 to	provide	 special	product	placement	 in	order	 to	 get	
known.	
	

RISKS	AND	GROWTH	OPTIONS	
	

§ INTERNAL	AND	EXTERNAL	RISKS	
	
The	initial	relative	lack	of	complexity	of	the	product	may	be	a	problem	especially	
in	 combination	 with	 the	 difficulties	 regarding	 intellectual	 property	 since	 the	
technology	 used	 is	 widely	 available	 for	 low	 prices	 and	 the	 technical	
implementation	is	simple	and	easily	copied	and	difficult	to	patent.	We	expect	to	
tackle	 this	 fragility	with	 a	 strong	 start	 through	 availability,	marketing,	 quality,	
simplicity	and	support.	
	
Some	 potential	 customers	 may	 be	 initially	 unimpressed	 by	 the	 apparent	 low	
flexibility	 of	 the	 product	 and	 by	 the	 slightly	 rough	 approach	 on	 energy	 saving	
given	 that	 there	 is	 an	 infinity	 of	 timer	 dumb	 plugs	 in	 the	 market,	 but	 as	 the	
electricity	 sellers	 evolve	 their	 offers	 to	 more	 complex	 and	 dynamic	 pricing	
schemes,	the	need	of	the	plug	will	become	apparent	specially	given	the	weight	of	
electricity	 bills	 in	 Iberian	 incomes.	 Software	 updates	 and	 added	 functionalities	
will	enhance	the	product	over	time	along	with	new	products.	
	
Another	 issue	 is	 related	 to	 computer	 dependence	 to	 customize	 configurations	
but	 given	 our	 target	 customer	 is	 an	 Internet	 user,	 a	 browser	 enabled	 device	
(computer,	tablet,	smartphone,	etc)	is	expected	to	exist	in	almost	every	case	and	
we	expect	to	reduce	the	need	for	initial	configuration,	providing	pre-configured	
ePlugs	accordingly	to	existing	electricity	pricing	schemes.	Internet	dependence	is	



a	real	issue	which	will	be	tacled	when	we	try	to	partner	a	product	with	ISPs	but	
again,	we	expect	the	initial	target	customer	to	be	a	Internet	user.	
	
The	 true	risks	are	mainly	external.	The	 initial	 large	 funding	may	prove	hard	 to	
obtain	 to	 successfully	 start	 the	 business,	 and	 even	 if	 obtained,	 strong	
counterparties	 are	 always	 a	 possibility,	 which	 can	 restrain	 the	 future	 of	 the	
company.	
	
Being	traditionally	a	sector	dominated	by	very	large	companies	and	the	need	of	a	
big	 initial	 investment,	 the	 company	 may	 be	 easily	 preyed	 upon	 by	 these	 big	
players	due	to	their	own	internal	plans.		
	
The	big	risk	comes	from	electricity	sellers.	These	companies	have	direct	access	
to	every	potential	customer	and	control	the	metering.	Smart	meter	technology	is	
undergoing	development	and	provides,	among	several	other	functionalities,	the	
features	of	the	product.		
	
However,	 the	 electricity	 sellers	 don’t	 seem	 eager	 to	 deploy	 these	 technologies	
since	 they	 are	 already	 available	 but	 are	 nowhere	 to	 be	 seen.	 Optimum	 smart	
metering	requires	massive	investments	in	smart	grid	technology	over	the	power	
supply	network	and	smart	meters	are	expensive.	Some	companies	in	developed	
countries	 offer	 smart	 meters	 as	 an	 experimental	 alternative	 to	 the	 traditional	
meter	 but	 require	 premium	 fees	 and	 payment	 from	 their	 customers	 to	 do	 so,	
being	no	more	than	a	luxury	option	for	now.	
	
On	the	other	hand,	they	can	still	provide	similar	solutions	through	direct	access,	
undermining	 our	 position	 long	 term	 but	 given	 the	 extremely	 slow,	 traditional	
state	owned	corporate	culture	of	 these	companies,	we	don’t	expect	 this	 to	be	a	
problem	 medium	 term.	 To	 our	 advantage,	 these	 companies	 are	 usually	 badly	
regarded	 by	 people.	 Recent	 scandals	 over	 rigged	 digital	meters	 regarding	DST	
hours	 in	 scheduled	 tariffs,	 give	 the	 potential	 customers	 a	 purpose	 to	 find	 an	
independent	metering	system,	which	we	partially	provide.	
	
	 	



§ GROWTH	OPTIONS	
	
If	successful	and	after	establishing	a	reasonable	user	base,	we	pretend	to	expand	
to	a	royalty-based	partnership	with	a	major	ISP	regarding	energy	saving	mobile	
and	 fixed	 internet	 access	 equipments,	 where	 we	 expect	 to	 generate	 revenue	
through	a	commission	on	the	ISP’s	subscription	plans.	
	
Finally,	 we	 pretend	 to	 evolve	 to	 a	 more	 mature	 business	 approach	 and	 start	
providing	 specialized	 consulting	 and	 built	 to	 order	 services	 to	 companies	 and	
collective	entities.	

	

BOARD	
	
The	 board	 includes	 all	 the	 investors	 and	 both	 founders	 of	 ePlug.	 The	 board	
members	shall	appoint	a	chairman	through	a	democratic	process.	
	

	 	
	

	 	
	
	 	 	 	 	 	 	 	 	 	
	 	 	 	 	 	 	 	 	

	 	 	 	 	 	 	 	 	
		

	
	 	 	 	 	 	 	

	 	 	 	 	 	 	
	 	 	 	 	 	 	

	 	 	 	 	
	
	 	 	 	 	 	 	 	 	 	

	 	 	 	 	 	 	 	 	 	 	 	
	 	 	 	 	 	 	 	 	 	

	 	 	 	 	 	 	 	 	 	 	
	 	 	

	



	


