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1. Scale-up Menu of support 

This document outlines the menu of support within ‘Package 2’ that Catapults could offer to the SMEs successful under the CLF programme fund. 

This support is aimed to effectively support UKRI’s definition of scale-up, SMEs at TRL 6+, currently in a rapid growth or scaling stage with 

existing commercial traction (existing customers in adjacent or energy/flexibility markets). 

Many of these offerings could, and should, be combined to maximise the impact for the organisations. Offerings are presented under the main 

themes identified for the support needs of innovators seeking to scale in the sector.  

This bespoke support is intended to be tailored to the individual needs of each SME and designed to work alongside the testing and trialling 

process, if applicable for the SME. A detailed Needs Assessment would need to be undertaken with successful applicants after bid submission to 

establish the highest priority support requirements for the business. This will lead to the development of a support plan tailored to the needs of 

the organisation. The precise scope of work, resource required and expected outcomes for a given SME would need to be refined on a case-by-

case basis, led by the scale-up needs of the SMEs. 

Here we outline the scale-up support services the Energy Systems Catapult and Digital Catapult, alongside external delivery partners, could 

deliver to support scale-up innovators seeking to scale in the UK flexibility sector.  

The table below outlines at a high level the types of support that can be provided, alongside example expected outcomes. More detail on each is 

provided in the subsequent Annex 1.  
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Support Theme  Support Activity Description of Support Expected Outcomes 

Commercial 

strategy and 

customer 

acquisition 

Commercial Strategy, 

Go-to-Market 

Prioritisation and 

Customer Acquisition 

Support to identify priority customers, refine value 

propositions, develop champion buyers, and build 

a scalable sales and go-to-market approach. 

More targeted business development, 

stronger customer advocacy, improved 

financial bankability, and more repeatable 

sales processes. 

Commercial 

strategy and 

customer 

acquisition 

 

Investor and 

funder readiness 

Facilitation of customer 

introductions 

Introductions to potential customers, buyers, 

investors, funders, infrastructure partners, and 

adjacent markets through Catapult networks. 

Clearer routes to market, stronger 

ecosystem relationships, and new 

contract or trial opportunities beyond the 

programme. 

Investor and funder readiness  

Preparation for institutional due diligence through 

stronger investor narratives, improved financial 

models, commercial validation, and access to 

relevant investor and strategic partner networks. 

Longer funding runway, reduced dilution, 

stronger investor confidence, and 

increased engagement with high-

probability investors. 

Delivery and operations readiness  

Support to mature internal teams and processes, 

including hiring roadmaps, risk management, 

software architecture, cybersecurity, and 

regulatory change readiness. 

Improved operational readiness, reduced 

integration friction, and stronger ability to 

navigate and influence policy and 

regulatory change. 

Marketing, PR and communications  

Support to develop strategic messaging, investor- 

and partner-ready collateral, case studies, and 

communications aligned to market positioning 

and go-to-market strategy. 

Sharper impact messaging, stronger trial 

narratives, and improved conversion of 

market interest into commercial 

opportunities. 
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Support Theme  Support Activity Description of Support Expected Outcomes 

Technical and 

market-specific 

advisory 

Market research and 

consumer insights 

Research into behavioural barriers, user 

experience, prototype testing, and willingness-to-

pay to improve product-market fit and pricing 

strategy. 

Reduced churn, increased adoption, and 

better understanding of the real-world 

drivers and barriers to flexibility uptake. 

Technical and 

market-specific 

advisory 

Understanding flexibility 

markets 

Guidance on service definitions, revenue stacking, 

qualification requirements, market entry 

pathways, and use of the Flexibility System of 

Systems map. 

Better understanding of current and 

future flexibility markets, reduced 

confusion, stronger decision-making, and 

improved readiness to adapt business 

models. 

Technical and 

market-specific 

advisory 

Navigating Regulation, 

Policy and Standards 

Support to understand relevant policy, regulation 

and standards, including cyber security, Energy 

Performance Certificates (EPC), Standard 

Assessment Procedure (SAP), smart appliance 

requirements, and implications of policy change. 

Clearer understanding of regulatory 

barriers and opportunities, evidence-

backed recommendations, and greater 

confidence engaging with policymakers 

and regulators. 

Technical and 

market-specific 

advisory 

Technical validation and 

expert advisory 

Access to Catapult technical specialists across 

digital, data, transport, networks, storage and 

industrial decarbonisation to support evidence 

generation and scale-up decisions. 

Greater confidence in technical feasibility, 

system fit, interoperability, digital 

readiness, and whole-systems evidence 

for investors and partners. 

Trial design and deployment support  

Support to define trial outcomes, design feasible 

and robust trials, embed evaluation methods, and 

integrate expert technical input. 

Better alignment with buyer and funder 

needs, fewer integration risks, stronger 

evidence from trials, and improved 

readiness to scale. 
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2. Annex 1 - Support Services Menu: detail 

2.1 Commercial strategy, go‑to‑market prioritisation and customer acquisition  

Description of support 

• Stakeholder Mapping & Value Proposition: Help to better understand who you could be selling to and why they might buy to support 

their go-to-market prioritisation. It is designed to work in tandem with the trial activities, leveraging this as a platform to facilitate further 

opportunities. 

• Champion Development: Identification of a Champion at a target customer as the first step in demonstrating product-market fit, alongside 

support to identify, qualify and engage Champion Buyers. Subsequently, provision of structured preparation for meetings, including pitch 

deck and value proposition development, with the option to participate in calls or meetings to build credibility and momentum, iterating 

the approach based on live feedback and learning. 

• Scalable Sales and Go-to-Market Strategy: Help to build a repeatable and scalable process to grow your sales pipeline and increase 

commercial revenue after the programme.  

Expected outcomes for supported businesses  

• Improved efficacy of business development effort: By producing a prioritised, high-probability sales pipeline, you will have a laser-focused 

go-to-market strategy to target specific buyers and business units with the highest ROI and ready-to-deploy budgets or procurement 

pathways. 

• Increased real-world endorsement and advocacy: Through the identification, qualification and engagement of Champion Buyers, helping 

you to gather the critical market evidence needed to forge commercial partnerships and unlock growth. 

• Improved bankability of financial models: Proving that the solution is a "good buy" for customers and a "good bet" for investors with 

financial models and pricing structures optimised for both cash flow stage and the customer enterprise value,  

• Improved sales repeatability & readiness: You can move away from founder-led sales bottlenecks towards repeatable, predictable and 

scalable playbook processes, enabling your team to build and manage the sales pipeline with confidence and drive long-term revenue 

growth. 
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2.2 Facilitation of customer introductions 

Description of support 

Introductions to priority customers and partners through Catapult and wider sector networks, including: 

• Public sector and place‑based buyers with strong net zero commitments, for example local authorities and combined authorities 

• Clean energy project developers and infrastructure organisations 

• Investors and funders focused on commercial‑ready climate and energy solutions, such as climate‑tech VCs, corporate venture arms of 

utilities and industrials, and specialist growth and infrastructure funds 

• Road, rail, aviation, utilities (where technologies can be applied to new markets) 

Expected outcomes for supported businesses 

• Clearer routes to market through partnerships with suppliers, OEMs, local authorities or aggregators. 

• Stronger ecosystem relationships across the flexibility sector. 

• New contracts, trials or commercial opportunities beyond the programme. 
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2.3 Market research and consumer insights  

Description of support 

• Behavioural Barrier & Opportunity Analysis: Analysis of barriers to engaging with your flexibility solution, using behavioural science to 

improve user interfaces, incentives and load-shift reliability. 

• User Experience (UX) & Prototype Testing: Real-world user testing through Living Lab or digital twin environments to gather direct 

feedback on usability and customer journey, informing roadmap decisions before wider deployment. 

• Willingness-to-Pay & Price Sensitivity Testing: Structured pricing research to test commercial models and identify pricing that supports 

customer acquisition without eroding margins. 

Expected outcomes for supported businesses  

• Reducing churn and increasing adoption: move from assumed customer needs to validated user behaviours, so your product better 

addresses real end-user pain points. 

• Understanding the real-world drivers and barriers to flexibility (e.g., comfort vs. cost): evolve from a technical asset to a trusted consumer 

service, enabling intuitive user experiences that support grid response without alienating customers. 
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2.4 Investor and funder readiness  

Description of support 

Preparation for institutional due diligence through a stronger equity story, improved financial models, clearer investor narrative, and exploration 

of commercial and route-to-market options. 

This support could include: 

• Stress-testing and strengthening investment collateral (e.g. pitch decks) and developing a “data room blueprint” to prepare for 

institutional due diligence. 

• Strategic due diligence, commercial validation, and early-stage valuation to evidence investor readiness. 

• Developing robust, bankable business models that demonstrate viability to buyers, investors, debt providers, and infrastructure funds. 

• Designing commercial and investment theses and dossiers, including blended public–private funding structures and vehicles. 

• Mapping multi-year funding roadmaps that combine private capital and public funding to maximise R&D leverage. 

Expected outcomes for supported businesses  

• Maximise runway and minimise dilution: move from reactive fundraising to a strategic funding roadmap that blends private equity with 

non-dilutive funding. 

• Increased proof and viability for risk-averse investors & funds: help to turn your business model from projections into a stress-tested 

reality through robust financial modelling. 

• Increased engagement with high-probability investors: This support helps you build warmer, more qualified investor relationships through 

the Catapult’s ecosystem and networks. 
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2.5 Delivery and operations readiness  

Description of support 

As you scale, small-team ways of working can become a bottleneck. This support helps mature your team and processes for scale, including: 

• Developing a 12-18 month hiring roadmap and leadership transition plan. 

• Mapping core business processes and establishing institutional-grade risk management frameworks. 

• Providing guidance on aligning software architectures with industry standards, ensuring cybersecurity compliance, and developing APIs for 

third-party integration. 

Support can also cover upcoming regulatory changes, derogation opportunities and policy positions relevant to your flexibility solution or 

business model. 

Expected outcomes for supported businesses  

• Improved operational readiness: move from bespoke pilots to repeatable deployment by strengthening operational capacity and 

processes. 

• Reduced infrastructure integration friction: turn your product into a system-ready solution by aligning with technical and cyber security 

standards. 

• Improved navigation & influence of policy landscape: turn regulatory uncertainty into a clearer roadmap for navigating and influencing 

policy change. 
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2.6 Marketing, PR and communications  

Description of support 

• Strategic Messaging & ROI Narrative: Help to develop messaging that speaks to your customers and clearly shows impact and ROI. 

• Pitch-Ready Collateral & Sales Assets: Help to refine pitch decks and communications so you are investor and partner-ready. 

• Market Positioning & Go-to-Market Comms: PR and communications aligned with your go-to-market strategy to reach the right buyers 

and build market credibility. 

Expected outcomes for supported businesses  

• Refined trial narrative & impact messaging: You gain stronger case studies and clearer value messaging for budget holders. 

• Increased engagement & opportunity conversion: Refined messaging, collateral and presentation support help turn interest into 

commercial opportunities. 
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2.7 Understanding flexibility markets 

Description of support 

Support to build your understanding of UK flexibility markets, including service definitions, revenue stacking, qualification requirements and entry 

pathways. 

This can be supported by guided use of the Flexibility System of Systems map to help position your product in the market. 

Expected outcomes for supported businesses  

• Clear understanding of how UK flexibility markets work today.  

• Reduced confusion around fragmented information, enabling faster and more confident decision-making. 

• Clear insight into qualification requirements, participation rules and entry pathways relevant to the SME’s specific technology or service. 

• Greater readiness to adapt business models as markets mature. 
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2.8 Navigating regulation, policy and standards 

Description of support 

Support to understand the regulatory, standards and policy landscape relevant to scaling in UK flexibility markets, including: 

• Cyber security standards 

• Energy performance certificates (EPC) 

• Standard Assessment Procedure (SAP) rules 

• Smart appliance requirements 

• Policy change implications for technology and business model feasibility at scale.  

Activities could include regulatory sprints, briefings on priority sectors, stakeholder engagement support, and evidence gathering. 

Expected outcomes for supported businesses  

• A clear understanding of how current and emerging policy, regulation and standards affect the offer (and where barriers remain).  

• Evidence-backed recommendations for regulatory or market changes where scaling is constrained.  

• Confidence engaging with regulators, networks and policymakers as the business scales. 
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2.9 Technical validation and expert advisory 

Description of support 

Access to Catapult engineers and specialists to answer technical questions, support scale-up decisions, and build evidence for your business as it 

grows in the UK flexibility market. 

Modelling tools can help assess how your solution fits into the future energy system, how policy may affect growth, and how it performs in a 

whole-systems context. 

Technical experts can also support the design, delivery and insight generation of pilots and trials where appropriate. See 2.9.1 Trial Design Support 

for more details. 

Expected outcomes for supported businesses  

• Confidence that your solution genuinely works for the UK energy system.  

• Clear articulation of where your flexibility solution sits within the wider energy system.  

• Evidence that the solution is technically feasible, interoperable and system compatible at scale.  

• A structured whole-systems evidence pack you can use to explain “why this matters” to networks, partners, investors and policymakers 

(system benefit, risks, and enabling conditions). 

• A systems level understanding of constraints, dependences and failure modes before scaling.  

• Confidence that your digital stack won’t be the thing that stops scaling. 

• Clarity on architecture, data flows and interoperability requirements that your product or service needs to integrate with.  

• Confidence on cyber security, data governance and privacy as your customer base grows.  

• A digital roadmap aligned to real market integrations (DSOs, suppliers, flexibility platforms). 
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2.9.1 Trial design and deployment support 

Description of support 

Support to define clear trial outcomes and refine requirements for maximum impact and feasibility within programme constraints. 

Technical expertise to design robust trials with rigorous evaluation built in. 

• Outcome Definition: Helping funders and industry partners establish clear, measurable trial goals and success criteria. 

• Feasibility & Design: Planning structured trials that work within real-world constraints while achieving outcomes and ensuring technical & 

operational viability. 

• Robust Evaluation: Building rigorous performance measurement frameworks and impact assessments for trials to provide evidence for 

scaling. 

• Expert Integration: Leveraging deep expertise in systems integration, digital, energy, and technical policy to de-risk trials. 

Expected outcomes for supported businesses  

The main benefit is not just a successful trial, but the evidence and readiness needed to scale in a complex, regulated market. 

• Avoid spending time on a design that doesn't meet your customers goals. Translate high-level funding requirements into a technical 

specification for the trial design that ensures the solution is strongly aligned what your buyer is looking to prove in order to procure. 

• You will receive an independent assessment that doesn't just say “the trial worked” but how the solution could fit into the future energy 

system at scale. This provides you with the specific evidence needed for regulatory bodies and investors. 

 


