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SUBJECT Agenda item 6.6 
Report from the New Revenue Generation Advisory Group 

ORIGIN 
New Revenue Generation Advisory Group (NRG) 

EXECUTIVE SUMMARY 
The attached New Revenue Generation intermediate report (October 2020) is geared at providing 
an intermediate report and initial recommendations to the Council Board regarding both new 
products and services to launch in 2021 as well as the NRG group itself to facilitate new revenue 
generation for IEC.  

The first section of the document provides background information on the New Revenue Generation 
Advisory Group (NRG) and the methodology used to select, test and follow up the different NRG 
projects. The second section is composed of detailed business plans of all 4 running NRG projects: 

• The IEC Marketplace:  this platform, for professional users in the standardization
community, aims at trading publications, services, software and hardware solutions around
IEC International Standards between professionals. A mock-up has been created to show
the idea of the Marketplace. A consensus needs to be found in terms of infrastructure for
the pilot phase.

• The Consolidated Information Service: today, around 2 000 TRF exist. Up to now, TRFs
were solely sold through the IEC Webstore, at a unique price of CHF 550. The NRG group
aims at opening the sales to all the National Committees and readapt the sales price. France
with AFNOR and Germany with DKE are the pilot countries.

• The Commented redlines: a Commented Redline Version (CMV) is a new IEC value-added
product. Early September 2020, IEC CO has published its first CMVs and ran a pilot with
USNC. The first sales results are promising, and IEC NRG advisory group recommends
publishing 50 CMVs per year and allocating the necessary resources to that end.

• The Consultancy services, including professional training: it consists of two sub-projects.
Training on specific IEC International Standards: the pilot coordinated by the IEC Academy
and Capacity Building department, will be delivered in November by the National Committee
of Mexico and members of TC 108. The IEC Leadership Excellence Programme is a four-
day (in-person) modular leadership programme, a pilot is ready for delivery in China,
pending the removal of COVID restrictions.

The third section recommends the resources that IEC would need to make available to reach the 
stretch-goal scenarios. The fourth section gives a review of the key learnings of the group at that 
stage of the process. In the last section, the NRG group shares his initial recommendations before 
the final report to be released in December.   
The confirmed report from the NRG web meeting held on 2020-09-01 is also available and can be 
requested from the CB Secretariat.   
An NRG Open session during IEC General Meeting will be held on November 20th, 2020. 
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An update from the New Revenue Generation Advisory Group will be tabled at the Extraordinary 
Council Board meeting to be held on January 27.  

ACTION 
DOCUMENT TO NOTE 
The Council Board is invited to note the New Revenue Generation report. 

BACKGROUND 
The New Revenue Generation Advisory Group (NRG) was been created in December 2018. 
It is expected to make recommendations to the Council Board regarding new products and services 
to facilitate new revenue generation for IEC Central Office and IEC National Committees in 
alignment with the IEC mission. 
The anticipated duration of the group is two years: 2019 – 2020. 
The IEC NRG group has met nine times in two years. Once in 2018 and four times per year in 2019 
and 2020. It has decided to take a structured 5 phases approach, making sure at all stages to 
involve all relevant stakeholders and ensuring a smooth collaboration between NRG members and 
IEC Central Office staff:  

• phase 1: the idea generation
• phase 2: the selection
• phase 3: the sandbox
• phase 4: the final recommendation to CB
• phase 5: the launch in 2021

In December 2020, the full results of all pilots will be shared and the final recommendations to 
Council Board will be given for the extraordinary CB January meeting. If approved by Council Board, 
some of the projects would be launched as new IEC product/service from January 2021. 

NRG also anticipates seeking approval from Council Board to renew its mandate to focus on the 
following:  
• Recruitment or secure the needed resources
• Assign responsibilities
• Start implementation plan
• Communicate to the key direct and indirect stakeholders
• Build results tracking tools
• Reuse the methodology for 2021-2022 new NRG initiatives

PROCESS 
NRG reports are circulated systematically to Council Board. 

ATTACHMENT 
1. New revenue Generation intermediate report (October 2020)

* * * * *



New Revenue Generation 
Intermediate Report 

October 2020 

“There is a way to do it better – Find it.” 

Thomas Edison 
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Executive summary 
This document is geared at providing an Intermediate report and initial recommendation to the Council Board 
regarding new products and services to launch in 2021 and on the NRG group itself to facilitate new revenue 
generation for IEC.  

The first section provides background information on the New Revenue Generation (NRG) advisory group and 
the methodology used to select, test and follow up the different NRG projects. The second section is composed 
of detailed business plans of all 4 running NRG projects: 

Project 1: IEC Marketplace - The "Standardization Marketplace" is a platform for professional users in the 
standardization community. A mock-up has been created to show the idea of the Marketplace. The NRG group 
aims at developing a platform where providers would post publications, services, software and hardware 
solutions around IEC International Standards. After a quick check from IEC, the content will then be made live 
for users to purchase. This project still needs to go in the test phase, but the preliminary market research 
showed a great interest from both potential providers and purchasers. the NRG group aims at generating a 
net revenue for IEC Central Office (IEC CO) of around 1 Mio by 2024. 

Project 2: Consolidated information services - A Test Report Form (TRF) is a document prepared by a 
National Certification Body (NCB) allowing a test laboratory to record the evidences and the results of the tests 
and analysis made on a product. Today, around 2000 different TRF exist. Up to now, TRF were solely sold 
through the IEC Webstore, at a unique price of CHF 550. The NRG group aims at opening the sales to all the 
National Committees. With a strong collaboration between NCs and CO along with a communication campaign 
that would be coordinated by a new product Manager, the NRG group aims at generating a net revenue for 
IEC Central Office from 100k in 2021 to 2 Mio in 2024. 

Project 3: Commented Redlines - A Commented Redline Version (CMV) is a new IEC value-added product 
that highlights the significant changes between a new edition and the previous edition of an International 
Standard along with technical committee's comments. Early September 2020, IEC CO has published its firsts 
CMVs thanks to the help and support from the IEC technical committees and the IEC Central Office publishing, 
marketing and communication departments. It is the intent of IEC NRG Advisory group to publish 50 CMVs 
during 2021 and each year thereafter, recruit key people in Communication and a product Manager and aim 
to generate a net revenue for IEC Central Office from 25k to 2 Mio in 2024.  

Project 4: Consultancy services incl. Pro Training - Training on specific IEC International Standards – the 
IEC Academy and Capacity Building department, alongside technical committees, will develop course content 
on specific IEC standards which is then used/adapted by IEC members to deliver training to users and industry. 
Revenue will be generated by charging a participation fee to the customer and split between the IEC Central 
Office and the IEC NC. 

IEC Leadership Excellence Programme – is a four-day (in-person) modular leadership programme, which aims 
to strengthen the long-term resilience of the IEC by building a cohort of representatives within IEC members 
and standards-makers with the leadership behaviours, strategies, and skills required to effectively participate 
and fulfil their potential within the IEC system and the world of electrotechnical standardization. Revenue will 
be generated by charging a participation fee to customers and then splitting this between IEC CO and the NC.  

IEC NRG advisory group aims at creating 3 new Standard training per year and running 10 times each per 
year, along with running 6 IEC Leadership Excellence Programme in 2021. To make that happen, the IEC CO 
would need to recruit a Learning and Developing coordinator at 50% and would then aim to generate a net 
revenue for IEC Central Office from 100k in 2021 to 2 Mio in 2024. 

The third section recommends the resources that IEC would need to make available to reach the stretch goal 
scenarios. The fourth section gives a review of the key learnings of the group at that stage of the process. In 
the last section, the NRG group shares its initial recommendations before the final report to be released in 
December.    
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1. Introduction 

1.1 The New Revenue Generation (NRG) advisory group  
The New Revenue Generation (NRG) advisory group has been created in December 2018.  

It is expected to make recommendations to the Council Board regarding new products and services to facilitate 
new revenue generation for IEC Central Office and IEC National Committees in alignment with the IEC mission. 

The anticipated duration of the group is two years: 2019 – 2020. 

2019-2020 NRG members (as of 2020-10-01) 

 

 

    

 

 
Missing: Mr. Ballivian, Mrs. Riley-Takos, Mr. Selva and Mr. Steedman.  

Picture taken on the first NRG meeting 

Members 
Victor BALLIVIAN CL NC 
Yau Chau FONG MY YP 
Simone GERMANI IT TC 
George GULLA US SAG 
Shuji HIRAKAWA JP NC 
Ki-Seuk LEE KR NC 
Hélène MENOU FR TC 
Carlos PEREZ MUNGUIA MX TC 
Rafael NAVA MX NC 
Kareen RILEY-TAKOS AU SMB 
Pierre SELVA FR CAB 
Scott STEEDMAN UK NC 
Johannes STEIN DE ITAG 
Shichuan WANG CN NC 

Officers 
Jo COPS Convenor 
Guilaine FOURNET Secretary 

IEC Central Office 
Peter POTTER LESAGE CFO 
Jan-Henrik TIEDEMANN Head of IEC Academy 

and Capacity Building 
Sofia VICHOT Business Development 

Specialist 
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2. The methodology 
The IEC NRG group has met nine times in two years. Once in 2018 and four times in 2019 and 2020. It has 
decided to take a structured 5 phases approach, making sure at all stages to involve all needed stakeholders 
and ensuring a smooth collaboration between IEC NRG members and IEC Central Office staff.  

Phase 1 – The idea generation 
Between January and March 2019, the IEC NRG members have worked on gathering and generating new 
ideas. Three main streams of reflection have been exploited: 

- Track 1: Evolution in the sale of Standards and associated products/services 
- Track 2: Building on existing IEC competencies or key assets within IEC that are not sufficiently 

exploited today 
- Track 3: Completely new ideas. Develop a start-up mentality 

Through this process, 54 ideas have been identified, integrating National Committees, the Sales Advisory 
Group (SAG) and Central Office staff inputs. 

Phase 2 – The selection 
From the list of the 54 ideas generated in phase 1, a first selection has been done by the NRG members to 
reach a short selection of 15. For each of these proposals, a business plan (Annex 1) has been elaborated. 

To further narrow the selection, a scorecard (Annex 2) has been developed. Criteria such as the potential 
revenue for NCs and for IEC CO, the anticipated market demand or the speed to market, have been used.     

This second selection led, in August 2019, to a final project selection of 4 projects: 

• Project 1: IEC Marketplace 
• Project 2: Consolidated information service 
• Project 3: Commented Redlines 
• Project 4: Consultancy services, including professional training 

Before moving to the sandbox phase, the NRG group made initial recommendations to the Council Board and 
got the validation in October 2019 to move to the next phase with the four projects selected.  

Phase 3 – The sandbox  
The objective of the sandbox phase was: 

• to test the assumptions 
• study the viability and feasibility of the projects 
• assess the risks 
• establish go/no go criteria 
• analyze the potential revenue generation and costs associated  
• estimate the operations and the implementation timeframe  

 

 

In December 2019, it has been decided to hire a consultant to support the NRG work in 2020 and to prioritize 
the subprojects going into the sandbox phase.  

For this key phase, a marketing innovation process has been used. It is established according to 3 key stages: 

• The project launch: during the first stage, market and customer intelligence and user trends, highlight 
as yet unrealized expectations. 
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• The implementation of working hypotheses: brainstorming and creative sessions enable the 
generation of ideas and concepts which can then be tested on specific targets. 

• The validation of potential prior to market release: once tested, selected and optimized, the 
innovation is analyzed in terms of potential and economic profitability for the company before being 
launched on the market. 

 

This process helps to channel and structure the approach to be more efficient and increase the chance of 
success of any innovation. With this process we ensure that the starting point of the process is a market/user 
opportunity, or a user need to satisfy rather than an idea without real added value for the users.  

Since March 2020, all the selected projects have gone through this process, all at their own speed. The most 
advanced projects entered the market/customer tests step in September, while the more complex ones moved 
into on the prototypes / Minimum Viable Product (MVP) stage.  

The GO / NO GO gates at each key step forced each working group to regularly challenge their project. The 
aim of this being to bring to the last stage only the most realistic and revenue generator projects. 

Phase 4 – The final recommendations to Council Board 
The recommendations to the Council Board will be in two parts. First, the current report will bring detailed 
information on each project through comprehensive business plans, stretch-goal scenarios and a first 
estimation of the required additional resources to reach the scenarios and the first results of some of the pilots.  

Secondly, in December, for the CB January meeting, the full results of all pilots will be shared and the final 
recommendations to Council Board will be given. Upon the Council Board’s decision, some of the projects will 
be launched as new IEC product/service starting in January 2021. 

Phase 5 – The launch in 2021 
Once the Council Board will give its full support to the most promising NRG initiatives and renew the mandate 
of the New Revenue Generation group, it will focus on: 

 
• Recruit or secure the needed resources 
• Assign responsibilities 
• Start implementation plan 
• Communicate to the key direct and indirect 

stakeholders 
• Build results tracking tools 
• Reuse the methodology for 2021-2022 new 

NRG initiatives   
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3. New Revenue Generation (NRG) projects  

3.1 Project 1: IEC Marketplace 

Executive summary 

The "Standardization Marketplace" is a platform for professional users in the standardization community. With 
increasing digitalization the user of the standards is expecting more services for the application of the 
standards. Via the marketplace platform the whole standardization community can provide ideas, services and 
solutions around standards which are not centralized managed by IEC. Difference between IEC webstore 
today and the intended marketplace: 

 

The following mock-up shows the idea of the Marketplace: https://marvelapp.com/prototype/eedd5h0 

The product/service 

The standardization community marketplace is a web-based platform to be designed to provide both: 
• Content or products for sale (Marketplace) 
• Content for free (similar to open source) 

Products and service developed by TC’s, NC’s or other third-party providers can be offered for use by the 
worldwide standardization community. 

It can be compared with existing webstores of IEC or NC's. The difference: on the standardization marketplace 
not only products from IEC are marketed, but also other products provided by the community.  

 

 
 

Web shop     Marketplace 

    

https://marvelapp.com/prototype/eedd5h0
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In a first phase the services and products shall not be standards, substitutes or derivates of standards. The 
products shall complement and add further content or provide products to support the use of standards which 
are sold by IEC or the NC’s. For these products which partly may exist and already marketed today the IEC 
marketplace might be an additional distribution channel.  

Possible products and services – free-of-charge or licenced: 

• Software solutions: 
o Test software  
o Calculators software 
o Information services based on API and IEC data services 
o Additional IT services/functionalities requested by the community and which are not provided 

by IEC IT due to resource restrictions  
• Hardware solutions: e.g. testing equipment 
• Services 

o Training material, presentations, seminar concepts, leadership academy (refer to the business 
plans of other NRG WG’s as well) 

o Books, overview, interpretation/guidelines, case studies, white papers, checklist/forms, 
Videos for e. g. test procedures 

o Information around market access, certification  
o Network of experts, consultancies 

The creativity of the community might provide much more ideas of services and products to be offered on the 
marketplace. 

What shall not be marketed in the Marketplace? 
• Pure advertising  
• Products or services substituting standards (“Rewritten standard”) 

The market 

In general, the whole standardization community (IEC and all SDOs) might benefit from such a solution.  

There are the following customers groups:  
1. Providers: those who are offering services  
2. Users: those who want to use these services  

The possible stakeholder groups have been analyzed in a persona analysis (Annex 3): 12 personas for 
possible purchaser stakeholder and 10 for possible providers. Additionally, telephone interviews have been 
conducted with 7 people from the standardization community. 

Competitors 

Today there is no comparable product on the market with respect to standardization content. It can be assumed 
that other SDO or companies who are already today providing a well organized platform like Amazon, LinkedIn 
might cover this as well. 

Unique selling point 

• IEC as trusted platform and internally recognized and acknowledged standardization organization 
• Network of experts, National committees, and liaisons with other organizations 
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Business model canvas 

Key partners 
Standardization 
community 
- Solution 
partners 
- Providers of 
products 
 
 

Key activities 
Providing the 
marketplace; 
Legal and 
financial issues 
like licence 
agreements and 
business 
framework, 
legal conditions, 
access rights; 
qualification, 
pre-
qualification; 
administration; 
marketing  

Value 
propositions 
We want to 
support the 
development 
and the use of 
standards in 
order to be 
today and in 
future the most 
relevant 
platform for 
standardization 
(in the area 
of …). 
 
- Provide your 
additional input 
or solutions on 
the 
marketplace 
 
- Use 
advanced 
information 
and solutions 
from the 
standardization 
community. 
 

Customer 
relationships 
Main criteria: Self-
service, marketplace, 
community/collaboration  
 
 

Customer segments 
Standardization 
community  
NC’s, TC’s, Industry, 
Testing labs, 
Consultants, Integrator, 
Market surveillance, 
Politics, 
R&D/university/Training 
facilities 
 
As the concept is a 
marketplace, providers 
and customers/users 
are THE customers. 
 
 
 
 

Key resources 
Existing network 
with NC and 
TC,  
IT infrastructure 
/ SW for 
Marketplace,  
Trusted brand,  
Voluntary 
community of 
experts   
 

Channels 
 
The marketplace itself is 
a channel. 
 
Marketing via 
standardization 
community 
 

Cost structure 
Invest: technical developments for the 
platform 
Legal advice 
 
Continuous: administration, quality control 
Marketing cost: low 

Revenue streams  
IEC: Handling fees, licence fees  
NC's: "Local contributions" in case user or provider is from 
own country, licence fees in case NC is provider 
Provider: Licence fee 
User: "Make-or-buy" possibility 
 

 

Core conditions to success 

• Marketplace is attractive to the community 
• Providers are interested to provide products or services on the standardization marketplace 
• There are enough purchasers on the marketplace 
• Administration efforts and costs are limited 
• Handling fee generated enough income 
• Remaining risks can be mitigated or a low enough to be accepted 

Marketing approach 

See above: existing community is the key customer and can be approached using existing communication 
channels: 

• IEC webpage, newsletters, letter to committees and NC's, social media 
• NC's webpage, newsletters, social media and other communication channels  
• Open space in conferences and IEC General Meeting 
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• Article, advertising in journals 
• Free of charge content makes it more attractive 
• Depends on the IT infrastructure decision (marketplace sandbox within the IEC webstore will have 

more attention) 

SWOT analysis 

Strengths (see Key Resources as well) 
• Trusted brand 
• Existing IT infrastructure, webstore 
• Standardization Community  
• Based on a valid market (standards) 

 
 

Weaknesses (see risks as well) 
• Not agile enough? long decisions 
• Free/open source communities already 

offer similar products for every kind of 
sectors  

• Quality check can be done only on a 
limited scale 

• Very limited support from IEC IT 
department possible 
 

(Additional) Opportunities 
• Increasing the community approach of IEC 

and its NC’s, TC’s etc.  
• Supports the use of the standards 
• Providing an alternative to Open Source 
• Create technology partnerships 
• Being considering as digital front runner (still?) 
 

Threats (see risks as well) 
• Community is not big enough for a 

marketplace solution 
• Legal risks like product liability or 

misuse 
• Brand reputation might be damaged by 

products with not sufficient quality 
• Infrastructure needed also for an MVP, 

resources needed (time, money) or use 
of the IEC webstore in a first reduced 
testing phase. 

 
 

Operations/logistics 

See also business canvas 

• Quality control 
o Like in Wikipedia: the community itself (crowd solution), star ranking 
o Legal check, check, if the framework conditions are met according to EULA (IEC CO) 

• Payment methods – refer to existing webstore (during sandbox) or payment methods offered by the 
we b shop solution  

• Delivery – just digital (for the sandbox) or to be agreed between provider and user as on every other 
marketplace, to be considered in the EULA 

• EULA End user licence agreement: 
o Products are intended for end user, no further resales/distribution without licence 
o Products must not substitute existing standards from IEC or NC. In case of overlap: Products 

have to be marketed as bundle or it has to be proven that the standard has been bought 
(otherwise cannibalization of standard sales). 

o No pure advertising 
o … 

• Administration: 0,5 - 1 Person in IEC CO at the beginning, might be handled with existing staff for the 
sandbox and a limited number of products offered and sold 

• Marketing (existing resources in the existing communication department of IEC CO) 
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Financial model and forecast 

For details refer to the estimation by IEC CO (Annex 14) 

• Costs 
o Starting investment for MVP (depends on the decision of the infrastructure, see below) 
o Fixed and variable administration efforts 
o Credit card costs 

• Revenue 
o Handling fee for IEC for each sale: 12,5% 
o 2,5% Local contribution for NC in case of direct sale to customer in its country (similar already 

today) 
o Final decision about distribution and price of the handling fee after the sandbox 

E. g. different handling fee for different products possible (books, software, hardware) 
 

Risk management 

Some risks are still under consideration and not solved yet 

Risk Who has 
ultimate 
liability 

Mitigation planning and implementation 

Sales of standards might 
be cannibalized. 

Legal 
conditions 

No marketing of products which are substituting the 
sales of standards itself or the product will only be 
marketed as bundle with the standard (or proved 
ownership of the standard)  

No use of the marketplace  
 

Project team Marketing, networking to possible users and customers 
(TC, NC) 

Legal risks IEC CO License agreements, EULA for both: provider and user 
of solutions as well as for IEC as platform provider, 
competition law 

Product liability Provider of 
the solution 

EULA, Quality Control 

Risk to damage the brand 
of IEC 

IEC CO or CB Disclaimer; quality control can be realized on a very 
limited base  
Bad products might also influence the IEC brand 

IT solution for the test of 
the marketplace: 
No resources of the IEC IT 
Department to support the 
project 

IEC CO External support 

 
Proof of concept 

Done: 
• Telephone interviews with representative of our standardization community like TC experts or NC’s 
• Persona analysis 

Result: 
• Potential for the marketplace seems to be proved 
• Interest was shown, but also some skeptical feedback to be considered 
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Next steps: Clarification of open issues 
1) Infrastructure for the marketplace – different opinions in the NRG WG Marketplace 

a. Using the existing IEC webstore - Highest preference 
• Advantage: Direct to use, no additional investment needed, existing processes, high 

attention by the users of the IEC webstore assumed 
• Disadvantage: reduced functionality (limitation of products, no star ranking or similar 

possible), no clear separation of IEC webstore and marketplace, only explanation and 
disclaimer with the product itself possible 

b. Separate new web shop and link from IEC Webstore – Medium preference 
• Explanation: Using a standardized web shop for the marketplace, provide link to the 

marketplace from IEC webstore  
• Advantage: Marketplace look and feel, esp. for the providers, no limitation for products 
• Disadvantage: Investment 25 kCHF plus monthly costs, time and resources needed 

to setup the marketplace (approx. 3 months min), less visibility, processes to be setup 
c. Shift project until the new IEC webstore will be modernized – lowest preference 

• Explanation: IEC webstore modernization under consideration in the IT roadmap for 
the coming years, marketplace might be considered for the new design 

• Advantage: less investment as needed features might be realized anyhow, concepts 
for the marketplace might be reused 

• Disadvantage: no sandbox within given timeframe of NRG, definitely late start of the 
project 

2) Legal issues 
Under review by IEC legal and compliance officer 
Issues: EULA, disclaimer, liability, competition law 

3) Risk of damaging the IEC brand:  
Will IEC accept a remaining risk? The risk cannot be eliminated completely despite some mitigation 
measures. For a marketplace it is obvious that the risk might be limited, but it cannot be eliminated.  
Who decides? 

MVP/Sandbox/PoC/Test 
1) Searching for test providers of products and services, define/develop own ones 
2) Marketing  
3) Results, evaluation:  

Products offered, products bought, turnover, download of free-of-charge products, 
costs/administrational burden, financial result (profit) 
Interest in the platform - Web analysis 

Final decision to launch the platform 

 
Timeline 

Depends on the clarification of the open issues. Here is a tentative agenda: 

Pilot phase      Q2/2021 to end Q1/2022 
Final decision to launch the platform   Q3 2021 
Creation of the platform     Q3/2021 to end of Q4/2021 
Platform launch      Q1/2022 
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3.2 Project 2: The Consolidated Information services 

Executive summary 

The IEC Conformity Assessment Systems, and mainly IECEE and IECEx, have developed Test Report Forms 
for many years to satisfy their own use. They are primarily intended to provide harmonized test report for a 
given standards in the framework of mutual recognition. Developed by the Certification Bodies of the systems, 
they represent the state of the art in this domain. Today, around 2 000 different TRF exist. 

Up to now, it was possible, for a customer being not member of the CA system, to buy such TRF only on the 
IEC webstore, at a unique price of CHF 550. This results in a very low sale’s volume every year (less than 300 
TRF sold). 

The idea was raised that it would make sense to open the sales to all the National Committees. With a 
communication campaign explaining the product and its strong added value for the customers, the new 
revenue generated may be at a very high level. 

The product/service 

A Test Report Form (TRF) is a document prepared by a 
National Certification Body (NCB) allowing a test laboratory 
to record the evidences and the results of the tests and 
analysis made on a product (Annex 4). Its primary intent is 
to support the emission of a Certification Body Certificate. 
Made available for all the community, a TRF represents the 
“State of the Art”. The TRF includes all the required 
information to record a test or analysis and their use is ease 
by a common structure fully aligned with the structure of 
the IEC or ISO standard. 

With a trial period of 3 to 6 months, each TRF is fully “tested and validated” by the IEC community. With around 
250 000 to 300 000 TRF issued every year, it is obvious that their quality and accuracy is always challenged. 
In Annex 5 you will find a detailed description of the product. 

The market 

The market for such product is made of independent test laboratories and manufacturers test laboratories. It 
has to be noted here that the laboratories which are members of the CA systems don’t buy these TRFs if they 
are if the scope of their recognition. Only those who are 
not part of the CA Systems are potential customers. 
Estimation of the potential accessible market is as 
follow:  

 

These figures show the huge potential impact and are 
based on the uniform price of CHF 550 by TRF. 
However, we believe that the price of each TRF 
should be adapted and we decided to create 3 level 
of price, based on 2 criteria: the number of pages and 
the “top seller ranking”. This leads to prices ranging 
from CHF 550 to 1 600. 
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Competitors 

As of today, no to little competition has been identified. 

Unique selling point 

This product is of high added value for customer and no competitive offer exists on the market. The investment 
to be made is quickly amortized and the image of the customer is reinforced by using “State of the Art” report 
forms. 

Business model canvas 

Key partners 
The National 
Committees are 
definitively the key 
partners to 
promote and to sell 
this offer.  
 
The Central Office, 
thanks to its direct 
contact with all the 
IEC Members, will 
be the central point 
to distribute the 
products and to 
make / build the 
promotion. 

Key activities 
Provide TRFs and 
kex information on 
TRFs 
 
TRF 
Communication 
campaign at NC 
level 
 
NCs Sales team 
training on IEC, 
IECEE and IECEx 
products 

Value 
propositions 
High added value 
for customer  
 
No competitive 
offer exists on the 
market 
 
Investment made 
by customer is 
quickly amortized 
 
Image of customer 
is reinforced by 
using “State of the 
Art” report forms 

Customer 
relationships 
Usual customers of 
IEC are the NCs 
and direct 
customers 
 
Direct customers of 
the NC.  
 
Promotion has to be 
made by both IEC 
and NC by reaching 
customers through 
our traditional ways 
of communication  

Customer 
segments 
Independent 
testing 
laboratories 
 
Manufacturer’s 
testing 
laboratories 

 

Key resources 
National 
Committees (head, 
sales & mktg 
Department) 
 
CA Systems 
members 
 
IT Department 
 
CO Staff 

Channels 
All the traditional 
channels used by 
IEC and National 
Committees: e-
Tech, Social 
network 
(Linkedin, …), 
websites, NC 
Secretariat forum 

 

Cost structure 
IT tools - Investment and maintenance 
Fees and royalties to the NC 
Promotion and marketing cost 
NC Costs to manage sales 

Revenue streams 
Revenue will come both from NC and IEC CO. 
 
 

Core conditions to success 

The main conditions for success are the following:  

• Capability of the IEC CO to provide TRFs to the NC on the smoothest way as possible. In other words, 
fluidifying the flow of information between the Central Office and the National Committees. This will 
need IT investment on IEC CO side, but also at the NC level 

• Excellent marketing and promotion of the new product 
• Provide as much as possible TRFs to the NC to sell them 
• Close collaboration with National Committees to understand their market needs, thus allowing them 

to better sell IEC TRFs 
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Marketing approach 

As this product already exists on the IEC webstore, without a big success, an analysis has been made on how 
easy it is to find a TRF and how IEC is promoting them. The result is quite simple: TRF are not promoted. 
There is only link on the web page of given standard to the TRF. But if nobody knows what it is, there is little 
chance that a customer will check that link. 

So, the marketing strategy can be presented on several axis:  
• Make the product known by the NC -> To provide key information to the kex people 
• Make the TRFs linked to the standards, with a clear description of what they are 
• Communicate to the potential customers on the added value of such a product. This communication 

has to be done by both the IEC CO and the NC 
• IEC CO to provide strong support to the NC to launch the offer at the NC level 

SWOT analysis 

Strengths Weaknesses 
o IEC Brand 
o Intellectual property owned 
o Large database of existing TRF (2000) 
o High quality of TRFs 

o The TRF cannot be integrated into an 
automated test suite. 

o Not known enough 

Opportunities Threats 
o Customers want to focus on their core 

business 
o Raise of global business, including for SMEs 
o International Standards spreading 

o Theft of IP right and diffusion for free or 
copy throughout internet 

Operations/logistics 

There is a need to make the flow of information between the IEC CO and the NC smoother. Both IEC CO and 
NC will have to invest to adapt their respective IT tools to allow such transfer of products between them and 
to automatize this flow of information. 

Risk management 

Risk Who has 
ultimate 
liability 

Mitigation planning and implementation 

Cannot align NC and CO 
IT systems 

IEC CB Work with Excel files, recuring coordination meeting, IEC 
CO Product Manager 

NC don’t sell TRF IEC NRG Diversify the type of NC integrated in the project. Find 
another way to distribute TRF (IEC TRF App or webform) 

Financial model and forecast 

Costs:  
The cost structure can be divided in 2 categories: Cost for the IEC CO and Cost for the NC 
 

IEC CO costs: 
• Preliminary coordination (investment) 

estimated to CHF 12 750 / year 
• Sales & Marketing costs estimated to CHF 

71 400 / year 
• Creation / updates of TRF estimated to 

CHF 75 000 / year 

NC Costs: 
• Administrative costs estimated to CHF 

16 000 / year 
• Sales & Marketing costs estimated to CHF 

33 600 / year 
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IT Development costs for both IEC CO and NC are not integrated here and will need to be deeply studied. 
 
Potential revenue: 
Based on the information from section 3 – The market - and with very conservative hypothesis, we estimate 
the potential revenue generated by this product to the following figures: 

  Hypothesis (CHF) 
Year  Pessimistic Probable Optimistic 
2021 Total Revenue 10 980 65 880 164 700 

 CO split (40%) 4 392 26 352 65 880 
 NC split (60%) 6 588 39 528 98 820 

2022 Total Revenue 183 000 732 000 2 196 000 
 CO split (40%) 73 200 292 800 878 400 
 NC split (60%) 109 800 439 200 1 317 600 

2023 Total Revenue 732 000 2 196 000 5 490 000 
 CO split (40%) 292 800 878 400 2 196 000 
 NC split (60%) 439 200 1 317 600 3 294 000 

2024 Total Revenue 1 647 000 5 490 000 11 529 000 
 CO split (40%) 658 800 2 196 000 4 611 600 

 NC split (60%) 988 200 3 294 000 6 917 400 

Proof of concept 

A pilot phase is launched with the French National Committee and AFNOR. A second one will be launched in 
November with the German National Committee and DKE. 

Today, only part of the TRFs have been made available to AFNOR. The top 30 best sellers, which represent 
50% of the annual TRF revenue have been shared. They are published on the AFNOR webstore. 

The key objective of this first Pilot was to understand the difficulties we may encountered to open sales of TRF 
to all National Committees. The first feedback, on October 2, are as follow:  

• AFNOR didn’t make any advertising, due to the very low number of available TRFs 
• Due to a change in their web platform, expected in beginning of 2021, there is no investment made to 

create automated links between standards and TRF 
• It is mandatory to have an automated process to make all TRFs available and updated  
• More insights and tools from the IEC CO are needed to promote the TRFs 
• One idea is to create bundles with Standards and associated TRFs to encourage the sales 
• A communication campaign will need to be developed for each launch of full offer in each country in 2021. 
• A person at IEC CO needs to be put in charge of the coordination and implementation in the NCs  
• There is a need to get multiple touch points inside the NCs (sales, marketing, communication, etc), to 

ensure the success of the launch   

It has to be underlined the very good collaboration spirit between our WG, the IEC CO and the French NC who 
demonstrate a strong interest for this product. The pilot phase with Germany is also expected to deliver strong 
output to allow a solid and successful launch of the full offer in 2021. 

Timeline 

Pilot phase      Q3/2020 to Q2/2021 
Communication with NCs     Q1 2021 
Creation / adaptations of services   From Q1/2021 onwards 
Full-service launch     Q2/2021 
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3.3 Project 3: The Commented Redlines (CMV) 

Executive summary 

A Commented Redline Version (CMV) is a new IEC value-added 
product containing both the new edition of the publication and 
the Commented Redline Version (CMV). The CMV highlights the 
significant changes along with the technical committee's 
comments. Comments take the form of the technical committee's 
explanation and rationale for changes and could include 
information on the changes impact on the application and 
usability of the standard.  
 
A CMV is a bundled PDF, comprised of the new edition and the redline version with comments. To date, IEC 
CO has published two CMVs, the first published in early September 2020, essentially the start of the pilot, two 
will be published in October:  
 

IEC 60335-1:2020 
Household and Similar Electrical Appliances – Safety – Part 1: General Requirements (TC 61) 
 
IEC 60335-2-24:2020 
Household and similar electrical appliances – Safety – Part 2-24: requirements for refrigerating 
appliances (SC 61C) 
 
IEC 60112:2020 
Method for the determination of the proof and the comparative tracking indices of solid insulating 
materials (TC 112)           
 
IEC 60079-10-1:2020 
Explosive atmospheres - Part 10-1: Classification of areas - Explosive gas atmospheres (SC 31J)     

 
As early as May 2020, NRG Working Group 3 (NRG WG3) commenced presentations and consultation with 
the leadership of several technical committees. Technical committees selected were the result of the upcoming 
revision schedule for best-selling publications and the past sales performance of such publications. Best-
selling publications were the priority for purposes of the pilot.  
 
Development and publishing of CMVs is not possible without the full participation, cooperation and support of 
the technical committees, the publishing, marketing and the communications departments. It is the intent of 
the WG to publish 50 CMVs during 2021 and each year thereafter, requiring ongoing outreach and 
engagement with the technical committees and the resources of the respective IEC departments. Eventual 
need for additional resources to support the development and publishing of CMVs in the future will be 
highlighted in subsequent sections of this business plan. 

The product/service 

Commented Redline Version (CMV) is a new IEC value-added product containing both the new edition of the 
publication and the Commented Redline Version (CMV). The CMV highlights the significant changes along 
with the technical committee's comments. Comments take the form of the technical committee's explanation 
and rationale for changes and could include information on the changes impact on the application and usability 
of the standard. 

The market 

The market is primarily current and prospective customers of IEC Standards. In particular, past purchasers 
and subscribers of the IEC International Standard and the Redline Version for which a CMV is to be developed 
and published including any past purchasers and subscribers of IEC International Standards that the CMV 
would be meaningful and relevant. Specific market segments include manufacturers, integrators and 
laboratories. Other possible markets segments would be training, certification, conformity assessment bodies 
and regulators.  
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Competitors 

IEC CO is the unique and only publisher of CMVs. No other organization is in a legal position or technically 
capable of replicating CMVs. However, individual consultants involved with IEC technical committees have 
authored and published guidance and interpretive works providing customers with additional insight and 
perspective on the application and implementation of IEC International Standards.  

Unique selling point 

Knowing that past purchasers and subscribers of RLVs are interested in knowing what major changes have 
taken place between the new and previous editions of the publication, CMVs provide customers with a better 
understanding as to the technical committees reasoning and rational for such changes and the potential impact 
for such changes.  
 
With the addition of comments on the major changes, CMVs are an enhanced version of the traditional RLV 
and another value-added product offered by IEC CO. CMVs could help to facilitate the training and certification 
of technicians, specialists and other relevant personnel by providing explanations and rationale for changes. 
Overall CMVs would better explain the value, benefits and advantages of the IEC International Standard. 

Business model canvas 

Key partners:  
IEC Technical 
Committees, 
Publishing, Sales, 
Marketing and 
Communications 
Departments.  
 
National 
Committees, CO 
and NC appointed 
sales outlets. 

Key activities:  
Standards 
development and 
revisions, 
production, 
publishing, sales, 
marketing and 
distribution. 
 

Value propositions: 
Customers now have 
insight into the 
technical committee's 
reasoning and 
rational for changes 
and the potential 
impact for such 
changes. Customers 
have always wanted 
to gain insight and 
understand for the 
changes from one 
edition to another. 

Customer 
relationships:  
Stronger relations 
due to meeting 
market demand.  
The marketplace 
would welcome a 
new value-added 
product.  
 

Customer 
segments: 
Would be the 
same customer 
who purchased or 
licensed the 
associated RLV or 
IEC International 
Standard. Also any 
prospect who 
would find the 
CMV relevant and 
meaningful to their 
line of work. 

Key resources:  
Technical experts 
and the various 
departmental 
resources within 
IEC CO. 

Channels:  
Same as for sales 
and distribution of 
IEC International 
Standards. 

Cost structure: 
Same overall structure as for IEC International 
Standards however additional time and resources 
required by the technical committee experts, 
publishing department, sales, marketing and 
communications. 

Revenue streams: 
 Incremental revenue streams as result of sales and 
marketing by IEC CO, NC and CO and NC appointed 
sales outlets.  

Core conditions to success 

• Proof of concept / Pilot would be required to validate commercial viability and market acceptance. 
Pilot commenced with the first of four CMV release in early September 2020.  

• Ongoing engagement and participation by the technical committees.  
• Ensuring adequate staffing in critical support functions – publishing, production, sales, marketing and 

communications.  
• A steady stream of best-selling publications scheduled for revision.  
• Providing technical committees advanced notice for publications designated for CMV.  
• Meeting projections of 50 CMVs per year.  
• Market acceptance – meeting sales projections per year.  
• Additional time and resources will naturally be required to maintain and support the publishing and 

sales of 50 CMVs per year. It is estimated that an additional 5.75 man months is needed, requiring a 
recruitment in Central Office. 
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  Expected annual cost 
Publishing resources  3.75 months  
Sales/Mktg resources 2 months  
TOTAL 5.75 months 100K x 5.75/12= 48K 

Marketing approach 

The combined and coordinated activities of marketing, sales and communications is critical in creating market 
awareness and visibility of any new product offering. IEC CO, NCs, and appointed Sales Outlets all play a role 
in the marketing, sales and promotion of CMVs. Therefore, there is a need for IEC CO to inform and educate 
NCs and Sales Outlets of the value and benefits of CMVs (Annexes 6 and 7).  
 
Given the digital transformation of information and communication there is unlimited opportunity in reaching 
target audiences and customer segments at reasonable costs. Press releases / public relations, e-mail 
campaigns, social media, blog posts, newsletter articles, search engine marketing / search engine optimization 
are cost effective means of reaching the marketplace and supplement traditional direct-response marketing 
and advertising. 

SWOT analysis 

Strengths 
No competition. IEC CO is the unique and only 
publisher of CMVs for IEC International Standards. 
RLVs are already a successful value-added product 
and the introduction of CMVs is a natural and logical 
extension of such products into the marketplace. 
Customers will not only save time in identifying 
changes between editions but will now have better 
understanding as to why changes were made.  

Weaknesses 
Weaknesses may be limited now. However, 
there is potential for lack of interest and 
participation on the part of the technical 
committees in the future especially if IEC CO is 
targeting 50 CMVs per year. There is also the 
question of adequate resources to maintain the 
proposed volume of CMVs to be published and 
marketed each year.  

Opportunities 
From a market perspective, the introduction of CMVs 
reinforces IEC's commitment to meet customer needs 
through new products and services. CMVs are 
expected to generate new incremental revenues for 
IEC CO and the NCs. Potentially an expanded line of 
new value-added products could be envisioned.  

Threats 
Potential lack of market acceptance and 
disappointing sales performance, which could 
negatively affect ROI and necessary funds to 
maintain adequate resources. 

Operations/logistics 

In April 2020, NRG WG3 identified 21 best-selling publications scheduled for revision between July and 
December 2020. Of the 21 candidates, 4 (20%) could be developed as a CMV. The other candidates were 
either not suitable for CMV development, had too many or not enough changes for commenting, or insufficient 
time for the technical committees to complete CMV work. During this time, NRG WG 3 worked very closely 
with the leadership of the various technical committees in drafting guidelines (Annex 8) for CMV development 
and with certain IEC departments to quantify the processes pertaining to CMV operations, logistics and 
workflows throughout the organization. 
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Financial model and forecast 

A detailed financial model and forecast for the next 4 years (2021 – 2024) is presented in Annex 9 below. To 
summarize, there are three scenarios - Pessimistic, Probable and Optimistic - each with certain assumptions 
– pricing, number of CMVs published and available on the market each year, number of CMVs sold each year 
and the number of NCs participating in the marketing and sales of CMVs. 
 
Incremental revenues, costs (communications/publishing, sales marketing, etc.) and profits are segmented by 
IEC CO and NCs. The probable scenario is the most likely scenario at this time, which is based on historical 
sales performance of the initial prototype IEC 61508:2010 CMV published in 2010 and has generated to date 
approximately CHF 750k in gross sales.      

Risk management 

Risk Who has 
ultimate 
liability 

Mitigation planning and implementation 

Ongoing participation and 
support by the technical 
committees.  

TCs To be shared and discussed first in SMB. May include 
the Technical Department and IEC leadership. Institute 
the proposed Loyalty Programme (Annex 10) to keep 
technical committees informed, engaged and 
motivated 

Maintain adequate staffing 
and support for publishing, 
sales, marketing, etc. 

IEC CO To be discussed and addressed with appropriate IEC 
CO leadership. May include IEC Finance Committee. 

Lack of participation by NC 
in the sales and marketing of 
CMV.  

IEC CO and 
NCs. 

Develop and distribute collateral materials to NCs. 
Inform and educate, conduct orientation on value and 
benefits of CMVs. Encourage NCs to participate. 

 
Proof of concept 

Initial prototype IEC 61508:2010 CMV published in 2010 and has generated to date approximately CHF 750k 
in gross sales at IEC CO. More recently published CMVs include:  
 
IEC 60335-1:2020 
Household and Similar Electrical Appliances – Safety – Part 1: General Requirements (TC 61) (first sales 
results -> between probable and optimistic scenarios at both CO and NC level) 
 
IEC 60335-2-24:2020 
Household and similar electrical appliances – Safety – Part 2-24: requirements for refrigerating appliances 
(SC 61C) (first sales results -> between probable and optimistic scenarios at both CO and NC level) 
 
IEC 60112:2020 
Method for the determination of the proof and the comparative tracking indices of solid insulating materials 
(TC 112)           
 
IEC 60079-10-1:2020 
Explosive atmospheres - Part 10-1: Classification of areas - Explosive gas atmospheres (SC 31J)     

 
Timeline 

Target Publications for CMV Publication (Annex 11) highlights the IEC International Standards scheduled for 
revision in 2021. The first four listed were revised in the latter part of 2020 and have already been published 
as stand-alone editions and as CMV offerings. Technical committees and publications selected are the result 
of the upcoming revision schedule for best-selling publications and the past sales performance of such 
publications.  
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3.4 Project 4: The Consultancy services incl. Pro training 

3.4.1 Training on IEC Specific International Standards 

Executive summary 

Currently this product is undergoing the pilot phase. As a result, the following information will need to be 
reviewed in line with the data collected to build a more thorough business case and decision on whether to 
proceed. 

The product/service 

Training on specific IEC International Standards – the IEC Academy and Capacity Building, alongside technical 
committees, will develop course content on specific IEC standards which is then used/adapted by IEC 
members to deliver training to users and industry on the use and technical content of those standards in their 
countries (relevant local examples, mention of country specific regulation, translation). Revenue will be 
generated by charging a participation fee to the customer and split between the IEC Central Office and the 
IEC member in accordance with the financial model below (which will be reviewed following the pilot and 
depending on the IEC CO’s role in delivery). 

The market 

Current and potential future users of electrotechnical standards (in the private and public sector), including 
manufacturing, technological and service industries, laboratories, emerging industries and central government 
departments. WG4 NRG survey confirmed that there is consensus in the value of course material being 
developed centrally by the IEC Academy and Capacity Building for use in member countries. Given that the 
product is in the pilot phase, this section will require further review. 

Competitors 

There are companies operating in several countries which sell training courses on a limited number of IEC 
standards. However, this is not the case for all countries, especially where the training ecosystem is less 
developed. Moreover, there are no products on the market that are IEC branded and validated by technical 
committees. Thus, there is potential for a robust proposition that explains the relevant standards in a clear and 
consistent way across all countries involved in the work of the IEC. 

Unique selling point 

The unique selling points for this product are as follows: course quality/rigour of content (based on the expertise 
of IEC technical committees that created it); IEC brand as a badge of quality and evidence of excellence, IEC 
Academy participation certificate (to participants and to people who see a participant’s attendance/certificate)  
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Business model canvas 

Key partners: 
IEC Academy, 
  
Technical 
Committees,  
 
IEC Members 
 

Key activities: 
Development of Course 
Content; Validation by 
Technical Committee; 
adaption and 
localization of content; 
advertising and 
registration IEC 
Member; course delivery 
member. 

Value proposition: 
IEC Training course in 
named standard (1-
day) including 
participation certificate 

Customer 
relationships: 
Direct in small 
groups 
 
Live/online training, 
with opportunity to 
directly talk with 
experts 
 
 

Customer 
segments: 
Manufacturers, 
laboratories, 
professional 
groups and 
regulators that 
use standards  

Key resources:  
(i) IEC Academy to 
create the content and 
the platform to host the 
training session 
(ii)Experts from 
TC/SC/SyC who help to 
create content; and  
(iii) New standards 
suitable for education 
and training for 
professionals. 
(iv) NCs sales and 
marketing resources  

 Channels:  
(i) IEC NCs;  
(ii) Websites;  
(iii) Marketing by 
NCs and their 
partners 

Cost structure:   
Variable (depending on where the training is 
delivered and number of participants). 
 

Revenue streams: Fixed fees for participation 

Core conditions to success 

The primary condition for success is paying demand, which is contingent on: (i) whether the proposition is 
viable in general terms; and (ii) whether the IEC has chosen the right standards to provide training in. 

The second core condition for success is the motivation and willingness of the experts to share content and 
knowledge for free or for a limited amount.  

Marketing approach 

The marketing strategy will be dependent upon the existing marketing channels (internal/external) of the IEC 
members as the training courses will be advertised and delivered locally. However, a marketing and 
communication pack will be developed in parallel of the course, so IEC members can use ready to use tools 
to promote the training in their country. The pack will consist of PR, sales, direct marketing and social media 
text kits.  

SWOT analysis 

Strengths 
 
- Training course is based on IEC deliverables 
- Course technical authors 
- IEC brand image  
- Contact network/marketing channels  
- Track record in training (IEC Academy) 

Weaknesses 
 
- Ability to scale (varies depending on standards 
selected) 
- Relies heavily on the buy-in from technical 
committees to help produce and validate the 
content 
- Requires investment in time/resource of IEC 
CO to develop the content and NC to adapt it to 
local market needs 
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Opportunities 
 
- Fragmented market 
- Rapidly changing technologies 
- Capacity building for NCs 
- Additional income stream for IEC members 
and IEC CO 
- Higher requests for training during 
economically challenging times 
- Greater awareness of IEC standards. 
- Small NCs cannot afford to develop such 
trainings, but their users request them 
 

Threats 
 
- Evidence of willingness to pay 
- More experienced training providers in the 
market. 
- Pirating of content 
- Risk of training in generic application 
 
 

Operations/logistics 

Currently the trainings on specific standards are envisioned to take place virtually. As a result, organizers will 
need to ensure they have the appropriate virtual communication tools and platforms necessary to host and 
deliver the training. The current prototype is delivered by IEC Academy & Capacity Building as a virtual training. 
This can be part of the offer for future courses. Once the trainings will be delivered locally, IEC members will 
need the required staff to host and assist in the delivery of trainings in their market. In terms of quality control, 
the training content will need to be regularly reviewed by IEC Academy & Capacity Building and validated by 
the technical committee of concern. 

Financial model and forecast  
The following financial model/forecast below is based on the single-country pilot which will be delivered online 
in November for the Mexican NC. As a result, it will need to be reviewed following the completion of the pilot 
phase. The cost per participant is 300 CHF and the current split between IEC CO (60%) and NC (40%) is 
based on the IEC CO delivering the training classes. The financial model/forecast per training is as follows: 
 
 

 
Pessimistic 
(10 part.) 

Probable 
(20 part.) 

Optimistic 
(50 part.) 

Total revenue 3 000 6 000 15 000 
CO split (60%) 1 800 3 600 9 000 
NC split (40%) 1 200 2 400 6 000 

    
    

TOTAL IEC CO costs 4 131 4 131 4 431 
Delivering classes 850 850 850 
Training classes prep 2 550 2 550 2 550 
Miscellaneous 200 200 500 
Admin 531 531 531 

    
    
TOTAL costs 600 1 300 2 200 
Organizing team 400 800 1 200 
Advertising and registration 200 500 1 000 

    
End result    
IEC CO -2 331 -531 4 569 
IEC NC 600 1 100 3 800 
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Considering the above forecast, the optimal participation rate for IEC CO and NC (using this price point and 
supporting all the course preparation costs) to turn a profit is between 28-50 participants for this pilot training. 

The objective for 2021 would be to run this particular standard training 10 times. Thus, amortizing the cost of 
the training preparation 10 times and make CO and NC profitable from 10 participants (Annex 12) 

A detailed financial model and forecast for the next 4 years (2021 – 2024) is presented in Annex 13. To 
summarize, there are three scenarios - Pessimistic, Probable and Optimistic - each with certain assumptions 
– the number of new training developed per year, number of times each training is run and the number of 
participants. The revenues, costs and profits are segmented by IEC CO and NCs.  

Risk management 

Risk Who has the ultimate liability Mitigation planning and 
implementation 

Preparation and effective 
delivery of the content is 
essential. If either the 
information is not correct, or 
the output is deemed 
insufficient, this will impact the 
reputation of both the IEC and 
IEC members and potentially 
lead to claims being brought 
against IEC.  
 
 

IEC CO  Course content will need to be 
validated by technical 
committee and IEC Academy. 
Correct any issues identified 
from pilot and do checks prior 
to the event.  
 
Ensuring qualified people, with 
sufficient capacity, are 
responsible for delivery. 

An additional risk is the 
capability of delivering this 
globally. 

IEC NC Online platform created by CO 
to support NCs in online 
training. 

Proof of concept 

The product is still in the pilot phase. The pilot, planned in November, consists of a one-day virtual programme 
on IEC-62368-1:2018 and will be delivered by the National Committee of Mexico and members of TC 108. 
After the results of the pilot have been analyzed, the proof of concept will be verified. Based on the financial 
model above, the main success factors that warrant consideration include a positive financial end-result for 
IEC CO and NC, and high participation and satisfaction rate amongst participants. However, to gain a greater 
understanding of the market potential, testing of the same standard and course content in other markets will 
be required. 

Timeline 

November 24, 2020: In the pilot/testing phase. 

November 2020: Analyze & feedback on pilot/raw data to be presented to Council Board 

December 2020: Pending Council Board decision, optimization stage (should proof of concept be validated) 

2021-2023: Rolling out training on same standard in other markets, before selecting a catalogue of standards 
for training/roll out (if based on new IEC deliverables, the training could be taking place just after the publication 
date). 
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3.4.2 IEC Leadership Excellence Programme 

Executive summary 
 
A pilot of this product is ready for delivery in China, pending the removal of COVID restrictions. The following 
analysis will need to be reviewed after the completion of the pilot to build a more thorough business case 
and whether to proceed. The concept of the product has evolved from general leadership skills to leadership 
in electrotechnical standardization. 
 
The product/service 

The IEC Leadership Excellence Programme – is a four-day (in-person) modular leadership programme, which 
aims to strengthen the long-term resilience of the IEC by building a cohort of representatives within IEC 
members and standards-makers with the leadership behaviours, strategies, and skills required to effectively 
participate and fulfil their potential within the IEC system and the world of electrotechnical standardization. 
Revenue will be generated by charging a participation fee to customers and then splitting this between IEC 
CO and the NC in accordance with the example financial model below. 

 IEC Leadership Excellence Programme (based on pilot) 
 - Arrival & networking reception 

 
Day 1 - Opening 

- Presentation by participants 
- Lecture: Basics in international meetings 
- Lecture: Effective participation in Committees – Good Practice 
- Lecture: Best practice – remote participation 
- Lecture: Leading innovation and future technologies with standardization 
- Conclusion: Participants asked to create a presentation 
 

Day 2 
 

- Negotiations skills in meetings 
- Presentation skills 
- English in meetings 
- Giving a short presentation 
- Conclusions, peer review by participants 
 

Day 3 
 
 

- Opening 
- Simulation of working group meeting with breakout sessions 
- Conclusions 
 

Day 4 
 
 

- Opening 
- New me – motivational presentation by participants  
- Conclusion 
- Certificates  
 

The market 

The target market for the IEC Academy Enhanced Leadership Programme are representatives of IEC 
members/national standards bodies and delegates from industry that participate in international 
electrotechnical standardization development and other activities or use IEC International Standards. To gain 
a more specific view of the market in each country, a country-by-country analysis from NCs may be required. 

Competitors 

Whilst there are companies and education providers that offer specific modules covered by the leadership 
programme (Institute of Learning and Management), such as presentation and negotiations skills, there is no 
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overall programme on the market which is tailored to the specific needs and core values of IEC membership 
and participation in international electrotechnical standardization. 

Unique selling point 
 
The unique selling point for this product is that it is tailored to building the leadership/management 
competencies required to participate effectively within international electrotechnical standardization activities, 
both in the development and use of IEC standards. 
 
Business model canvas 

Key partners: 
IEC CO 
 
National 
Committees 

Key activities: 
Develop 
leadership 
programme; 
advertise,  
roll-out 
 

Value 
proposition:  
Enhanced 
Leadership 
Training Tailored 
to Participating in 
International 
Electrotechnical 
Standardization 

Customer 
relationships:  

Customer 
segments: 
NC industry 
representatives 
or industry users 
that participate or 
use international 
electrotechnical 
standards 

Key resources: 
IEC CO 
 
NC Advisors 
Investment 
 

Channels: 
IEC Academy 
delivered via NC 
locally 
 

Cost structure:  
Variable (depending on where the training is 
delivered) 

Revenue streams: Fixed participation fees. 

Core conditions to success 

The primary condition for success is paying demand, which is driven by: (i) whether the proposition is viable 
in general terms; and (ii) value of the overall programme. 

Marketing approach 

The marketing strategy will be led by IEC members using their existing marketing channels (internal/external), 
as the IEC Leadership Excellence Programme will be advertised and delivered locally. The IEC should also 
use its own channels (website/social media) to amplify the advertisement of the local IEC member. 

SWOT analysis 

Strengths 
 
- Builds IEC community 
- Empowers member representatives 
- Proven implementation/delivery with one NC 

Weaknesses 
 
- Investment required by IEC CO. 
- Venue costs (may vary depend on each NC). 
- Capability to deliver, especially in the global 
context 
- Size of the market 
 

Opportunities 
 
- Capacity building for NCs that don’t have such 
training in-house 
- Develops IEC community and long-term 
resilience 
 

Threats 
 
- Lack of demand/willingness to pay 
- COVID-19 (government restrictions on 
physical events) 
- Potential to overspend 
- Competitors on specific modules 
- Existing leadership programmes for IEC 
members 
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Operations/logistics 

• Production requirements: The material will need to:  
o provide an understanding of the values and behaviours of the IEC community  
o consider the different leadership styles and the impacts they can have on the organization  
o identify and promote the skills needed to meet the needs of the organization. 

• Quality control: The modules will be assessed and tested for usability and accuracy of content by a 
targeted user group defined by the ‘production team’.  

• Delivery to customer: delivery to the customers through IEC member (in-person). 
• Payment methods: payment would be collected by the IEC member from the customer and then split in 

accordance with the financial model agreed.   
• Legal requirements/considerations: Consult with IEC CO legal and compliance officer. 
• Insurance requirements: Parties may need liability insurance. Consult with IEC CO legal and compliance 

officer. 
• Resources estimated: Moderate IEC CO capital investment will be needed to enhance existing course 

material.  

Financial model and forecast  
The following financial model/forecast is based on the current pilot, which should have taken place in October 
in China. As a result, it will need to be reviewed following the completion of the pilot phase. The cost per 
participant is 1 500 CHF and the current split between IEC CO (60%) and NC (40%). The financial 
model/forecast per 1 x 4-day (including 2-day prep) IEC Leadership Excellence Programme pilot is based on 
the following scenarios: 
 

 
Pessimistic 
(10 part.) 

Probable 
(30 part.) 

Optimistic 
(60 part.) 

Total revenue 15 000 45 000 90 000 
CO split (60%) 9 000 27 000 54 000 
NC split (40%) 6 000 18 000 36 000 

    
    

TOTAL IEC CO costs 21 131 21 131 21 131 
Flight 5 000 5 000 5 000 
Hotel 1 400 1 400 1 400 
Miscellaneous costs 600 600 600 
Delivering classes 5 100 5 100 5 100 
Training classes prep 8 500 8 500 8 500 
Admin 531 531 531 
    

    
    

TOTAL costs 4 200 8'250 12 500 
Venue 0 500 1 000 
Organizing team 3 000 6 000 9 000 
Advertising and registration 500 750 1 000 
Coffee and lunch breaks (incl. 
Networking event) 200 500 1 000 
Speaker for last day 500 500 500 
    
End result    
IEC CO -12 131 5 869 32 869 
IEC NC 1'800 9 750 23 500 
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Considering the above forecast, the optimal participation rate for IEC CO and NC (using this price point and 
supporting all the course preparation costs) to turn a profit is between 23-60 participants for this pilot training. 

The objective for 2021 would be to run this training 6 times. You can see all projection on Annex 12.  

A detailed financial model and forecast for the next 4 years (2021 – 2024) is presented in Annex 13. To 
summarize, there are three scenarios - Pessimistic, Probable and Optimistic - each with certain assumptions 
– the number of training sold CHF 1 500.- CHF and sold CHF 2 500.- and the number of participants. The 
revenues, costs and profits are segmented by IEC CO and NCs.  

Risk management 

Risk Who has the ultimate liability Mitigation planning and 
implementation 

Not delivering a flagship 
programme to develop 
leadership behaviours, 
resulting in not having enough 
skilled leaders with a standards 
background in the future 
system. 

IEC CO Deliver appropriately tailored 
advisory programme 

Financial  IEC CO Don’t accept to run the training 
under the breakeven point 

No possibility to run face-to-
face training (Covid situation) 

IEC CO Cancel the programme, as it is 
not possible to run such training 
online 

Reputation IEC CO Review the programme 

Proof of concept 

The product is still in the pilot phase. The pilot, which had been planned for October 2020, consists of a four-
day leadership programme (outlined above) and will be delivered by the National Committee of China. The 
relevant success measures include a high satisfaction rate of participants, number of participants, and positive 
financial end-result following the deduction of costs for both the IEC CO and the NC i.e. paying demand. 

Timeline 

October 2020: In the pilot/testing phase. (Date uncertain due to COVID-19 restrictions on travel in/to China) 
November 2020: Analyze & feedback on pilot/raw data to be presented to Council Board 
December 2020: Pending Council Board decision, optimization stage (should proof of concept be validated) 
2021-2024: Rollout. 
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4. Resources associated with the stretch-goals scenarios 
The goal of the NRG group is to generate additional revenue for the IEC Central Office and the IEC National 
Committees. As per the business plans presented in the previous section, each project will require resources 
in an effort to generate additional net revenue for the organization.  

4.1 IEC Marketplace 
In Annex 14, you will find the full financial details about this project. In order to reach the below stretch-goal 
scenarios here it what is needed at Central Office level: 

 Pessimistic Probable Optimistic Human resources: 
 IT (50%) or absorbed 

depending on planning 
 Product Manager (40%). 

Would need to be hired 
externally as it cannot be 
absorbed. 

Total net revenue for CO in 2021 -206 330 -206 170 -205 350 

Total net revenue for CO in 2022 -205 900 -199 150 -183 850 

Total net revenue for CO in 2023 -194 830 -176 350 -106 350 

Total net revenue for CO in 2024 -153 850 129 650 843 650 
 
And this is what would be needed at NC level: 

 Pessimistic Probable Optimistic Human resources: 
 Sales, Mktg, 

Communication  
(5% each) 

NCs would need to 
evaluate if they can 
absorb the additional 
work. 

Total net revenue for NCs in 2021 -89 230 -89 070 -88 250 
Total net revenue for NCs in 2022 -88 800 -82 050 -66 750 
Total net revenue for NCs in 2023 -77 730 -59 250 10 750 

Total net revenue for NCs in 2024 -36 750 246 750 960 750 

4.2 Consolidated information services 
In Annexe 15, you will find the full financial details about this project. In order to reach the below stretch-goal 
scenarios here it what is needed at Central Office level: 

 Pessimistic Probable Optimistic Human resources: 
 Product Manager (40%) 

Would need to be hired 
externally as it cannot be 
absorbed. 

Total net revenue for CO in 2021 
-

142 008 -120 048 -80 520 
Total net revenue for CO in 2022 -73 200 146 400 732 000 
Total net revenue for CO in 2023 146 400 732 000 2 049 600 
Total net revenue for CO in 2024 512 400 2 049 600 4 465 200 

 
And this is what would be needed at NC level: 

 Pessimistic Probable Optimistic Human resources: 
 Sales, Mktg, 

Communication  
(5% each) 

NCs would need to evaluate 
if they can absorb the 
additional work. 

Total net revenue for NCs in 2021 -43 012 -10 072 49 220 

Total net revenue for NCs in 2022 60 200 389 600 1 268 000 

Total net revenue for NCs in 2023 389 600 1 268 000 3 244 400 

Total net revenue for NCs in 2024 938 600 3 244 400 6 867 800 
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4.3 Commented Redlines 
In Annex 9, you will find the full financial details about this project.  

Aiming to reach the below stretch-goal scenarios here is what is needed at Central Office level: 

 Pessimistic Probable Optimistic 
Total net revenue for CO in 2021 -76 650 -41 650 -5 250 
Total net revenue for CO in 2022 -27 650 138 670 317 310 
Total net revenue for CO in 2023 72 450 511 350 964 110 
Total net revenue for CO in 2024 246 750 1 187 550 2 128 350 

 

Human resources: 
 Publishing (30%) 
 Product Manager 

(40%) 
Would need to be hired 
externally as it cannot be 
absorbed. 

  

And this is what would be needed at NC level: 

 Pessimistic Probable Optimistic 
Total net revenue for NCs in 2021 1 050 53 550 108 150 
Total net revenue for NCs in 2022 74 550 324 030 591 990 
Total net revenue for NCs in 2023 224 700 883 050 1 562 190 
Total net revenue for NCs in 2024 486 150 1 897 350 3 308 550 

 

Human resources: 
 Sales (10%) 
 
NCs would need to evaluate 
if they can absorb the 
additional work. 

 

4.4 Consultancy services including Pro Trainings 
In Annex 13, you will find the full financial details about this project.  

In order to reach the below stretch-goal scenarios here it what is needed at Central Office level: 

 Pessimistic Probable Optimistic Human resources: 

 Learning & developing 
Coordinator (50% in 
2021, 1 EFT in 2022, 1 
EFT + 50% in 2023 and 
2 EFT in 2024) 

Financial:  
60K in 2021 
115K in 2022 
190K in 2023 
260K in 2024 

Total net revenue for CO in 2021 -19 538 178 463 547 463 

Total net revenue for CO in 2022 -36 525 359 475 1 097 475 

Total net revenue for CO in 2023 -41 119 633 881 1 970 381 

Total net revenue for CO in 2024 -52 275 847 725 2 629 725 
 

And this is what would be needed at NC level: 

 Pessimistic Probable Optimistic Human resources: 

 2 weeks of work 

NCs would need to 
evaluate if they can absorb 
the additional work. 

Total net revenue for NCs in 2021 40 800 127 500 327 000 

Total net revenue for NCs in 2022 81 600 255 000 654 000 

Total net revenue for NCs in 2023 149 400 432 000 1 152 000 
Total net revenue for NCs in 2024 199 200 576 000 1 536 000 
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4.5 Summary of the resources needed 
The below table will give an overview of the resources needed at Central Office to generate additional revenue 
for the organization based on the launch in 2021 of the four NRG projects. 

2021 Pessimistic Probable Optimistic Additional resources needed 

Potential revenue for 
IEC CO 143 012 398 132 852 880 

Operational costs: 70K 
Additional EFT:  
- Product manager (100%) 
- Learning & developing Coordinator 
(50%) 
- Com/publishing (20% + 30%) 
- IT (50%) or 90K Op. costs 

Potential net revenue 
for IEC CO -444 526 -189 406 256 343 
      

Potential revenue for 
NCs 109 508 327 108 693 820 

Each NC will need to evaluate if they 
currently have the resources needed 
internally or not.  Potential net revenue 

for NCs -90 392 81 908 396 120 
     

2022 Pessimistic Probable Optimistic Additional resources needed 

Potential revenue for 
IEC CO 387 250 1 175 920 2 711 460 

Investment: 100K for the marketplace 
platform set up 
Operational costs: 125K 
EFT:  
- Product manager (100%) 
- L&D coordinator (100%) 
- Com/publishing (20% + 30%) 
- IT (50%) or 90K Op. costs 

Potential net revenue 
for IEC CO -343 275 445 395 1 962 935 
      

Potential revenue for 
NCs 370 650 1 220 280 2 885 940 

Each NC will need to evaluate if they 
currently have the resources needed 
internally or not. Potential net revenue 

for NCs 127 550 886 580 2 447 240 
     

2023 Pessimistic Probable Optimistic Additional resources needed 

Potential revenue for 
IEC CO 925 020 2 643 000 5 860 360 

Operational costs: 200K 
EFT:  
- Product manager (100%) 
- L&D coordinator (150%) 
- Com/publishing (20% + 30%) 
- IT (50%) or 90K Op. costs 

Potential net revenue 
for IEC CO -17 099 1 700 881 4 877 741 
     

Potential revenue for 
NCs 999 270 3 004 500 6 648 040 

Each NC will need to evaluate if they 
currently have the resources needed 
internally or not. Potential net revenue 

for NCs 685 970 2 523 800 5 969 340 
     

2024 Pessimistic Probable Optimistic Additional resources needed 

Potential revenue for 
IEC CO 1 659 300 5 320 800 11 227 200 

Operational costs: 270K 
EFT:  
- Product manager (100%) 
- L&D coordinator (200%) 
- Com/publishing (20% + 30%) 
- IT (50%) or 90K Op. costs 

Potential net revenue 
for IEC CO 553 025 4 214 525 10 066 925 
     

Potential revenue for 
NCs 1 952 700 6 553 200 13 525 800 

Each NC will need to evaluate if they 
currently have the resources needed 
internally or not. Potential net revenue 

for NCs 1 587 200 5 964 500 12 673 100 
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From this table we can see that some financial and human resources will be needed in the years coming to 
generate substantial new net revenue to IEC.  

An increasing budget of 70K to 270K will be needed between 2021 and 2024. Along with the recruitment of 4 
to 6 key people:  

- a full-time product manager that will coordinate the creation of the different products and do the follow 
up with the National Committees for the implementation),  

- An evolving position of Learning & Development coordinator to develop and deliver the leadership and 
NC trainings,  

- a publishing expert working at 30% for the development of the CMVs and a communication specialist 
for the development of communication tools for all projects  

- and finally, an IT person at 50% in charge of the marketplace maintenance. 

An investment of 100K will be needed for the setup of Marketplace, once the results of the 6 months test phase 
will be a released.  

5. Key learnings 
During these last 2 years, the NRG advisory group learned new key skills to bring innovation to the 
organization. With the necessary focus, it is possible to bring change to the organization. For example, we 
have learned how to work within IEC with a start-up approach. The group has also learned how to work with 
complementary skills between IECEE and IEC TC representatives (i.e. involved in conformity assessment or 
technical committees and notably buying standards). IECEE and National Committees representatives (i.e. 
notably selling standards). Or between IEC CO and National Committees. This was enriching for all 
participants. 

The group also discovered that some projects were difficult to realize and drive intensively, especially when 
they required the involvement of some internal CO resources, which are limited and shared with other IEC 
masterplan project’s (i.e. IT team). The additional resource, the CO Business development consultant, whose 
time was dedicated to the NRG projects helped at supporting the working group to move forward. Maybe this 
is a model that could be replicated across other groups within IEC. 

The team is still looking at new ways of improving the following elements: 
• The decision-making process. 
• Integrate much more the end customer view, why not through Voice of the Customer (VOC) analysis 

or customer journey analysis. 
• Create a process to realize the development of new products and services more continuously. 
• Avoid assuming that realized projects don’t need further developments in the future.  

 
Finally, the main finding of the NRG advisory group is that a marketing function is missing at IEC CO. The 
organization is mainly lacking market knowledge, product management, marketing communication and 
customer relationship management. Building a marketing structure would also allow for keeping the finger on 
the pulse with IEC’s stakeholders. In this way, market trends and market changes could be tracked early. 
Today, this gap between the Sales and the Communication departments is critically missing and this will impact 
IEC negatively as the market is facing many changes and challenges. IEC will stay blind if it does not create 
such structure.   
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6. Preliminary recommendations 

6.1 New Revenue Generation group renewal 
The NRG advisory group has showcased the importance of collaboration between NCs, IEC CO and the wider 
community and has led to the development of new ideas, products and services which have the potential to 
add significant value to the IEC ecosystem. 

It has also brought to CO/the community: 

• A lot of ideas for additional value for the stakeholders in terms of new products and services 
• Some new methods on how to develop new products and services 
• Interesting exchange among members and IEC CO, better understanding of each other’s needs 
• A selection of ideas for future IEC revenues 
• A demonstration that IEC business model can easily evolve with the necessary focus 

In order to finalize the implementation of the four 2019-2020 projects, to build a strong pipeline of new projects 
for the next 5 years and to put in place new habits and procedures toward innovation within IEC, we 
recommend the IEC Council Board to allow the New Revenue Generation advisory group to continue its work 
for two more years (2021-2022). 

6.2 Assign some resources     
In section 4.5 Summary of resources needed, the NRG group has highlighted the need of resources in an 
effort to generate new revenue. Although, the group has managed to launch pilots with the NRG members, 
the Central office staff and the IEC community (for example experts), it is impossible to scale up without 
resources. A first analysis of CO human resources has been made in order to see if the additional work could 
be handled by the existing staff. However, we quickly came to the conclusion that some of the activities would 
need IEC CO to recruit additional workforce. Moreover, some projects will require some investments and other 
would need recurring cashflow.  

In the final report, the NRG team will share final revenue projections linked to the final resources needed. It is 
to keep in mind, that some projects will be impossible to launch without the resources required.    

6.3 Create a marketing structure 
A marketing structure is needed for the purpose of: 

- Structure IEC product and services portfolio 
- Provide to NCs product marketing support, for them to improve their sales 
- Know better the end-user, distributors and NCs market demand 
- Manage the customer relationship 
- Build a pipeline of new potential products for the organization 
- Differentiate with competitors and stay up to speed in terms of innovation 

The NRG advisory group strongly recommend IEC Council Board to start building such a structure in order for 
IEC to remain relevant, up to speed in terms of innovation in the market, improve the sales and the notoriety 
of the organization and be proactive as an actor of its future.    
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7. Annexes 

Introduction 
 

Annex 1 

Business plan template 
 
Executive summary 
Provide an overview of the findings in the chapters below. 
 
The product/service 
Describe the product or service. This should include details such as options or functionalities that 
would be available as part of the product or service. 
 
 
The market 
List the different customer profiles and for each of them indicate the benefit. 
Give the factors that would help customers choose which product(s) to buy or which service 
provider to select. 
Outline any indication of market appetite at this stage for the product/service. 
 
 
Competitors 
Describe existing products or services which the IEC product would be in competition with and 
provide a link to the relevant competitor’s product/service offering. 
 
 
Unique selling point 
Outline the unique selling points. 
 
 
Business model canvas 
Complete the table below taking into account the additional information about the content as 
shown here: https://en.wikipedia.org/wiki/Business_Model_Canvas 

Key partners  Key activities  Value 
propositions 

Customer 
relationships 

Customer 
segments 

 Key resources  Channels  
Cost structure   Revenue streams  

 
 
Core conditions to success 
Indicate assumptions and questions regarding core conditions to success (these would be tested 
during the sandbox stage: links to proof of concept section below). 
 
 
Marketing strategy 
Indicate the role of NCs and Central Office in marketing the product. 
Indicate what types of communication tools should be used and why. 
 
 
SWOT analysis 
Complete the box below with high level information: 

Strengths  Weaknesses 

Opportunities  Threats 
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Operations/logistics 
Describe the steps that would need to be taken or considered in terms of securing the operation 
and maintenance of the new product/service. 
This should include topics such as production requirements, quality control, delivery to customer, 
payment methods, any legal requirements/considerations, insurance requirements, resources 
estimated. 
 
Financial model and forecast 
Indicate optional models to distribute the revenue between IEC and NCs. 
Provide an indication of potential costs and potential revenue. 
 
Risk management 
Complete the below risk management grid: 

Risk  Who has ultimate liability Mitigation planning and 
implementation 

  
  

 

Proof of concept 
Indicate what would be the minimum activities to undertake during the sandbox/proof of 
concept/pilot testing phase. 
Provide measures that would be applied to determine success rate of the proof of concept. 
 

Timeline 
Provide an indication of timing for the proof of concept. 
Provide an indication of how we would move from proof of concept to operation. 

 

Annex 2 

Selection scorecard 
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IEC Marketplace 
Annex 3 

Example of one of the 12 personas 

 

 

Stakeholder map based on persona 
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Consolidated information services 
 

Annex 4 
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Annex 5 
 
 
The added value 
The added value for the customer is also easily quantifiable: “Save time and money and promote your know-
how by using TRF”! could be a moto. 

When buying a TRF, the customer doesn’t need to “re-invent the wheel”. No need to spend days to create 
their own forms, with the risk to forget something. These TRF’s will save their time and their money. 

An engineer will spend at least 3 days to create a TRF; If we consider a cost by day of CHF 500, this means 
that it will cost at least CHF 1 500. Further, during that time he’s not generating any turnover for the company. 
At least CHF 3 000 would be lost. So, the total cost for a company to create a TRF can be estimated to around 
CHF 4 500, and without guaranty to have a strong document. 

All TRF are only in English 
As its main intent is to provide evidence of compliance to the customers, certification body, regulators and all 
other stakeholders on the market, it has to be understood by everybody. This is why the TRF’s are issued only 
in English language, which is the most common language used by technical people. Therefore, there is no 
need to translate them in local language. 

Update of the TRF 
As the standards are updated on a regular basis, so too should be the TRF’s. The management of TRF updates 
is documented and is part of the Operational Processes of both IECEE and IECEx. 

How the customers can use a TRF? 
The publication may be reproduced in whole or in part for non-commercial purposes so long as the 
IECEE/IECEx is acknowledged as copyright owner and source of the material. IECEE/IECEx takes no 
responsibility for and will not assume liability for damages resulting from the reader's interpretation of the 
reproduced material due to its placement and context. 

If this Test Report Form is used by non-IECEE/IECEx members, the IECEE/IEC or IECEx/IEC logos and the 
reference to the CB Scheme procedure shall be removed. 
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Commented Redlines 
 

Annex 6 
Communication briefing for the Commended Redline Version (CMV) 

 
1. Why communicate?  

To create market awareness and visibility of IEC's new value-added product offering Commented Redlines 
(CMV). To sensitize, inform and educate the market on the features and benefits of CMV and help determine 
potential demand based on the number of inquiries. A communications briefing would also help to inform and 
educate the National Committees and in turn help National Committees generate interest among their 
customers. 
 

2. Who? 
All past purchasers / subscribers of the particular IEC International Standard and the RLV of which a CMV is 
being published. Also any past purchasers / subscribers of IEC International Standards that would be 
meaningful and relevant to the CMV. Audiences of specific market segments such as manufacturers, 
integrators, laboratories, etc. Other target audiences could include training, certification and conformity 
assessment bodies. Regulators would be another target audience. 
 

3. What story/message?  
Knowing that past purchasers / subscribers of RLVs are interested in knowing what changes have taken place 
between the new edition of the standard and the previous edition, CMVs are intended to provide customers 
with a better understanding as to why changes have taken place and the potential implications for such 
changes. Customers of CMVs would gain in-depth insight and perspective on changes to the standard and 
develop a better understanding as to the technical committees reasoning and rational for changes. Another 
story / message is that CMVs would help to facilitate the training and certification of technicians, specialists 
and other relevant personnel by providing explanation, interpretation and possible applications of the 
standards. Overall CMV would better explain the value, benefits and advantages of the IEC International 
Standard.  
 

4. What (action/outcome)? 
We would expect that past purchases / subscribers of RLVs would purchase / subscribe to CMVs going forward 
despite the higher catalogue price. Overall, we would expect all customers of CMVs would benefit in terms of 
developing a better understanding of the IEC International Standard and the reasons for the changes while 
gaining more confidence in applying and implementing the standard. 
 

5. How? 
The most cost-effective communication channels would be media campaigns such as press releases executed 
by the Communications Department. Media outlets would include the newswire services that reach the relevant 
audiences, trade and industry publications. Programs developed and executed by the Marketing Department 
would include e-mail campaigns to past purchasers / subscribers, e-mail campaigns tailored for specific and 
relevant audiences, banner advertising on IEC and NC Webstores, PPC advertising on the major search 
engine sites based on specific key words / search terms, and social media channels. In certain cases, print 
advertising in selected trade and technical publications may be appropriate. 
 

6. When? 
Communications and marketing plans should be developed in advance of CMVs being published. Execution 
of communications and marketing plans would begin simultaneous to the CMVs being publicly available for 
retail purchases and subscription.   
 

7. Measurement of impact 
Measurement can take various forms. From a media and marketing campaign perspective this would include 
overall traffic - the number of impressions, click-thru responses and conversions. Web-analytics would be 
instrumental in providing data on web traffic behaviour and ROI. Actual sales performance and subscriptions 
would be the key determining factor pin measuring impact.   
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Annex 7 
Plans to communicate, market and promote the Commended Redline Version (CMV) 

 
 
1. OBJECTIVE  
To create market awareness and visibility for IEC's new value-added product Commented Redlines (CMV).  
Develop and execute media campaigns, marketing programs and communications plans to promote CMVs. 
Generate retail and subscription sales that will result in new and incremental revenues.  
 
2. INBOUND PRODUCT & MARKET DATA 
Target current and previous retail and subscription customers who have purchased or subscribed to IEC 
International Standards that are scheduled for CMV publication.   
 
3. TARGET AUDIENCE PROFILES 
In addition to current and previous customers, target audiences will vary depending upon the relevance and 
technical subject matter addressed by each CMV. Specific campaigns will be developed and executed for each 
planned CMV and those anticipated in the future.   
 
4. MESSAGING STRATEGY 
Overall messaging will focus on the value and benefits of CMVs - providing customers with additional insight 
and perspective on IEC International Standards. We should expect customers of CMVs would benefit in terms 
of developing a better understanding of the IEC International Standard and the TC's reason and rational for 
the changes relative to the previous edition. 
  
5. MEDIA, MARKETING & SALES ALIGNMENT 
There will be an integrated media, marketing and sales strategy that will be executed on various levels targeting 
retail and subscription customers as well as relevant prospects.   
 
6. MARKETING PROGRAMS & CAMPAIGNS  
Retail / Marketing Strategy 

- Develop the appropriate creatives for online marketing and promotion. 
- The primary means of retail marketing and promotion is accomplished through the Webstores 

optimized for search and discovery of standards. CMVs should be displayed on the Webstores along 
with the related International Standards. Similarly, the CMV would appear on major search engines 
pointing back to the Webstores. 

- The secondary means would include press releases, advertising utilizing a suitable combination of 
paid on-line ads, relevant newsletters, e-mail campaigns and social media. 

- E-mail campaigns to be sent to past purchasers of the related IEC International Standards and other 
audiences considered to have similar and relevant interests. Social media channels will announce the 
availability of the CMVs at a frequency appropriate to the audience. 

- Expand FAQ’s on the Webstores to include specific information on CMVs. 
Subscription / Sales Strategy  

- Develop appropriate collateral materials for distribution. 
- Sales Departments to execute active outreach with customers who are relevant for the CMVs.   
- E-mail campaign via Click Dimensions or other applications to previous and present subscribers of the 

relevant IEC International Standard.  
- Target specific audiences that fit the market such as those who subscribed to similar standards based 

on ICS codes and/or TCs.  
- Highlight CMVs in IEC CO and NC newsletters. 
- Expand FAQ’s on the subscription platform to include specific information on CMVs. 

 
7. PERFORMANCE METRICS 
Performance of communications plans, marketing programs and promotional campaigns will be monitored, 
evaluated and reported on a weekly basis during the Pilot Phase. 
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Annex 8 
Technical Committees Guidelines for Commented Redline Version 

 

The standardization community has demonstrated a high interest in IEC International Standards enriched with 
technical expert information. A first experiment of a Commented Redline Version of an IEC International 
Standard was released in 2010 - IEC 61508:2010 (CMV) and has been very well received by the marketplace.  

In 2020, IEC CO would like to take the opportunity to launch a Pilot for Commented Redlines Versions and 
analyze the market reaction. If successful, Commented Redline Versions could become a permanent value-
added product within the IEC product and service portfolio. 

A Commented Redline Version would essentially provide annotations on main changes between the new 
edition and the previous edition of the publications. Comments could take the form of the technical committee's 
explanation and rationale for changes and could include information on the changes impact on the application 
and usability of the standard.  

Please find below a set of guidelines to assist in the development of comments:  

1) Comments are primarily the main changes mentioned in the foreword, 
2) Comment on pertinent and impactful change that would affect the end user,  
3) Comments should be short and concise explanations that you as a reader of IEC International 

Standards would appreciate to read. We do not expect you to provide in depth justifications. A few 
sentences should be enough (Keep it simple - KISS principle)  

4) Comments should: 
a. Explain if this is a major change 
b. Why there is a change 
c. What could be the impact of this change (if possible) 

5) Do not express personal opinions, 
6) Do not provide personal interpretations, 
7) Comments are not necessary for editorial changes,  
8) Comments should be written in Word format,  
9) Final commented document should be sent to Publishing, 
10) For any question during the process contact Sofia Vichot (Sofia.vichot@iec.ch) 

 

 

mailto:Sofia.vichot@iec.ch
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Annex 9 

Financial model and forecast 
 
 

 
 
 
 
 
 
 
  

COMMENTED REDLINE VERSION (CMV)
CO 9 17 25

REVENUE CMVs available on the market /NC 1.5 2.83 4.16
Pessimistic Probable Optimistic Pessimistic Probable Optimistic Pessimistic Probable Optimistic

2021 Avg. incremental revenue per publication 70 25 50 60 Avg. Nb of transaction per publication 18 34 50 Total Revenue 31,500 119,000 210,000
((140*150/100)-140)    *6 NC + CO sales CO split (40%) 12,600 47,600 84,000

NC split (60%) 18,900 71,400 126,000

2022 Avg. incremental revenue per publication 77 50 100 120 Avg. Nb of transaction per publication 40 74 110 Total Revenue 154,000 569,800 1,016,400
((140*155/100)-140)    *20 NC + CO sales CO split (40%) 61,600 227,920 406,560

NC split (60%) 92,400 341,880 609,840

2023 Avg. incremental revenue per publication 77 75 150 180 Avg. Nb of transaction per publication 70 130 190 Total Revenue 404,250 1,501,500 2,633,400
((140*155/100)-140)    *40 NC + CO sales CO split (40%) 161,700 600,600 1,053,360

NC split (60%) 242,550 900,900 1,580,040

2024 Avg. incremental revenue per publication 84 100 200 240 Avg. Nb of transaction per publication 100 190 275 Total Revenue 840,000 3,192,000 5,544,000
((140*160/100)-140)    *60 NC + CO sales CO split (40%) 336,000 1,276,800 2,217,600

NC split (60%) 504,000 1,915,200 3,326,400

INVESTMENTS COSTS

CO annual costs (2021, 2022, 2023, 2024) Nb of hours needed (210*0.3*8)
Cost per hour 106 504 504 504 Communication/publishing 53,550 53,550 53,550 Communication/publishing 53,550 53,550 53,550

Nb of hours needed (210*0.2*8)
Cost per hour 106 336 336 336 Sales & Mktg costs 35,700 35,700 35,700 Sales & Mktg costs 35,700 35,700 35,700

TOTAL costs for CO 89,250 89,250 89,250

 
TOTAL Profit for CO 2021 -76,650 -41,650 -5,250
TOTAL Profit for CO 2022 -27,650 138,670 317,310
TOTAL Profit for CO 2023 72,450 511,350 964,110
TOTAL Profit for CO 2024 246,750 1,187,550 2,128,350

  
NC annual cost (2021, 2022, 2023, 2024) Nb of hours needed (210*0.1*8)
Cost per hour 50 168 168 168 Sales & Mktg costs 17,850 17,850 17,850 Sales & Mktg costs 17,850 17,850 17,850

TOTAL Costs for NCs 17,850 17,850 17,850

TOTAL Profit for NC 2021 1,050 53,550 108,150
TOTAL Profit for NC 2022 74,550 324,030 591,990
TOTAL Profit for NC 2023 224,700 883,050 1,562,190

 TOTAL Profit for NC 2024 486,150 1,897,350 3,308,550

Difficult to assess as NC costs are very 
different from one country to another
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Annex 10 
Proposal - IEC Technical Committee Loyalty Programme 

Background 

The IEC CO would like to identify ways and means to motivate IEC technical committee experts to participate 
in the development of Commented Redline Versions (CMV).  

CMV is a new IEC value-added product that requires ongoing support and participation by the same technical 
committee experts that develop, update and revise IEC International Standards.  

In an attempt assess the level of interest on the part of the experts, NRG WG3 convened a number of Zoom 
meetings with the leadership of various technical committees to introduce the CMV product concept and the 
planned Pilot Phase.   

Based on initial expert's feedback there was strong support for the new CMV product and Pilot Phase however 
in further consultation with the experts it became evident that many questions regarding the logistics and 
mechanics of developing CMVs required clear and consistent answers. In response, IEC CO drafted a 
Technical Committees Guidelines for Commented Redlines document that helped to address many of the 
expert's questions and concerns.  

Though there is initially strong support from the leadership of several technical committees, the IEC CO would 
like to develop a Technical Committee Loyalty Programme during the Pilot Phase in order to maintain a high 
level of participation and engagement on the part of the experts responsible for developing CMVs.  

It is important to understand exactly what motivates the experts so that IEC CO can maintain a level of technical 
committee support necessary to develop CMVs for IEC bestsellers for the long-term.  

Listed below are some general recommendations, concepts and ideas suggested by IEC NRG WG3:  

• Perhaps the most important aspect to consider is providing the TCs with a mutually agreeable approach, 
methodology and timeframe for developing CMVs. 

• Provide TCs enough lead time prior to the FDIS and adequate time for the development of CMVs,  
• One of the best ways to motivate the TCs is to achieve a successful launch of the CMVs during the Pilot 

Phase,  
• Regular consultation with the TCs would help to determine which standards are the best candidates for 

CMV,  
• Consult with the TCs during the CMV creation process to understand what issues and challenges they 

may be experiencing,  
• IEC CO will need to be sensitive and responsive to any issues or concerns the TCs may have and must 

work with the TCs to address and resolve any issues or challenges,  
• Sharing the planned marketing and promotions campaigns with the TCs would provide an opportunity to 

develop a collegial relationship and establish a teamwork environment,  
• Eliciting feedback and input on what the TCs believe are the most relevant and meaningful target 

audience for their CMVs would be value-added information from a marketing perspective, 
• Sharing the results of the marketing and promotional campaigns with the relevant TC – number of 

executions, number of impressions, number of responses, conversions, etc., 
• Sharing the data on actual sales performance – unit sales, sales by country and other demographics, 
• Capture testimonials from end-users of CMVs and share with the TCs, 
• Convene semi-annual meetings with the TCs. Include IEC Marketing & Communications, the SMB 

leadership, Guy, Pierre and Gilles. The purpose of the meeting is the assess the pros and cons of the 
CMV project, what is working and what is not working, what modifications and adjustments need to be 
made in terms of the process, logistics, workflow, publishing marketing and sales, etc. 
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The 20 000 experts working with IEC are the heart of the organization. Their work is the key instrument to 
deliver the mission of IEC, being to achieve worldwide use of IEC Standards and Conformity assessment 
services that ensure the safety, efficiency, reliability and interoperability of electrical, electronic and information 
technologies, to enhance international trade, facilitate broad electricity access and enable a more sustainable 
world.  

The experts are professionals working for a company, that dedicate time outside of work (but in some cases 
inside work hours, as their employer supports the IEC mission) to develop in teams Standards on a specific 
area of expertise.  

Experts work is done on a voluntary base.  

The goal of the loyalty programme, is to attract, convince and keep the technical committees to work with the 
Central office sales/product marketing team to develop added value products (CMV, technical trainings, etc) 

 

 Attract Convince Keep 
Do a presentation at the annual conference X X  
Share by email quarterly update on sales results  X X 
Capture and share customer testimonials X X X 
Capture and share TC testimonials X X X 
Share the planned marketing and promotions campaigns   X 
Interview published in E-tech X  X 
Copy of the CMV or product they have participated at   X 
IEC goodies   X 
Give a voucher (Amazon, Starbucks, Netflix, etc)   X 
Invite the TC to a dinner    X 
Nomination of TC champions   X 
Collect Points when participating to the development of a value 
added product -> Depending of the points reached -> Gift 

  X 

Invite the TC to a special visit (annual conference) X  X 
Join a club (Most participating TCs) X  X 
Small Gifts (computer mouse, powerbank, etc)   X 
LinkedIn badge   X 
Certificate   X 
    

 

Example: 

 

 

 

• 1-1 follow up
• copy of CMV

0-6 months

• Share email with 
quarterly update on 
sales

• Share customer 
testimonial

6-12 months
• Annual conference
• Share planned Mkt 

and promotional 
campaign

>1year

• Small gift
• Give a vouncher
• LinkedIn badge

>2years
• Invite to dinner
• Join a club
• Certificate

>3 years
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Annex 11 
Target Publications for CMV Publication 

 

 

Priority 
Based on 
Nb sold

Revenue 
by 
publication

Total Nb of 
publication 
sold of this 
standard

Current 
edition 
price

Current 
edition Nb 
of page

2019 Best 
seller 
Ranking

Forecast 
Publication 

Date
Stage Publication number Title Technical 

Committee

3 38,535 367 105 39 > 50 2020-09 BPUB IEC 60112 ED5 Method for the determination of the proof and the comparative tracking indices of solid 
insulating materials

TC 112

1 521,500 1490 350 334 4 2020-09 -> 2020-08 BPUB IEC 60335-1 ED6 Household and similar electrical appliances - Safety - Part 1: General requirements TC 61

2 152,460 462 330 226 6 2020-11 CFDIS IEC 60079-10-1 ED3 Explosive atmospheres - Part 10-1: Classification of areas - Explosive gas atmospheres SC 31J

4 71,680 256 280 114 4 2021-03 -> 2020-10 CFDIS IEC 60335-2-24 ED8 Household and similar electrical appliances - Safety - Part 2-24: Particular requirements 
for refrigerating appliances, ice-cream appliances and ice makers

SC 61C

2 108,315 747 145 41 44 2020-12 RFDIS IEC 61326-1 ED3 Electrical equipment for measurement, control and laboratory use - EMC requirements - 
Part 1: General requirements

SC 65A

5 6,800 170 40 22 44 2020-12 RFDIS IEC 61326-2-6 ED3 Electrical equipment for measurement, control and laboratory use - EMC requirements - 
Part 2-6: Particular requirements - In vitro diagnostic (IVD) medical equipment

SC 65A

4 18,340 262 70 28 6 2021-02 AFDIS IEC 60079-31 ED3 Explosive atmospheres - Part 31: Equipment dust ignition protection by enclosure "t" TC 31
4 77,280 276 280 103 23 2021-02 AFDIS IEC 60825-2 ED4 Safety Of Laser Products - Part 2: Safety Of Optical Fibre Communication Systems TC 76
5 20,370 194 105 37 > 50 2021-02 AFDIS IEC 61215-1 ED2 Terrestrial photovoltaic (PV) modules - Design qualification and type approval - Part 1: 

Test requirements
TC 82

5 43,855 179 245 97 > 50 2021-02 AFDIS IEC 61215-2 ED2 Terrestrial photovoltaic (PV) modules - Design qualification and type approval - Part 2: 
Test procedures

TC 82

1 324,570 1047 310 155 37 2021-02 ACDV IEC 62304 ED2 Health software - Software life cycle processes SC 62A
5 49,910 161 310 159 26 2021-03 PRVC IEC 61851-23 ED2 Electric vehicle conductive charging system - Part 23: DC electric vehicle supply 

equipment
TC 69

4 90,420 274 330 214 > 50 2021-03 PRVC IEC 62040-3 ED3 Uninterruptible power systems (UPS) - Part 3: Method of specifying the performance 
and test requirements

SC 22H

2 178,250 575 310 178 20 2021-03 AFDIS IEC 62271-200 ED3 High-voltage switchgear and controlgear - Part 200: AC metal-enclosed switchgear and 
controlgear for rated voltages above 1 kV and up to and including 52 kV

SC 17C

2 319,770 969 330 192
35 2021-04 PRVC

CISPR 11/AMD3/FRAG1 Amendment 3/Fragment 1: Industrial, scientific and medical equipment - Radio-
frequency disturbance characteristics - Limits and methods of measurement - 
Requirements for air-gap wireless power transfer (WPT)

CIS/B

5 11,760 168 70 28
51 2021-04 PRVC

IEC 61558-2-6 ED3 Safety of transformers, reactors, power supply units and combinations thereof - Part 2-
6: Particular requirements and tests for safety isolating transformers and power supply 
units incorporating safety isolating transformers for general applications

TC 96

5 31,570 154 205 61
> 50 2021-04 PRVC

IEC 62619 ED2 Secondary cells and batteries containing alkaline or other non-acid electrolytes - Safety 
requirements for secondary lithium cells and batteries, for use in industrial applications

SC 21A

5 3,320 166 20 13 1 2021-05 AFDIS IEC 60068-2-13 ED5 Environmental testing – Part 2-13: Tests – Test M: Low air pressure TC 104
2 233,100 666 350 695 20 2021-05 PRVC IEC 62271-100 ED3 High-voltage switchgear and controlgear - Part 100: Alternating current circuit-breakers SC 17A

4 38,675 221 175 58 1 2021-06 PRVC IEC 60068-2-21 ED7 Environmental testing - Part 2-21: Tests - Test U: Robustness of terminations and integral 
mounting devices

TC 91

5 19,425 185 105 39 10 2021-06 AFDIS IEC 60364-7-710 ED2 Low voltage electrical installations - Part 7-710: Requirements for special installations or 
locations - Medical locations

TC 64

2 143,360 512 280 115
> 50 2021-06 PRVC

IEC 60502-1 ED3 Power cables with extruded insulation and their accessories for rated voltages from 1 kV 
(Um = 1,2 kV) up to 30 kV (Um = 36 kV) - Part 1: Cables for rated voltages of 1 kV (Um 
= 1,2 kV) and 3 kV (Um = 3,6 kV)

TC 20

4 62,000 200 310 176 > 50 2021-06 PRVC IEC 62196-1 ED4 Plugs, socket-outlets, vehicle connectors and vehicle inlets - Conductive charging of 
electric vehicles - Part 1: General requirements

SC 23H

5 51,240 183 280 109
> 50 2021-07 CD

CISPR 12 ED7 Vehicles, boats and devices with internal combustion engines or traction batteries – 
Radio disturbance characteristics – Limits and methods of measurement for the 
protection of off-board receivers

CIS/D

2 329,800 970 340 289 6 2021-07 ACDV IEC 60079-11 ED7 Explosive atmospheres - Part 11: Equipment protection by intrinsic safety "i" SC 31G
5 25,665 177 145 42 10 2021-07 CDM IEC 60364-4-42 ED4 Low-voltage electrical installations - Part 4-42: Protection for safety - Protection against 

thermal effects
TC 64

2 119,315 487 245 93 10 2021-09 CD IEC 60364-1 ED6 Low-voltage electrical installations - Part 1: Fundamental principles, assessment of 
general characteristics, definitions

TC 64

4 29,930 146 205 61 10 2021-09 PCC IEC 60364-4-43 ED4 IEC 60364-4-43 Ed. 4: Low-voltage electrical installations - Part 4-43: Protection for 
safety - Protection against overcurrent

TC 64

4 47,600 272 175 65 > 50 2021-07 CD IEC 60958-1 ED4 Digital audio interface - Part 1: General (TA 20) TC 100/TA 20
3 310 1 310 123 > 50 2021-07 CD IEC 60958-3 ED4 Digital audio interface - Part 3: Consumer applications (TA 20) TC 100/TA 20
5 27,840 192 145 43 > 50 2021-07 CCDV IEC 61937-1 ED3 Digital audio - Interface for non-linear PCM encoded audio bitstreams applying IEC 

60958 - Part 1: General (TA 20)
TC 100/TA 20

4 38,500 220 175 57
> 50 2021-07 ACD

IEC 61109 ED3 Insulators for overhead lines - Composite suspension and tension insulators for a.c. 
systems with a nominal voltage greater than 1 000 V - Definitions, test methods and 
acceptance criteria

TC 36

4 97,580 287 340 248 > 50 2021-07 CD IEC 61347-1 ED4 Lamp controlgear - Part 1: General and safety requirements SC 34C
5 27,840 192 145 50 > 50 2021-07 CD IEC 61347-2-13 ED3 Lamp controlgear - Part 2-13: Particular requirements for d.c. or a.c. supplied electronic 

controlgear for LED modules
SC 34C

5 42,140 172 245 92 7 2021-07 ACD IEC 61400-23 ED2 Wind energy generation systems - Part 23: Full-scale structural testing of rotor blades TC 88
4 94,050 285 330 210 > 50 2021-07 CCDV IEC 61936-1 ED3 Power installations exceeding 1 kV AC and 1,5 kV DC - Part 1: AC TC 99
4 74,400 240 310 158 20 2021-07 PCC IEC 62271-203 ED3 High-voltage switchgear and controlgear - Part 203: Gas-insulated metal-enclosed 

switchgear for rated voltages above 52 kV
SC 17C

4 80,600 260 310 137 > 50 2021-07 ACD IEC 62305-1 ED3 Protection against lightning - Part 1: General principles TC 81
4 100,300 295 340 155 > 50 2021-07 ACD IEC 62305-3 ED3 Protection against lightning - Part 3: Physical damage to structures and life hazard TC 81
4 71,300 230 310 178 > 50 2021-07 ACD IEC 62305-4 ED3 Protection against lightning - Part 4: Electrical and electronic systems within structures TC 81
2 152,790 463 330 205 > 50 2021-08 AFDIS IEC 62061 ED2 Safety of machinery - Functional safety of safety-related control systems TC 44
5 42,875 175 245 92 47 2021-09 ACD IEC 60255-26 ED4 Measuring relays and protection equipment - Part 26: Electromagnetic compatibility 

requirements
TC 95

4 90,780 267 340 247 > 50 2021-09 ACDV IEC 60884-1/FRAG1 ED4Plugs and socket-outlets for household and similar purposes - Part 1: General 
requirements

SC 23B

2 122,360 437 280 103 > 50 2021-09 CDM IEC 61025 ED3 Fault tree analysis (FTA) TC 56
5 59,520 192 310 130 > 50 2021-09 ACD IEC 61869-1 ED2 Instrument transformers - Part 1: General requirements TC 38
4 85,400 244 350 919 > 50 2021-09 CD IEC 61968-9 ED3 Application integration at electric utilities - System interfaces for distribution management 

- Part 9: Interfaces for meter reading and control
TC 57

5 11,900 170 70 25 18 2021-10 PCC IEC 60034-9 ED5 Rotating electrical machines - Part 9: Noise limits TC 2
4 63,550 205 310 125 > 50 2021-10 TCDV IEC 60320-1 ED4 Appliance couplers for household and similar general purposes - Part 1: General 

requirements
SC 23G

3 58,275 333 175 52 > 50 2021-10 CD IEC 60445 ED7 Basic and safety principles for man-machine interface, marking and identification - 
Identification of equipment terminals, conductor terminations and conductors

TC 3

5 24,505 169 145 42
31 2021-10 CD

IEC 61300-3-35 ED3 Fibre optic interconnecting devices and passive components - Basic test and 
measurement procedures - Part 3-35: Examinations and measurements - Visual 
inspection of fibre optic connectors and fibre-stub transceivers

SC 86B

4 70,840 253 280 118 29 2021-10 ACDV IEC 61724-1 ED2 Photovoltaic system performance - Part 1: Monitoring TC 82
5 55,720 199 280 101 > 50 2021-10 ACDV IEC 62108 ED3 Concentrator photovoltaic (CPV) modules and assemblies - Design qualification and type 

approval
TC 82

2 178,500 510 350 575 > 50 Jun-21 SPLIT IEC 60730-1 ED6 Automatic electrical controls - Part 1: General requirements TC 72
5 17,640 168 105 33 6 2022-04 AFDIS IEC 60079-26 ED4 Explosive atmospheres – Part 26: Equipment with separation elements or combined 

Levels of Protection
TC 31
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Consultancy services Incl. Pro Training 
 

Annex 12 
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Resources associated with the stretch-goals scenarios 
 

Annex 14 
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Annex 15 
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