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- Due to competition with other technologies and use case with lower requirements no extensive
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EI Conclusion

= Despite a high interest in flexibility marketing of small-scale assets, there is to date almost no marketing, and As further work in unIT-e2, simulations of marketing EVs in a linear
several challenges could be determined. optimization tool are planned, taking into account

= The main challenges for flexibility marketing of small-scale assets are large technical and organizational costs = not only revenues but also costs
with low revenues leading to low-profit potential and a lack of acceptance = not only spot markets but also balancing services

= It should be noted that only a small number of interviews could be realized. To address this issue the results = revenues from behind-the-meter use cases as comparison
were compared with existing literature. In general, the interview results are confirmed by the literature.
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