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INTRODUCTION
This document contains a report from the IECEx ExMC Working Group 17, Marketing following their inaugural meeting on 17th February 2021 held as an online meeting.
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INTERNATIONAL ELECTROTECHNICAL COMMISSION (IEC) SYSTEM FOR CERTIFICATION TO STANDARDS RELATING TO EQUIPMENT FOR USE IN EXPLOSIVE ATMOSPHERES (IECEx SYSTEM)
IECEx ExMC WG17 – IECEx Marketing

MEETING REPORT 
Meeting #1
Wednesday 17th February 2021, (13:00 to 16:00 UTC) 
Online
In Attendance:
Thorsten Arnhold – Convenor			
Paul Meanwell
Chris Agius					
Marty Cole
Tim Duffy
Jim Munro
Karel Neleman
Catherine Bischofberger
Mark Amos												
1. WarmUp
The following comments were offered in response to 
Expectations of the WG members: What is your impression of the current status of marketing at IECEx? What do you want to change? What do you want to continue?

	Comment
	by

	Opportunity to use social media
	TA

	· Need to separate IECEx Marketing from the IECEx Business Plan
· Who is our target audience?
· What are we trying to achieve?
	JM

	We need more aggressive and invest more $$ in marketing of IECEx and especially the 03 and 05 Schemes
	MC

	· Past efforts on raising brand awareness (via conferences etc) have been useful
· We need to decide who we should be marketing to …
· + need to do more for existing stakeholders as well as new audiences
	TD

	· Recent experiences in the market suggest that the IECEx brand and offer is not well known
· There is confusion on the differences between IEC TC31 and the IECEx System
· To now we have been focused on marketing to members, ExCBs etc and now need to do more with end-users and with a focus on features and benefits for them
	PM

	· Need to promote IECEx to countries that are not IECEx members (start with Belgium as EU HQ)
· Too many documents in the IECEx system ‘library’ of publications >>> looks complicated
· Need to focus on end-users
· Need to contact countries that are now setting up new local or regional regulations and systems for Ex
	KN

	· Need to increase use of social media and videos
· Need to personalise messages
· Need to expand publications, articles etc for use in print and electronic media
	CB

	· Need to decide what outcomes (expressed as objectives in terms of actions, behaviours etc) we want from our target audience
· What does spectacular success of marketing of IECEx look like
· How will we measure progress so we know when, how and why we have achieved the objectives (or if not, why not?)
	MA

	· IECEx is now more than originally envisaged and we have moved from a system about mutual recognition of test results through to a full certification system where certificates are used by ExCBs to market their business and by certificate holders to promote and differentiate their products and services
	CA

	· Frustrated that funds and resources have limited our past efforts in marketing IECEx
· We need the assistance of marketing professionals to guide our marketing efforts
	TA



2. Guiding Documents
The Convenor explained the purpose, structure and content of the IECEx Strategy Canvas (latest version embedded below)


 
It was agreed that this is a useful tool to link the IECEx Business Plan to IECEx Marketing strategy development work.

It was also agreed that the Canvas is incomplete and that as 
ACTION #1: this WG needs to add more content to the Canvas and to collect and present data that can assist in IECEx Marketing strategy development work.

The Convenor then explained the purpose, structure, and content of the IEC CAB Promotions Matrix – refer below:


It was agreed that this is a useful tool in populating the IECEx Strategy Canvas and that this will, it turn, enable the development of an Action Plan that needs to priorities the initiatives that are easy to do and that provide the greatest impact soonest.

3.  Marketing Tools
Following the comment from the Convenor that there are no basic presentations about IECEx available on www.iecex.com, members noted the location of various presentations, brochures and information on www.iecex.com. and agreed the following
ACTION #2: IECEx Secretariat to investigate methods of improving the visibility and accessibility of information on www.iecex.com that can be used to promote IECEx. 

Regarding Brochures, members noted the comment that these are ‘new and fresh’ (eg via use of QAR Codes) and agreed the 
ACTION #3: Presentations to be updated to look like the brochures and include new tools like QAR Codes etcetra. and to be made available for use as Powerpoint files

ACTION #4: IECEx Secretariat to add text to  www.iecex.com to advise availability to ExCBs of hard copy brochures with their logo and contact details.

Regarding Articles, members agreed that there is a need and opportunity to do more ‘personal interest’ articles in eTech, Hazardex, IEC blogs etcetra.

Regarding Videos, members noted a demo (with explanation of intended purpose) of the draft IECEx Introduction video and offered the following comments:

	Comment
	by

	· Good but too long
· Need to be consistent with use of either IECEx Equipment Scheme or IECEx Certified Equipment Scheme references
	JM

	· Too many acronyms that are not expanded / defined/ explained often enough throughout
· Fix typo of “… written of instructions” to match audio
· Need to improve inclusivity and diversity … same white male character used too often
	TD

	· Audio of “Ex products” OR “exprpoducts” needs to be consistent
· Character’s mouth movement is distracting and is not synced with audio
· Need to get more feedback from outside the IECEx experts on this video
	MC

	· Too long … maximum duration should be 5-6 minutes
· Too much text that is too hard to read while listening to audio at same time
	TA

	· Likes graphics and animations
· Duration too long
· Need to increase diversity
· Fix typo of ‘globaly’
· Suggest splitting into at least two videos 
	CB



Regarding Internet Tools, members offered the following:
a) Participation in social media such as the LinkedIn IECEx Users Group (noting the comments from Mr Agius that this is not affiliated with nor endorsed by IECEx and that the IECEx Secretariat has not joined and does not participate due to concerns that membership may be seen as IECEx endorsement of the uncontrolled content that appears in this forum.   Mr Agius also noted the resource that are needed to effectively participate in this and many similar forums.)
b) The need for IECEx participation in social media was supported by PM, TA, JM and CB.
c) Mr Duffy noted that our target audience may be restricted (as employees) in their access to and participation in social media
d) Mr Neleman noted his concerns about the balance of membership, their expertise and the degree of control of the content of some social media platforms

Regarding an IECEx Elevator Pitch, the Convenor explained the purpose of this intended tool and members considered the draft prepared by the Secretariat and then revised it as follows:
IECEx provides a means for manufacturers, regulators and users of equipment used in hazardous areas to address the risk of fires or explosions from flammable gases or dusts. Testing and certification of equipment, services and competence of persons to international standards facilitates the sale of safer products internationally at a lower cost.
This will be submitted to IEC CAB WG14 as input from IECEx.

4.  Media of Marketing 
Regarding Magazines, members offered the following:
a) The circulation data provided by Hazardex supports the comments that this publication is UK, Europe and ATEX focused and it is not widely known in Asia, the Americas, Africa or Oceania
b) That there may be opportunities in publications such as 
a. Oil and gas industry journals
b. Government / regulator newsletters and bulletins
c. Industry Association (eg. electrical installers) publications
d. ExCBs publications (newsletters, brochures, social media)

Regarding Internet, members offered the following:
a) www.iecex.com is too inwardly focused towards members and bodies.    This needs to made more attractive and relevant to end-users.
b) We need to seek guidance from IEC CAB WG14 on how www.iecex.com can be improved in this respect.

Regarding Trade Shows, members noted that:
a) There are no obvious opportunities in the near future for ‘in person’ events 
b) There will not be an IECEx Conference in 2021 however provision has been made for an event in 2022

5. Marketing Partners 
Members considered the question of how can we increase ExCB and ExTL participation in marketing IECEx and noted the disappointing results of a 2019 survey of ExCB websites by the IECEx Secretariat.

Members agreed to exercise caution in suggesting the ExCBs should be financially rewarded for participation. ‘

Members supported a suggestion that a review of ExCB compliance with ISO/IEC 17065 requirements for service offer explanation could be a function of IECEx peer assessment processes.

ACTION #5: ExMC WG17 Convenor to use the report to the 2021 ExMC meeting as an opportunity to invite greater participation by member bodies and ExCBs

ACTION #6: ExMC IECEx Secretariat to conduct and report annual surveys of ExCB websites regarding mentions of IECEx.

6. Next Meeting  
It was agreed to schedule the next meeting of ExMC WG17 before the 2021 ExMC Meeting.  (ACTION #7: Convenor to propose dates options). The next meeting is to focus on the development of an IECEx Marketing Plan

Other Business
Nil

Close of meeting @ 14:01 UTC
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INTERNATIONAL ELECTROTECHNICAL COMMISSION

IEC CA Promotional Matrix

FOREWORD

The text of this publication is based on the following documents and decisions:

Document(s) Decision(s)
CAB/1506/R, CAB/1531A/RM, CAB/1530/DL CAB Decision 39/21 (A.1:1))
CAB/2039/DV, CAB/2039A/RV CAB Decision 49/01

This second edition is an update of the previous edition from 2016. Some additional target
audiences have been added together with a revision of the focused messages from each of the
IEC CA Systems.

Also included in this new edition is a new section focused specifically on cybersecurity.
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INTRODUCTION

The IEC CA activities create value for many stakeholders. However, for many of those
stakeholders, the value that is created is transparent. They benefit from that value, but are
either unaware of its presence (taking it for granted and assuming that that is just the way it is),
or attribute it to some other source or effect (for example attributing to government regulation,
or giving too much importance to accreditation, and so on).

Even within the IEC community itself, on the standards development (SD) side, there is little
awareness that technical standards only create real value when they are coupled with
conformity assessment (CA), whether it be manufacturers checking that their products are
conformant, or formal certification by an independent third party, or some other form of
conformity assessment.

Some of the reason for this lack of awareness is due to an absence of promotional messages
to some stakeholders, other reasons include vague messages, mixed messages, or messages
that were not focused to the stakeholder group’s needs.

The Promotional Matrix given in this document was created by CAB WG 14: Promotions. It
provides a list of stakeholders and indicates the value that the IEC CA activities create for each
of them (drivers) and the message that should be communicated. It is intended to be used as a
guide for any promotional activities initiated within the IEC and its CA community.

The goal is to “stay on message”; to send consistent messages to the targeted stakeholder
groups no matter who creates the promotional material.
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IEC CA Promotional Matrix

1 Background

Based on nearly 40 years of experience, IEC has developed the expertise, systems and tools
necessary to effectively run true standardized conformity assessment (CA) services on a global
basis. These global CA services create value for the different stakeholders involved. However,
the value created is not the same for each of the different stakeholders.

For many of the stakeholders, the value that is created by the IEC CA activities is transparent.
They benefit from that value, but are either unaware of its presence (taking it for granted and
assuming that that is just the way it is), or attribute it to some other source or effect (for example
attributing to government regulation, or giving too much importance to accreditation, and so on).

In business terms, the value created can be expressed as the market drivers. Some of the
stakeholders are active stakeholders and participate at some level in the IEC CA activities, e.g.
manufacturers seek certification, certification bodies and testing laboratories join the IEC CA
Systems, etc. They do this because they obtain value that is greater than the cost of not doing
so, or of doing some alternative. It makes economic sense. It is a market driver.

There are also passive stakeholders, who do not actively participate in the IEC CA activities,
but nevertheless obtain benefits and value from them. Examples of these are consumers who
obtain the benefits of more choice, lower prices and safer products, and developing countries
regulators who can simply use the certificates issued under an IEC CA System as proof of
compliance, as a free service, without having to invest in creating costly quality infrastructure
at this level.

The objective of the Promotional Matrix is to identify the stakeholders that benefit from the IEC
CA activities, to understand the value that is created (the market drivers) for each and to define
messages targeted for each. It is then intended to be used as a guide for any promotional
activities initiated from the IEC Communication Division, the IEC CA Systems and by the IEC
National Committees or CA Mirror Committees, and so on. The goal is to communicate a
consistent and focused message to each of the targeted stakeholder groups no matter who
creates the promotional material.

2 Audiences

The messages promoting the IEC CA activities can be general, but are much more effective
when they are focused messages for the targeted audience. To achieve this, however, it is first
necessary to identify those targeted audiences.

For IEC CA activity promotion, the following nine target audiences have been identified:

—_

Industry and manufacturers (CA service seekers)

N

Regulators from developing countries

w

National regulators and government departments

N

Regional economic cooperation programmes

[© 24

Certification bodies and test laboratories (CA service providers)

~

IEC Young Professionals and future leaders

oo

)

)

)

)

) Insurance and financial bodies

)

)

) Internal IEC members including technical committees
)

©

Consumers and general public
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3 Tailored-targeted messages

The role of promoting something is to raise its awareness in the minds of the intended audience.
To achieve this, the promotional message needs to “speak to” the audience, “hit the spot”, “be
tuned to needs”, and so on, or, in a word, it needs to be “tailored” to the targeted audience.

The tailored message needs to carry incentives for which the targeted audience is sensitive.
Those incentives (drivers) vary significantly between the audiences based on their needs and
goals. For example, the drivers for industry and manufacturers include profit and marketing
goals, while those for regulators include citizen safety and sustainability needs.

The Promotional Matrix identifies specific drivers for the specific targeted audiences. When
targeting a specific audience the message should be consistent with one or more of the specific
identified drivers.

When not targeting a specific audience, but simply communicating the attributes of the IEC CA
activities, then the overriding message and tone of the message should be based on an
expression of the following:

1) VALUE: standards only create value when combined with conformity assessment
2) CONFIDENCE: IEC CA provides earned confidence giving certainty of performance
3) QUALITY: CA equates to proven quality

In the context of the IEC and both its standards development and conformity assessment
activities, this basic message can be summed up in the slogan:

standards = quality
conformity assessment = proven quality

4 Channels and mediums

The Promotional Matrix also identifies the “channel” or organizations through which the
appropriate message can be relayed, and with it the mediums that can be employed to deliver
that message. For example, IEC Young Professionals can benefit from mediums such as social
media or apps, delivered through e-learning programmes. In contrast, CA service providers
(such as certification bodies and testing laboratories) are likely to respond to live presentations
and face-to-face meetings supported by written material such as brochures.

5 Goal
The Promotional Matrix is intended to be used as a guide for all IEC CA promotional activities.

Its intention is to serve as the reference guide for the message(s) to be communicated to the
targeted audiences, by the IEC Communication Division, the IEC CA Systems and by the IEC
National Committees or CA Mirror Committees, and other members of the IEC CA community.
Staying “on message” is important.

The goal is a consistent message from all sources and through all mediums that is tuned to the
respective audience and maximizes the benefit to them.





6 Promotional Matrix

Audience Attribute |High level IEC (overall) IECEE IECEXx IECQ IECRE
e Business development e Product & development |e Market access ¢ Vendor qualification e Vendor qualification
o Profits / Market share cost o Safety and risk ¢ Marketing / Strategic (wind, marine, PV)
e Qualification recognition e Market access management tool o Profits / Market share
e Brand competition ¢ Vendor qualification U Qualifiggtion ¢ Insurance
Drivers o Marketing / Strategic tool | * Risk management recognition « Differentiation
e Sustainable Development * Reducing audit
Goals (UN) overhead (PV, with
rating system)
o Bankability
¢ Global market access e Lower costs ¢ Increased market e Increased market o Create awareness
e International recognition e Improved market access access e Increased market
e Maximize investment access e Reduced global access
Manufacturers | 'EC  Confidence e Certainty in vendor certification costs o Maximize investment
and traders message qualification e Certification o Confidence
(exporters/ e Reduced risk advantages
importers and e Exposure to risk
retailers) reduced
¢ NCs o Website o Website o Website o Website
e Industry and trade forums |e Industry and trade o Apps e Training workshops e Annual conferences
e Industry associations associations ¢ Annual conferences ¢ Associations
Channel |e fof ¢ NC at national level e 1:1 road show with key
e Clip e CA operators at both stakeholders
« Website .nationall and
international level
* Apps
e e-tech articles o e-tech articles o e-tech articles < same e Presentations
Medium e Presentations e Brochures e Presentations e Brochures
e YouTube e PPT presentations and |e User forums e Webinars
e Brochures webinars e Brochures e Events

f2f = face-to-face

L20c 031 ® L20Z-L0Nd-gvO O3l





¢ Video clips
e Case studies

Audience Attribute |High level IEC (overall) IECEE IECEXx IECQ IECRE
o Citizen safety o Verification / o Safety o Citizen safety e Critical energy
e Free quality infrastructure Infrastructure cost « Infrastructure protection |e Dumping protection infrastructure
e Use of limited resource » Dumping protection « National economy e Address TBT issues e Financial risk
« Dumping protection o CA business protection management
Drivers e Address TBT issues e Energy transition
. e Decarbonization (Paris
e Sustainable Development Climate Agreement)
Goals (UN) 9 )
o Trade balance from oil
imports
e Free quality infrastructure |e Free quality o UNECE/IECEX e Do not reinvent the e Critical energy
e Do not reinvent the wheel infrastructure regulatory framework + wheel infrastructure
e Address TBT issues » Dumping protection by case studies e Address TBT issues e Financial risk
IEC CB Scheme management
message o CA = safety, supply
security, low LCOE
Developing (Levelized Cost of
countries Energy), sustainability
regulators
o |[EC Affiliate Programme, e WTO, UNECE, UNIDO, | € same < same e Leverage IRENA
f2f + clip etc. government and
« WTO, UNECE, UNIDO « Regional associations rDegU'ator contacts in
e Training programmes, etc. such as AFSEC (the Cs )
Channel African Electrotechnical ¢ International
Standardization development banks
Commission) ¢ Regional associations,
e.g. SolarPower Europe
emerging markets task
force
¢ Presentations e ACAS e-learning < same < same < same
e Brochures o Webinars e Roadshows
Medium ¢ Training material e PR through publications

f2f = face-to-face

_8_
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Audience Attribute |High level IEC (overall) IECEE IECEx IECQ IECRE
o Citizen safety e Low-cost verification o Infrastructure protection |e Citizen safety e Critical energy
¢ Free quality infrastructure |e Dumping protection * National economy ¢ Dumping protection infrastructure
e Address TBT issues e Market access protection e Financial risk
. e Sustainable Development |e Mutual recognition management
Drivers Goals (UN) e Energy transition
e Decarbonization (Paris
Climate Agreement)
* Geopolitical aspects (oil
dependency)
National focus on... e Low-cost verification < same < same o Critical energy
e Free quality infrastructure e Dumping protection infrastructure
IEC e Don’t reinvent the wheel e Free trade e Financial risk
message |e Enhances national industry |e Mutual recognition management
export opportunities e Facilitating market * CA = safety, supply
National o Address TBT issues access security, low LCOE,
regulators & sustainability
ggvzrr?r;nee:tts e NCs & same & same & same o Leverage IRENA
P o National regulators government and
regulator contacts
e Government departments
(trade, energy, e Government
environment, etc.) departments (energy,
Channel environment)
o f2f
o f2f
e Regional associations,
e.g. SolarPower Europe
emerging markets task
force
e Presentations < same < same < same < same
e Brochures e Roadshows
Medium e Training material e PR through publications
¢ Video clips
e Case studies

f2f = face-to-face
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Audience Attribute |High level IEC (overall) IECEE IECEXx IECQ IECRE
o Citizen safety e Low-cost verification o Infrastructure protection |e Citizen safety o Critical energy
e Free quality infrastructure |e Dumping protection e Regional economy e Dumping protection infrastructure
Drivers e Dumping protection e Facilitating market protection e Market access ¢ Financial risk
e Address TBT issues access management
e Sustainable Development
Goals (UN)
Regional focus on... ¢ Low-cost verification < same < same e Critical energy
e Free quality infrastructure | e Dumping protection infrastructure
IEC e Do not reinvent the wheel |e Free trade e Financial risk
message |° Free trade exchange e Facilitating market man_agement
e Enhances regional industry access * CA= .stathy, SLL(’:pgll%’
export opportunities zﬁgtjariln);bﬁi\g/ ’
Regional e Address TBT issues
economic
cooperation ¢ Regional NCs e APEC, ASEAN, EU, < same < same e Leverage IRENA
programmes « Regional organizations GCC, CU, AFSEC, governmentand
EASC, MERCOSUR regulator contacts in
o f2f
DCs
¢ International
Channel development banks
o Regional associations,
e.g. SolarPower Europe
emerging markets task
force
e Presentations < same < same < same < same
e Brochures e Roadshows
Medium e Training material e PR through publications
¢ Video clips
e Case studies

f2f = face-to-face
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Audience Attribute |High level IEC (overall) IECEE IECEXx IECQ IECRE
¢ Risk mitigation n/a e Premium reductions n/a e Risk management
Drivers based on safety e Return on investment
systems
e Consistency in approvals n/a e Premium reductions n/a ¢ International best
e Trust in conformity based on safety practice
assessment systems systems ¢ Instant online certificate
IEC ) ificati
message |° Sustainable Development verification
Goals (UN) ¢ Risk mitigation
o With rating system: risk
assessment
¢ Industry publications n/a e insurance investigator [n/a e Sector associations
Insurance & ) ) f
financial bodies ¢ Direct marketing orums o f2f
e OCS o Website
Channel o Classification societies
(IACS)
e Local/regional
associations
e Print n/a e Presentations n/a e Clips, presentations
e Social media o White papers e Testimonials, case
. studies
Medium

o f2f meetings

e Sector specific
conferences

f2f = face-to-face
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Audience

Attribute

High level IEC (overall)

IECEE

IECEXx

IECQ

IECRE

CA service
providers

(CBs/TLs)

Drivers

e Business development
e Risk exposure reduction

e Sustainable Development
Goals (UN)

< same

< same

< same

< same

IEC
message

e Peer recognition
e |nternational networking

e Access to international
market

e Level playing field

< same

< same

< same

< same

Channel

o Website
o f2f
e NCs

< same

< same

< same

< same

Medium

e Presentations

e Brochures

e Training material
e Video clips

e Case studies

e Testimonials

e Workshops

< same

< same

< same

< same

f2f = face-to-face
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Audience Attribute |High level IEC (overall) IECEE IECEXx IECQ IECRE
e Career & business n/a n/a n/a n/a
development
e Knowledge, recognition
Drivers ¢ International networking
e Leadership opportunities
e Sustainable Development
Goals (UN)
e Standards + CA =value = |n/a n/a n/a n/a
IEC IEC
message e How IEC CA Systems
add/create value
e NCs n/a n/a n/a n/a
YPs and future e Presentation at GM
leaders » Website
* Apps
Channel ¢ Social media: Facebook,
Twitter, YouTube
e Linkedln and other
professional networks, e.g.
IECQ hub
¢ |[EC blog
e Brochures n/a e Mentoring programmes |n/a n/a
e e-learning
Medium * Clips

Success stories

Targeted information
releases
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Audience Attribute

High level IEC (overall)

IECEE

IECEXx

IECQ

IECRE

Drivers

¢ Reply to market needs

e Sustainable Development
Goals (UN)

< same

< same

< same

< same

IEC
message
Internal IEC

e Standards + CA = value =
IEC

e True standardization
e Global package (SD+CA)

< same

< same

< same

< same

community,

e.g. TC/SCs,
NC Officers,
|IEC Boards,
etc. Channel

e TC/SC liaisons

e Advisory Committees
e NCs

e e-tech articles

o f2f

e Social media

< same

< same

< same

< same

Medium

¢ Presentations
e LinkedIn groups
e Social media

< same

< same

< same

< same

f2f = face-to-face
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Audience Attribute |High level IEC (overall) IECEE IECEXx IECQ IECRE
e Citizen safety o Citizen safety o Safety e Peace of mind: e Clean energy
e Sustainability performance, |e Sustainability e Critical infrastructure confidence in e Global warming issues
etc. performance, etc. component reliability « Sustainability
e Wider product choice e Wider product choice claims, e.9. aviation i i
Drivers . ) and LED lighting e RE innovation
e Trust in unknown brands e Trust in unknown
¢ Lower cost brands
« Sustainable Development |® Lower cost
Goals (UN)
e Earned trust / Proven e Earned trust / Proven o International best o Aviation safety e Clean energy
quality quality practice assurance « Global warming issues
¢ Choice ¢ More choice o Citizen safety e Belief of claims (trust « Sustainability
e Lower cost e Lower cost o Awareness of everyday | for LED lighting « RE innovation
EC areas (gas stations, use | industry) s CA and in particular
message of gas, LPG, storage of rati,ng = dec?ision
Consumer / powder'e.d goods) support for vendor,
General public * Less critical, most specific to individual
consumers are price/risk preferences
oblivious to this .
¢ Protection from
counterfeit
¢ Social media < same < same, < same < same
o Website e POP ads e Plus: trade shows
Channel e Brochures e social media
¢ Video clips
e Advertisements
e Brochures e Brochures < same < same e Clips
e e-learning e e-learning e Presentations
Medium e Clips e Clips ¢ Testimonials

e Success stories
e Case studies

e Success stories

Case studies
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7 Cybersecurity Promotional Matrix

Cybersecurity (CS)

Audience Attribute |High level IEC (overall) IECEE IECEX IECQ IECRE
o Citizen security/privacy ¢ Global service n/a n/a
. e Critical infrastructure e Comparable,
Drivers security believable CS CA
o Address WTO TBT issues | results
Regulators o International CS standards |e Global CS solution n/a n/a
IEC for OT & IT e Complements national
message | ° International global CS regulations
9 certification services « Free QI (message for
developing countries)
o Market acceptance of their | e Lower product & n/a n/a
products & services development cost
Drivers e Single CS assessment for |e Market access
all applications/sectors * Vendor qualification
Manufacturers of ¢ Risk management
connected
components/devices e |EC is one-stop-shop for e Lower costs n/a n/a
& service providers Cs standards & global CS |e Improved market
IEC certification services access
message e Certainty in vendor
qualification
¢ Reduced risk
e Security for their assets ¢ Global service n/a n/a
. e Compliance with e Comparable,
Critical Drivers regulations believable CS CA
infrastructure asset ¢ Wide choice of suppliers results
owners
IEC e |[EC has the standards and |e IECEE CS certificate is | n/a n/a
message the global CS certification essential part of CS

services

plan
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Cybersecurity (CS)

Audience Attribute |High level IEC (overall) IECEE IECEXx IECQ IECRE
e Security for their assets e Global service n/a n/a
. e Compliance with e Comparable,
Drivers regulations believable CS CA
gﬁ_?lr_?/;‘/”sr;:ssf « Wide choice of suppliers results
IEC e |[EC has the standards and |e IECEE CS certificate is |n/a n/a
message the global CS certification essential part of CS
9 services plan
¢ International CS standards |e Most global CS n/a n/a
Drivers for OT & IT certification, therefore,
* International global CS offers widest
certification services acceptability
jg:iterﬂs}s/ ¢ |[EC is one-stop-shop for e Design to the highest |n/a n/a
) 9 CS standards & global CS and most widely
integrators EC certification services acceptable standards
message e Require the most

global CS certification,
offers widest
acceptability
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Canvas

				Key Partners		Key Activities		Value Proposition

Arnhold Dr., Thorsten: Arnhold Dr., Thorsten:
What are the pain points of the Customer Segments. How do we solve this				Customer Relation		Customer Segments



				IEC Central Office		Type testing 		Third Party Certificates				Local Conferences		End Users Process Industry)

				IEC TC 31		QM Assessment		Tests and Test reports

				IEC CAB		Service Provider Assessment

						Assessment of Persons

						Assessment of CBs & TLs						Direct CB - Customer

Arnhold Dr., Thorsten: Arnhold Dr., Thorsten:
How does IECEx control this and design this and how do we support this.

				ISO				Service Facility Certificate						EPC

						Organizational develpment						Management Committee		OEM

								CoPC						Manufacturers

				Ex CBs		Adjustment of services

Thorsten Arnhold: Thorsten Arnhold:
Proficiency Tests
Assessor traings
Ex Tag Activities

								RTP 				Deficit: Regulators		Service Facilities

				National Committees		Networking

Thorsten Arnhold: Thorsten Arnhold:
Establishment of an international Network of experts						Deficit: End Customers

														Individuals/Experts

				UNECE		Market surveillance

Thorsten Arnhold: Thorsten Arnhold:
Global surveillance of the IECEx performance
Suspension and cancelation of Certificates in case of non compliences		

Arnhold Dr., Thorsten: Arnhold Dr., Thorsten:
What are the pain points of the Customer Segments. How do we solve this				

Arnhold Dr., Thorsten: Arnhold Dr., Thorsten:
How does IECEx control this and design this and how do we support this.		

Thorsten Arnhold: Thorsten Arnhold:
Proficiency Tests
Assessor traings
Ex Tag Activities		

Thorsten Arnhold: Thorsten Arnhold:
Establishment of an international Network of experts		Online Database

														Training organizations



						Key Ressources		Consultation				Channels

						Assessors						IECEx Homepage

						Central Office		Ex - Information and knowledge				IECEx online database

						Office Executive Secretary								Regulators

												CB Homepages

						Network

						Structure



						IEC Standards								Certification Organizations

														Test Labs

						online data base



				Cost Structure						Revenue Source



				Internet Plattform						Country fee (Regulator)

				Office Infrastructure						Certification and TR fees

				Travel expenses						CoPC fees

				Marketing activities										End Customers pay nothing

										Sponsorship







Customers

		Customer segment		Pain Points and special needs		Interested in..										Current Relation to IECEx		Advertisement		Benefits		Potencial benefits

						Safety		Quality		Profit		Interoperability		Consistency

		End Customers		Clonflict of interrest: Commercial Pressure (Competition, Costs, Outsourcing Globalisation) and Pressure from regulators (Safety standards, Workplace Standards, Standard landscape). End customers want a neutral, competent and consistant eveluation of appropriate service providers and of potential employees.		X		X		X		X				low to none		Magazines
IECEx Homepage
Congresses like PCIC
Trade Shows		Independend evaluation against latest relevant standards.Global availibility of a big range of safe products, competent service providors and competent persons. Online Database with all relevant information

		EPC		EPC are errecting green field facilities i.e. they are interested in a whide range of global products with a certified level of quality/security. They are interested in low prices for the products but not in the live cycle aspects. They need experts for their global projects who can manage the local workforce. They also need qualified  local service providers for planning and installation activities. 		X				X		X				some 		Magazines
IECEx Homepage
Congresses like PCIC
Trade Shows		Broad range of certified products. Reduction of product costs due to transparent and slim certification process.  Online Database for easy access to data. Availability of globaly acting experts and local service providers

		OEM		OEMs are manufacturers and system integrators. They are combining certified products and are responsible for the overall safety and conformity of the machine. They are the main customers for certificates according to TS 60079 - 46 and IEC 80079 - 36.They are depending on the quality of  documentation of the different supplied products. Ignition source analysis is not easy to practice		X		X		X		X				direct contact with the CB		Magazines
IECEx Homepage
Congresses like PCIC
Trade Shows		Online database of all available products with a standardized format. Easy to understan. 24/7 availability. The ignition risk analysis is evaluated and approved by competent experts.

		(Good) Manufacturer		Manufacturers want quick, reliable, competent product tests for a reasonable price.The don`t want double … multible effords, so they are a strong supporter of one world - one certificate approaches but they are also happy about the fast track proceedure. They are interested in common standards of practice (Proficiency test) and marked survaillance. Increasing cost pressure comes from new competitors from developing countries 		X		X		X				X		direct contact with CB and with IECEx MC		Magazines
IECEx Homepage
Congresses like PCIC
Trade Shows		Third party Certficates are establishing a certain minimum safety and quality level given the requirements of different CBs/TLs are comparable.   IECEx CoCs as global documents help to avoid multiple efforts.

		Service Facilities		Service providers want to differenciate from competitors and need a neutral evaluation and certification of the competence.
They want a fair and consistant environment for competition. They need a accessible plattform to be seen in the market		X		X		X						direct contact with the CB		Magazines
IECEx Homepage		Independent and competent evaluation of the service activities, the personal and the QM activities. Services are per se intangible. So certificates are a very vaueable tool for marketing.

		Individuals/Experts		They need a competent evaluation of their own competancies which is internationally recognized. They want to be evaluated in matters which are relevant to their work.		X		X								low to none		Magazines
IECEx Homepage		Independent evaluation and certification of the personal knowledge, experiance and skills. Godd for getting appropriate jobs and to establish carrier steps.

		Training Providers		Competent and fair evaluation of their systems and operations		X		X		X						direct with secretariat		Magazines
IECEx Homepage

		Regulators		Regulators must consider safety with a broad scope and out of the perspective of national and regional laws. They have to control the conformity assessment to a certain extent. The have to establish an efficient market surveillance. But due to cost and other reasons they have not sufficient competent staff. Furthermore they have to fullfill international agreements like WTO		X								X		via CAB/IEC 
room for improvement		Homepage
direct contacts		Regulators can use the competence of the experts for type tests, Quality Management system audits and Market surveillance activities

		Ex CBs/ExTLs		Without an international organization like IECEx the operation range of CB/TLs is localy restricted.IECEx is providing the whole infrastucture for international business.		X		X		X				X		direct 		Ex TAG
IECEx Assessments
Ex MC
Working groups		Independent and competetent evaluation of the equipment, personal, proceedures etc























End Customers

		Key contacts		Petronas
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