Project Development Toolkit for the Just Transition in Mpumalanga
1. Introduction
This toolkit provides guidance for developing projects aligned with the Just Energy Transition (JET) in Mpumalanga. It is aimed at enterprises, cooperatives, municipalities, and stakeholders planning renewable energy, green economy, and community development projects in a transitioning region. Special focus is placed on enabling youth, women, and SMMEs to lead and benefit from this transformation.
2. Project Development Phases
Projects should follow these five key phases:
Conceptualisation: Identify the need, opportunity, or gap. Align with Just Transition principles such as decarbonisation, job creation, and social inclusion.
Feasibility Study: Assess technical, environmental, and financial viability. Include local skills availability and grid access where relevant.
Business Case & Planning: Develop the budget, implementation timeline, and outcomes. Align with national or provincial funding programmes.
Resource Mobilisation: Secure funding and partnerships. Prepare applications for JET grants, SEFA loans, or green energy investment platforms.
Implementation & Monitoring: Roll out activities and track deliverables. Ensure community engagement and submit progress reports.
3. Key Considerations for Mpumalanga Projects
✔️ Prioritise coal-affected communities and labour absorption.
✔️ Promote green economy jobs, especially in agriculture, clean energy, and circular economy.
✔️ Ensure women and youth are central to planning, implementation, and benefit sharing.
✔️ Collaborate with TVETs and local municipalities for training and infrastructure.
✔️ Address environmental rehabilitation or land repurposing.
✔️ Engage with provincial and national transition bodies (e.g., MGCA, JETP Secretariat).
Mpumalanga Green Cluster Agency: Provides networking, technical support, and innovation access for green economy clusters.
5. Useful Links
🌐 JET Funding Platform: https://justenergytransition.co.za/jet-funding-platform
🌐 SEFA: https://www.sefa.org.za/
🌐 MGCA: https://justenergytransition.co.za/
🌐 Presidential Climate Commission: https://www.climatecommission.org.za/

6. Business Model Canvas Template
The Business Model Canvas (BMC) is a strategic management tool that helps entrepreneurs, startups, and established businesses visually map out and analyze their business model. Use this for your projects on how your company creates, delivers, and captures value. 
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	Key Partners
	Key Activities
	Value Propositions
	Customer Relationships
	Customer Segments

	Who are our Key Partners? Who are our key suppliers? Which Key Resources are we acquiring from partners? Which Key Activities do partners perform?

MOTIVATIONS FOR PARTNERSHIPS: Optimization and economy, Reduction of risk and uncertainty, Acquisition of resources and activities
 
	What Key Activities do our Value Propositions require? Our Distribution Channels? Customer Relationships? Revenue streams?

CATEGORIES:
Production, Problem Solving, Platform/Network
 
	What value do we deliver to the customer? Which one of our customers’ problems are we helping to solve? What bundles of products and services are we offering to each Customer Segment? Which customer needs are we satisfying?

CHARACTERISTICS: Newness, Performance, Customization, “Getting the Job Done”, Design, Brand/Status, Price, Cost Reduction, Risk Reduction, Accessibility, Convenience/Usability
 
	What type of relationship does each of our Customer Segments expect us to establish and maintain with them? Which ones have we established? How are they integrated with the rest of our business model? How costly are they?
 
	For whom are we creating value? Who are our most important customers? Is our customer base a Mass Market, Niche Market, Segmented, Diversified, Multi-sided Platform
 

	
	Key Resources
	
	Channels
	

	
	What Key Resources do our Value Propositions require? Our Distribution Channels? Customer Relationships Revenue Streams?

TYPES OF RESOURCES: Physical, Intellectual (brand patents, copyrights, data), Human, Financial
 
	
	Through which Channels do our Customer Segments want to be reached? How are we reaching them now? How are our Channels integrated? Which ones work best? Which ones are most cost-efficient? How are we integrating them with customer routines?
 
	



	Cost Structure
	Revenue Streams

	What are the most important costs inherent in our business model? Which Key Resources are the most expensive? Which Key Activities are the most expensive?
                                                                                                                                       IS YOUR BUSINESS MORE: Cost Driven (leanest cost structure, low price value proposition, maximum automation, extensive outsourcing), Value Driven (focused on value creation, premium value proposition).
                                                                                                                            SAMPLE CHARACTERISTICS: Fixed Costs (salaries, rents, utilities), Variable costs, Economies of scale, Economies of scope
	For what value are our customers willing to pay? For what do they currently pay? How are they currently paying? How would they prefer to pay? How much does each Revenue Stream contribute to overall revenues?
                                                                                                                             TYPES: Asset sale, Usage fee, Subscription Fees, Lending/Renting/Leasing, Licensing, Brokerage fees, Advertising
FIXED PRICING: List Price, Product feature dependent, Customer segment dependent, Volume dependent
DYNAMIC PRICING: Negotiation (bargaining), Yield Management, Real-time-Market









