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What is Griddle?

Q: How do we educate people about the green energy transition?
A: By leveraging the appeal and power of video games
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Where was Griddle before MTI?

• Complete, usable prototype
• Unsure about market to tackle
• Needed more research on market size
• In need of funding 

Project has focused on an application to the Global Social 
Venture Competition to address the above issues
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What did we get out of the GSVC Application?

• Social impact model 
• Market research through interviews 
• Market size research 
• Financial model
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Social Impact
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Interviewees:
• Video game players
• Teachers
• Video game developers
• Energy industry / 

regulatory professionals

Market Consideration

Utility Training 

Consumer 
Game

High School 
Education 
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Market Sizes

Consumer segment
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Market Sizes

Education segment
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Growth Projections
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Lessons Learned 
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All market segments have trade-offs; in particular, 
deep pockets often go along with long sales cycles 
and/or highly specific requirements.

Sequencing these (or deciding which to pursue at 
all) is non-trivial and experts will disagree!
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Thank you
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