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Advancing renewable energy sourcing

A strong sense of community emerged at the 2017 SED Renewable Energy Sourcing Forum as 
experienced renewable energy buyers shared their experience with those just entering the market. 
Educational conference sessions, networking opportunities and focused meetings between 

corporate buyers and leading industry suppliers all focused on advancing renewable energy sourcing 
among experienced and new corporate alike.  

The resulting spirit of collaboration and shared purpose during the Forum was inspiring. Both corporate 
buyers and suppliers acknowledged the success of the event in their evaluations:

• 93% of renewable energy buyers said they are very likely or likely to attend in 2018.
• 86% of suppliers said they are very likely or likely to renew their participation in 2018.
We’re extremely grateful for the counsel provided by the Smart Energy Decisions Renewable Energy

Sourcing Initiative steering committee and the advisory board in shaping the Forum. Their invaluable 
input helped us create a unique event developed by the industry for the industry. 

We’d also like to thank the founding supplier sponsors of the Renewable Energy Sourcing Forum who 
helped make the event possible. By supporting the event and developing thoughtful case study presentations, 
they demonstrated a commitment to driving adoption of renewable energy sourcing in the C&I market. 

We’re excited about producing two editions of the Renewable Energy Sourcing Forum in 2018:
• Spring RE Sourcing Forum in San Diego, June 18-20
• Fall RE Sourcing Forum in Ponte Vedra Beach, Fla., Oct. 1-3
You can request an invitation to participate in either or both of the 2018 Forums by sending me an email

at john@smartenergydecisions.com. 
Thanks for your readership and engagement as a member of the Smart Energy Decisions community.

Cordially,

John Failla
Founder & editorial director 
Smart Energy Decisions
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Introduction

In the year leading up to the 
inaugural Smart Energy Decisions 
Renewable Energy Sourcing 

Forum, our work with energy teams 
across the commercial and industrial 
market centered around the evolution 
in corporate adoption of cleaner and 
renewable energy sources. 

Continued price declines in wind, 
solar and energy storage technologies 
had made the investment thesis for 
renewables stronger than ever, and 
the industry saw corporate activity 
accelerate to a fever pitch as smaller 
companies began to follow in the 
footsteps of larger organizations in 
securing power purchase agreement for 
large amounts of renewable energy.  

The Renewable Energy Sourcing 
Forum, designed to help corporate 
buyers of renewables at all experience 
levels hone their strategies, provided a 
venue for sharing best practices, market 
forecasts and lessons learned. The 
following pages contain edited excerpts 
from the Forum’s keynote presentations, 
panels and conversations.   
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Reid Spolek, manager of 
renewable energy, Amazon 
Web Services  



When I was talking to John about a worthy topic 
for today’s event, I wanted to start with the why 
because, it’s a question that does not get asked 
enough. I think we come to an event and the 

mindset is, of course we’re all going to do renewables. That we’re going 
to do renewables is a given, but I think we should challenge ourselves 
from the start in order to drive towards the best solution. For example, 
are we sure that renewable energy is the right decision? If so, why? 
Are we sure that every company should be doing renewable energy? 
Are we sure that the company should be the one pursuing renewable 
energy in a given situation and not, say, another entity or organization?  

When we ask ourselves if we want to do renewable energy, the 
answer is almost always yes. However, we need to think through the 
why, and too few companies have thought through the important 
questions and clearly articulated the answers. So, what I’m going to do 
today is talk through some of the whys that we think about, and help 
you think through the why. This is not just an existential question – It 
gets to the how, what, when and the where. And if you haven’t thought 
through these, then you are moving forward too blindly.

Yesterday in the cab to the airport, the cab driver says, “Where do 
you work?” And I said, “I work for Amazon.” He asked, “What do 
you do?” “I buy wind and solar renewable energy.” There’s a pause. 
“Why does Amazon buy renewable energy?” That’s a question that 
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we all should be asking, because it’s going to define the strategies that 
we use, whether that’s ownership, whether that’s RECs, whether that’s 
investment, whether that’s power purchase agreements, and what kind 
of power purchase agreement? Those are struggles that we all have. I 
know everyone has the difficulty of deciding what tools to use. So, I 
would say let’s start with the why and then back into the what.  

Let’s talk a little bit about a couple of the questions that Amazon 
thinks about. 

First, we always start with the customer. What matters for 
our customers? One of the benefits of AWS is the increased 
sustainability it offers our customers. Customers with on-premise 
servers who move their computing load to the cloud, to AWS’s 
highly utilized, highly efficient data centers, reduce their carbon 
footprint by about one-eighth. That’s a great win for our customers 
who have sustainability goals, and moving to the AWS cloud goes a 
long way to help them meet those goals. We also ask ourselves, will 
the customer be excited, is this sustainability effort helping to meet 

their needs? And then we back up from there. Asking whether 
something is going to resonate with our customers is the first step 
to helping us answer the question, why?  

Another question we ask ourselves is, how will our employees feel 
about this? They are another important group that I know we all care 
about. And, employees take a lot of pride in where they work and 
the sustainability of the companies that they work at. We’ve recently 
shared highlights from several of our sustainability and renewable 
energy projects with our employees and the response has been 
tremendous. Our employees are really excited about the activity we 
have happening right now and it’s one important part of what makes 
Amazon a great place to work. 

And I’d be remiss if we didn’t talk about the leadership at companies. 
We are looking at availability guarantees, renewable energy credit 
tracking, and more, but we wouldn’t be able to do our job if we 
didn’t have the support of our leadership and our leaders. I feel very 
fortunate to be at a company whose leaders say, “This is important, 
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“Why does Amazon buy renewable energy? I think that’s a question that we all should be
asking because it’s going to define the strategies that we use.”  

– Reid Spolek, manager of renewable energy, Amazon Web Services

Keynote: Understanding your ‘why?’ - The most critical part of any strategy



this is something we should be doing.” So as you’re looking at deals 
and projects and investment, think about why is this going to get my 
leadership excited? Is this aligned with the vision they have in mind? If 
the answer is no, then maybe you should rethink that tactic, even if it 
might be meeting some of the other whys that we talked about earlier. 

I would like to hear a little bit from you all on your whys. Those that 

either I didn’t talk about or you would disagree with. I’m not the arbiter 
of the why. I just think it’s a really important topic that is infrequently 
talked about and everyone who is looking at buying renewable energy 
should be able to write on a piece of paper the answer to ‘why my 
company buys renewable energy.’ And if you can’t do that, sit down 
and write that out because that’s going to form your strategy.   
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Duncan McIntyre, president, 
Altenex, an Edison Energy 
company



Talking about risk management here, I realize it is probably 
a topic that doesn’t get nearly enough air time. People 
enjoy the success stories, talking about the process, but 
risk management is something that we’re learning as an 

industry as we go through this process over and over again.
There’s a whole bunch of risks, and they’re going to be different 

for every company. But we try to boil them down to a handful 
of overarching categories. The three categories that we came up 
with as the ones that made the most sense include reputational, 
financial, and implementation.  

And I think a lot of what Reid Spolek was just talking about is 
extremely relevant, frankly, throughout all three of these risks. These 
are why, as a company, you’re interested in doing this, and how that 
action will actually funnel its way through each of these categories.  

Too often, we think companies get involved in renewable energy 
without seeing how it’s going to affect the big picture. All of the 
‘whys’ that Reid was talking about. How is it going to affect the 
interaction with their customers, with their suppliers? Are they doing 
it for marketing benefit?  Are they actually trying to hedge power? 
What are the reasons why?  What’s the overarching theme? What 
does leadership want? What does Jeff Bezos and Mark Zuckerberg, 
what do they want out of this? So, we’ll come back to this, but the 
overarching theme is too often it’s evaluated in a silo and that can 
create for risks if the big picture is not taken into perspective.  

Keynote: Keys to effective risk management 
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Let’s dive into some of these risk categories. The first one, this is 
really all about reputational risk. Is this a public initiative? Are you 
making public statements? Are you doing RE 100, science-based 
targets? Are you looking to attract employees, retain employees? 
Are you incorporating renewable energy and sustainability 
throughout your culture? Is it becoming a way to do business, a 
way to interact and engage with your customers?  

Why is reputation a risk? Well, it’s only a risk if it’s poorly 
managed. It is a risk if you say we’re going to go 100% renewable 
energy, we’re going to meet this set of internal goals, and then you 
don’t follow through with it. That’s the risk. And it’s a risk to your 
employees, it’s a risk to your customers, it’s a broader perception 
around your ability to put a strategy in place and then execute to it. 
So, we’d say this first category, be careful about what you say.  Make 
sure that if you’re going to make a commitment, it’s got senior 
leadership sponsoring that initiative, top down.  

Let’s talk about financial risks. I’m an old banker and a finance 

nerd, so this is at the core of why I got into this business. This gets 
me excited, and I think it’s really important to spend a little time 
on financial risk because it’s an area that can have a major impact 
on a company’s journey.

The key to assessing your financial risk is not looking at 
a project strictly based on the cash flow compared to a future 
curve. You have to take a broader perspective, you have to look 
at a range of potential options, you have to get comfortable with 
that downside scenario, and we think – and this is one of the 
evolutions in the market that we think is critical for companies to 
adopt – you really can’t look at it compared to one facility or one 
market. You have to take a full portfolio perspective on what it is 
you are accomplishing.  

Are you hedging electricity in a market? Are you hedging your 
exposure to gas in a market? Are you simply accomplishing a 
sustainability initiative and you’ve assigned a cost to that downside 
scenario. If that’s the case and it’s in your marketing budget, that 
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can work, but it’s still part of your energy portfolio. It’s energy that’s 
purchased that has a set of financial outcomes that affect the cost 
of running a facility or the cost of running your fleet of facilities.  

What are the key financial risks that we think companies should 
be looking at?  

The first is, will the project underperform or, underperform 
compared to the market or underperform compared to expectations? 
So, that’s the simplest form of financial risk. That’s the one that I think 
most people think about when evaluating a PPA or an investment or 
however they’re going to interact with the renewable energy space.  

The second risk, the second financial risk would be the risk that 
that activity, that renewable procurement exercise, does not fit in 
well with the company’s broader energy strategy.  Does it become 
something that’s a pain to manage around?  There are examples out 
there of these projects.  Does it become something that’s hedging 
something that you didn’t think you’d be hedging?  

The third financial risk would be, does the project come online 
and does the rest of the business fail to take it into account as they 
go about their day-to-day of purchasing power, evaluating efficiency 
initiatives, purchasing RECs? There are a lot of different stakeholders 
who need to come together not just at the beginning around the 
decision, but on an ongoing basis to manage your renewable energy 
project within the context of a broader power portfolio.  

The third risk category is implementation. There’s just sort of 

a dizzying amount of options out there. Solar, wind, biomass, 
landfill gas. Hydro is still absolutely a relevant category in certain 
places, and in certain countries it’s the most economic. How does 
it get delivered? How do you structure an agreement? How do 
you originate the best opportunity? How do you manage financial 
risk? Well, there’s a lot of ways to do that. You could build internal 
teams. You can engage an adviser. You can have good legal counsel. 
You can really do a good job of aligning the capabilities within 
an organization. The right person, a champion from accounting, 
a champion from facilities, a champion from the treasury’s 
office. Someone who can pull it all together, build a strategy. But 
implementing is very, very hard and it takes a long time. We think 
it’s a major risk that will always be at the table.  

To wrap up and just sort of tie these themes together, whether 
it’s reputational, financial, or implementation, successful risk 
management comes back to making sure the ‘why’ is dealt with, 
a strategy is put in place, and the projects that are pursued, the 
initiatives that are pursued, the strategy is built on the common 
thread of what the business stands for, how the business wants to 
interact with its customers. What is that end goal? What are the three 
bullet points that the CEO is going to say about their commitment 
to sustainability, environmental stewardship, renewable energy, 
whatever the theme is?  How do you make sure all of those things 
are wrapped together to meet that vision?   
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Marty Sedler, director 
of global utilities and 
infrastructure, Intel Corp.



I was asked to discuss our road to renewable energy, and, 
specifically, the onsite generation that we’ve been doing as part 
of our overall strategy. 

And I’ll start by saying we have a very detailed program. It’s 
strategic, it has goals, it has criteria. But I want to say, it is not the answer. 
It is an answer. And the reason I say that is, we’re all different. If you look 
at it and you ask, ‘where should I start, what should I do first?’ I would 
say there is no ultimate one answer. There’s no one strategy, there’s no 
one goal, there’s not one technology. There isn’t one anything. And we 
heard earlier in the conference about the importance of the why: Why 
is your company doing this? That was greatly and fantastically laid out,  
and that’s the important piece. Once you understand your why, you can 
decide the how and the structures you put with it. 

So the one piece of advice I would give to everyone in this room 
is that we have really, really smart people, some of the best in the 
world, here in this room. What I would say is listen to everyone, but 
don’t let anybody tell you they’re your sole savior. There’s already 
somebody out there that’s got that market. Listen to everybody, all 
the advice, and then develop your strategy that fits your needs.

I can tell you that my favorite ice cream is chocolate chip cookie 
dough. It’s not everybody’s favorite, it’s not what everybody would 
like. There are a lot of good ice cream flavors out there that could 
satisfy your sweet tooth. Pick the one that fits you. 

As the energy market changes – and it’s changing faster than it 

has in my 36 years in the energy business – it becomes impossible 
to keep up with it. So one of the things I think you need to do is stay 
flexible and nimble. You need to be ready to move on a dime. You 
need to be able to change things. 

Politics are changing daily, if not hourly in some cases. New 
technologies are coming in. And supplier are changing, too. There are 
suppliers that were really good at one thing two years ago, and today 
they do 10 more things. Maybe 20 more things. They do everything. 

Keynote: Intel’s portfolio approach to onsite renewable energy
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So everything is changing in the world very, very quickly, and we 
need to be able to keep up with that movement. 

Each company has extremely different specific criteria and 
determinants to themselves. They have individual conditions of where 
they are, what they can afford, what they want to afford, do they want 
to hedge, do they not want to hedge, how do they buy energy, are they 
growing, are they not growing. You really do need to determine what 
that is because the answer is, if you don’t know and haven’t determined 
where you want to go, it’s impossible to ever get there. 

First I would determine exactly what you want, and that’s one of 
the things we did first, before we started journey. It can get really, 
really complicated. Don’t get bogged down with the complication. 
It’s going to be extremely complicated. If you wait for the answer, 
you’ll never get it. If you wait for the best computer in the industry, 
well, buy Intel. But besides that, do you buy it today or should you 
wait two days until the next one comes out? Or a week until the next 
one comes out? Or the next month?  It’s always going to be changing 

and advancing. If you wait for things to be perfect, you’ll never get 
there.

Don’t boil the ocean, don’t think it’s a one-time solving. If your 50 
MW deal is going to satisfy you, don’t go with 50 MW. Do some 10s. 
Do something else. I’m going to go through that in a little bit,  but the 
main key is to identify your pillars of your strategy. 

What that took us to is one simple pillar, which is to ensure 
the flexibility of our strategy. That takes me right into where 
our journey begins. And our journey at Intel is a journey; it is 
absolutely not a destination. We believe for all of the reasons that 
I’ve been talking about, that if you implement one solution, you’re 
taking a really excessive risk. And the chances are if you pick one 
solution, you won’t be right in the end. So, by taking a portfolio 
approach, something more broad, you have a better chance of 
getting to the end. A nonsustainable sustainability program is not 
going to get you where you need to be. It needs to be sustainable 
in itself.   
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“So, the one piece of advice or things that I always look at whenever people ask is, don’t 
get bogged down with the complication. It’s going to be extremely complicated. If you wait 

for the answer, you’ll never get it.” – Marty Sedler, director of global utilities and infrastructure, Intel Corp.



Keynote: Working with your finance department 
to meet your renewable energy goals 
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Rob Threlkeld, global 
manager of renewable 
energy, General Motors 
  



I lead GM’s global renewable energy efforts and I’ve been in 
the energy space for about 18 years. During that time, I have 
learned a lot about our company and our approach to energy.  

I’ve learned that you really have to understand your 
company’s vision and then link that vision to your sustainability 
efforts. And importantly, you need to consider the vision when 
determining how you look at renewable energy. As you consider all 
of the components, I’ve found that what’s going to have the most 
impact financially is your energy procurement. But that can also be 
offset by what you do around energy efficiency and how you develop 
price stability in your renewable energy contracts.  

So, I’ve developed a robust process, built around our vision, that 
guides how we look at all of these things. GM recently announced 
our new vision of zero crashes, zero emissions and zero congestion 
in an all-electric future. What does that really mean? It means 
everything that we’re going to produce in the future is going to 
be an electric vehicle in some fashion, or a fuel cell vehicle, and 
they’re all going to touch the grid. So, no different than any of 
your renewable energy resources, whether it’s onsite solar or your 
power purchase agreement, or green tariffs – all are going to have a 
massive impact on the grid. 

The fact is that the automotive industry is going through as 
much of a transformation – if not more and faster – than even 
the utility industry. As we transform transportation, we’re 
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also transforming our operations. And, as we develop the new 
technologies we’re putting into our vehicles, we need to consider 
how we leverage energy savings, demand response and renewables 
in our manufacturing footprint. Those are the things that I’ve 
linked together with our vision, so when I sit down with finance 
they can see the big picture. 

It wasn’t too long ago that I’d take a great idea to finance and I could 
tell they didn’t get it. Now I understand why. It’s because they really 
didn’t understand the role of sustainability in our business. They’re used 
to working with spreadsheets, asking about the cost and how it impacts 
profits and loss. They didn’t see the broader picture of our company in a 
much more sustainable future, and weren’t used to thinking about how 
these metrics have a key role in the company’s vision.

So, cleaner cars on a cleaner grid. That’s what I’ve shared with 
our teams. And, when I sit down with finance, our accounting and 
treasury teams, they can’t argue that it isn’t the right policy for us as 
we go forward. 
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One of the items I think is most important as you move forward 
with your renewable energy goals, beyond ensuring that your 
stakeholders understand energy’s role in the company’s vision, is to 
get them involved in what you’re doing. 

I’ve actually brought our financial, accounting and our treasury folks to 
ribbon cutting events and had them see the impact that these investments 
have on our communities, employees and local leaders. That way they 
see the whole picture. In fact, sometimes I don’t even go. I send someone 
from finance to the events, or to the plant, and let them see firsthand what 
the local employees and leadership see. It’s an important component of 
helping them understand the broader context and the long-term vision. 
They’re focused on short-term; month to month. These are long-term 
opportunities that the company is moving forward. So, help them get a 

good, solid mix of the short term and long term
It also takes perseverance. Like I said, the first time I went to talk 

about PPAs and other ideas that – I guess you would call crazy at the 
time – I got a lot of blank stares from finance. I walked out of a couple 
meetings and thought, ‘we’ll never get there; there’s no way we’re going 
to do that.’ You must have perseverance to work through it. 

It’s an educational process. You need to anticipate what they’ll ask 
and come with the answer. And they’ll probably give you another set 
of six questions, but you get the answers and you go back to them. 
It’s repetitive, but after a few visits, you’re going to see that they really, 
truly start to understand the importance of the program. 

And as I said, linking it back to the vision of the company is 
critical. That’s how you’ll get them past “no.”.  
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BUCON: We have talked a lot throughout the event about the importance 
of companies having a solid grasp on their primary motivations for 
wanting to purchase renewable energy. I think the logical follow-up 
question to that is, when companies do decide to purchase renewables, 
how do they actually go out and do that effectively and efficiently?  
And of course there are variety of options out there. We’re hoping to 
explore some of them, and other topics that answer that question, 
with our panelists here. First I want to ask, for folks in the room who 

need to make the economic case for renewables and can’t just rely on 
the environmental value, what advice can you give them as to how to 
maximize the economic benefits?  

BAUER: When I was preparing the proposal for our solar carport 
to the board of trustees, I was told that it needed to make sense 
financially, and that environmental attributes would not surpass the 
importance of economics in the eyes of the board. So I had to make 
it work financially, and I’m happy to say that this actually does work. 

And actually we hired an integrator, and I think that’s a really good 
idea. Even though I have a lot of contacts in the industry, I consulted 
on energy for BP and for hedge funds and so on, but there are people 
that specialize in this. We ended up with Customer First Renewables 
and they did the bidding process for us, and did a great job. I’m not 
saying they’re the only ones. There are several of these companies 
around. But, they helped us with the legal issues, they had a template 
for the contract and really important things that, frankly, I didn’t 
think about. 

BUCON: Keith, I think there are also probably a large handful of 
people in the room considering green tariffs as its a growing trend 
across the country. Given your experiences, what specific obstacles 
can you recommend that they look into and then what advice can 
you give them on how to address the obstacles that are generally 
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unique to green tariff programs?

WARNER: I think things have evolved certainly since we started 
utilizing green tariffs in 2011. For us, a lot of it was the why, and in 
those two specific cases where we developed green tariffs, we really 
wanted to work with the local utility, but what they had been offering 
wasn’t working for us. But after we went to them and explained 
what we wanted, they worked with us. So the lesson learned for us 
was it doesn’t hurt to ask. Not that it’s the only solution, but looking 
at the tariffs and structuring it, and utilities are starting to better 
understand what corporate America wants in terms of these tariffs, 
too. So don’t be afraid to ask for what you want. It’s not always 
that way, but I think more and more the utilities are looking to the 
future and looking to create products that will support it.

BUCON: Kyle, you work with a range of purchasers across the country, 
whereas Wolfgang and Keith primarily deal with their own unique 

RENEWABLE ENERGY SOURCING FORUM
SmartEnergyDecisions.com      21

“Utilities are starting to better understand what corporate America wants in terms of
these tariffs, too. So don’t be afraid to ask for what you want.”   

– Keith Warner, senior manager, utilities services and conservation, Boeing
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organizations. So from that perspective, from working with your clients, 
are you seeing any trends in terms of preferences for product types?

GOEHRING: That’s a great question. An example was brought up 
yesterday during the AWS presentation about Sean Kinghorn and 
what he did at Intuit. At their corporate campus, Intuit has a mix of 

both owned and leased facilities.
Their new headquarters is actually going to be a leased asset. It had 

an eight-year lease term on that. His request to JLL as we managed that 
real estate was, ‘I would like to have renewable energy for this site that 
is co-terminus with my eight year lease. Preferably, I’d like to have a 
facility that’s generating this energy within the short drive away from 
our headquarters.’ So we had to have something that was close by.  

Second, we had to have it where you could have the RECs included 
with the energy to Intuit so they could claim that. And you had to 
have something that was price competitive, meaning cost neutral or 
less, for his finance department. It was a difficult ask to check those 
boxes. Eight-year contract, the additionality, location and financially 
competitive.

Through that lens, we went out and we searched the market. We 
talked with a number of developers and we found one product that 
really met their need and met their goal. That was a unique situation 
where he wanted a great story to tell, and it’s something that the CEO 
and the leadership at Intuit took a lot of pride in. As a result of that, 
now they’re looking at other sites and other solutions that maybe 
don’t even make financial sense, but rather just add additional value 
to the sites. So we’re looking at carport solar in Arizona at one of their 
campuses to add that additional value to that campus and allow their 
visitors and employees to be protected from the rays during the hot 
season. It has really sparked a greater interest in their organization 
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looking at renewables. So, that’s a great example of an organization 
looking for the greater story. 

But not everyone has the same needs. We have a big media 
company we’re doing business with right now, and they simply want 
the lowest cost RECs. That’s their solution. We have to acquire those 
in the next two months, so we’re doing a lot of due diligence for that. 
That’s the story they’re going to tell for 2018 and that will evolve post 
2018, but that’s the plan at this point.  

BUCON:  And for the suppliers who are here, do you all have advice 
for them that would help them better address the clean energy needs 
of large energy users? Are the new and emerging options that are 
coming to market helpful? 

WARNER: Yes, absolutely. We’re not a huge energy user and so we 
don’t do tons of these deals, but we’re always looking at what’s next, 
and the market has come a long way. So, it’s great to have all the 

options that everyone’s bringing to the table.

GOEHRING: Options are great. We have a lot of different clients, 
very different goals. But overall, the real estate market is changing 
and people are looking for shorter term contracts with flexibility, 
flexibility in the termination value, and what can be done. We 
understand the implications for finance, but that’s what we’re trying 
to bring to our clients is flexibility and options.

BAUER: I would end with a simple observation that energy is money. 
It’s not time that is money. Energy is money. So to be truly sustainable, 
you can’t just be environmentally sustainable and invest in renewable 
energy, it also has to make financial sense, be financially sustainable. 
You can be a hero and you can be willing to invest extra money to be 
green, but you will retire eventually and for this to have legs for the 
long-term, you need to find a model where you’re also saving money 
in addition to lowering greenhouse gas emissions.  
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“Energy is money. So to be truly sustainable, you can’t just be environmentally sustainable
and invest in renewable energy, it also has to make financial sense, be financially sustainable.” 

– Dr. Wolfgang Bauer, distinguished professor and senior consultant, Michigan State University
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Looking at trends for new power generation, solar PV has 
become the global leader in net capacity growth. Not just 
here in the U.S. but across the world as a solution for power 
generation. And competition is continuing to drive the 

prices down. So we see renewables growing by about 1,000 gigawatts 
by 2022, which equals about half of the current global capacity in 
coal power that took 80 years to build. That’s really says something 
to me.

There is a bit of uncertainty happening in the U.S. solar market over 
federal tax credits and the international trade energy policies could 
have implications on the relative economics of renewables and alter 
their expansion over the forecast period, but as an engineer, these are 
things that I look at in addition to the overall cost of electricity. And 
it’s really quite evident where things are moving and still moving. The 
needle is still moving and going down. And for what I can foresee 
next, energy storage is going to have to come into play eventually. 

One example I see is in my work is in California, we have our 
Skunk Works site in Palmdale, and there’s a statewide goal in 
California of 50% renewables by 2030. That’s pretty big. And we have 
no coal, no nuclear power plants in southern California. We’re highly 
reliant on building more renewables on the power portfolio. So, at 
one point I was told, ‘okay, you can build max of up to one megawatt 
of renewables onsite without having to pay departing load charges 
and standby charges.’ And then finally they said, ‘hey, guess what? 

You are now allowed to build your solar farm to any size you want 
without the charges, but we’re going to change your on-peak rate 
period from 12 p.m. to 6 p.m. to now 4 p.m. to 9 p.m.’  This change 
in policy illustrates the impact of a high solar power portfolio where 
there is ample power when the sun is up ut not so much when the 
sun sets. Rationally, it now makes more sense to store your energy 
and discharge after 4 .p.m. when high demand charges take effect in 
Southern California. 

As you can see, the utility companies are planning for the long haul, 
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and they see where things are going, and they’re building up.
I also wanted to mention this Puerto Rican farmer that survived the 

Category 5 Hurricane Maria and had his water and electricity because 
of the solar panels he had installed years ago. That was something that 
was concerning for me to think about as we have onsite renewables. 
Survivorship in the event of a disaster is the kind of thing you kind of 
have to think about in terms of resiliency and having the capability to 
continue operations in the event of extreme weather. These are things 
that we think of as corporations, because we still have a business to run. 

So, that leads me next to business growth and retention, because 
in the end, at Lockheed Martin, we’re here for the long haul, too. 
We’re here to serve our customers but also to keep our resilience as a 
company, so we have to really look forward into the horizon. In that 
respect, I have to think about the question, ‘who are my customers?’ 
With the military, at one time, climate change was not such a bad 
word to utter. But now it’s become more like energy resiliency and 
national security and cyber threats and so forth.

The military realizes that they have to be here for the long haul, 
and they have to be ready at all times. During Hurricane Harvey, 
we had over a hundred F-35s that had to be staged in Fort Worth, 
Texas, as they had to clear out their bases in the affected regions. 
As the largest property owner, the government is inevitably going 
to get affected by these weather extremes, but they need to be ready 
to serve and lead a rescue operation as well. A lot of times, military 
personnel will be held back from their deployments so that they can 
help service the communities affected by disasters. 

That leads me to also ask, what are competitors doing? And it’s 
a question all businesses should be asking themselves in regard to 
energy. That takes it beyond just saying, yes, it is the right thing to do 
and will make good business sense, and it’s important to think about 
what your competitors are doing because even if even you aren’t 
doing anything, they probably are. And you want to stay and survive 
as a company. Rise up to the challenge we are facing today in order 
to remain competitive and promote affordability.  
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resiliency and national security and cyber threats and so forth.” 
– Rowena Striff, aeronautics energy manager, Lockheed Martin
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POSZYWAK: What are the main differences that you see in purchasing 
renewable energy in the U.S. and doing it in other markets?

POWERS: The U.S. market is a somewhat unique market in that our 
market has been supported by the federal production and investment 
tax credits for a number of years, and what that leads to is tax equity 
investors. Because developers don’t have tax liability to fully monetize 
those tax credits, they bring in the banks as tax equity investors, and 
then tax equity investors have sort of a control of the market in terms 
of the returns that they can get and the risks they’re willing to take, etc.

In other markets around the world, you don’t necessarily have a tax 
credit and a tax equity investor, so that’s quite different in the lending 
profile for the projects. Every market is different. You’ve got a feed-in 
tariff in one market, you’ve got a mandate in another market, you’ve 
got policies that are very against renewables in another market. So, it’s 
kind of different market by market. But, similar to the headwinds in 
the U.S., it’s kind of like how this summer I was building a sandcastle 
with my daughter and the tide’s coming in, and we’re digging a moat, 
and we’re trying to keep it, but there’s no stopping it. That’s what I 
think the analogy is for renewables globally. It’s getting cheaper, people 
want it, it’s the right thing to do and it’s moving forward.

POSZYWAK:  Great analogy. Among all of the regions you’ve been 
working in, where are you seeing the most activity or opportunities?

Q&A: Going global with renewables - International strategies and opportunities
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POWERS:  Well the U.S. is still a great market. Still doing a lot in the 
U.S. But other good markets, there have been a couple over the last 
year. I’d say the Mexican market and the Indian market are probably 
the top two. Particularly Karnataka in India, that’s an area that has 
had some really strong incentives for offsite renewables.

So I’m going to focus mostly on offsite, because there are onsite 
renewable opportunities everywhere. In almost every continent in 
every market you’re going to find some good onsite opportunity 
depending on your roof or your land or local incentives. But, it’s 
really hard to talk generally about that because even within the U.S., 
state by state, you can have such different policies.

So in terms of offsite opportunities, we’ve seen a bunch in 
Karnataka, India, which had a lot to with a great incentive in the 
region. We’ve had 20 or 30 corporate customers of ours sign PPAs 
or finalize their PPAs in Karnataka for offsite over the last year. In 
Mexico, we’ve seen quite a bit as well. There’s a separate incentive, a self-
supply incentive in Mexico that’s made that really attractive, but both 

of those programs are kind of 
winding down.

The most interesting and 
attractive market outside of 
the U.S. right now I would say 
is Australia.  For those who 
have load in Australia, power 
prices in the last year have 
gone from about 50 Australian 
dollars to 100 and they have 
a REC that is valued at $80. 
You can do a PPA for $60 or 
$70. So, there’s a shocking 
economic argument to do a 
long term PPA in Australia. So if anyone takes one thing from the 
talk, it’s if you’ve got load in Australia, you need to be looking at 
renewables because it’s kind of a slam dunk, a no brainer.    
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POSZYWAK: The trend you mentioned regarding the popularity of 
virtual power purchase agreements is one reflected in the report 
we published this summer on our renewable energy sourcing 
survey.I think that a lot of people feel that and see that happening. 
What is your perception of why that is the case, specifically based 
on the interaction you have with your customers? Tell us a little 
bit about that.

CHADWICK: Well, I think it’s customer awareness and that’s driven 
by a lot factors. One is that there has been a sea change in the level 
of customer awareness and education and knowledge in this space, 
even just within the past 12 months. You’ve got a lot of customers 
who are saying ‘I know about this and I want to know what you 
can do to help me meet my objectives,’ and that’s huge. So, I think 
customer awareness is what’s really driving it.

And as your research pointed to, in the last three to six months 
here, it’s really expanding the addressable market or the customer 
base. So mid-cap and small-cap, that’s the next tier, or next frontier of 
customers that are starting to look for solutions in this space. I think 
that’s fantastic for the industry. It’s fantastic for the environment and 
the climate, and renewable energy development in North America 
in general. But, I think it also means we’ve got a new set of solutions 
and a new set of challenges in how we find a way to link increasingly 
smaller, at least in terms of their electric load, corporate customers 

to the best offsite projects, the best onsite projects and the best 
sustainable solutions that are out there.

POSZYWAK: One of the things we found in our research is that a lot 
of companies are just getting started in renewable energy. Many of 
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them in that size range that you mentioned are often passing the 
traditional path of starting with RECs and then moving on from 
there. We found that for a lot of people their first actual step into 
renewable energy is a PPA. I think that speaks to a lot of different 
trends, but what is your reaction to that?

CHADWICK:  Well, I’d credit that to, first, economics, to state the 
obvious. The decision to enter into a renewable energy PPA five 
years ago was one that was a much more difficult one to make for a 
corporate off taker or a municipal offtaker. 

There’s also an impressive collection of early adopters who have a 
view of themselves as world changers to a certain extent. They want 
to evangelize and highlight the power of the PPA structure both 
onsite and offsite to their business, and they want everyone to follow 
suit almost in a sort of corporate citizenship sort of way. I think that’s 
been massive and causing the growth.

It may surprise people to hear a physical energy supplier say this, 

but I think you have to mention the role of the adviser and broker 
community in helping this boom. These are complicated transactions, 
and that complication leaves a lot of corporate offtakers on the side 
lines; certainly, those that aren’t the biggest with 20 or 30 person energy 
teams or sustainability teams driving this. So, having this community 
of folks who are equally committed to making large scale renewable 
development in the U.S. happen and finding corporate offtakers that 
will make that happen has been very important as well. 

But, I’d caution everyone here to not get carried away with the 
large PPA structure or the virtual PPA structure. They aren’t for 
everybody, and I certainly think that physical solutions, where 
possible, are something you need to look at as well. 

POSZYWAK: What are some of the pros and cons that you see in the 
PPA scenario for corporate buyers?

CHADWICK:  Well, I have some critiques on the virtual PPA structure, 
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but those critiques are far outweighed by its importance and its power. 
There’s something like seven gigawatts of renewable development in 
the U.S. in the last three to four years on the backs of corporates. 
That is just a crazy number. If you had asked me five or 10 years 
ago if we’d see that amount of renewable development being driven 
directly by corporate America, I would have said there’s no way. And 
that has happened because of the virtual PPA. That’s amazing and it’s 
something I think that we’ll remember 20 years from now looking 
back in the energy space as a watershed moment in renewable 
development in the U.S. and the change toward a more sustainable 
future, and I think it’s massively important. 

That said, I think there’s room for improvement. I think the virtual 
PPA’s greatest strength is also its greatest weakness, and that’s the fact 
that it’s completely divorced from the real world. The physical energy 
marketplace, both at the wholesale level and the retail level, is an incredibly 
complicated place. I think those in this room know the complications at 
the retail level. All that complication means that getting a transaction 
done in the middle of all that is also incredibly complicated. There are so 
many moving pieces and it can be very difficult to understand. And the 
virtual PPA has said, ‘let’s actually forget all of that.’ What the developer 
needs is a fixed revenue stream so they can get a project built, and that 
fixed revenue stream doesn’t need to flow through the actual market 
that it’s a part of. If we can just take it outside of that, wouldn’t that be 
simpler? And the answer is yes. And the result is 7 gigawatts or whatever 

the number is of new development. 
I think what we’re starting to see, and I think there are plenty of us 

that are embedded in the wholesale marketplace that would have some 
‘I told you so’ moments or Monday morning quarterback moments, 
is a lot of those virtual PPA transactions that folks have entered into 
weren’t exactly the transactions they thought they were entering into. 
And it’s because of all of that complication in the wholesale and the 
retail energy market. Concepts like basis risk, unit contingent risk, and 
how that relates to what most of the people in this room understand, 
which is buying energy for their retail meters and all their retail 
accounts. That product that you buy at your meter is one that, one, 
is actually delivered to your meter; but two, is one that is generally 
load following and full requirements. It doesn’t matter how much you 
consume, but when you consume it, you’re going to be getting that 
energy and you could choose to be getting that energy at a single price, 
and you know what that price is. That’s an incredibly different financial 
situation than a unit contingent renewable price that you’re seeing at 
some zone that’s maybe states and grids away from where your load is. 
I think it’s that complexity that people are now seeing as causing some 
issues with the virtual PPA structure. 

POSZYWAK: Another interesting thing that we found in our study 
kind of talks about the expanding procurement options. Given the 
critiques that you have of that particular option, what are some of 
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the alternative options? 

CHADWICK: There are maybe three categories. They’re all related, 
but I’d highlight once again the importance of looking behind your 
meter first. I think you guys have found in particular that people, 
you mentioned this earlier, were just by passing that and saying this 
virtual PPA or large scale PPA can solve all my problems in one fell 
swoop. To a certain extent it can, but I think you should be looking 
to be more efficient first, and looking to see if behind the meter 
solutions could fit the bill.

I think a second option, and one that is a topic of a lot of debate 
at gatherings like this, is whether or not shorter-term offtakes off 
existing assets could meet your needs. Getting the renewable energy 
certificates and the energy off of a physical asset, one that’s close to 
you and has already been built, I see a lot of value in that. There are 
certain companies that have an objective of wanting to support only 
new build projects, and I think that’s fine for those that have that 
objective. However, I think we need to find a way to make renewable 
procurement off existing assets something that’s very real and very 
beneficial both to the end user and to the push for renewable energy 
in North America, and I think we can do that.

Lastly, I think you have what’s really been driving the growth, 
which is large-scale offsite procurement and ways to make that 
better. I think wherever possible, users interested in a virtual PPA 

structure should be finding a way to have that delivered to them on a 
retail bill wherever possible. I think if you can turn that virtual PPA 
into a physically delivered product such that you know what you’re 
getting every time your meter spins, you’ve gotten a better outcome. 

Now, that’s not going to be possible everywhere. You’ve got loads 
across regions, across utility zones, regulated markets, deregulated 
markets. I would challenge all of you that are interested in virtual 
PPAs, the next time you’re looking at a virtual PPA, see if there is a 
way to have it physically delivered to your meter. I think there are a 
variety of reasons why that’s a preferred solution.  
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