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Collaborating for a Net-Zero Future

As the Smart Energy Decisions community of large power users continues to create and execute 
renewable energy sourcing strategies and sustainability goals, we are proud to play our part in 
helping these organizations tackle their latest challenge: the need to decarbonize and reach their 
carbon emissions targets.

Using our proprietary SED Virtual EventHub, the 7th edition of our Renewable Energy Forum, presented  
June 7–10, 2021 proved to be our most successful virtual event yet, bringing together buyers and suppliers to 
explore “Collaborating for a Net Zero Future.” The event, June 7-10, featured educational sessions, buyer-only 
peer-to-peer and Town Hall gatherings, and exclusive one-to-one meetings between buyers and suppliers.

This Insights report, part of our continuing series, offers excerpts from each general session to give you a  
taste of the thought-provoking content, as well as the spirit of collaboration in evidence throughout the event. 
We’re extremely grateful for the ongoing support of the SED Advisory Board, as well as our speakers, sponsors, 
and of course, our buyer attendees. 

As proud as we are to have played a part in keeping the industry connected with our virtual events, we are 
thrilled to announce that the 2021Winter Edition of the Renewable Energy Forum will take place IN 
PERSON on December 6-8,2021 at the Hyatt Regency Huntington Beach Resort and Spa in California.  
Buyers can click here for an application to attend. Suppliers can click here to explore sponsorship opportunities. 
We hope you’ll join us in December for a welcome back to the community you won’t want to miss!

Cordially,

 
Debra Chanil 
Director of Research & Content 
debra@smartenergydecisions.com

https://events.smartenergydecisions.com/REF21Winter/home
https://events.smartenergydecisions.com/ref21winter/begin
https://events.smartenergydecisions.com/ref21winter/sponsorapplication
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FAILLA: You’ve been building a global renewable energy portfolio for  
Mars. Describe the journey, starting with your activities in the U.S. and 
expanding on what you’ve done in Europe and other parts of the world. 

TAYLOR: The U.S. was the first market in which we did a major PPA.  
In 2015, prior to my time at the company, Mars executed a large wind  
farm in Texas. At the time, it covered 100% of our national electricity 
needs. Looking back over six years, it was a fairly novel deal structure, 
considering the VPPAs and contracts for difference (CFD) that are 
commonplace now. 

That project really set in motion a global perspective to address our 
renewable energy needs through large offsite deals. Where those weren’t 
available, we looked for alternative deal structuring options like onsite, 
behind-the-meter, shorter-term, and other piecemeal compilations to 
achieve as much renewable energy coverage as possible in any given 
market.

After the U.S. we executed a deal for a wind farm in Scotland to cover 
our U.K. electricity load, a wind farm in Mexico to cover the entirety of  
our electricity load there, and just this year we finally reached commercial 
operations on a large solar farm in Australia. We have a number of other 
recent deals executed through our global team to form an extensive 
pipeline throughout the world. 

FAILLA: Tell us about the different approaches to sourcing renewables in 
different markets across the globe. 

TAYLOR: There are certainly commonalities in the way you would  
approach evaluating different markets and deal structures, fundamentally 
understanding the technology platforms, and interfacing with commodity 
markets. But that’s where it ends. 

Renewable energy, and energy in general, is one of the most hyper-
localized commodity markets. Therefore, the way energy is bought and 
sold, key market participants, deal counterparties, and regulatory 
environments all differ between markets—particularly between more 
developed and more deregulated markets in the U.S., the RTO and ISO 
environment, Western Europe, and some emerging markets. 

It’s interesting because you can have situations in which you have 
markets with highly developed renewable energy sectors from 
manufacturing, development, and EPC perspectives, but the regulatory, 
commercial, and contracting environments make contracting renewable 
assets bilaterally difficult. One of my key lessons is to not assume  
that the process I underwent to sign a deal in Texas or in a deregulated 
market elsewhere will perfectly transpose to another area. It requires 
taking a unique approach and assessing every market to understand  
the stakeholder and regulatory landscape, the market design and  
risks, and the sourcing solutions when you’re building out your overall 
commercial market strategy to get the best deal structure for  
your company. 

It’s often a hyper-localized process, subnational in many cases. For 
example, we just executed several deals in India where, effectively, every 
state was an entirely different and unique energy market in which we had 
to develop a unique sourcing strategy whether it was onsite or offsite, and 
how that interfaced with various policy and regulatory dimensions—
specifically those that underpinned the economics of the deal such as tax 
avoidance. I think that’s one of the most challenging and exciting parts of 
building a global portfolio of renewable energy deals; you may have a 
unique start-from-scratch process in every market you enter. 

There are some markets in which you fundamentally do not have an 
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obvious contracting option to cover 100% of your energy needs. In many, 
there is no such thing as an executable offsite bilateral PPA. In those 
situations, I’ve steered us towards onsite, behind-the-meter solutions and 
then we wait and see. It’s a kind of holding pattern approach with the hope 
and/or expectation that these markets will further liberalize and allow for 
bilateral offsite deal contracting to provide that full power coverage. Mars’ 
sustainability sourcing policies work in tiers. Our first option is to have a 
direct contract path to an asset we can point to and say, “This is the 
renewable source for our energy needs in this market.” We would look to 
buying unbundled attributes as a last resort. Sitting in our commercial 
division and thinking about the best sourcing strategy in terms of 
economics and risk while ensuring adherence to those sourcing policy 
guardrails, I always look for a direct bilateral contracting option with a 
renewable asset as the optimal outcome.

FAILLA: What are the biggest challenges you face in building out this  
global portfolio? 

TAYLOR: The single largest challenge is identifying sourcing solutions  
that work commercially from a renewable energy credibility and 
verification standpoint. But the sheer scope and scale of our targets  

is also a challenge. We have an incredibly ambitious approach and an 
organization from top to bottom that is sincerely committed to hitting 
those targets. Tremendous resources are needed and there’s a lot of work  
to be done, so it’s a great challenge—very exciting and very stimulating.  
I love my job every day. But when you look at a global portfolio like ours 
and recognize that you have to cover 100% of that by 2040, you see it’s a 
significant lift. 

Opening Keynote: Building a Global Renewable Energy Portfolio
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“One of my key lessons is to not assume that the process I underwent to sign a deal  
in Texas or in a deregulated market elsewhere will perfectly transpose to another.  
It requires taking a unique approach and assessing every market to understand the 
stakeholder and regulatory landscape, the market design and risks, and the sourcing 
solutions when you’re building out your overall commercial market strategy to get the  
best deal structure for your company.”
—Zephyr Taylor, Global Director of Renewable Energy, Mars, Inc.
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CHANIL: Dana, what were some of the biggest challenges in starting  
your business? 

REDDEN: Certainly capital—a familiar answer for any entrepreneur.  
There’s also been very stark discrimination and barriers, whether that’s 
being ignored a board meeting, other microaggressions, or full-out 
discrimination. I’m not going to pretend that hasn’t been an impactful 
part of my journey, which is why I feel it’s so important to do our work 
and make sure to tell our story to make it better for those coming along. 
There’s always a challenge to leveraging that negative energy towards 
something good, but it’s given me the opportunity to really zero in on  
my allies. The ongoing conversation and opportunity revolve around 
recognizing the value of having diverse teams. 

CHANIL: What about surprises? What surprised you in this journey to 
forming your company? 

REDDEN: It’s nice to have some validation. I’m not sure why it catches  
me by surprise, but it’s nice to hear. Getting that feedback from the 
stakeholders in our program, the community, our corporate buyers, solar 
developers, and the market is powerful and just what we need right now. 

CHANIL: Ajulo, what’s been surprising to you? 

OTHOW: I echo everything Dana said about the market starting to gain 
greater awareness of equity issues. It’s taken much struggle and sacrifice to 
get to this point. I’m surprised by the amount of openness today because 
we have traversed this struggle before. I see this as a narrow window of 
opportunity, not necessarily a seismic shift in direction. Thankfully, many 
companies and professionals are stepping in to make the topic of diversity 
more sustainable. Biden’s Justice40 Commitment to Combat 

Environmental Racism is bringing focus to the issue on a policy level, 
helping drive discussion around equity, which is encouraging to me. 

CHANIL: Ajulo, what else do you see happening on the policy and 
regulatory front? 

OTHOW: I see a much more nuanced conversation around our transition  
to clean energy. That’s really important because we don’t want to carry 
over inequities that leave behind coal communities and those heavily 
reliant on fossil fuels. I’m glad to see more discussion around how to make 
this transition equitable. Obviously, I’m also excited about the Clean 
Energy and Sustainability Accelerator Act, which would support existing 
community-based financial institutions, including minority-serving 
depositories, to enable more clean energy lending and product 
development to meet the needs of this thriving marketplace. 

REDDEN: The focus on smart grids, microgrids, redundancy, resiliency, and 
security is also important as we experience more extreme weather events, 
particularly in BIPOC communities. When the weather skyrockets to 115°, 
what are folks without AC going to do? 

I’m glad to see such conversations happening. Creating greater resiliency 
in communities must be a priority. Distributed generation is one way to 
create a more reliable power source. I’d love to see more support for solar 
in particular. Talking about surprises, I was excited and encouraged to see 
FERC Order 2222, which will help provide a variety of benefits including 
lower costs for consumers through enhanced competition, more grid 
flexibility and resilience, and more innovation within the electric power 
industry. This is the signal that I was personally longing to see and that the 
market needed to ensure that DERs have a place in our overall strategic 
energy plan. My motivation is to make sure that those assets are in 
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“It’s taken much struggle and sacrifice to get to this point. I’m surprised by the amount of 
openness today because we have traversed this struggle before. I see this as a narrow window 
of opportunity, not necessarily a seismic shift in direction. Thankfully, many companies and 
professionals are stepping in to make the topic of diversity more sustainable.”
—Ajulo Othow, Founder and CEO, EnerWealth Solutions, LLC

communities of color so that they benefit as well. 
The private sector also can continue to lead in its approach to climate 

change. I want to encourage the private sector to really look at doing 
environmental, energy, and climate justice. I believe that every private 
sector actor with a sustainability target should pair an environmental 
justice goal with it. That’s the type of signal that I want to see next to 
achieve greater resiliency in our communities. 

CHANIL: I know that BOSS is a passion project for both of you. Dana,  
tell us what it stands for and what you’re trying to accomplish.  

REDDEN: BOSS is Black Owners of Solar Services. It came about as an 
opportunity to join together and create a community. Many times, people 
would think that I was the only one out here doing this, but there are 
actually a lot of us. In talking to Ajulo and several other leaders and 
colleagues in the space, I thought that last year was a good time for us to 
come together in a formal way because we are bringing immense value to 
this industry. Unfortunately, the latest iteration of the solar industry has 

followed an inequitable path. BOSS brings attention to the need for  
a more diverse industry and seeks to understand what’s needed to meet 
that goal. 

Keynote: Inspiring Diversity in Energy
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FAILLA: Everyone knows community solar is out there, but if you ask  
10 different people to define it, you’d probably get 10 different answers. 
What’s your elevator pitch on the definition of community solar? 

SUTTON: Community solar is a continuously evolving sector within 
renewables showing exponential growth. It’s small- to medium-sized solar 
projects that sit decentralized all over the grid rather than on individual 
customer sites. The interaction with the customer is solely through a piece 
of paper that allows them to receive a guaranteed savings on their electric 
spend—almost like Groupon. 

From a political perspective, community solar is a great way to increase 
the amount of solar on the grid through local projects, rather than through 
one giant B2B deal. It allows democratizing access to solar across multiple 
types of residential and commercial customers who otherwise wouldn’t be 
able to reap any of the renewable energy benefits and savings that other 
customers enjoy. I think it’s been incredibly popular because it checks the 
RPS and equity boxes that politicians love and, honestly, makes for a 
successful program from all viewpoints. 

FAILLA: And it checks the cost savings box for the customer, which is key. 
The promise of community solar has been discussed for several years. 
Where’s the community solar market today? 

SUTTON: We’re smack in the middle of a tremendous growth cycle.  
We have four primary states active today and then dozens with extra 
programs. Thinking about how many megawatts have gone into the grid 
already, we reached about 700 MW last year during the pandemic and are 
closing in on 3 GW as an industry. Tremendous growth will continue 
regardless of a highly fragmented market. Each state has its own program 
and nuance on how to do it and we must work within those confines. 

When you’re not doing something on a national scale programmatically, 
that growth is even more amazing. 

FAILLA: The highly fragmented nature of this is really interesting.  
What’s your sense for today’s key trends in community solar? 

SUTTON: The fragmented community solar industry requires constant 
education as we work with customers and with the various organizations 
creating these programs in the PUC (Public Utilities Commission) or 
elsewhere. We work to ensure that everyone has access to the programs 
and that the customers understand the nuanced differences between  
them and when to sign up. There’s a lot of education that goes on behind 
the scenes. 

We’re seeing a shift towards much more friendly customer agreements. 
Back in 2015, we were signing deals like an onsite PPA with a fixed  
price bill credit. You were asking the customer to gaze into their  
crystal ball to predict how much the bill credit will be worth when they 
had no context. Today, we’re evolving to something where you’re 
guaranteeing savings no matter the bill credit value and that’s a great  
shift forward. 

Community solar has become significantly more available to a wider 
swath of customers. There’s a lot happening but customer agreements have 
generally opened up to more folks with less risk to the individual. I think 
financiers are finally starting to understand that community solar is not 
exactly like onsite solar VPPAs. Customer flexibility translates into 
flexibility for the developer.  

From the developer landscape, we have more focus on low-to-moderate-
income (LMI) customers, which makes it more difficult to fill up their 
projects quickly and easily because they must consider how they qualify  

Executive Interview: : Capitalizing on Opportunities in Community Solar
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“We’re smack in the middle of a tremendous growth cycle. We have four primary  
states active today and then dozens with extra programs. We reached about 700 MW  
last year during a pandemic and are closing in on 3 GW as an industry. Tremendous  
growth will continue regardless of a highly fragmented market.”
—Miro Sutton, Managing Director, Renewable Strategy and Origination, NRG Energy

Executive Interview: : Capitalizing on Opportunities in Community Solar

for and maintain the LMI status. That’s one area where we’re helping 
developers. They’re also dealing with increasing grid and interconnection 
considerations, studies triggered by community solar. We’ve seen this in 
Massachusetts and now it is starting in Maine. It’s something to consider 
though, that for the most part, those processes are resolving favorably for 
the industry. I’m optimistic that stakeholders can learn from some of our 
past experiences and start mapping those lessons into future markets from 
the get-go. 

These programs are incredibly geographic and so important geography 
matching is taking place. For example, in Minnesota we have a county-
based system in which we must match the county of the project to the 
customer. That makes for an interesting game when you have hundreds of 
sites for an individual and need to match specific projects. It’s like solving a 
Rubik’s Cube. But other programs are starting to simplify this process so 
it’s trending in a positive direction where, if you’re in the same utility zone 
within the same state, you’re going to qualify. 

FAILLA: You touched on some of the key benefits that customers are deriving  
from community solar. Tell us more about the cost savings.

SUTTON: Obviously, the economic conversation is tremendous. Customers 
are able to get guaranteed savings on their utility spend without having  
to put at risk any dollars. It’s super simple—“Here’s 10% off your electric 
spend. Take it.” That’s been a really attractive value proposition in the 
latest evolution of the market and it’s helped open up a lot of doors that 
otherwise were closed to the industry.  
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FAILLA: What is your current role at Bucknell?

UDO: In the position of Director of Sustainability, I chair the President’s 
Sustainability Council, working with students, faculty, and staff to 
complete and implement Bucknell’s overall sustainability plan. We are 
actually developing a 10-year plan driven by the University’s goals to 
become carbon neutral by 2030 and to try to become a net zero-waste 
institution. We have an ecological conservation/restoration group that  
is working on tree planting, sustainable farming, human and nature 
connections. We are also working to implement an ESG (Environmental, 
Social, and Governance) plan that includes socially responsible investing. 
It’s been great on both a personal and professional level. Being at the 
University now, working with students to help them to be leaders of the 
future is very interesting. 

FAILLA: Let’s start with an overview of Bucknell’s sustainability plan and 
the role that renewables will be playing within it. 

UDO: Sustainability has been a focus for Bucknell for a long time and 
renewable energy is a key part of us becoming carbon neutral by 2030. As 
a small, private, residential college in central Pennsylvania, our students, 
faculty, and staff are passionate about technology and environmental and 
social issues. Bucknell is so blessed to have alumni who have become great 
leaders in different corporate environments including in large companies 
like Walmart and Home Depot or in starting their own business. They are 
doing well and come back to contribute including enabling our renewable 
energy projects. They’re doing a great job. 

I joined Bucknell in September 2019. Even then, there was a lot going  
on in terms of sustainability. My first assignment was to lead the 
completion of an ongoing sustainability planning process as stipulated in 
the university’s strategic plan and to show results. The strategic plan called 

for waste reduction, energy efficiency, biodiversity, natural habitat and 
commitment to carbon neutrality.We started by forming four working 
groups to perform simultaneous planning and implementation.  
The working groups included student, faculty, staff, and volunteers— 
about 60 in just one of them. We tried to be as specific as possible.  
For example, what does waste reduction really mean? We set a target to  
be zero waste but that doesn’t mean we have to reduce waste to complete 
zero. Instead, we considered the industry definition of diverting at least 
90% of your waste from the landfill. 

We did the same with carbon neutrality and formed three subgroups,  
one of which focused on how to power the campus with renewables to 
decrease carbon emissions and increase efficiency. Another investigated 
carbon pricing and what kinds of offsetting made sense to purchase. We also 
thought about how to achieve Scope 1, 2, and 3 emission reduction goals. 

Before I came to Bucknell, my colleagues already had an energy master 
plan that identified four areas for potential solar projects and sought RFPs 
for 25- to 30-year PPAs from four different companies. Encore Renewable 
Energy of Vermont was the best in terms of experience and cost. We 
decided to start with a 1.6-MW solar project across seven acres to reduce 
our use of fossil fuels by 8%. If we find it’s effective, we’ll consider installing 
solar on the other three sides of campus. 

FAILLA: I find the working group approach to be fascinating because you 
have students, faculty, staff, and volunteers working together. You’ve really 
engaged the entire community. Let’s talk more about this solar project.  
I know it took close to two years to get going. 

UDO: Bucknell has always been at the forefront of environmentalism, 
focusing on reducing our dependence on fossil energy. We solicited our 
RFPs in late 2018 and early 2019. Encore’s CEO and COO are both 

Keynote: Bucknell’s Renewable Energy Journey 
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“We decided to start with a 1.6-MW solar project to reduce our use of fossil  
fuels by 8%. If we find it’s effective, we’ll consider installing solar on the other  
three sides of campus.”
—Victor Udo, Director of Sustainability, Bucknell University

Bucknell alumni, though the main reason we chose them was, as I said, 
their low cost and vast experience. They understood the project well. 

Bucknell is in Buffalo Township, which had no ordinance for installing 
solar. This project was used as the test case for creating a solar planning 
and zoning process. We had to have students, faculty, and community 
members testify. Some people said we shouldn’t be doing it and others 
realized it was positive for the environment. In the end, a good ordinance 
was approved, and eventually so was the project and we broke ground. 

The pandemic and resulting challenges that universities globally are 
experiencing helped bring forth the concept of being budget-neutral as  
we move from fossil fuels to renewables. This project is a clear example 
that it’s possible to implement clean energy for the same cost or cheaper 
than fossil fuels. It’s helping us reduce our utility bills without spending 
upfront costs. We think this kind of model will allow us to do more 
renewable development.

FAILLA: Financially responsible renewable energy: I think that’s what 
everyone’s in search of. So, congratulations on the persistence that was 
required to get that project going, Victor. 

UDO:  Thank you, John. I think the credit actually goes to my colleagues.  
I joined in the middle of the process. The faculty, the staff, especially my 

colleague Jim Knight, the facility teams at Bucknell, everybody has done  
a great job and we are very happy. It’s a win-win project for the local 
community, the global environment, and the University community.  
And it’s also going to be a learning opportunity for students. They’re  
going to see the practical aspect of this project. We also celebrate the  
fact that our alums came back to do this for the community. It’s a good, 
good story. 

Keynote: Bucknell’s Renewable Energy Journey 
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CHANIL:  I want to start by setting a level playing field with some 
definitions. Since we’re specifically digging in on value chain emissions  
as part of Scope 3, define that for us. 

CANOY:  Thank you for asking because I think it is important to cover 
these definitions frequently, since Google translate does not yet convert 
greenhouse gas accounting language to plain English! A company’s 
greenhouse gas footprint can be broken into three components. Those are 
called scopes. Scope 1 is the direct emissions from burning fossil fuels in 
your facilities, such as natural gas for heating buildings. Scope 2 is the 
indirect emissions from purchased electricity and steam. Scope 3 is the 
indirect emissions from upstream and downstream activities that are 
outside of your operational boundaries, such as transporting, selling, 
using, and disposing of your product. While I try not to be a stickler about 
semantics, there is a difference between supply chain and value chain. 
Supply chain refers to things that are upstream of your organization— 
so everything that it takes to make your product or service. Value chain 
means that it is both upstream and downstream. 

CHANIL:  Let’s dig a little deeper on the value chain emissions picture. 

CANOY:  Many companies find the bulk of their footprint lies in Scope 3, in 
those value chain emissions. To illustrate this concept, it’s easiest to think 
about a specific product. I once heard from a CPG company that tea is one 
of the most frustrating products that they sell from a carbon perspective. 
Why? The bulk of the emissions were not in growing the tea leaves, 
though that was part of it. The bulk of the emissions are not in packaging 
it, transporting it or selling it. The bulk of the emissions came from 
boiling the water to make that cup of tea. So, this is a case where you  
have to think about value chain rather than just supply chain. 

Now, why do I need to allocate resources and brain space to emissions 

that are outside of my operations? As part of the United Nations 2015  
Paris Agreement, world leaders highlighted the critical importance of 
remaining at or under 1.5 degrees Celcius temperature change in order to 
avoid some of the grim effects of climate change. The U.N. then invited the 
Intergovernmental Panel on Climate Change to write a report which came 
out in 2018. Spoiler alert for those of you who have not read all 630 pages 
of it, in order to meet that 1.5 degree temperature change limit, global 
emissions need to decline from our 2010 levels by 45% by 2030 and reach 
net zero by 2050 and thus a buzzword was born: net zero. For such a 
dramatic decline in emissions to occur, it is necessary not just for national 
and state and municipal governments to make Scope 1 and 2 targets, but 
it’s also necessary for companies to make aggressive Scope 1, 2, and 3 
emissions targets. 

There are three important components to addressing value chain 
emissions. Those are measurement, materiality, and engagement. It’s easy 
to see why measurement is very important. You know, what gets measured 
is managed and obviously very important, but is arguably one of the 
toughest things to do in all of climate action. Materiality is the concept that 
you should focus your reduction efforts on the largest source of emissions 
in your footprint. But, sometimes the largest source is not necessarily 
something that you can influence—for example, that cup of tea. So, boiling 
the water for the tea may be the largest source of carbon, but converting 
consumer households to renewable electricity or natural gas would not be 
a practical use of that company’s time and, of course, suggesting a cold cup 
of tea is blasphemous! Materiality in this case would lead that company to 
focus on the second or third largest source of emissions where they likely 
have more influence. The third component of addressing value chain 
emissions is engagement, which is where you step out of your analysis 
paralysis and you talk to your suppliers, your vendors, and maybe even 

Executive Interview: A Guide to Addressing Your Scope 3 Value Chain Emissions
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“Measurement is…essential for getting you pointed in the right direction for 
reductions, and it’s critical to measuring the success of your Scope 3 initiatives.”
—Katherine Canoy, Director, Energy and Climate Practice, 3Degrees

your customers about lowering their Scope 1 and 2 emissions, which then 
addresses your Scope 3 emissions. 

Looking closer at measurement, it’s essential to get you pointed in the 
right direction for reductions, and it’s critical to measure the success of 
your Scope 3 initiatives. Industry life cycle assessments can be a great way 
to start, in order to discover the largest sources of emissions in your value 
chain. Many products out there have existing LCAs that are publicly 
available, but it’s important to note that they’ll use either industry average 
data, which is called secondary data, or data that is specific to a product 
that might be different than yours. 

A way to get one step more granular is by measuring your Scope 3 
emissions using data that you have readily available. You can take your 
company purchases, or your economic data, and multiply it by industry-
standard emissions. That’s a completely acceptable way of measuring your 
Scope 3 emissions. The challenge is that when you do identify and roll out 
successful reduction initiatives, you won’t be able to quantify your successes 
if you continue using those industry-standard emission factors. It just won’t 
capture your success. So, the idea then is to get more primary, supplier-
specific information. A challenge there is that members of your value chain 
may not have the resources or the time to gather the detailed information 
that you might need to make specific calculations for your Scope 3 emissions. 

That brings us to a very important point about perspective. You know 
the saying of walking a mile in someone else’s shoes and how important 
that is? Well, it’s just as important in climate action as it is in every other 
aspect of our lives. Sitting in a different place in the value chain can mean 
different pressures, resources, and amounts of leverage. And cost is 
typically top of mind for any new initiatives, including carbon reductions. 
You’ll need to reach the right decision-makers to show them a business 
case for climate action. 

Executive Interview: A Guide to Addressing Your Scope 3 Value Chain Emissions
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FAILLA: When you think about the transformation related to the energy 
transition, what do you picture? 

BORSTEL: Historically, sustainability has lived within sustainability offices 
and chief sustainability officers. But when you think about what it takes  
to decarbonize and achieve net zero, it requires a massive transformation 
similar to the scale of, say, a major IT transformation, and yet it’s often 
significantly less funded. A lot of the work is around determining what 
you need to invest to achieve the goals that you set.

There are two components of transformation that I work with. One is 
just the technical transformation—the mobility, efficiency, and renewable 
energy solutions needed to hit those goals. IT plays an important role as 
well. Data is crucial to measure and manage greenhouse gas emissions and 
enable setting targets and tracking progress along the way—how much are 
we investing and what returns are we getting? Those are data decisions. 
The CFO’s office plays a critical role in determining how to finance those 
decarbonization solutions. Particularly, procurement organizations in 
Scope 3 emissions need to consider how they’ll engage their suppliers in 
helping reduce their Scope 1 and 2 emissions. 

The second component is the human and organizational systems inside 
the organization. Internal marketing is important to craft a narrative 
authentic to the company that will engage employees. These systems must 
transform through designing programs to engage their entirety and align 
ownership across all parties. The scale of the challenge requires 
involvement from all disciplines. Senior leader champions must provide 
inspiration and marshal the resources and focus to make it a priority. 

I love helping clients reframe sustainability from something obscure or, 
as one client said, “carbon pixie dust” to something they can become 

experts in—at least in the context of their organization—and realize the 
strong benefits, financial and otherwise. 

FAILLA: What is ENGIE Impact’s definition of net zero?

BORSTEL: Definitions, particularly around net zero, are evolving. There  
are groups working on those and the science-based target initiative. 

The term carbon neutral is about 20 years old and refers to balancing 
emissions on an annual basis—emitting and preserving a certain amount 
of carbon. Going back to 2000, companies like Google, Dell, and Pepsi 
started implementing carbon-neutral goals employing renewable energy 
and reduction projects to improve energy efficiency. They helped pioneer 
today’s clean energy infrastructure. However, they primarily focused on 
Scope 1 and 2 emissions and heavily relied on offsets using renewable 
energy credits as the main vehicle to reach their goals. 

These early companies also lacked a long-term vision and missed the 
idea of a science-based target. The 2016 Paris Climate Accord produced 
the gift of a long-term goal that became a rallying cry. Also, sustainability 
writer Andrew Winston advocated in his book The Big Pivot for 
companies to set science-based targets to determine how much carbon 
they can remove from their emissions and contribute to reducing climate 
change. The planet doesn’t care about who is doing what in terms of 
carbon emissions. All that matters is that we stop and remove them. Those 
two recent developments have led to where we are around net zero today. 

FAILLA: With companies making most commitments around net zero,  
how should attendees be thinking about it? 

BORSTEL: The distinguishing feature of all those commitments is a 
science-based target; it’s a long-term goal and, increasingly, about hitting 

Executive Interview: Creating Your Roadmap to Net Zero
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“I love helping clients reframe sustainability from something obscure or, as one client said, 
“carbon pixie dust” to something they can become experts in—at least in the context of 
their organization—and realize the strong benefits, financial and otherwise.”
—Tripp Borstal, Director, Sustainability Solutions, ENGIE Impact

1.5° by eliminating emissions by 2050. Even that is shifting. Companies 
including Amazon are working toward an even more ambitious 2040 goal. 
This makes sense for a company like Amazon, given the scale and the 
innovation they can generate around it. The Science Based Target initiative 
is playing a pivotal role in the conversation around the definition of net 
zero. Net zero commits increasingly include Scope 3 emissions; 90% of 
companies that have commitments to science-based targets through the 
SBTi have committed to Scope 3 targets. 

I think Microsoft certainly planted the flag in their goal and made it 
very distinctive, and it highlights something I think is really interesting, 
which is about removing carbon from the atmosphere and not just getting 
to zero emissions. I think that’s distinctive. They’ve taken it one step 
further which is removing emissions through the history of Microsoft  
from its inception in 1975. This opens up that next frontier of ambition  
in setting carbon goals.

FAILLA: Thinking about the pathway to net zero, what’s the first step?

BORSTEL: Energy efficiency is always the place to start for a variety of 
reasons. It’s the most accessible and it usually has cost savings associated 
with that. One area we focus on is, how do you scale it? If you have  

200 manufacturing sites globally, it’s not efficient to do energy audits  
on each and every one of them. The challenge is to engage and train and 
create energy champions in those manufacturing plants. You need to  
train them in how to collect data, identify projects, and develop a business 
case that then gets presented to senior leadership. One benefit of scaling is 
getting a portfolio view, which can unlock more value from a carbon and 
cost savings perspective. 

Executive Interview: Creating Your Roadmap to Net Zero



https://events.smartenergydecisions.com/REF21Winter/home


MANAGER OF CUSTOMER SOLUTIONS
Tim Gaghan

(267) 212-4983
tim@smartenergydecisions.com

DIRECTOR OF RESEARCH & CONTENT 
Debra Chanil

debra@smartenergydecisions.com

www.SmartEnergyDecisions.com

© 2021 Smart Energy Decisions

https://www.smartenergydecisions.com

