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30%

In absolute terms 

by 2030  vs. 2016

28%

Per ton of product 

by 2030 vs. 2016

Emissions 

reduction from 

operations

Value chain 

emissions 

reduction
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• Target extended to 75% Renewable 

Electricity by 2030

• Current: 50% Renewable Electricity 

(2019)

• Dialogue with NGO’s

• Additionality preferred

• Renewable Attributes; same country/grid, 

recent vintage

• Mix of wind, solar and hydro

• Cooperation with other parties

• Off-balance (IFRS)
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• 35 Wind mills x 3MW

• 105 MW total capacity

Location: Krammer locks in 

Province of Zeeland (NL)

Shareholders: 

• Majority owned by two 

local cooperatives

(4000 members)

• Enercon

Windpark KrammerConsortium members



Confidential

Windpark Krammer, NL
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Jaafar Rizvi

Director, Client Service
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CFR – Who We Are

> Specialized renewable energy advisor

> Have worked with +50 global business & institution clients 

(incl. Fortune100) and enabled their transition from 

conventional power to renewable energy

> Services include procurement mgt., analytics, complex 

financial modeling, risk mgt., due diligence, contracting and 

strategic guidance

> Have worked with DSM since 2015

Confidential & Proprietary 21

Selected Clients
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Renewable Energy Options and Opportunities

Today’s conversation:

> Discuss why companies procure renewable energy (RE)

> Provide a 3-step approach to identify the right RE solution

> Review key considerations for a Virtual Power Purchase Agreement (VPPA)

> Map how to start a RE initiative

Confidential & Proprietary 22
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Corporate Renewable Energy is 

Rapidly Growing
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> 130+ large companies (~40 Fortune 500 

companies) and others

> For scale, DSM’s has transacted for ~91 MW of 

offsite renewables in the US

> In 2020, ~75% of all new power plant capacity is 

expected to be wind or solar

* Projects over 10 MW

Source: Publicly available press announcements CFR analysis

27,500 MW
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Why Corporations Engage in Renewable Energy
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Achieve long-term savings by contracting for energy at a lower 

price than brown power 

Manage exposure to changes in energy prices

Reduce harmful GHG emissions from electricity usage 

Strengthen customer & investor relationships, demonstrate 

leadership, capture PR, and other strategic value
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Survey: main drivers to move to renewable electricity 

are environmental and economic reasons 

> What are your company’s main drivers to look into 

renewable electricity? 
> What are the main obstacles your company faced, or 

you might face, when moving towards renewable 

electricity?
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30%

43%

23%

3%

Other

Reputational reasons

Economic reasons

Environmental reasons

3%

Resilience reasons
Economic challenges

“Buying electricity significantly priced above the market.” 

“costs” 

“Low cost competition from outside EU”

Supply challenges

“high level investment related to benefits”

“knowledge and priorities”

Other challenges

“Stability of power delivery. And balancing of imbalance towards to market”
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Gas Peaking

Nuclear

Coal

Gas Combined Cycle

Utility Scale Solar

Utility Scale Wind

($/MWh)

2019 U.S. Cost of Energy ($/MWh) 

Large Scale Renewables now Cost Less 

than Conventional Fuels
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52% cost reduction in wind 

energy

76% cost reduction in solar 

energy

New Large Scale RE capacity 

additions outpacing new fossil 

generation

Since 2009: 

Non-RE Technology

RE Technology

Lowest non-RE cost

* Graph shows lowest estimate across varying technologies

Source: Lazard’s Levelized Cost of Energy v12.0, Nov. 2019 

Determines marginal 

cost of fuel in most 

markets
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Finding the Right Solution for Your Company
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Resources and Constraints

Geographic

Financial Accounting

Resources

Implementation

Key Value Drivers

Strengthen Relationships

Achieve Long-term Savings

Manage Exposure

Reduce GHG Emissions

Determine resources 

and constraints
2

Outline your renewable 

energy goals
1
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Finding the Right Solution for Your Company
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Solution Types

Technology

• Solar 

• Wind

• Hydro

• Storage 

Contract 

Structure

• PPA*

• Onsite

• Ownership

• Retail delivery

• Unbundled RECs**

• Community solar

• Utility bilateral

• Virtual net 

metering

Select the best solution3

* Power Purchase Agreement

** Renewable Energy Certificates

Image Source: CFR-led procurements

Technologies can be procured through 

a variety of contract structures

Solar roofs on parking lot Off-site windmills
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Charlie Barnett,

Engagement Manager
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How do Virtual Power Purchase 

Agreements (VPPAs) work?
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Electricity Grid 

Customer

Wholesale 

revenue

Electricity 

Offsite RE

RECs 

Electricity

Money

RECs

> No upfront capital

> Project developer owns and operates

> Located offsite; does not connect to 

your facilities

> Can be scaled to meet goals

> Produces Renewable Energy 

Certificates (RECs), a market device 

that enables claims against carbon 

emissions

PPA Cost
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Key Considerations for VPPAs
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Meets stakeholder expectations

Top projects are expected to achieve 

savings

Can be customized to maintain acceptable 

risk profile 

Large-scale solution

Key Value Drivers

Strengthen Relationships

Achieve Long-term 

Savings

Manage Exposure

Reduce GHG Emissions

Outline your renewable 

energy goals
1
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Key Considerations for VPPAs 
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> Can transact regardless of company location

> Projects available only in certain markets 

(colored areas indicated below)

Resources and 

Constraints

Geographic

Financial Accounting

Resources

Implementation

Determine Resources 

and Constraints
2
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Key Considerations for VPPAs
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> Corporates must determine how VPPAs 

will be included on financial statements

> In some instances, the contract can be 

customized to meet desired accounting 

outcomes, but there are key differences 

between GAAP and IFRS

Resources and 

Constraints

Geographic

Financial Accounting

Resources

Implementation

Determine Resources 

and Constraints
2
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Key Considerations for VPPAs 
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No upfront capital, but some transaction 

costs (e.g. advisors and legal support)

Requires a strong project leader plus ad 

hoc support e.g. accounting, finance, 

procurement, legal

Resources and 

Constraints

Geographic

Financial Accounting

Resources

Implementation

Determine Resources 

and Constraints
2



Confidential

Key Considerations for VPPAs
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> Typically 6-12 months from RFP 

development to contract execution

> Achieving goals and weighing tradeoffs 

requires expert advice throughout project 

evaluation and contract negotiations

Resources and 

Constraints

Geographic

Financial Accounting

Resources

Implementation

Determine Resources 

and Constraints
2
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1 Select the best project

2 Shift risk to developer

3
Add a 3rd party risk mitigation 

product

4
Adjust retail electricity 

purchases to reduce overall risk

There are Many Ways to Reduce Risks for VPPAs

Confidential & Proprietary 36

Image Source: CFR-led procurement
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How to get Started
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> Determine your priorities 

> Identify which stakeholders 

must be 

> Socialize RE opportunities 

with key stakeholders

> Define organizational goals

> Understand trade-offs in 

potential solutions

> Align around 

recommendation

> Create implementation plan

> Engage senior leadership

> Identify available resources

> Identify constraints

> Engage an outside advisor, 

if necessary

> Analyze electric load

> Research landscape of 

solutions

Outline your renewable 

energy goals

Determine resources 

and constraints

Select the best 

solution
1 2 3
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CFR is Ready to Support You
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President
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> You can meet your organizational goals through renewable energy

> CFR can help you with renewable energy strategy and execution

• Contact CFR (cbarnett@customerfirstrenewables.com) to discuss relevant options for you

mailto:HvanDuijnhoven@customerfirstrenewables.com
mailto:cbarnett@customerfirstrenewables.com
mailto:akedia@customerfirstrenewables.com
mailto:jrizvi@customerfirstrenewables.com
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