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Everywhere.

Providing solutions for oil and gas applications upstream,
downstream and in-between.

We are where you need us.

Welcome to a new era of innovation and portfolios of rotating equipment with a universe of

technology. intelligent solutions and one of the world’s largest
technical support and service center networks. We

As you have come to expect, Dresser-Rand . . -

provides safe, reliable and efficient rotating offer more choices — where you need us - all from a

equipment for nearly every application in the oil and single supplier.

gas market. But there’s more. The new So what can you expect from us? High-quality
Dresser-Rand business now has expanded products and services, combined with local support
resources and more experience as a member of the  around the clock, wherever you are, for the

global Siemens family. The Dresser-Rand business applications that matter to you.

combines one of the industry’s most extensive

dresser-rand.com
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PUBLISHER'S LETTER

It’s a pleasure and privilege to introduce
World-Gen’s Class of 2016, the 17th class
of the millenium.

Climate change is bringing on corporate change.
These changes are transforming the fabric and
Sfuture of the Americas’ and beyond.

Please read on for the interviews in the
Class of 2016 where it’s all happening.

Dick Flanagan
flanagan@world-gen.com

Jim Brannen shares on page 4 Siemens Vision 2020 with an expanded portfolio.
Scott Osborne says on page 6 where Bechtel best adds value.

Paul McElhinney tells us on page 8 that GE is integrating Alstom with Predix.
Bill Newsom asserts on page 10 that the M501] is the gold standard.

Veronica May explains on page 12 how Honeywell UOP’s address climate change.
Elias Gedeon sees a growth market for B&W in renewables on page 14.

Bruce Douglas highlights ITRON’s strategy for growth on page 16.

Nigel Cockroft addresses Jinko’s solar growth on page 17.

Jay Olearain introduces Verizon’s IoT platform on page 18.

Sue Kelly raises awareness of APPA’s public power on page 19.

Tristan Grimbert gives EDF’s perspective on the renewable market on page 20.
Jeff Grybowski is pioneering offshore wind at Deepwater on page 21.

Dave Huckeba surveys the employment market at SCR on page 22.

John Hopkins projects NuScale’s SMR future on page 23.

Andrew de Pass comments on Conergy’s challenges in the renewable market on page 24.
Francis Cann describes a surge in T&D demand at WSP on page 25.
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GLASS OF 2016
JIN BRANNEN

Regional Manager
Siemens

Jim Brannen heads up Siemens oil and
gas operations in the Americas and comes
to that market with an expanded portfolio.

A couple of years after he joined the
company in 2012, Siemens grew its portfolio
in the sector with two major acquisitions.

In December 2014, Siemens acquired
the energy gas turbine and compressor
business of Rolls-Royce Energy for about
$1.3 billion. Then in the summer of 2015,
Siemens joined forces with one of the best
known names in the oil patch, Dresser-
Rand, in a $7.8 billion merger. “Those
acquisitions position Siemens to be a
more dynamic force in both the oil and
gas sector and the growing distributed
generation market in the Americas,”
Brannen said.

The addition of Rolls-Royce Energy’s
aero-derivative gas turbines fills a gap in
Siemens’ portfolio by giving it an array of
turbines in the 30-MW to 66-MW range. That
means Siemens now has turbines with capac-
ities from 4 MW all the way up to 400 MW.

Rolls-Royce Energy brought to
Siemens its industrial RB211, which is
derived from aeroderivative engines and is
used as the power plant in several large
airliners. In land-based applications, more
than 650 RB211 turbines have been sold
worldwide, and they have accumulated
over 32 million operating hours.
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The turbine is widely used in both
offshore power generation and mechanical
drive applications.

The other end of that gap is filled by
Rolls-Royce Energy’s Trent gas turbine.
The Industrial Trent 60 is also well-suited
for onshore and offshore mechanical
drive applications, and is particularly
well-suited for applications that require
variable speed capabilities such as natu-
ral gas liquefaction, gas transportation
and gas injection for oil recovery. A heat
recovery steam generator can be added
to the Trent turbine to increase its output
and efficiency.

The Industrial Trent engine also has a
high availability rate and, if something
goes wrong in the field, it is possible to do
a field turnaround, Brannen said. “Prior to
the Rolls-Royce Energy acquisition,
Siemens had larger frame generators,
north of 100 MW for utility applications,
and lighter industrial generators, but
nothing in that mid-range,” he said.

The Dresser-Rand acquisition expands
Siemens’ footprint in the compression and
reciprocating engine markets where
Siemens previously did not have a pres-
ence; the merger also creates one of the
industry’s largest service fleets.

“It allows Siemens to deliver solutions
in unconventional gas extraction,
enhanced oil recovery and CO2 injection
markets, as well as downstream in oil and
petrochemical refinery markets.”

One of the most important benefits of
the Dresser-Rand merger is the worldwide
brand recognition Dresser-Rand has in the
market for the compression of natural gas
for pipeline delivery. That opens doors for
the rest of the Siemens portfolio, Brannen
said. “You can go in the door with
Dresser-Rand compressors and that gives
you an opportunity to introduce a range of
Siemens electrical products, such as auto-
mation, transformers and switchgear.”

On the power side, the compact foot-
print and high efficiency of its new mid-
range turbines give Siemens an array of
options for inside-the-fence and non-tradi-
tional power applications.

With high interest in distributed gen-
eration in recent years, the two acquisi-
tions position Siemens to play a role in the
transformation of the utility grid as it
becomes more decentralized, whether
with applications in remote oil fields, uses
for pipeline compressors or in the growth
of microgrids at universities, hospitals and
industrial centers.

Dresser-Rand is already positioned in
those markets, offering turbines for com-
bined heat and power systems, biogas-
fueled gen-sets, hybrid systems that can
combine solar photovoltaic and engine-
based gen-sets, biomass and waste-to-
energy steam turbine generators, and
engines for compressed air energy storage.

The potential presented by some of
those opportunities was demonstrated in
February when the Dresser-Rand business
signed an agreement to be the exclusive
supplier of gas engines for Kohler Power
Systems’ standby, prime and continuous
power large gas generator program. The
agreement marks Dresser-Rand’s entry
into the standby generator set market.

The acquisitions also are well timed to
take advantage of the ongoing changes
that are bringing more renewables and
distributed resources to the electric grid
and increasing demand for back-up and
standby power resources.

States such as California and New
York, for instance, have embarked on poli-
cies that encourage distributed resources
such as rooftop solar panels, microgrids
and energy storage systems.

The timing in the oil and gas sector is
not as advantageous, but Brannen says
“Siemens has the best portfolio to increase
productivity and improve our customers’
value for capital expenditure.” Brannen is
“confident we will see a turnaround in oil
prices, and we will be well-positioned
when it happens.”

Jim Brannen is the Hub Head of the
Americas Region for Siemens Oil & Gas
and is responsible for key account manage-
ment. He began this role in October 2014
when Siemens Oil & Gas was formed.
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GLASS OF 2016
SCTT OSBORNE

—

General Manager
Bechtel

Scott Osborne is general manager of
the Power business line of Bechtel’s
Infrastructure Global Business Unit. The
Infrastructure GBU is headquartered in
London and comprises the former Power
and Civil GBUs, which were joined in 2015.
The scope of services for Infrastructure
spans airports, highways, bridges, rail, tele-
communications, tunneling . . . and, of
course, power generation.

The Power business is significant in
and of itself, capturing fossil fuel power
generation plants, particularly combined-
cycle projects at present; renewable proj-
ects, including solar and wind; transmission
lines; and plant conversions from coal to
natural gas. Nuclear power generation is in
a different division.

Some of the current projects under
Power’s purview include Panda Energy’s
Stonewall generating station and Hummel
Station generating station, as well as
Advanced Power’s Carroll County generating
station and Cricket Valley Energy Center.

Stonewall is a 778MW combined-cycle
generating station located four miles outside
the northern Virginia town of Leesburg.
Generation is meant to begin next year.

Hummel Station is near Harrisburg,
PA, where Power is working with partner
Siemens to undertake one of the largest
coal-to-gas power conversions in the nation.
This, too, will be a combined-cycle plant,
one designed to produce 1,124MW. The
generating station is rising on the site of
the retired Sunbury coalfired plant near
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Shamokin Dam in Snyder County.
Compared to the old facility, the new
Hummel Station will produce 180 percent
more electricity, reduce SO2 and NOx by
more than 90 percent and use 97 percent
less cooling water. Siemens will produce
the power island including the combustion
and steam turbines, generators, and heat
recovery steam generators. Construction is
expected to last 30 months and be complete
in early 2018. “I think our partnership with
Siemens has been especially strong,”
Osborne says. “We understand how each
company works from the upfront planning
through the engineering phase and into the
field, and the marketplace seems pleased
with the results.”

The Carroll County, OH project for
Advanced Power began last April and is
meant to be finished next year. It, too, is a
combined-cycle plant and will produce 700
MW that will be sold into the PJM market.
It features two GE 7FA.05 gas turbines and
a D602 steam turbine. Bechtel has a turn-
key engineering, procurement and con-
struction (EPC) contract for the project.

More recently, Advanced Power again
chose Bechtel for a project 60 miles north
of New York City. Bechtel was selected as
the EPC contractor for the Cricket Valley
Energy Center, 60 miles north of New York
City, designed as a 1,000MW combined-
cycle natural gas plant using GE turbines.

Recently completed projects include
the Panda Sherman combined-cycle project
north of Dallas, and Temple 1 and Temple 2
projects in Temple, Texas.

“Combined cycle is our main focus,”
says Osborne. “Of course, we have lots of
experience in all sectors but power genera-
tion is moving toward gas. Combined cycle
is a growth market with the available low
cost natural gas and these types of projects
fit nicely into where we at Bechtel can
bring our strengths to bear, that is, in large,
complex projects, especially ones for which
we can work from the initial planning stag-
es all the way through to warranty. We
believe we can bring outstanding value to
clients with our EPC approach. We have
skill sets and experience that are both
broad and deep.”

At the moment, most the work is
domestic, but Osborne says there are good

prospects for new work in Mexico and
Canada as well as in Africa and the UK,
where development is moving away from
coal and toward gas.

“Here’s what we can really bring to the
table,” Osborne says. “Bechtel is full-ser-
vice. We have all the competencies: that is,
engineering, procurement, construction —
from start-up to commissioning. We self-
perform the work, which means we have
the ability to control our destiny and pro-
vide a level of certainty of outcome. We are
a one-stop shop - not a model everyone has,
and it creates value for our customers.”

Bechtel has more than size and 100+
years of experience to offer. Osborne likes
to say the company is nimble and
innovative. “We pride ourselves on being a
‘learning organization,” he says. “We learn
from each of our past projects and hone our
delivery. We can come to the table with a
standardized delivery model and modify
our execution approach where that makes
sense. We standardize the “what”
associated with project delivery, but allow
the flexibility to implement the best in class
tools and technology, that is, the “how”
associated with project execution. This
model allows us to put the customer first
and deliver a project that meets their
unique needs. With respect to combined
cycle we have developed a center of
excellence. Hundreds of engineers
concentrate just on combined cycle,
researching past projects to learn what
worked and what did not and developing
new techniques to effect greater
efficiencies. It's a good example of our
‘learning organization’ culture.”

Osborne points as well to what he
considers other Bechtel strengths. For
example, he emphasizes the time and effort
Bechtel works to what he calls “aligning
with the customer” long before
construction begins. This starts by being
“totally open and transparent. We want to
find what’s really important to our
customer and ensure our values and
objectives are aligned. When construction
begins, we want to be ‘joined at the hips.’
Successful projects are the ones aligned
from the beginning,” Osborne says.
“There’s hard work to be done at the

(continued page 26)
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PAUL MUELHINEY

'l
President and CEO
GE Power Services

One of the often-cited benefits of GE’s
acquisition of Alstom’s Power business is
the opportunity for the Power Services
business—the new global entity created by
combining both companies’ services
teams—to integrate the Industrial Internet
and GE’s software solutions portfolio into
Alstom’s global installed base. As the
world’s Digital Industrial Company, GE is
transforming the power industry with soft-
ware-defined machines and solutions that
are connected, responsive and predictive.
The company knows industrial machines
and businesses, and it knows how to build
software that will best serve and optimize
them. GE has invested more than $1 billion
in the Industrial Internet, with more than
14,000 software professionals around the
world working to optimize industrial asset
performance and industrial operations.

GE’s Industrial Internet applications
and solutions run on Predix*, the world’s
first and only cloud platform built exclusive-
ly for industry. With one common, connect-
ed language and a dedicated cloud built for
industrial data, Predix offers the strength,
scale and security that operators require to
thrive in the new industrial era.

Now consider that GE’s Power Services
business serves an installed base of more
than 28,000 power generation assets global-
ly. These assets provide nearly 1,600 GW of
power—enough to power more than 1.5 bil-
lion homes—and represents about 40 per-
cent of the global thermal energy sector.
The continued infusion of Industrial
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Internet technologies into GE equipment,
as well as the introduction into Alstom-
supplied systems has the potential to save
utility and industrial power plant operators
millions of dollars in operational and main-
tenance costs.

By tapping into the Industrial Internet
through GE’s Predix cloud platform, utilities
and industrial power plant operators can
improve the life cycle performance of their
power generation equipment through the
power of software and big data analytics.
For years, the energy industry has collected
data on its generation assets, but only a
small fraction of this data is actually being
used. As utilities and industrial operators
more fully embrace the potential of integrat-
ing software with their hardware, there is a
huge opportunity for the industry to con-
nect the operational and informational tech-
nology worlds with external data sets.

Some operators have already bet on
software solutions and seen significant bene-
fits. For example, Whitegate Power Station’s
Bord Gais Energy, a subsidiary of the
Centrica Group in County Cork, Ireland,
became the world’s first power plant to
install GE’s Asset Performance
Management (APM) system—an advanced
software solution that taps into industrial-
scale data analytics to predictively identify
operational issues before they occur. With
the Irish government’s 2020 targets aiming
for 40 percent of gross electricity consump-
tion to come from renewable energy produc-
tion, a greater requirement for reliable, on-
demand generation capacity has been creat-
ed. Bord Gais Energy took this into consid-
eration when it decided to better prepare its
power station for future grid challenges.

The solution included a condition-
based, real-time monitoring platform featur-
ing 141 sensors throughout the power
plant. GE’s APM technology monitors
Whitegate’s hardware assets around the
clock and provides a single, consolidated
view of plant performance. These insights
are then translated into operational recom-
mendations to help the station focus its
maintenance activity on minimizing down-
time. Additionally, the software’s compre-

hensive data analytics helps the Whitegate
staff detect operational anomalies, including
combustion dynamics and parts degrada-
tion, before they become serious issues
that could force the plant offline for costly
unplanned repairs. GE’s analytics integrate
multiple data sources and provide a deeper
insight into how the whole system works.
For example, they are able to see both
short-term implications—such as increased
fuel burn and revenue from advantageous
wholesale sales—and long-term ones
including the consequences that operation-
al stresses can impose on equipment. It’s all
about data, analytics and better productivi-
ty—the idea is that companies have soft-
ware running on all kinds of machines used
in the workplace. If these devices could col-
lect data and transmit it to a central location
where it could be analyzed by software, it
could be very useful to businesses.

In a power plant, GE’s new software
and hardware solutions can create a virtual
replica or “digital twin” of the entire indus-
trial complex for analysis. For example,
both Exelon and Public Service Enterprise
Group (PSEG) are implementing pioneer-
ing projects with GE’s Digital Power Plant,
which is designed to drive continual
improvement of assets and operations. The
Digital Power Plant helps utilities and other
industrial operators save millions of dollars
in operational and maintenance costs by
enabling them to manage their power gen-
eration ecosystems cleanly, efficiently and
securely with unprecedented intelligence
and precision. It will enable companies to
harness information technologies that
transform the way electricity is generated
and managed worldwide, helping minimize
the impact of power production and con-
sumption on our climate.

Paul is the president and chief execu-
tive officer of Power Services, a $15 billion
organization within GE Power. Based in
Baden, Switzerland, Power Services is a
combination of two of the best service
teams in the power industry — GE’s Power
Generation Services and Alstom’s Thermal
Services.
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GLASS OF 2016
BILL NEWSOM

Executive Vice President
New Generation Systems - MHPSA

The recent early delivery of its advanced
class M501] gas turbine to Grand River
Energy Center (GREC) near Tulsa,
Oklahoma is one more benchmark for
Mitsubishi Hitachi Power Systems in a series
of engineering, technology, materials and
manufacturing achievements over the years.
‘While the M501] being installed at the Grand
River Dam Authority’s GREC generating
facility will be the first, largest Advanced
Technology Gas Turbine to come on line in
the Western Hemisphere — a monumental
feat in its own right — the roll out could be
considered, well, routine.

But that’s only because MHPSA takes
such breakthroughs and achievements in
stride. Its accomplishments are a reflection of
the strategic attitude and engineering prow-
ess that have guided two iconic Japanese
leaders — Mitsubishi and Hitachi - to the
forefront of power generation technology.

“We are proud to be part of Grand River
Dam Authority’s strategic plan to create
reliable, efficient, lower cost energy for its
customers,” said Bill Newsom, MHPSA,
Executive Vice President, New Generation
Sales and Operations and World Generation
Class of 2016 inductee. “The J-series is the
powerful ‘agent of change’ in achieving
those goals. We expect it to be the standard
of excellence by which all others are mea-
sured,” Newsom added.

That is a pretty high bar. MHPS'’s
Advanced Technology Gas Turbine is capable
of achieving a combined cycle efficiency of 62
percent with sustained 1,600°C (2,912°F) tur-
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bine inlet temperatures. The J-series gas tur-
bine offers the largest output and the highest
performance among heavy-duty gas turbines
in commercial operation in the industry. It also
has resulted in the most efficient use of fossil
fuel resources while providing significant envi-
ronmental benefits including the reduction of
CO2 emissions of approximately 60 percent in
combined cycle operation when compared to
older conventional coal plants.

The M501] turbine has an ISO base rat-
ing of 327 MW in simple-cycle operation,
and a rated rotor speed of 3,600 RPM. It is
3.3 times higher than the largest gas tur-
bines in 1980. Back then large gas turbines
were rated at 100 MW. The M501] emits 96
percent less nitrogen oxides (NOx), and
99.9 percent less sulfur dioxide (SO2) than
older coalfired units.

The jumbo M501] unit weighs 320 tons,
and this 60-Hz machine has a ramp rate of
40 MW per minute and a startup time of
about 30 minutes from ignition to full load.
In a 1-on-1 combined-cycle configuration, the
turbine delivers 470 MW, with efficiency
approaching 62 percent. The new J-Series
technology fires at an inlet temperature of
600 degrees C, about 100 degrees hotter
than its G-Series predecessor.

“Raising firing temperatures has been
the biggest technological challenge in
increasing efficiency,” Newsom says. But
for MHPS engineers, metallurgists and sci-
entists, it has been mission accomplished,
after eight years of developing, testing and
validation. The M501]J-series is the first
high temperature advanced technology gas
turbine on the market.

The M501] commercial operating fleet
has collectively logged about 220,000 actual
operating hours to-date. Each passing
month, the fleet generates about one unit
year’s (8760 hours) worth of electricity which
is added to the total actual operating hours.

MHPS has an advantage when it comes
to certifying equipment/system perfor-
mance and validating reliability. “Competing
turbine manufacturers only use test-bed
examination and focus on short term valida-
tion,” says Newsom. MHPS on the other
hand carries out verification testing at its
Takasago Machinery Works combined-cycle

(T-Point) power plant near Kobe, Japan. The
equipment undergoes step-by-step testing of
its overall design, performance capabilities
and efficiency. “A key feature of the T-Point
testing program,” he points out, “is the
equipment is actually supplying power to the
Kansai area grid in Hyogo Prefecture which
includes Japan’s second largest city, Osaka.
We get greater than 99 percent reliability.”

The testing process for the M501] got
underway in February 2011, and the long
term validation continued for years. Since
then it has established itself as the standard
for 21st Century natural gas-fired power gen-
eration systems with 17 J-series units already
in commercial operation around the globe at
six different power plants. Currently 41 units
have been sold and are being built. “We’re
also getting ready to announce sales of sever-
al more units in the U.S. in the coming
weeks,” said Newsom said.

Bill Newsom is the Executive Vice
President of New Generation Systems for
Mitsubishi Hitachi Power Systems Americas,
Inc., headquartered in Lake Mary, Florida
and Executive Vice President of MHPS
Canada. Mr. Newsom is a graduate of the
University of Florida (BS Mechanical
Engineering) and began his career with
Westinghouse Electric as a Design and
Performance Engineer for new and retrofit
steam turbines. He held various positions in
manufacturing, applications and strategic
marketing at different locations including
Charlotte, NC and Orlando, FL. In 2001, he
moved to Boston, MA to work for Calpine as
an equipment specialist to support develop-
ment, construction, commissioning and oper-
ation of combined cycle power plants.

In 2004, Mr. Newsom joined Mitsubishi
Hitachi Power Systems Americas’ service
organization to lead the sales and market-
ing of steam, gas, generator, and long term
programs for the Western Hemisphere. In
2009, Mr. Newsom moved to MPSA’s
Headquarters office in Lake Mary as Vice
President and Officer of the Company to
lead the Sales, Marketing and Commercial
Operations for all New Unit Products. In
2015, Mr. Newsom was appointed Executive
Vice President of New Generation Systems.
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CLASS OF 2016
VERONICA MAY

Vice President & General Manager
Honeywell’s UOP Renewable Energy
and Chemicals Business Unit

The U.S. Renewable Fuel Standard
(RFS2) mandates an increase in renewable
transportation fuels, and Europe is requir-
ing a 10% increase by 2020.

Honeywell UOP’s innovative renewable
fuel technologies are playing a crucial role
in addressing climate change and green-
house gas emissions (GHG). Its
Ecofining™ process produces green diesel
and green jet fuel from a range of sustain-
able feedstocks.

Honeywell Green Diesel™ made from
the Ecofining process is chemically identi-
cal to petroleum diesel but with 85 percent
lower GHG. It also has ultra-low sulfur and
low NOx emissions and performs equally
well at both cold and warm temperatures.
Production costs per gallon for Honeywell
Green Diesel are significantly lower than
FAME technology, and it blends in any pro-
portion with petroleum fuel as a pure drop-
in replacement.

The Ecofining process technology is
powering the largest commercial advanced
biofuel facility, located in Norco, LA, which
has been producing 130 million gallons of
renewable diesel annually since 2013. The
facility is owned jointly by Darling
International, the world’s largest producer
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of sustainable natural ingredients, and
Valero Energy, the world’s largest indepen-
dent petroleum refiner.

“Commercial production at the
Diamond Green Diesel facility is a signifi-
cant milestone for the renewable energy
industry,” said Veronica May. “Honeywell
UOP has leveraged more than 100 years of
refining technology innovation to develop
technology to produce real alternative fuels,
including Honeywell Green Diesel and
Honeywell Green Jet Fuel, from a range of
inedible biofeedstocks.”

ENI, Italy’s largest energy company, and
Honeywell UOP retrofitted its Venice refin-
ery from a petroleum diesel facility to a
renewable diesel facility using Ecofining
technology. Now up and running, the first
phase has a processing capacity of 400,000
metric tons annually (MTA) with the second
phase expected to produce 560,000 MTA.

The UOP Renewable Jet Fuel™ Process
converts feedstocks such as algae and cam-
elina into on-spec renewable diesel and jet
fuel. The process was originally developed
under a grant from the U.S. Defense
Advanced Research Projects Agency
(DARPA) for the U.S. military and commer-
cialized by AltAir Fuels.

Located in Paramount, CA, AltAir cur-
rently operates the world’s first continuous,
dedicated renewable jet fuel production
facility, which was retrofitted from a petro-
leum refinery. United Airlines is purchasing
15 million gallons of renewable jet fuel from
AltAir over a three-year period. The fuel
can be blended up to a 50/50 ratio with
petroleum-based jet fuel and reduces GHG
emissions between 65 and 85 percent
depending on the feedstock.

Honeywell UOP formed a joint venture
with Ensyn to offer Rapid Thermal
Processing technology (RTP™). This tech-
nology converts cellulosic biomass feedstock
from forestry residuals into a liquid renew-

able fuel that offers a virtually carbon neutral
alternative for heat and power generation.

Refineries can repurpose idled or under-
utilized assets using the Ecofining™ process
to realize additional profits without high capi-
tal investments. “We have implemented two
renewable revamps with others in the
works,” May added. A U.S. refinery imple-
menting the Ecofining™ process can gener-
ate Renewable Identification Number (RIN)
credits. U.S. Refiners are required to submit
RIN credits to the Environmental Protection
Agency, or EPA, to show that they have cov-
ered their annual obligations. To ensure
compliance with the Renewable Fuel
Standard (RFS) obligated parties are to dem-
onstrate they have met their RFS quota by
submitting RINs on a quarterly and annual
basis. The RIN can be sold and traded sepa-
rately from the biofuels that created them.

Honeywell UOP (www.uop.com) is a
leading international supplier and licensor
of process technology, catalysts, adsor-
bents, equipment, and consulting services
to the petroleum refining, petrochemical,
and gas processing industries. Honeywell
UOP is a wholly owned subsidiary of
Honeywell International, Inc., a Fortune
100 diversified technology and manufactur-
ing leader based in Morris Plains, NJ.

Veronica Magyar May is Vice President
and General Manager of Honeywell UOP’s
Renewable Energy and Chemicals busi-
ness, headquartered in Des Plaines, Illinois.
Veronica’s business leverages UOP’s 100+
years of refining technology innovation to
develop technologies that convert second-
generation bio feedstocks into renewable
diesel, renewable jet fuel, and liquid fuel
from biomass.

She holds a Bachelor of Science degree
from Carnegie Mellon University in
Pittsburgh. She is a member of the America
Institute of Chemical Engineers and holds a
patent in using Expert Systems as a Method in
Delivering Diagnostic, Problem Solving, and
Training Technical Services to Customers.
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CLASS OF 2016
ELIAS GEDEON

/4

Senior Vice-President
& Chief Business Development Officer
Babcock & Wilcox

Elias Gedeon heads up global sales
and business development for Babcock &
Wilcox Enterprises (B&W) spun off on
July 1, 2015 from the parent company. He’s
responsible for these activities for all three
operating segments: Global Power, Global
Services and Industrial Environmental.
B&W, a global leader in energy and envi-
ronmental technologies and services,
employs approximately 6,000 employees in
25 countries. Revenues for 2015 were $1.76
billion, an increase of 18.3% from 2014 and
new bookings at $1.84 billion, up 16.7%
from previous year. Gedeon leads the
group from B&W headquarters in
Charlotte, NC and travels about 50 percent
of his time.

B&W'’s Global Power covers all new
utility steam generation, renewable power,
environmental solutions and industrial
power. “On utility projects outside N.
America, we work with Japanese,
Chinese, Korean and Spanish EPC’s
where typically our portion is 20-25% of
the total plant,” Gedeon said. B&W also
has two major Joint Ventures in Asia.
“Babcock & Wilcox Beijing Company in
China with 5,000 MWs of fabrication
capacity and Thermax B&W Energy
Solutions in Pune, India with capacity of
3,000 MWs a year, each serving their
respective markets” Gedeon added.
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There are 86 Waste to Energy (WTE)
units in the US, 500 in Europe and 330 in
Asia. “We have recently inaugurated new
units at one of the largest WTE facilities
in the world and the first in the US in 20
years, a 150 MW facility at West Palm
Beach, FL.” Gedeon said. He sees a
renaissance in the US in waste energy
facilities and continuing growth in
Europe where landfills are restricted and
governments are giving subsidies for
waste energy. “We have many WTE facili-
ties under construction in the UK and
northern Europe and now see large
opportunities in the Emirates, Kuwait
and Turkey for municipal solid waste
energy,” Gedeon shared.

B&W collaborated with eSolar to
develop Concentrated Solar Power (CSP)
tower technologies by delivering a total of
5 MW water/steam solar receivers for the
Sierra Sun Tower plant in California.
“We're looking at prospects in the Middle
East and Europe and are working with
developers in the permitting process,”
Gedeon offered.

B&W'’s Global Services focus on
major service projects, parts and techni-
cal services for B&W’s 300,000 MWs of
installed generation in 90 countries and
those of its competitors. “The North
American market remains our largest
installed base and we are expanding our
operation internationally in this seg-
ment,” Gedeon pointed out.

B&W was awarded recently an $18
million contract to engineer and install a
replacement reheater at Xcel Energy’s’
Pawnee Station in Brush, CO.

“We provide construction services on
new and retrofit projects in N. America.
We also see substantial opportunities to
retrofit facilities with our own ash-han-
dling systems to meet the new require-
ments,” Gedeon said.

B&W continues to build a more
diverse backlog, both by geography and
market.

B&W’s Industrial Environmental seg-
ment has a customer base of several thou-
sand businesses in over 60 countries
across six continents. B&W acquired
MEGTEC in June, 2014 with 600 employ-
ees in 13 offices. This company manufac-
tures air pollution control systems for
industrial applications, and coating and
drying equipment for a variety of process-
es, including energy storage. “Our biggest
clients are still those seeking industrial air
pollution abatement and recovery. That
was part of our diversification program
that we started a couple of years ago, and
we continue to look at other opportunities
for acquisition, be it in this arena, industri-
al environmental or other arenas to help
us diversify our products and services to a
certain degree away from coal. Coal will
continue to play a role in our business, but
renewables is the biggest growth market
right now for us. We also continue to look
to see what other ways we could diversify
for the future,” Gedeon underscored.

Elias Gedeon has more than 35 years
of experience in the power generation
industry and has held various sales, opera-
tions and P&L leadership positions in the
US and overseas.

Prior to joining B&W in May 2014, he
served as Alstom Power’s Boiler Group
Vice President, Global Sales and
Marketing since 2009, and from 2003 as
Alstom’s Power Vice President Sales,
Americas. From 1981 to 2002, Mr. Gedeon
held a number of positions of increasing
responsibility at Foster Wheeler Power
Group and its subsidiaries including
Executive VP, Global Sales and Marketing,
VP, Operations, Foster Wheeler Energia
S.A. Spain. He began his professional
career as a Service Engineer with Foster
Wheeler Energy in 1981 and has worked
and lived in many countries.

Gedeon holds a bachelor’s degree in
engineering from Stevens Institute of
Technology and an Executive MBA from
the University of Michigan.
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BRUGE DOUGLAS

Senior VP and General Manager
ITRON Software and Services

In January 2015, Bruce Douglas was
appointed senior vice president and gener-
al manager of Software and Services at
Itron, a world-leading technology and ser-
vices company dedicated to the resource-
ful use of energy and water. He is responsi-
ble for Itron’s Software and Services
growth plan, leveraging the company’s
existing Electricity, Gas and Water busi-
ness lines as well as broadening the solu-
tions portfolio globally. He joined Itron
with more than 20 years of experience,
including building software- and services-
related businesses at both global corpora-
tions and start-ups.

“My goal as SVP and GM of Software
and Services is to tap into Itron’s deep
knowledge and extensive expertise and
leverage it to solve our customers’ challeng-
es,” Douglas said. Itron has more than
8,000 customers in more than a hundred
countries using 145 million communication
devices to better manage energy and water.

In the fall of 2015, Itron announced its
new Software and Services business strate-
gy under Douglas’ leadership. His vision
for the organization is driven by the
demand in the marketplace for lowering
risk and complexity of systems in the age
of the Internet of Things. His goal is to
build off of the company’s current business
of more than 250 managed services cus-
tomers in North America by expanding the
company’s portfolio of analytics-based
offerings.
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Under Douglas’ leadership, the com-
pany launched Itron Total Services for
solar, which combines production mea-
surement, asset monitoring, sensing appli-
cations and forecasting for photovoltaic
(PV) generation.

“Itron Total Services combines Itron’s
industry-leading, revenue-grade solar
monitoring with multiple areas of exper-
tise within the company and packages
them into one overall solution, providing
the ultimate benefit for our clients,”
Douglas said. “Today, Itron monitors near-
ly 100,000 U.S. solar installations repre-
senting over 500 Megawatts.”

Sunrun, the largest dedicated residen-
tial solar company in the U.S., is an exam-
ple of an Itron customer that is utilizing
Itron Total Services for solar to provide
accurate, reliable measurement and moni-
toring of solar production for home solar
installations. With Itron Total Services,
Itron’s services team runs, manages and
maintains Itron’s solar offering for Sunrun,
including the collection, storage and vali-
dation of solar PV production data.

In his role leading Software and
Services at Itron, Douglas is responsible
for Itron’s software products, including its
industry-leading meter data management
(MDM) solution, Itron Enterprise Edition
(IEE) MDM. IEE is in production at 72
energy companies and manages data from
more than 37 million meters across six
continents.

The MDM solution recently received
recognition when Itron was ranked the top
Leader in the Navigant Research
Leaderboard Report on Meter Data
Management Systems (MDMS).
According to the report, published in Q4
2015, while it is a close race at the top in
this highly competitive field, Itron sur-
faced “as the company to beat, as it is firm-
ly entrenched in the MDMS market and
has big plans for the future.”

According to the Navigant Research
report, Leaders attain their rank by offer-
ing comprehensive MDM solutions that
align with the current needs of utility cus-

tomers while also developing strategies
and roadmaps that address the future
needs of the market. In addition, these
companies have a global network of cus-
tomers and partners and a heavy presence
in the market. Leaders have clearly differ-
entiated themselves from the competition
through exceptional product development,
a strong base of customers and a forward-
looking strategy for their solutions.

“Itron believes that utilities want more
from their data to enhance the return on
investment from their AMI and smart grid
systems,” Douglas said.

Itron was also named by Gartner, Inc.
in the “Leaders” quadrant of the Magic
Quadrant for Meter Data Management
Products.

According to the Gartner report, lead-
ers in this market normally are included
on shortlists for MDM products for all
types of utilities worldwide. They should
perform profitably, grow their revenue and
have a presence in all major markets.
Their functionality must be above average,
and their technology and scalability must
be leading-edge.

This is the third consecutive year that
Itron has been positioned in the Leaders
quadrant.

“As a pioneer in meter data manage-
ment, Itron has extensive knowledge and
experience in helping utilities manage
their data,” Douglas said. “We believe that
MDM is transitioning from solely automat-
ing utility billing to providing value-based
analytics that drive outcome-based solu-
tions. Itron is committed to helping deliver
new business value to our utility custom-
ers around the world.”

Itron’s MDM solution integrates with
the company’s smart grid and automation
solutions and creates value and insights
from smart metering data. The highly-
scalable MDM solution provides a central
repository that ensures data remains
secure, audited and easily accessible to
individuals across a utility’s enterprise.

Itron’s MDM solution is pre-integrated
with Itron Analytics, which can be

(continued page 27)
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NIGEL GOGKROFT
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General Manager
JinkoSolar (US) Inc.

Founded in Shanghai, China in 2006
and publicly listed on the New York Stock
Exchange in 2010, JinkoSolar has grown to
position itself, as a top three solar PV man-
ufacturer in sales volume for 2015, up from
number ten in many markets just three
years ago, according to Nigel Cockroft,
general manager of JinkoSolar (US) Inc.
headquartered in San Francisco.

Cockroft’s team in San Francisco has
contributed significantly to that success, pro-
ducing a 50-fold increase in product sales
over the past three years having shipped
over 1,000 MW in the US alone in 2015.

JinkoSolar’s global reach includes sales
in more than fifty countries, with regional
offices in Germany, Italy, Canada,
Switzerland, Australia, Japan, and Africa. Its
manufacturing plants, located in China,
Malaysia and South Africa, produces an
annual solar module production capacity
exceeding 5 GW.

The vertically integrated company
manufactures polycrystalline modules for
the US market with a strong focus on prod-
uct reliability, efficiency and on-time deliv-
ery. JinkoSolar’s latest product, JinkoMX,
uses integrated circuit optimizers to direct-
ly address the issues of panel shading, hot
spots and mismatch, minimizing the possi-
bility of panel degradation.

JinkoSolar’s sub company, Jinko Power,
develops, builds and operates solar farms in
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China, now totaling more than 1 GW in
operation. “This business is rapidly expanding
and Jinko is doing preliminary development
in other countries,” Cockroft said.

JinkoSolar opened its US subsidiary in
2010 with Cockroft joining in late 2012. The
company’s growth is powered by very good
local customer support and logistics,
Cockroft said. Each major customer is
assigned a project manager and is offered
financial, technical management and legal
support. “We have local US control, and
we consistently do what we say we will do,”
he said.

Cockroft received his PhD in Physics
in New Zealand and relocated to the US in
1987. He built upon a seven-year R&D man-
agement role at Los Alamos National

GLASS OF 2016

Laboratory concentrating on lasers and
photonics. Later, he joined a Silicon Valley—
based fiber optics company, serving in
executive management roles in develop-
ment, production, sales and marketing.
Cockroft joined the solar industry five
years ago, working with three other
Chinese companies before coming to
JinkoSolar where he put together the high
performance team in San Francisco.

The majority of JinkoSolar’s US busi-
ness in the past four years has involved
sales of PV modules to utility scale projects
with just 10% of its sales to residential and
commercial customers. In 2015, more than
1,000 MW were shipped in the US,
Cockroft said, including supplying over 100
MW of panels each for two separate proj-
ects. “Our sales in 2016 should be substan-
tially higher in the utility space. Our goal is

(continued page 27)
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CLASS OF 2016
JAY OLEARAIN

Director of Business Development,
Energy and Utilities
Verizon

Jay Olearain: Commercially launched
in July of 2015, Verizon’s Internet of Things
(IoT) platform service offers utility compa-
nies an easy, secure and reliable on-ramp to
grid modernization. Specifically, Verizon’s
Grid Wide Utility Solutions offers an inte-
grated as-a-service solution for smart
metering, demand response, meter data
management and distribution monitoring
and control. With an estimated market of
147 million electric meters and 330 mil-
lion water and gas meters in service in
the U.S. today, the opportunity for intelli-
gent solutions and services in the utilities
market is enormous.

Jay Olearain: By rolling out Grid Wide,
Verizon is aiming to transform the delivery
and consumption of energy nationwide for
investor-owned, cooperative and municipal
utilities and their customers. Designed to
leverage the benefits of smart meters and
distribution monitoring and control, the
solution comes equipped with a wide range
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of cloud-based applications intended to help
utility companies improve operational reli-
ability and reduce costs as well as increase
efficiency, drive incremental revenue and
improve customer experience.

Jay Olearain: In addition to the tradition-
al smart metering and Advanced Meeting
Infrastructure (AMI)/Meter Data
Management (MDM) services and functional-
ity, Grid Wide provides a wide array of addi-
tional capabilities to support secure and reli-
able grid modernization efforts. For example,
when a power outage occurs, the smart meter
communication card leverages Verizon’s 4G
LTE high speed signaling channel to notify
the utility of an outage via the Grid Wide plat-
form. The utilities can then pinpoint each out-
age at an exact address and can see if it’s one
person that’s affected or if it’s a widespread
outage. And they know exactly where to send
crews to restore power.

Another Grid Wide feature that can
help save time and money is the ability to
remotely disconnect and connect service.
For example, utilities no longer have to
send out a truck and worker to manually
switch off the electricity at a house or
apartment if someone is moving. With Grid
Wide, they can do this remotely, through
the hosted application, across the LTE net-
work, right to the meter — it takes about
10 seconds to kill the service and elimi-
nates two truck rolls.

Jay Olearain: What is really game
changing about our Grid Wide technology
is that we have created it as an as-a-service
model. We are offering a solution that
doesn’t necessarily require a large capital
budget so that utilities can consume these
services as they need them. By purchasing
this as-a-service model, utilities don’t have
to swap out the entire meter population;
instead, they can immediately begin to
solve for problem areas such as hard meter
reads, power quality monitoring and exist-
ing AMI stranded meter fill-in on a per-
month, per-meter cost basis.

Jay Olearain: Securing the smart grid
must go beyond brand reputation to issues
of public safety. As grid modernization proj-
ects are adopted, the significance of inte-
grating a fail proof cybersecurity program
from the inception cannot be overstated.
The energy and utilities sector handles
large amounts of proprietary customer data
including social security numbers, birth
dates, bank account details and credit card
numbers. This data, when combined with
the critical mandate to protect national
infrastructure from external threats, rein-
forces the imperative for organizations to
double down on security measures.

Vulnerability to cyberthreats grows as
an increase in systems results in more
potential entry routes to customer data.
This is especially true as energy and utili-
ties companies roll out web-based solutions
such as online billing and IoT devices such
as smart meters to deliver efficiencies and
enhance the customer experience.
Therefore, managing risk while disrupting
traditional business models must go hand
in hand.

Organizations must understand the
security risks and implement plans and sys-
tems to safeguard all devices, sensors and
things connected to their networks. The
goal is to help maintain a safe environment
for customer information while also helping
protect public safety.

Jay Olearain: We have a detailed road
map of enhancements to support other
electric, gas and water meter manufactur-
ers that we will be introducing in the com-
ing months.

Jay Olearain is Director of Internet of
Things for the Energy and Utility verticals
working in Verizon’s Product and New
Business Innovation organization.
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SUE KELLY

President and CEO
American Public Power Assn. (APPA)

It’s not uncommon on restaurant
menus today to see where the ingredients
in your meal are coming from: beets dug
from a family farm in Virginia, pork pas-
tured on a green field in South Carolina,
blueberries from wild bushes in Maine.
That menu might even tell you how many
miles your food traveled to your plate, and
the growing trend seems to be the closer
the better. “Buy Local” is the buzz phrase
— and those who do are called “loca-
vores.” Maybe buying local should also be
considered when it comes to power.

Public power seems to be gaining in
popularity, or at least gaining attention.
Some communities in the U.S. are making
an effort to buy their distribution systems
and run their own utilities, although the
resistance from incumbent utilities has
been stiff to say the least. “Our business
model is appealing — local decision-mak-
ing, local jobs, and revenue that is pumped
back into the community. It’s no surprise
that as the buy local trend grows, so does
the number of towns looking to go public
with their power,” Kelly said.

Public power is in close to 2,000 cities
and towns and serves 48 million people. If
customers experience an outage, they call
a member of their community. And while
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the idea is gaining traction in communities
throughout the country, many of our own
customers don’t know the value of the utili-
ty they have in their own towns and cities.
“It’s our job at the American Public Power
Association to help you tell your custom-
ers, your communities and the world the
public power story.” Kelly added.

Raising awareness of public power is
one of six focus areas in APPA’s 2016-
2018 strategic plan. The industry is
changing, and that change is driven by
technology and regulations that will
impact your customers. Amidst this
change, public power customers need to
know the value they’re getting through
their community-owned utility.

Another strategic priority APPA will
be working on in 2016-2018 is addressing
increased federal regulation of public
power utilities. A prime example of this is
the U.S. Environmental Protection
Agency’s Clean Power Plan, a plan to limit
carbon dioxide emissions from existing
power plants. In 2015, APPA staff labored
long to provide comments to the EPA on
its proposed regulations, which would
have imposed drastic requirements on
many APPA members.

When the final regulations came out in
August 2015, the EPA had improved a
number of its provisions. But the final rule
is still challenging for many of our mem-
bers, and in fact will be harder for some of
them to meet than the first proposal.
While APPA supports the need to lower
CO2 emissions, we are concerned that the
EPA’s plan still tries in many states to do
too much, too fast. The ultimate outcome
will be an adverse impact on electricity
costs for a substantial number of APPA
members.

But in the meantime, APPA members
have to be prepared to help their states
comply.

“The public power business model
strives to deliver low-cost, reliable power
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while practicing good environmental stew-
ardship. I've been representing communi-
ty-owned utilities for more than three
decades now and I believe in the mission
of our members,” Kelly shared.

I hope members of their own public
power community, appreciate and support
their homegrown utility and know that
they make a difference every day.

Sue Kelly has been president and CEO
of the American Public Power Association
(APPA) since April 2014. Prior to becoming
president and CEO, Kelly was APPA’s
senior vice president, policy analysis and
general counsel. In that capacity, she helped
APPA and its members in energy policy for-
mulation and with policy advocacy before
the Federal Energy Regulatory Commission
(FERC), federal courts, and other govern-
mental and industry policy forums.

From 1998-2004, Kelly was a principal
with the Washington, D.C. law firm of
Miller, Balis & O’Neil, PC. She represent-
ed cooperatively and publicly owned elec-
tric utilities and their trade associations, as
well as other governmental entities, assist-
ing them with restructuring-related issues
before the FERC, federal appellate courts,
and state public utility commissions. From
1995-1998, Kelly served as the Senior
Regulatory Counsel for the National Rural
Electric Cooperative Association (NRECA).
She represented NRECA before the FERC,
state public utility commissions and courts,
and served as a liaison from NRECA to
many industry groups.

In March 2008 she was appointed to a
one-year term on the U.S. Department of
Energy’s Electricity Advisory Committee
(EAC). She served a second term on the
EAC from June 2012 to April 2014. In
April 2010, Kelly was elected president of
the Energy Bar Association. In January
2015, she was selected to serve as an asso-
ciate member on the Commodity Futures
Trading Commission’s Energy and
Environmental Markets Advisory
Committee. She is also a member of the E
Source Advisory Board.
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TRISTAN GRIMBERT

President and CEO
EDF Renewable Energy

Tristan Grimbert, CEO of EDF
Renewable Energy, the North American
Renewable arm of Electricité de France,
participated in a panel discussion covering
market trends at the annual REFF Wall
Street conference hosted by Euromoney
and ACORE.

Tristan Grimbert: First, there is a lot
more money looking to move into renew-
able energy. It is not only yield cos. There
is an imbalance between the amount of
money and the number of projects available
for investment.

Second, our business is becoming
more and more technical. Being able to
deliver on the business plan requires more
and more technical knowledge and resourc-
es. I am thinking in particular about turbine
performance, congestion risk and basis
risk. As there is more penetration of renew-
ables, the ability to understand and act on
business risk and market conditions is
becoming critical.

The third thing that is different is we
have reached a turning point in the last
year in the US where we can talk again
about carbon pricing and about moving
away from subsidies to something that
would recognize the cost of carbon. My
hope is that, within the next five years, we
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will move away from renewable portfolio
standards and all the subsidies to a truly
market-based mechanism for carbon pric-
ing. That is my hope.

Tristan Grimbert: Defining a viable
business model in the distributed space is a
challenge with the lack of differentiation
and the repetitiveness and credit issues. A
lot of people are moving into that sector. It
is very difficult to figure out how to make
money. That is one area with which we are
struggling.

Another challenge is finding the right
balance for spending on the development
pipeline in relation to the size of the market
when the tax incentives are always on the
verge of expiring. Five years ago, there

were too many projects under development.

I think the wind pipeline was something
like 351 gigawatts for an annual market of
six to eight gigawatts, so it was 50 years of
projects. Today, the number has been
reduced significantly.

Lastly, it is a challenge to forecast the
price and cost curves accurately. We must
take a view on the future price for electrici-
ty and the future cost of solar and wind
equipment and the future cost of capital.
We have been talking about yield cos and
their impact on the cost of capital the last
couple of years, but at some point the cost
of capital will start going back up. You do
not want to be caught in a trap where you
have offered an aggressive electricity price
to win a power purchase agreement and
then the cost of capital goes back up. On
the equipment side, we expect the costs to
keep falling , but the question is to what
extent.

Tristan Grimbert: The coal retire-
ments will allow us to keep a market in the
range of five to 10 gigawatts of new wind
capacity additions a year, and that is critical.
You do not need a lot of storage to allow
much more penetration of wind and solar.
The coal retirements driven by the Clean
Power Plan will allow the utility-scale wind
and solar markets to continue adding capac-
ity over the next 15 years at the current
level. It was suggested earlier that the
growth rate is accelerating. I do not think
we have an acceleration of the growth rate,
but I think we will have stable growth.

Tristan Grimbert: We are building a
20-megawatt battery storage project right
now in PJM, and we have more in develop-
ment. PJM does not need a lot of storage in
order to be able to manage the intermittent
generation on the grid, so that market
reached saturation quickly. The potential
storage market is about a tenth of the wind
capacity: rough calculation, back of the
envelope, you need an order of magnitude
less capacity in storage than you need in
intermittency. Keep in mind that storage is
a transmission asset. The more reliable and
the more structured the grid, the less you
need storage. So, yes, storage is a market
for us, and we are in it, but it is a fraction of
the solar or wind potential market in terms
of capital deployment.

Storage is a diverse universe. We can
talk about a battery bought by a residential
customer all the way to a pumped storage
hydroelectric project or thermal storage
facility for a city that is huge in scale. I
think it will be all of the above. You need to
manage the grid in a way that you can pro-
vide some load-shifting equipment or load-
following equipment.

The question about battery storage is
the timing. The timing depends on the tran-
sition to distributed generation. Battery
storage at the residential or commercial

(continued page 26)
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JEFF GRYBOWSKI

CEO
Deepwater

As the saying goes, dynamite comes in
small packages and with respect to one of
the most sought after energy projects in the
United States, the State of Rhode Island is
proof. Supporting the country’s first off
shore wind project, the smallest State in the
USA has lighted the fuse on the package,
and it is about to enjoy the energy from the
explosion and a positive aftermath.

At the moment, there are twelve off-
shore wind projects in various stages of
development in the United States, but none
has taken to water. In 2009, the U.S.
Department of Interior under President
George Bush, developed a final set of rules
for the development of offshore wind farm
projects. This was followed in 2012 by a
grant competition selecting seven winners
for an advanced technology demonstration
project. States along the coasts of the U.S.—
East, West, Great Lakes and Gulf, already
planning the installation of offshore wind
farms, were in the competition. Seven proj-
ects were identified to develop these dem-
onstrations. Ultimately three projects would
be should be selected in 2014.

In this respect, a great deal of the suc-
cess of the State of Rhode Island in bringing
their project to reality has been overlooked.
As early as 2009, then Rhode Island
Governor Donald Carcieri, chose the firm
Deepwater Wind to design, develop, install
and manage the placement of a wind farm
that would ultimately provide electric power
to the population of Block Island, off the
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Rhode Island coast. As a result, Rhode
Island, noted largely as a pass through from
Massachusetts to the North and Connecticut
to the South via [-95, will become the first
state to have an off-shore windmill farm, an
accomplishment that is truly significant.

Deepwater Wind, as the driving force on
this project, brings together a host of partici-
pants. Jeff Grybowski, CEO of Deepwater is
a recognized leader in off-shore wind tech-
nology. Recently elected to the Board of
Directors of the American Wind Energy
Association (AWEA), Mr. Grybowski is
tasked with the management of the various
facets of the Block Island project.

Rhode Island’s Governor Gina
Raimondo continues the State’s support,
recently commenting that, “Rhode Island, is
proud to be home for the nation’s first off-
shore wind farm.” Not only will the project
provide nearly all of the electric power to
one of its communities, Block Island, it will
demonstrate the ability of a state govern-
mental organization to select private organi-
zations that will bring together an incredi-
bly diverse group to complete the project.
The group currently involved will include
state and city organizations, diverse engi-
neering capabilities, multiple union groups,
off-shore capabilities and design, develop-
ment and management skills.

The site was selected by the Rhode
Island Coastal Resources Management
Council after a comprehensive analysis and
ocean mapping project. The Block Island
Wind Farm project is owned and managed
by Deepwater Wind headquartered in
Providence. The 30 megawatt program,
when completed will cost approximately
$290 million, largely financed by Capital
funding institutions. The generation of off-
shore power is provided by an almost con-
stant source. The power generated by the
wind driven turbines will be transmitted via
cable laid on the ocean’s floor, connecting
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to the receiving source, in this case Block
Island.

The final installation and start up is
scheduled to be completed by the fourth
quarter of 2016. To date, installation of five
“steel jacket foundations” was completed
with the last portion, the deck platforms,
secured at the wind farm site. Governor
Gina Raimondo said, “With this project,
we're putting hundreds of our local workers
to work at-sea, and at our world class ports
to build a project that will help diversify
Rhode Island’s energy mix and protect our
environment.”

The two major Rhode Island seaports,
The Port of Providence and Quonset Point,
plus the ports of Galilee and Block Island
have been engaged for storage, support
and fabrication activities and load-out. The
first portion of the site construction was
completed during the first week of
December 2015.

An important factor in the success of
the first phase of construction, transport
and placement activity, was the ability to
coordinate not only multiple locations, but a
number of transport and fabrication disci-
plines. The project has brought over 300
local workers possessing a myriad of skills
that include vessel operators for tugboats,
crew ships, and monitoring vessels, long-
shoremen, electrical and steel workers, and
of course a host of technical skills.

Floating craft included over a dozen
construction and transport barges. Most of
the barges for the first phase of the project
were loaded at the port facilities at Quonset
Point. The industrial complex there will
continue to provide critical support for the
project and will house a permanent site for
maintenance facilities in support of the
active windmill farm.

The final stages of the project include
the arrival of the 95 foot long windmill
tower sections to the Port of Providence,
the first of which have begun to arrive.
Additional sections will continue to arrive.

(continued page 27)
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DAVID HUCKEBA

Vice President
SCR

While much of the power industry is
experiencing a downturn in hiring and
career movement those who have, and
maintain, professional-personal relation-
ships will continue to succeed regardless
of the direction of employment in our
industry.

Through a full and aggressive sched-
ule of industry participation in trade-
shows, association meetings, and the
course of daily business it has become
obvious that the overall feel of employ-
ment opportunity in the industry is “flat”.
That said, dealing with hiring authorities
and candidates, Huckeba sees that there
are opportunities for career advancement
continuing to be offered. In such a mar-
ket, should a change in employment or
need for a new-hire exist, it is ever more
important to have a network of industry
contacts to rely upon.

“From a career’s start through its com-
pletion, the power of personal interactions
will prove time and again to be as valuable,
if not more valuable, than education and
experience,” Huckeba points out. The abili-
ty to use your network (both peers and
industry leaders) for access to knowledge,
information, and people, is like money in
the bank - always ready, always available.
Add to this the incredible positive return
that is gained from giving back to your net-
work, and you’ll understand a professional
recruiter’s mindset.
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Consistency in developing
relationships is key. Extend yourself.
Whether in a relationship-creating
environment such as a tradeshow, in an
elevator, or in an airport terminal when
you see another passenger carrying an
industry hard-hat, extend yourself and
watch what happens. You simply never
know where the addition of one new
contact to your professional network will
lead. For those of you less inclined or
comfortable in meeting new contacts this
skill can be acquired. Some research into
topics such as how to work a room, how to
meet new people, and similar subjects will
lay-out for you the basic steps you can take
to master these skills.

And, while the opportunities to
expand your network through technology
(social media, recruiting boards, etc.) is
an attractive shortcut, the reality is they
also require you to create and share con-
tent, as well as take an active role in dis-
cussions to establish yourself as a thought
leader and remain relevant. As in any per-
sonal or professional relationship the idea
of investing time and energy, by giving
back is critical.

“Ask yourself, when was the last time
you were asked to help someone within
your network with career or technical
advice,” Huckeba shared. How did you
respond? Enthusiastically, or with resent-
ment that someone infringed on your
time? I've identified a common thread
among successfully selected candidates.
Each has excellent peer references and
has been referred to as being helpful, a
team player, and a trusted resource.
Giving back to your network not only pays
emotional dividends, it also has tremen-
dous positive impact on how you are per-
ceived within your network.

Loving what you do is important, lov-
ing or at least caring about those you work
for, around and with, is equally as valuable.

“For what it’s worth, take the extra
step to make yourself known and build
both a strong network and positive reputa-
tion within your industry,” Huckeba said.
The idea of spending at least one night
each week dedicated to expanding your
knowledge and influence through associa-

tion memberships, industry leadership
positions, and reading industry blogs can
become an easy and enjoyable routine.
You will be amazed at the career opportu-
nities that become available through this
small investment of time.

Strategic Contract Resources, LLC
(SCR) is an international supplier of per-
sonnel to the petrochemical, oil & gas,
power, renewable power, and process
industries. We provide highly skilled proj-
ect personnel and candidates for direct-
hire employment to help organizations
source and hire more efficiently, access
better talent, and better control hiring and
turnover expenses.

SCR’s responsibility is to provide project
personnel in a timely manner and minimize
its clients’ costs. SCR fully screens all per-
sonnel for both qualifications and soft skills
required to be successful within its client’s
environment. Industry knowledge and stren-
uous screening process results in SCR pro-
viding only the top qualified personnel, sav-
ing time and money. Visit SCR’s website
(www.scrllc.net) to discover the benefits of
our direct-hire recruiting services, innova-
tive personnel delivery programs, 24-hour
access to management, and flexible cost-
effective solutions for your workforce needs.

David Huckeba’s experience includes
over 24 years serving the power genera-
tion and energy industries. His back-
ground and expertise span a wide variety
of consulting and support activities includ-
ing recruiting, direct hire placement, proj-
ect management, documentation develop-
ment, training and e-learning activities.
With previous titles including vice presi-
dent, Power Industry consultants; direc-
tor, General Physics; and manager,
PennWell Publishing, he possesses a
broad and deep network of consultants
and clients. Mr. Huckeba served 20 years
in the Submarine Service for the U.S.
Navy. He attended the University of
Alabama and holds a bachelor of science,
management and marketing from
Charleston Southern University.
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JOHN HOPKINS

_

Chairman & CEO
NuScale Power

John Hopkins had been a corporate
officer at Fluor Corporation for 12 years
when he was asked to lead the effort at
NuScale Power, a company formed in 2007
to develop a passively cooled, small modu-
lar nuclear reactor based on research origi-
nally funded by the Department of Energy.
John has been leading the company as its
chief executive officer since 2012.

The company’s design, after more than
15 years of work, is now poised for full-
scale commercial development with the
February announcement from DOE that it
had awarded a site use permit to Utah
Associated Municipal Power Systems
(UAMPS) for a project in Idaho. This site
use permit allows UAMPS to conduct stud-
ies and eventually build the first NuScale
SMR plant within the boundary of the
Idaho National Laboratory.

The venture began in 2000 when DOE
paid a visit to Oregon State University
(OSU). Dr. Jose Reyes, who was then the
head of the Department of Nuclear
Engineering and Radiation Health Physics
there, was asked if he could lead the devel-
opment of a small nuclear reactor that
would be funded by DOE.

By 2003, Dr. Reyes concluded there
could be commercial applications and, with
aid provided by OSU, his team built a one-
third scale electrically-heated version of a
plant as a test facility for their design.

In 2007, the university granted NuScale
Power, which Dr. Reyes had recently found-
ed, exclusive rights to the nuclear power
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plant design, as well as the continued use of
the test facility, through a technology trans-
fer agreement. In 2008, NuScale began
ongoing dialogs with the Nuclear
Regulatory Commission which have contin-
ued to the present. Dr. Reyes is now
NuScale’s chief technology officer.

One of Fluor’s business groups, which
included Hopkins, got wind of the effort in
2011 and following three Fluor board meet-
ings the company decided to become the
primary investor in NuScale. In March
2013, NuScale responded to a DOE solicita-
tion to fund the development of a small
modular nuclear reactor. In December 2013
DOE announced an award of $217 million in
matching funds over five years to NuScale,
which had beaten out five competitors and
the contract was signed in April 2014.

With solid funding in hand, Hopkins was
asked to lead the development effort and
become NuScale’s CEO. He accepted the
offer and took early retirement from Fluor.
By the end of 2015, Fluor had invested more
than $300 million in NuScale’s effort.

“If you look at energy requirements in
2030, based on the world population and
with the focus on reducing green-house
gases, could you imagine no nuclear
plants,” Hopkins asked. “It has to be part of
the supply chain,” he concluded.

At the time of his retirement from
Fluor, Hopkins had been with the company
for 24 years and served from 2010 to 2012
as group president for the Corporate
Development and New Ventures Group.
Today, in addition to being CEO of
NuScale, Hopkins is currently serving as
vice chairman of the board of directors of
the US Chamber of Commerce in
Washington DC.

The NuScale small modular reactor is
designed as an advanced light-water reactor
intended to deployed in multiples each of
which can be operated independently with-
in a multi-module configuration. The reac-
tors operate inside a water-filled pool built
below grade, and operate using natural cir-
culation. “There are no pumps and no need
for emergency generators,” said Hopkins.
The system uses a convection process to
circulate water through the reactor. Up to
12 50MWe (gross) modules can be moni-
tored and operated from a single control
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room. For a fuller description of how the
reactor will operate, go to the company’s
website, www.nuscalepower.com.

On February 19, DOE announced that
it had granted a site use permit to UAMPS.
The permit allows the Salt Lake City-based
energy cooperative to find an ideal location
for the reactor on the DOE’s 890-square-
mile Idaho National Laboratory (INL) site.
The project will be based on NuScale
Power’s design. Hopkins said this is a
major milestone for NuScale, and is a testa-
ment to DOE wanting the development to
reach commercial reality.

UAMPS, a political subdivision of the
State of Utah, is made up of 45 municipal
utility members from Arizona, California,
Idaho, Nevada, New Mexico, Oregon,
Utah, and Wyoming. Hopkins said 34
members have signed up to buy power
from the new plant.

Hopkins said NuScale will submit its
design to the NRC for certification by the
fourth quarter of this year. Four sites are
being evaluated at the INL site. He predict-
ed site preparation will be complete in 2018
and the plant could be operational by 2024.

The cost of a twelve unit plant to the
first customer will be $2.8 to $2.9 hillion.
With multiple customers and full manufac-
turing capability, the costs will go down,
Hopkins said. In contrast, a large nuclear
plant costs $16 billion, he said.

‘What Hopkins likes about NuScale’s
design is its scalability. Twelve modular
50MWe (gross) modules can be built for a
total of 600MWe (gross), and each module
is independent of the other. “You can start
generating power with two while continuing
to build the next modules,” he said.

Other features Hopkins touts: each
module core contains less than 5% of fuel in
a large reactor. The nuclear core is 1/20th
the size of the large reactor. Fuel assem-
blies, at roughly 2 meters in length, are half
the height of those in a large reactor. While
refueling could be done every four years, it
will actually be done every two years due to
an NRC requirement for equipment inspec-
tion. Overall NuScale power modules are
smaller, simpler, safer, and more economic.
“A lot of what large reactors need, we don’t
need,” he said.
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ANDREW de PASS

CEO
Conergy

Andrew de Pass, CEO of Conergy
shares his perspectives on the renewable
energy market.

Andrew de Pass: [ come at this from
the perspective of a solar company. Two
years ago, oil prices were higher, so it was
not as difficult to make competitive bids to
supply electricity in certain countries. Of
course today we also have the whole yield co
craze whereby long-duration cash flows are
in vogue. This has the potential, with the
launch of vehicles like the SunEdison yield
co aimed at emerging markets, to give devel-
opers like Conergy more transparency and
visibility on take-out pricing in those markets.
So one change is the fossil fuel pricing and a
second is the attractiveness of the long-dura-
tion cash flows in the capital markets.

Andrew de Pass: The cost of capital
and availability vary at different stages from
early-stage development, mid- to late-stage
development, during the construction cycle
from notice to proceed to the commercial
operation date, and then for operating
assets. The market for operating assets is
extremely competitive, and there is price
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visibility and good availability of capital. In
certain markets, construction finance
remains a challenge. For example, as we
look to finance projects in new markets like
Turkey or Mexico or Southeast Asia, con-
struction finance is more challenging and
expensive. In the US, it is available for prop-
erly structured projects.

Late-stage development capital is avail-
able and the returns have definitely been
pushed down. For example, in the UK
where we developed, constructed and oper-
ate more than 200 megawatts in the last 12
months, we were buying later-stage devel-
opment rights for a cash-on-cash return of
1.25 to 1.5 times investment, and that has
now been pushed down to 1.1 times.

The returns are still very attractive in
early-stage projects where the dollars per
megawatt to develop are low in solar,
$25,000 to $50,000 maximum, and the
returns can be multiples. But you have to
work with a portfolio because you can lose
money in any one project. The point is it is
important to differentiate among stages of
development.

Andrew de Pass: Conergy has a glob-
al footprint and so the challenges vary by
country. We operate in 15 countries. One of
our challenges in the developed markets is
they are moving away from utility-scale to
distributed generation including industrial
rooftop. We expect this trend to continue
over the next five years. Distributed gener-
ation is a different business than utility
scale because you have to acquire custom-
ers, you have challenges with credit assess-
ment, you have to scale up and the projects
are relatively small. The question is: How
are we going to make money consistently
in such markets?

We are too late in the US to tackle resi-
dential, but we are a leader in solar in many
other markets where residential is starting
to take hold, and the discussion amongst
senior management and the boards is: Do
we or don’t we do this? The projections say
that residential could be 30% of these mar-
kets and then you ask, “What is the busi-
ness, and how do we do it effectively?” It is

a customer acquisition business; it is not a
technology business. What can we learn
from the best practices in the US, and can
they apply in other markets? Some do, and
some don’t. So our challenge is, in addition
to the complexity of managing a global
solar downstream company, how do we
make money consistently in distributed
generation specifically with rooftop?

Andrew de Pass: In the US, we are
focused on small-scale utility as well as com-
mercial rooftop. We think in the US market
you have to have financial innovation, so we
recently closed on the first commercial PACE
deal with tax equity with the project owned
by Conergy. In the UK, we launched a com-
mercial industrial product. In Germany, we
have rooftop partnerships with utilities like
RWE and local residential players.

We are focused on batteries. Conergy
has an R&D lab focused on storage in our
headquarters in Hamburg because we think
it is critical to integrate storage into our sys-
tem offering in the medium term. Our R&D
specialists in storage used to think it would
take four or five more years to become eco-
nomical; we see the trend accelerating to a
point where we now expect batteries with a
couple hours of storage to become economi-
cal in the next two years.

In Germany, solar Kits are offered today
with storage. This makes sense in Germany
because there is no residential net metering.
We have pilot projects that are relatively
small for the use of lithium ion batteries for
small utility-scale solar projects.

Andrew de Pass: I do. We have to
create a level playing field and simplify.
When you compare the US to other markets
from a regulatory and incentive standpoint,
this whole tax equity thing is a nightmare.
ITC and PTC: they are a nightmare for
developers and operators to understand.

(continued page 25)
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FRANGIS GANN

VP & Business Development Director
WSP/Parsons Brinckerhoff Power Group

Francis Cann was recently appointed
vice president and business development
director for the power group at WSP |
Parsons Brinckerhoff, a global engineer-
ing and professional services organization.
In his new position, he is responsible for
business development strategies in power
generation, transmission and distribution
(T&D), hydropower, renewables, and ener-
gy services projects across the U.S.

The power group at WSP | Parsons
Brinckerhoff, a part of the firm’s U.S.
Industrial and Energy sector, is a leading
provider of technical, project management
and consulting services for both T&D and
generation projects. The group’s work
includes application of conventional tech-
nologies for new power generating facilities
and rehabilitation of older plants, as well as
more innovative techniques to increase
energy efficiency, including cogeneration,
combined-cycle generation and the use of
renewable energy sources.

Mr. Cann has over 35 years of experi-
ence in the power engineering and con-
struction industry, having managed major
projects involving nuclear generation, coal
power, combined cycle systems, hydropow-
er, power delivery, and energy plant
upgrades. He earned a bachelor’s degree in
mechanical engineering from Manhattan
College and began his career as a mechani-
cal engineer in nuclear generation in New
York City. Through the 1980s and 1990s he
travelled across the U.S. and Mexico work-
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ing on numerous major power plant proj-
ects. In the 2000s he diversified his career
in coal power, combined cycle power,
hydropower, power delivery systems, ener-
gy plant upgrades, chemical plant upgrades
and U.S. military base upgrades. He recent-
ly managed a $1.6 billion utility electric cap-
ital improvement program from planning/
conceptual design through commissioning,
consisting of 400 projects ranging from
$50,000 to $50 million each.

According to Mr. Cann, with the aging
T&D infrastructure in the U.S. there is a
surge in demand for T&D and substation
engineering capabilities. “At WSP | Parsons
Brinckerhoff, we offer expertise in conven-
tional high-voltage overhead transmission
and specialized underground transmission
systems,” Mr. Cann explained. “We've
worked on every major network element,
including overhead lines, substations,
underground and submarine cables, protec-
tion and control systems, and supervisory
control and data acquisition (SCADA)/dis-
tribution management systems.”

With lower gas prices, Mr. Cann finds
there is an incentive to add gas-fueled
power plants to generating companies’
fleets for peaking and to the private indus-
trial sector to take advantage of the market
price. “The desired addition of gas units is
producing opportunities for our generation
group as this is one of our specialties,” he
pointed out.

He also finds that with the current oil
glut there is a pressing need for storage
solutions, particularly underground facili-
ties. “Facing the challenges of stockpiling
their excess capacity, major oil companies
are finding that underground storage in salt
caverns can be a cost-effective approach,”
he noted. “At WSP | Parsons Brinckerhoff,
we have decades of expertise in the devel-
opment of these types of underground stor-
age facilities.”

Mr. Cann continues to see opportuni-
ties with renewables as well. “Development
of solar, wind and biofuel resources will
continue to expand as we move toward a
more carbon neutral posture in the U.S.,”
he said. “And since these resources are not
always near the electric grid, there will be a
growing need for interconnection facilities
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and T&D capacity to bring the power to
where it's most needed.”

Despite today’s low oil prices, Mr. Cann
remains bullish on the energy industry.
“While we are certainly in a period of tran-
sition, with significant turmoil in energy
markets, the U.S. is on a course that will
result in greater diversity of energy
resources and major upgrades to our elec-
tric utility infrastructure,” he commented.
“It has always been my belief that times of
great challenge are also times of great
opportunity, which succinctly describes the
U.S. energy industry today.”

ANDREW dePASS

CONTINUED FROM PAGE 24

We have to work through archaic
documentation. Whether or not the tax
credits are extended — the ITC was
extended in late 2015 for an additional 5
years —, we really need a level playing
field. We have to price fossil fuels
correctly. A carbon tax should be part of
the mix. It makes logical sense and is the
right thing to do.

Can we do it politically? I think so.
‘What will be the tipping point?
Demographics. With the people in the
younger generations, the need to do some-
thing about climate change is ingrained.
Once they vote in greater numbers, they
will have an impact.

In 2015, Andrew de Pass was appointed
Chief Executive Officer of Conergy and is
responsible for the day-to-day management
of the company.

Andrew graduated in 1989 from The
Richard Ivey School of Business
Administration at the University of
Western Ontario with a Bachelor of Arts
with honors in Business Administration,
and was awarded the Gold Medal. He
received the designation of Chartered
Financial Analyst in 1998.
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CONTINUED FROM PAGE 6

beginning, but time and effort early pays
off as the project proceeds.”

Next is the execution planning. “The
execution team analyzes what is different
about its project, starts with a standard plan
and modifies it to suit the project. The man-
tra has always been plan-plan-plan and our
plans are living documents; they can and do
undergo revisions. We also take pride in
‘looking around the corners.’ We think
about the variables, what might be differ-
ent, and we are ready for the unusual. We
are not looking at what we did last month,
but what’s going to be happening in three
months, including weather and issues that
might affect supply of craft. We don’t send a
team into the field and wave goodbye. We
are always looking at ways to support them,
to get them what they need on time, to
eliminate or lower potential roadblocks.”

Oshorne is not unmindful of the com-
petitive nature of the business. “Combined
cycle is highly competitive and is pressed
with aggressive schedules,” he says. “It's a
low-margin and high-risk business.
Everyone knows these jobs have to be done
efficiently, and for Bechtel most projects
operate under lump-sum turnkey contracts.

Oshorne believes that other Bechtel
advantages are cultural. “We have a strong
relationship with the building trades,” he
says. “We've worked with them for a long
time. We have a very strong safety culture,
one we can put up against anyone else in
the industry. We also have a very strong
family culture; we want people to go home
to their families every night; I think we are
a leader in this. We want to be the contrac-
tor of choice, an employer that emphasizes
safety, family, and a place where people can
bring up any kind of issue. Generally, people
on a project work for us for three years.
They are part of our team. We want Bechtel
projects to be places people want to work.”

Bechtel’s relationship with OEMs and
vendors is also strong, according to
Osborne. “They know we will live up to our
promises,” he says.
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TRISTAN GRIMBERT

CONTINUED FROM PAGE 20

level is only viable if there is no net meter-
ing. Net metering is not viable above a cer-
tain percentage of distributed generation
because it imposes a cost on the utility.
Someone has to assume the storage.

If distributed generation grows quickly,
then we will reach the ceiling for net meter-
ing and any additional storage will have to
done by the customers.

Storage will happen; there is no ques-
tion about it. Whether it happens in three,
four or five years depends on the distribut-
ed generation market.

Tristan Grimbert: Carbon pricing is
the most American way to address global
warming. What is more volatile than CO2?
It goes everywhere. It is a global issue, and
carbon pricing is the capitalist way to
address it. Cap and trade was proposed by
Americans, and then it was shut down.
Carbon pricing would be a better way than
a haphazard mix of subsidies with, for
example, a New Mexico PTC and some tax
exemptions and different provisions in
Arizona. No. Let’s price what is creating the
problem and, then, if we have to produce
massive wind in California or Texas, we will
do it because the market is sending the
right price signals. It may take some cata-
strophic climate event, but I have no doubt
it will come because it is the American way
to address global warming.

Tristan Grimbert: Too low. I am not
in the business of deploying at the lowest
cost of capital. I am in the business of creat-
ing value. The cost of capital is one part of
the equation, but the job is to find differen-
tiators. It is not the size of the market; it is
not the growth; it is how much better you
are than your competitors. The returns for
this effort are always too low.

Tristan Grimbert: No, I don’t. Right
now our business model is that we develop
projects for ourselves and we sell up to
50% to co-investors. Sometimes we sell
more, and sometimes less. We do tap the
market by selling assets. We see yield cos
playing in that market, but they are only a
portion of that market and there are plenty
of investment firms and other people who
are trying to deploy long-term capital at
competitive rates, so we do not think it
necessary to have our own yield co.

We can sell to yield cos or we can sell
to people who are not yield cos but have an
efficient cost of capital and are looking for
long-term investments.

Tristan Grimbert: We have done
some acquisitions. What is difficult about
the development business is that when you
think you are 90% done, it means you are
only half way through. Getting the project
to be completely de-risked is what really
trades value.

Because the market has run faster
than anybody expected, and we have been
very successful, the pipeline is a little
small today. We started about a year ago to
rebuild our pipeline. We are doing that
partly by acquisition. We may buy a pipe-
line. We may buy a project. We will keep
developing ourselves. The overall supply of
new projects is low compared to the appe-
tite of the market. I attribute this to the
impending expiration of the tax credits.
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The Port’s management team, headed by
Waterson Stevedoring, will provide stevedor-
ing and marine terminal operator services.
Waterson will utilize members of the
International Longshoreman’s Association
(ILA) to discharge the towers and move
them from the Port’s main terminal to a spe-
cially prepared manufacturing facility pro-
vided by the Port of Providence

All of the turbine components have been
staged at the temporary facility in
Providence, where the assembly of the tur-
bine components will be completed. General
Electric recently completed purchase of the
offshore wind component of Alston Wind
Energy. GE will be providing five 6-megawatt
Haliade 150 offshore wind turbines which
will be the mainstay of the Block Island Wind
Farm. Fabrication of the windmill units,
including the installation of the electrical,
mechanical and safety equipment will be
completed by General Electric at the port
facility. When completed, each of the fifteen
turbine towers will consist of three sections
which will be 270’ high and weigh 440 tons.

Load-out prior to transport to the water
site and erection of the windmills will also
be handled at the Port of Providence. The
Port will utilize a number of cranes available
including two of its Liebherr Mobile Harbor
cranes and a Liebherr 1600 crawler crane, a
special super heavy duty crane capable of
handling the incredible length and weight of
the windmill structures and turbines.
Completion of the project is set for the
fourth quarter, 2016.

Jeff Grybowski has been involved in the
development of Deepwater Wind’s Block
Island Wind Farm since its inception in
2008. He earned an A.B. with Honors in
Public Policy from Brown University, a J.D.
with High Honors from the University of
North Carolina at Chapel Hill School of Law,
and served as a Law Clerk to the Chief
Judge of the U.S. District Court for the
District of Rhode Island.
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delivered off the shelf or through cloud-
based services solutions. The analytics
solution enables utilities to turn metering
data into actionable intelligence, improving
operations, distribution system efficiency,
reliability and asset management.

In addition, with Itron Total Services,
Itron manages all aspects of a utility’s data
collection system, including MDM and
analytic applications, with a simplified,
subscription-based pricing structure.

A central theme to Douglas’s Software
and Services strategy is Itron’s commit-
ment to delivering outcomes for custom-
ers around the world. Itron has the deep-
est, most insightful experience of any
company in the industry. Coupled with its
leading technology platforms and end-to-
end services offerings, Itron can deliver
true business outcomes to its customers.
More than simply selling and deploying
products or solutions in the field, Itron’s
outcomes-based approach seeks to deliver
results and solve problems such as water
conservation and efficiency, integration of
renewable energy, grid optimization and
revenue assurance.

“Our philosophy is different because
instead of asking our customers what do
you want to buy?, we ask what do you want
to achieve?” said Douglas. “We become a
trusted partner and solve the customers’
challenges—we’re not just another vendor
selling a system.

We are committed to helping custom-
ers achieve the results they need to suc-
ceed.”

With a strategy that is founded on
knowledge, experience and service, and
the backing of Itron’s leading technology,
Douglas is building a Software and
Services organization that will enable
Itron to offer new levels of insights to its
customers—and deliver business out-
comes like never before.

GLASS OF 2016
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also to at least double sales to residential
and commercial customers.”

Addressing long term prospects for
solar technology, Cockroft said it is well
established, having been improved upon for
the last 30 years. “The technology is
evolving in terms of efficiencies and will
continue to do so,” he said. In general, he
said success in the solar industry is
dependent on running a very integrated
operation, including sales, marketing,
engineering and manufacturing.

Cockroft said Jinko is very efficient in
terms of its overall integrated financial
management, both at its headquarters and
in its regional offices. The company main-
tains good communication with customers
and investors. “Jinko is not a mystery to
either as some other Chinese companies
have been,” he said. “The evolving
strength of Chinese companies will result
from better business integration in other
countries.”
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With over 6 GW of development expertise throughout North America,
EDF Renewable Energy is the trusted leader in the development and
management of renewable energy projects.

Our O&M affiliate, EDF Renewable Services, with over 10 GW under
contract, ensures the performance of your investment over the long-term.
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