
USCHPA 5th Annual Policy Day:
CHP: Good for Business, Good for Nation

May 11th, 2004

The Economic Benefits of CHP: 
“Avoiding the Pitfalls”

Presented by: 
Steven Greenberg, Distributed Energy Strategies



2
2

DES Company Profile

• Founded Steven Greenberg, cofounder of 
RealEnergy and Paul Abraham former VP 
Operations RealEnergy.

• DES facilitates projects by bringing 
together suppliers (DES Supplier’s 
Alliance™) and buyers (DES Buyer’s 
Alliance™).

• DES assumes any needed role, and 
pursues any feasible project structure.
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Buyer’s Services

• Objective project assessment
• Buyer-driven approach to project 

development
• Wide selection of business models
• Access to the DES Supplier’s Alliance™
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Supplier Services

• Consulting
• Government Affairs
• Project Development
• Marketing Strategy and Development
• Access to the DES Buyer’s Alliance™
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Potential Pitfalls?
Don’t Try This at Home!
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General Considerations

• How knowledgeable is the Owner?
• How knowledgeable is the Developer?
• Identification and allocation of risks
• What is the ownership structure?
• Design, Bid, Build, or Turnkey?
• Operations, Operations, Operations
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Potential Pitfalls

• Feasibility Studies
– Assumptions; Pro Formas
– Owner or Sales Perspective

• Preliminary Design
– Operating Environment
– Cost Trade-offs

• Permits & Entitlements
– Are authorities familiar with CHP? 

Technology?
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Potential Pitfalls (cont.)

• Detailed Design
– How many reviews? Who is performing 

review?

• QA/QC- Its everything
• Construction, Start-up, Commissioning

– Qualifications & Experience
– What master do they serve?
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Potential Pitfalls (cont.)

• O&M
– Who, what is the experience?
– Contract language is everything. How long?  

• Fuel Procurement
– Can you get it? Can you hedge it?
– Who carries the risk?

• Metering, Billing, IT
– What methodology? What software?
– Who validates? Who monitors?
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Potential Pitfalls (cont.)

• Legal, Contracts, Finance, Insurance
– Who is doing it and what is their experience?

• Sales & Marketing
– 100 Atta Boys! Are erased by 1 Big, Fat, Mess

• Government Affairs
– How to wake up and find your business is 

gone
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Conclusion
• CHP Projects Can Bring Substantial Value 

For Suppliers and  Buyers
• Risks- Identify, Understand, Manage
• One Size Doesn’t Fit All
• Patience Pays
• CHP Projects Bring Greatest Value When 

They Capture Externalities- Actively 
Participate in Government Affairs to 
Achieve Highest Value


