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The information contained in this communication is for general purposes only and is not intended and
should not be construed, as legal, accounting, or tax advice or opinion provided by Edison Energy. The
material contained herein may not be applicable or suitable for the recipient’s specific circumstances or
need and should not be used as a substitute for consultation with a professional accounting, tax, legal or
other duly licensed advisor.

The information contained herein is intended to communicate the current state of the renewable energy
markets across various geographies. Any information contained within this document is subject to change
because of, but not limited to, regulatory policy, federal and state tax legislation, commodity pricing,
dynamics in the capital markets, commercial terms unique to each project and overall market conditions.

Any marketing or solicitation included herein for or related to a National Futures Association jurisdictional
activity is being made by and on behalf of our affiliate Altenex. Altenex is registered as an Introducing
Broker with the NFA and additional information on Altenex is available at https://www.nfa.futures.org.
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US non-hydro renewable generation by technology
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The declining price of solar energy.
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Non-utility renewable energy purchases
* 63% of Fortune 100 Companies Market Growth and Decreasing Costs
have at least one clean energy LCOE ($/MWh) MW
target. 400 4000
» Wind and Solar PV costs have 350 3500
decreased approximately 60% 300 3000
and 80% respectively.
250 2500
Drivers for Corporate Purchases: o -
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Data values for graph sourced from U.S. Department of Energy’s National Renewable Energy Laboratory, 2015 and the Rocky Mountain Institute, 2017.
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CORPORATE RENEWABLE ENERGY BUYERS’ PRINCIPLES:

INCREASING ACCESS TO RENEWABLE ENERGY
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BUSINESS __ Corporate Renewable Deals
CENTER 2012 - 2017
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Challenges to renewable energy adoption

Lack of
Independent
Analysis

W E G
AcCCess

Internal
Alighment

Limited Unfamiliarity
Internal with Contract
Resources Structures




The Renewable
Energy Purchase
Agreement (REPA)




- EDISON

energy.
How Does the Renewable Purchase Agreement Work?

The Renewable Energy Purchase Agreement (REPA) is the most widely adopted form for corporate
offsite renewable energy because of the flexibility and protections it provides.

At the end of each month ...

Company signs a long-term
contract to purchase energy
produced by wind/solar farm.
Contract price is fixed for the

When the fixed contract price

is less than the market price,

the Company will receive an
electronic CREDIT

The wind/solar farm
will sell the renewable
energy into the market at
the market price.

entire contract term. (Savings)
\ § y
or ...
f N
Each time the renewable When the fixed contract price
The wind/solar farm energy is sold into the exceeds the market price,
produces energy whenever market, the Company will the Company will receive an
the wind blows/sun shines. owe the wind/solar farm the electronic INVOICE
fixed contract price. (Loss)
G V.

The Company receives all of the environmental and financial benefits
of the renewable energy without managing the physical power.
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Criteria and load
profile

» Collect data on current
and projected load
requirements

» Profile existing
renewable initiatives /
lessons learned

» Select portfolio of
strategies to reduce
cost and offset risk

» Model power prices in
each geography
identified

» Map decision making

process and create
approval workflow

—

Our Process

Stakeholder
education

» Coordinate with finance
and treasury teams on
financial model and
credit

» Establish accounting
treatment with internal
and external accounting
teams

» Bootcamps on markets,
technology, analysis,
deal structure and risk
profile

» Prepare presentations
for upper management

Competitive process
and analysis

» ldentify matching
renewable technologies
/ geographies

» Model anticipated
economics and risk of
each project

» Conduct competitive
process targeting
pre-qualified projects

» Model deal
attractiveness against
customer requirements

» Rank projects by
savings opportunity,
developer due
diligence and unique
requirements

Project selection
and negotiation

» Draft Non-binding Letter
of Intent and definitive
documents

» “Negotiation Guideline”
documents

» Initiate purchase
agreement

» Manage flow of
documents and advise
on key commercial
terms

» Approval process
workflow document

EDISON

energy.

Contract management
and monitoring

» Renewable energy
attributes management

» Monthly settlement
with audit

» Record keeping
consultancy

» Ongoing client
services support

A
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Timeline and Key Stakeholders

Edison Energy works to educate relevant internal stakeholders and to develop
a criteria profile prior to going to market. This helps ensure that any
transaction meets the criteria brought forward and promotes the greatest
probability of success in the approval process.

Credit /
Treasury

Sustainability

| k h | R . EDISON POWERED
Identify goals & stakeholders ~ 2 weeks Internal stakeholders provide input energy. ...
throughout the process. We provide

clients with educational materials
Demonstrate business case ~ 4 weeks and recommendations based on
established best practices for non-
utility buyers. In the end, we
become an extension of the client,
Operations & Facilities buy-in ~ 2 weeks working integrally with all parties to
produce successful transactions.

Inventory review & Project selection ~ 8 weeks

Accounting review and treatment ~ 4 weeks

Finance & Treasury review ~ 4 weeks

Quantify sustainability impact ~ 2 weeks

Contract negotiation ~ 8 — 10 weeks

Although there is no prescriptive formula, an typical offsite renewable
energy initiative can take between 8 and 10 months.
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U.S. Wholesale Markets and Inventory

Historically, the market has been difficult to access and has lacked clarity. Edison Energy has
developed a proprietary database, the Altenex Marketplace™ that provides detailed
information and analysis on over 5,000 renewable energy projects. This data is used to help

customers identify clean power purchasing opportunities thaeet their selection criteria.

Edison Energy has also transacted 64 MW ! ‘

of deals in the regulated Mexican markets
under the past self supply program.

Wind Projects Solar Projects
e  Wind IMW-5MW ©  Solar IMW - 5MW
@  Wind 6GMW-30MWY ) Solar MW - 30MW
@  Wwind31Mw - BoMW () Solar 31MW - B0MW
O Wind 81MW - T50MW © ) Solar BIMW - 150MW
Wind 15TMW - 300MW Solar 15TMW - 300MW
Wind > 300MW Solar >300MW

U.S. Power Markets - =g
I CAISO B SPP I ERCOT [ MISO T ISONE [ 1 PuM [ NYISO ] A
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Key Altenex Marketplace Data Model Overview
What will the market price of electricity When will the electricity be produced? The impact
be in the future? of the production profile is called “Shape”
» Because the future is uncertain, we rely on a » As prices vary throughout the day and year, it is important to
range of possible outcomes know when the project is expected to generate and to have
» The future scenarios are provided leading 3rd the ability to produce electricity during low wind periods
ABB Company), SNL Energy etc. » Shape can be affected by location of project, turbine type and
» The scenarios are published for average age, turbine configuration, and operation (generation during
monthly prices high priced hours is more valuable than generation during

low priced hours)

» Edison Energy provides shape estimates by project based on
30+ years of historical wind data

1 The Ventyx, SNL Energy and shape input data is provided in real 2017 dollars, and does not include

inflation. This allows the user to make their own assumption about what inflation will be in the future. ‘
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Others’ Mistakes Made

What mistakes have been made by others in the past and how can they be avoided going forward?

MISTAKE

DESCRIPTION

SOLUTION

Location of project settlement

Improper (or nonexistent)
shape calculation

Misalignment of internal stakeholders

Poor understanding of contract
commercial terms and structuring

No independent analysis applied

No credit posted by supplier

Project due diligence — incomplete
understanding or lack of experience

Counter party / developer due diligence

Settling at an illiquid and remote busbar vs. liquid hub.

Understanding generation profile will contextualize the
true value of the project to Company.

If you do not include key decision makers early in the
process, there is great risk of non-approval.

Using a developer’s contract or not fully understanding
the key commercial terms achievable in a PPA.

Taking the developer’s market predictions.

Operational security should be posted by the developer
in case of non-delivery on the project.

Not fully understanding the key components and trigger
points necessary for a successful development.

Not performing full financial due diligence on a firm and
not fully understanding how projects are financed.

Ensure hub settlement and basis risk placed on Seller.

We take a very conservative approach to modeling shape for our
clients.

We work with our clients to educate the entire team from the outset
of an engagement and have deep experience in the C Suite.

Many team experts come from the development side and know
where opportunities exist for the Company.

We perform a full and dynamic independent market analysis.

Ensure this is posted at or very near contract execution. We always
push for this on our clients’ behalf.

Our supply-side team is always working on project due diligence. As
previously mentioned, many of the team members were developers
prior to joining Edison Energy.

Edison Energy has a Capital Markets team as well as other
members with deep project finance experience. Also maintain
strong relationships with the key financiers in the business.
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