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- Operators (?) Business (?) KPIs

As soon as capital investment is required, you need to...

e Understand who invest? Who benefits?
® Develop a strong business case
® Forecast the price of energy — realistic?

* Envisage innovative business model - are we ready?
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- Policy objectives vs. balance sheet objectives
Operator
R « OP invest. horizon lower than depreciation of
assets
Commercial « Opex savings alleviates OP balance sheet -
Transactions Capex burden whose budget?
v

Suppliers of Transport
— Equipment and Systems
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Other financial criteria: NPV and IRR

Costs Benefit Benefit -cost
(m €) (m € year) (m € year)
YO -2,010,000 -2,010,000
Y1 -10,000 +200,000 +190,000
Y2 -10,000 +200,000 +190,000
é e é é
Y30 -10,000 +200,000 +190,000
Total (30 y.) -2,310,000 +6,000,000 +3,690,000
Net Present Value (int. rate 3%) 937,970 0
Benefit.cost ratio 2.6:1
Internal Rate of Return 7%

Net present value (NPV)
The present value of an investment's future net cash flows minus the initial investment. If positive, the
investment should be made. B

Internal rate of return (IRR) —
The rate of return that would make the present value of future cash flows plus thedfinal nfé‘rket Valu@ off zg
investment or business opportunity equal the current market price of the invest G0 opportumty E.
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Common sense: Payback period

CaPex - Investm. support

: < Invest. life cycle (conservative)
Yearly OpEx savings
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However, most elements of equation plagued with uncertainties

A Translation of kWh saved into €

A Investment support : regional/national policies

A Mature real operation life cycle
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 Evolution of electricity price (2020+)
e 31% increase (2010-2020) - slightly above 3% inflation
e Stabilization / decrease beyond

e Current dip

€'10/MWh
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Conclusions

e Buyer KPIs more complex than generally believed
e Still largely political decision, not business one (yet?)

® Roadmap of barriers
e (regulation,culture, energy price evolution..)

® Clearer view of energy price actually paid
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Istanbul Ulasim return of experience
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Investment on energy-saving technologies is like any other
investment decision
 Project feasibility/risks:
« Economic analysis: cash flow, pay back, LCC
e Political considerations:

« Regulations, standarts, strategic targets, Local or Central
Goverment policy

e Customer requirements:
» Prioritization: Cost? Or prestige?
e Technical considerations
« Technology transfer,
e Maintainability
 Applicability for refurbishment

« Obsolescence / project mane;igement c ) <S [R!S
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Rolas keyfactor to invest in energgaving technologies

e [f we have enough capital to invest ?
(budget or other resources ?: leasing? Credit ?)

e And when it will retun ? < 4 years preferably
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Mistakes in savings assessment

® Monitoring and Assessment of Energy Saving
e Proven Pay Back Time
e Poorer results than promised in project specifications
e Missing or ill-defined requirements >>longer payback

e Different operational results, operational hours, loading
cycle, envoiremental conditions,

e Different Unit Prices on Capex / Opex
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Conclusions

Smart technologies need smart users
e Awarness of users
e Benchmarking with other operators

® Realistic comparation

(different economic parameters, operational conditions,
user behaviours, regulations and standards)

e Technology offered may be feasible for one operator and
not for other operators

e Besides of reducing energy consumption, other benefits
ang gains are important in decision
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Manufacturers Business KPIs : ROI

Probably simpler than Operators/investors KPIs :

A Usually one single investor on R&D, private money
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bodExcess Profit  ===Cumulated Excess Profit -
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P R
- Manufacturers ROI : What is behind ?

Process for generic solutions

A 1st step : to be convinced that several customers will have a
payback on the new Technology/Product/Solution

A 2nd step : to be convinced that

A the market size and market share, sales and margin will be
large enough to balance

A the R&D costs

A and provide a benefit to risk new solution developments

-
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Manufacturers Business KPls

Risks due to long cycles ( 2 to 10 years depending on
technology step, incremental or breakthrough)

A Technology as at each crucial steps, technical problems
could stop the developments

A Standards & Regulations : especialy certification on
new solutions

A Marketing :long term markets, competitors, energy
prices etc...have to be anticipated with the right figures

A Financial & economic as many parameters can change
during the life time of the offered solution. <
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Conclusions Industry

e Strong upstream marketing needed and or
cooperation with stakeolders to share vision.

e Develop quickly for large markets to reduce risks

® Monitor Regulation environment in paralel to
developments

® Technical risks are usually well monitored
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Thanks for your attention !
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