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A Little Personal History

È1995 - 1998 I worked for a US-based wind 

energy developer

ÈI could not get CA utilities to buy ñgreen 

powerò

ÈThey said the environmental benefits were 

not worth anything and they did not want 

them

ÈI could not get projects built

ÈMonopoly and monopsony
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Solution - Go Around the Utilities

In 2000, we closed 

the first retail REC

transaction in the 

U.S. -- With EPA

In 1999, I proposed 

the retail REC 

concept to BEF
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Result

ÈThousands of business customers now 

ñgetò this idea and participate in the 

market (it can scale)

ÈPerhaps the first widely adopted, retail 

market for an ecosystem benefit (CO2 

reduction)
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Lessons #1 & 2

ÈBusinesses Like Things That Are Easily 

Quantified

ÈThe Planet Cares About Scale
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2001: Beware Cheap Imitations

ÈWeb-based competitor emerges

ÈHorrible consumer protection

ÈHorrible environmental standards

ÈWe Had Two Needed Backstops
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Lesson #3

ÈWork Early in Multi-Stakeholder 

Process for Good Standards

ÈScience

ÈMarket

ÈConsumer Protection
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2004 - Race to the Bottom?

ÈMarketers became addicted to early 

(less robust) standard

ÈThe ñnewò debate

ÈCompetitor proposed a REC with no 

environmental benefits

È(I am not kidding)

ÈClaimed it would make things ñeasierò
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Result

ÈBEF fought for a ñ100% Newò (post 

1997) standard

ÈWe won that fight
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Lesson #4

ÈRevisit the Standards Regularly

ÈUpdate when appropriate
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2002 - Bite vs. Chew

ÈProject developers 

tried to be retailers

ÈñAnyone can do 

marketing and sales 

stuff!ò

ÈIf we put up a 

website wonôt people 

throw money at us?
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Results

ÈDevelopers wasted a lot of time and 

money and sold close to nothing into 

retail markets

ÈThey did not even come close to 

covering their costs

ÈThey alienated their wholesale 

customers (including BEF)
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Lesson #5

ÈBe Practical About Your True Expertise

ÈFocus on Your Niche
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2002 - Supplier Myopia

ÈSolar suppliers asked for voluntary 

dollars for old projects

ÈDid not think to ask, ñWhy would a 

customer buy that?ò

Customer Myopia
ÈCustomers wondered if their money 

could go to projects not yet built

ÈDid not think to ask, ñWhat about the ones 

built yesterday?
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Result

ÈBEF Said, ñNo.ò
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Lesson #6

ÈMarket Must Work for All Participants

ÈLandowners

ÈDevelopers

ÈBrokers

ÈCustomers

ÈThe Planet
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2004 - ñThe Perfectò 
Rears Its Head

ÈñHow Many Tons of Carbon Will Dance on the 
Head of a Pin?ò

Result

ÈYears of debate before adult decisions
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Lesson #7

ÈDonôt Let the Perfect be the Enemy of 

the Good

ÈThe Planet cares about gross amount, not 

rounding errors
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2005 - The Cynical and the 
Vested

ÈMedia:  Just who is being ñindulgentò 

here?

ÈStatus Quo - Many are deeply invested

ÈThey think you are a threat to their business

ÈYou are a threat to their frame
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Result

ÈWe are in for a fight
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Lesson #8

ÈBuild Alliances Under a Large Tent
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Divided and Conquered?

ÈOffsets vs. RECs?

ÈVoluntary vs. Mandatory?

Results

ÈLots of selfish infighting

ÈConfused, frozen customers

ÈToasting the planet


