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Corporate power purchase 
agreements (PPAs) are a 
well-established, proven concept 
in the energy market. Agreed 
between a commercial and 
industrial (C&I) customer and a 
power generator, a PPA commits 
the buyer to take the output from 
a generation asset for an agreed 
period and secures the asset’s 
revenue stream for that time.

With the rise of renewable generation, 
declining renewable energy prices and 
the drive to decarbonize the energy 
system, PPAs for power from renewable 
sources are becoming increasingly 
prevalent. Under these PPAs, a C&I 
company agrees to buy energy from 
an existing or planned renewable 
generation asset, securing its income 
for the period covered by the deal.

PPAs were initially intended to finance 
100 percent of the generation asset, but 
this implies very large contract periods 
(10 to 15+ years), while a regular power 
supply contract tends to last one, two or 
three years. This imparity tends to push 
away C&I customers, therefore the PPA 
market is evolving with offerings that 
combine the benefits of a PPA with the 
flexibility of a regular supply contract.

The potential market for renewable PPAs 
is significant and growing. In the past 10 
years, global deployment of renewable 
generation has skyrocketed from less 
than US$20 billion to US$300 billion a 
year. According to Blackrock, it now 
represents almost 30 percent of the 
global addressable energy 
infrastructure market.1

BENEFITS ON BOTH SIDES
As the demand for capital to fund new 
renewable generation assets continues 
to rise, renewable PPAs offer benefits 
for both buyers and sellers—and for 
society as a whole. 

On the sell side, they enable generators 
to get projects funded and built, and 
provide certainty on the future revenues 
from those assets. 

On the buy side, the C&I customers get 
green energy, security of supply, greater 
certainty over prices and an enhanced 
reputation from their reduced carbon 
footprint. Increasingly, corporate buyers 
also get cost benefits, as prices for 
renewable generation such as wind and 
solar continue to fall and in some cases 
start to slip below grid prices.
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WHY ISN’T THE RENEWABLE PPA MARKET 
GROWING FASTER?
POSITIONS ARE ENTRENCHED 
ON BOTH SIDES
Despite the benefits, the take-up of 
corporate renewable PPAs is slower 
than expected, considering the growth 
in renewables investments and the 
number of companies that want 
renewables, as evidenced by the 
growing number of companies in the 
Renewable Energy 100 (RE100). The 
underlying factor holding back the 
market for renewable PPAs is the gap 
between what the corporates want to 
buy and what the generators want to 
sell.  

So, what does each side want? In 
summary, C&I buyers want elements 
including keen, flexible pricing—so they 
don’t lose out in comparison to grid 
prices—and shorter-term contracts of 
around three to five years to avoid 
having to forecast and commit to 
consumption levels too far into the 
future.

Some are also seeking greater 
additionality to cover unforeseen 
increases in their energy needs and 
more clarity on the way various risks are 
allocated and managed. And they are 
looking to generators to offer renewable 
PPAs that meet their needs on a 
portfolio basis across different markets 
under a single agreement.

The generators’ agenda for renewable 
PPAs are the flip side of these demands. 
This would include fuller pricing to 
insure against market volatility, and 
longer contracts of 10 years or more to 
provide greater certainty over future 

revenues and to support project 
financing (bankable PPAs). In addition, 
generators would also like C&I 
customers to have a deeper awareness 
of the benefits of offsite PPAs, as this 
gives generators more flexibility in 
delivering parts of this from existing 
capacity or to build generation where 
the renewable resource is the greatest. 

IN REALITY, THEY AREN’T 
THAT FAR APART
A closer look at the “wish lists” of the 
two sides suggests they may not be as 
far apart they initially appear—at least in 
some respects. For example, one of 
generators’ main demands is for 
corporates to provide greater clarity on 
their future plans and “green roadmaps” 
for using renewable energy, so 
generators can tailor solutions 
accordingly, potentially including 
multi-country portfolio deals.

For their part, corporates would like 
generators to be more open about their 
current and future renewable capacity 
in different territories, including 
providing early warning of proposed 
future projects currently on the drawing 
board. C&I customers could then see 
how these plans map onto, and might 
support, their own plans for renewable 
energy consumption going forward.
 
In short, corporates and generators are 
fundamentally looking for the same 
thing. They both want a more open, 
collaborative approach coupled with a 
readiness to give and take on contract 
terms with a view to generating mutual 
benefits.
      



WHAT COULD GENERATORS AND C&I 
CUSTOMERS DO DIFFERENTLY?
In Accenture’s view, C&I customers and generators have an opportunity to 
reap greater benefits together, triggering a substantially higher 
take-up of renewable PPAs. 
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To make this happen, we think 
corporates have an opportunity to:
• Explain their green roadmaps clearly, 

so generators could offer tailored 
solutions and factor their corporate 
customers’ future plans into their 
renewable asset-build strategies. 

• Communicate their own renewable 
needs when issuing and managing 
renewable energy RFPs.

• Approach generators informally at
an early stage to scope out mutual 
possibilities, rather than moving 
straight to a formal RFP and contract 
negotiation.

• Recognize, accept and share 
risks—basis, shape, term, price and 
so on—with the generators to help 
support the energy transition, in 
recognition of the benefits this brings 
to all parties.

• Understand the timeline required to
deliver the electricity from new built 
projects, or consider participation in 
aggregated RFPs from already built 
projects.

We think generators have an 
opportunity to:
• Be open about where they can 

currently supply renewable energy and 
their future plans for new renewable 
generation, including specifying what, 
when, where and how big those assets 
will be, so C&I customers can check 
how these might support their own 
plans.

• Offer simpler contracts with more 
flexibility and clearer additionality.

• Take a portfolio approach to 
corporates’ needs across regions, 
including more information and 
options about which assets and 
technologies the renewable power 
could be supplied from different 
territories.

• Increase flexibility on pricing 
approaches, with greater transparency 
and agility toward new and different 
models.

• Be clear about the sleeved
contractual implications at the 
moment to offer a virtual PPA.

Finally, both corporates and generators should be open to compromise on 
the trade-off between price and PPA length, to gain the wider benefits from 
renewable PPAs.

To make this happen, we think 
corporates have an opportunity to:
• Explain their green roadmaps clearly,

so generators could offer tailored
solutions and factor their corporate
customers’ future plans into their
renewable asset-build strategies.

• Communicate their own renewable
needs when issuing and managing
renewable energy RFPs.

• Approach generators informally at
an early stage to scope out mutual
possibilities, rather than moving
straight to a formal RFP and contract
negotiation.

• Recognize, accept and share
risks with the generators to help
support the energy transition, in
recognition of the benefits this brings
to all parties.

• Understand the timeline required to
deliver the electricity from new built
projects.

• Aggregate volumes with peers to
participate in RFPs from already-built
projects.

We think generators have an 
opportunity to:
• Be open about where they can

currently supply renewable energy and
their future plans for new renewable
generation, including specifying what,
when, where and asset size, so C&I
customers can check how these might
support their own plans.

• Offer simpler contracts with more
flexibility and clearer additionality.

• Take a portfolio approach to
corporates’ needs across regions,
including more information and options
about which assets and technologies
the renewable power could be supplied
from different territories.

• Increase flexibility on pricing
approaches, with greater transparency
and agility toward new and different
models.

• Offer holistic contract management
and be clear about the sleeved
contractual implications at the moment
to offer a virtual PPA.

• Allocate risks in a just and
comprehensive way.



HOW ACCENTURE CAN HELP
For many years, Accenture has helped renewable generators 
effectively and efficiently grow capacity, and supported C&I 
consumers of renewable energy in the development and 
implementation their sustainability strategies. By bringing 
together the buyers and sellers of renewable energy and 
leveraging Accenture’s digital capabilities, we support the 
matching of demand and supply, provide market intelligence, 
and help companies reduce search, transaction and 
aggregation costs. 
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