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When did we start buying green
power? Why?

A Before the year 2000
A Initially, landfill gas RECs
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Power Partnership program (2001)

A To support our product sustainability certifications

A Steelcase already operated -site heat recovery
systems and was researching the viability ofstie
green power generation
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We sought a solution that would support the grow
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A Usingthe electricity associated with the green power wi
ourchased

Purchasingleangreen power.

Purchasing enough green power to coggleast 20%of
our U.S. electricity usage.

A Purchasingertified green power that would support our
product sustainabillity certifications.
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A We discovered that osite generatiort the only way to

truly usethe green power we would invest in and
generate- was financially unrealistic.

A Then, we struggled with the concept of RECs; we still
wanted to directly use the electricity associated with
our green power purchase and we needed to be
comfortable that our purchase would help the
environment.

A We realized that if we bought green power from our
local utility, we would only be using ~5% electricity
generated from renewable sources. We also compared
the price of utility RECs In our area to naility RECs
and the utility RECs cost more than twice as much.
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A We realized that purchasing RECs would
Indeed spur the growth of renewable energy
In the U.S. whether purchased through utility

or nonutility sources, so we were no longer
struggling with the role oRECs.

A We compromised on our desire to directly
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power purchase but did not compromise on
our plan to purchase it in the form of Green
certifled RECs.
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A We wanted to move away from buying RECs
from landfill gas sources.

A We investigated buying RECs from 100% winc
or 100% solar projects.

A We soon discovered that wind RECs were
more expensive than landfill gas RECs but les
expensive than solar RECs.
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A We wanted to show our commitment to green power
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Club so we looked for REC
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purchase opportunities

equal to at least 20% of our U.S. electricity use.

A We also estimated we would need a substantial

guantity of RECs to sup
certifications, so we hao

beyond our desire to su
energy.

port our product sustainability
an immediate use for them
pport the growth of renewable



What did we end up with?

A clean, green power purchase In
the form of Greere certified wind
RECSs representing 20% of our U.S.
electricity usage from a single large
scale U.S. wind farm for which we
were granted the naming rights.






Steelcase has committed to buying all of the
green power from the wind farm for at least Its
first five years of production.
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What was the process for this project”

A The Texas landowner contacted the developer, Jof
DeereRenewablesand worked as cdeveloper.

A John Deere arranged to sell the electricity to the
local utility company. To sell the RECs, it turned to
Renewable Choice Energy, a renewable energy
marketer, or retailer.

A Renewable Choice consulted with John Deere and
identified the Texas Panhandle project as ideal for
corporate sponsor partnership.

~—r
renewable choice
ENERGY

@) JOHN DEERE




Renewable Choice was looking for a
Corporate Sponsor; Steelcase fit the pro

The desired profile for the right sponsor:

A an organization with a lorterm commitment
to sustainabillity.

A past experience in purchasing renewable
energy through RECs.

A the vision to innovate through a new model.
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Steelcase was looking for the right Green
Power Project- and Renewable Choice
Energy and John Deere had a project tha

fit that Profile!
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wind RECs In a quantity equal to at least 20%
2F {{ 0SSt Ol aSQa cwithpd S

bonusX
@) JOHN DEERE

~7 .
renewable choice
ENERGY




How did we hear about Corporate

Sponsorship and the opportunity to
obtain naming rights?
A This opportunity came to us through Renewabl
Choice Energy.
A To help wind developers earn additional

revenue, sponsorship rights to the wind farm
were sold, yielding additional value for both the
developer and the REC buyer. Sponsorship ma
this wind farm financially feasible.
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What was unigue about our project?

A Longterm commitment in the financing stage,
making the project financially viable for the
developer.

A First largescalewind farm in theU.S for which
the sponsorship and naming rights wegrevided
along with theRECs.

A Ties our REC purchase to a specific green power
project, making it more tangible for employees,
customersand other stakeholders.

~ |
I‘ ENER G €D JorNDeERE




What were some of the other benefits

of our project?

A We were able to honor a former board member,
PeterWege an environmental pioneer who has
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through our name for the wind farm.

A Because our wind farm is a distributed generatior
project, we were supporting more efficient
electricity generation / distribution than typical
renewable energy projects connected to the grid.
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| essons learned

A Need to be comfortablevith the purchase of
green power in the form oRECs5 2 Yy Qi R 2
unlessyou believe in the benefit of RECs and can
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management, customers, friends, etc.

A Understandinghe difference between
purchasing green power and usitige electricity
associated with your green power purchase,
particularlyif your key desiras touseelectricity
that wasgenerated entirely frommenewable
sources
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Renewable Choice Energy and John Deere and were

creating a summary of the project, our Brand
Communications Manager sent this note:
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back from Texas with a few pictures of the new
wind farm. Because you are all so close to the
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pictures of the site visitEnjoy the attached. |
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