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Diary Dates – MEUC’s 2019 Events
Risk Day – content by ZTP
11th September 2019 (09.30 – 15.00)
Hilton Metropole, NEC, Birmingham
A one-day ‘training’ session which will provide
an in-depth look into commodity price risk,
hedging strategies, trading, UK/European
market links and best practice approaches
to enabling a successful overall strategy.
‘Deep Dive into Water’ – content by SES
Business Water
29th October 2019 (09.30 – 16.00)
Burges Salmon, London
The content will ‘dive’ into the detail and
also highlight how A.I. is being used in
water solutions to interpret data at a level
not seen before.
Roadshows
3 October, Guoman Tower Hotel, London
15 October, Leeds Armouries
See page 4 for details.
EV Briefing with Total Gas & Power
14th November – (09.30 -14.00)
One Great George Street, London
This half-day event finishing with round-table
discussions over lunch, will provide useful
insight into upcoming developments in EV
charging infrastructure, storage and metering.

The sessions will be informative, challenging
and an opportunity to have your say as we
work towards the carbon reduction goals of the
next decade and increase our electric mobility.
Members’ Winter Policy Group Meeting
5 December, Church House, London
The last event of this decade! Join us as we
consider the future for energy as we head
towards perhaps the most challenging ten
years to date in the energy sector.
The policy group meetings are the
platform for your voice. Have your say, gain
the latest insight and network with your peers
in a relaxed environment.
Members’ End of Year – Evening
Networking Reception
5 December, House of Lords
Hosted by Lord Teverson of Tregony,
we end our year with an evening of
networking, canapes and drinks. A unique
event bringing together our Members,
Government officials, regulators, I&C
experts and invited guests to network
and mingle in an informal, relaxed
atmosphere at the House of Lords.
To register for these events go to
www.meuc.co.uk/training-events

This magazine is also available in electronic format. If you would prefer to download
B&UU rather than receive a print version, please email: claire.slade@meuc.co.uk with
your contact details.
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The Major Energy Users’
Conference and Exhibition
3 October, The Guoman,
Tower Bridge, London
15 October, The Royal
Armouries, Leeds
This year’s content will help
you to improve your energy
and water strategy as we head
into a new decade and new
challenges. The day is split
into plenary sessions for water
and energy, and successive
workshop stream sessions
covering: Services Contracting,
Demand Side Flexibility,
Towards Zero Carbon and
Data.
Open to all end-user
Members and Guests we
provide you with the necessary
information, contacts,
experience and networking you
have come to expect from these
must-attend events.
So whether you are attending
in London on 3 October or
Leeds on 15 October, you will
be looked after from when you
arrive to the moment you leave
with our team ready to assist
and add value to your time out
of the office.

See the full agenda,
view the exhibitors
and to book your
place go to
www.meuc.co.uk/
training-events

Your choices create a cleaner, greener UK
– we keep you informed and connected

Agenda
09.00

Registration, Exhibition and Coffee

09.15

MEUC Guest session

09.50

Welcome

10.00

Session One

		

Water – Making the Water Market work for you

11.10

Coffee, exhibition and networking

11.40

Session Two

		Water Retail switching; Water & Effluent Management; Consumption Data; Latest
industry developments. These topics provide the backdrop for insight from MEUC’s
Large Water Users with thoughts from industry experts.

		

Our Energy Future – keeping your strategy up to date

13.10

Lunch

14.10

Session Three (duplicated parallel panel session)

		Get the latest outlook, future scenarios, policy ambitions and industry viewpoints as
we head towards a new decade, new targets and new opportunities.

Forum A: Energy –
Services and Contracting
(projects and payback)

How cost and reduction opportunities,
once seemingly out of reach are hurtling
into view. What you need to know about
finance, long-term contracts and how other
countries are dealing with such options.

Gaining a comprehensive understanding
of your energy portfolio to maximise your
site flexibility, gain commercial benefits
and reduce your carbon intensity.

15.20

Coffee, exhibition and networking

15.50

Session Four (duplicated parallel panel session)

Forum A: Energy –
Towards Zero Carbon
(Infrastructure, Solar,
Hydrogen, EV, Storage)

Your chance to quiz the people who are
planning for the opportunities that will
take us into the future.
17.00
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Forum B: Energy –
Demand-Side Flexibility
(what’s in it for you?)

Forum B: Energy/Water –
Metering, Ownership
of data, access, controls,
convergence

Data will be fundamental to each and every
facet of our future energy/water delivery,
security and strategy. Will it be smooth
sailing? What lessons should be learned?

Close

Visit www.meuc.co.uk

ENGIE
logotype_solid_WHITE
14/04/2015
24, rue Salomon de Rothschild - 92288 Suresnes - FRANCE
Tél. : +33 (0)1 57 32 87 00 / Fax : +33 (0)1 57 32 87 87
Web : www.carrenoir.com

RÉFÉRENCES COULEUR

Zone de protection 1
WHITE

Zone de protection 2

Creating
great
sustainable
business
environments

Zone de protection 3

ENGIE works in partnership with customers to help them to optimise the efficiency of their buildings
and operational processes. By integrating energy supply, efficiency, facilities management and business
support services, we can deliver guaranteed savings, combined with improved efficiency and sustainability.

www.engie.co.uk

ROADSHOW EXHIBITORS PROFILES

Meet the suppliers
Affinity for Business

British Gas

Affinity for Business are a water retailer operating throughout the
UK. We are committed to helping our customers with every aspect
of their account from water saving to delivering accurate, easy to
understand billing. We are a Crown Commercial Service approved
supplier and we are certified ISO 9001, 14001 and 45001. Our
fantastic service is the reason we are ranked Excellent by our
customers on Trustpilot.

British Gas is part of Centrica, an energy and services company.
With our fixed price, flexible and green energy contracts and our
Distributed Energy business helping you turn your energy into an
opportunity we will find the best solution for all your energy needs.
Find out more visit, britishgas.co.uk/business/distributed energy.

Bryt Energy
Alfa Energy
Alfa Energy Group, an international consultancy, provides bespoke
solutions to manage each client’s energy and water expenditure.
In addition to risk strategies aligned to corporate objectives and
support with carbon compliance, energy efficiency and monetisation
of energy assets; intuitive, simple to use data platforms provide
clients with detailed visibility of portfolios, cost and consumption!

Bryt Energy, part of the Statkraft Group, is a passionate,
future-focused energy company, on a mission to take their
community on a carbon-reducing journey. Bryt Energy’s electricity
is zero-carbon and 100 per cent renewable, using only Wind,
Hydro and Solar energy sources to power British businesses.

Conrad Energy
Ameresco
Ameresco is a leading independent provider of comprehensive
energy services, energy procurement, energy efficiency, infrastructure
upgrades, asset sustainability and renewable energy solutions for
businesses and organisations throughout Europe and North America.
Services include financed upgrades to a facility’s energy infrastructure
and the development, construction of renewable energy plants.

Conrad is a new entrant to the GB energy sector. We build, own
and operate flexible generation and storage assets, providing
energy to large consumers and to the distribution networks.
We provide capital, expertise and optimisation services, allowing
our customers to reduce and better manage their electricity bills.

Corona Energy

Armstrong Fluid Technology
With our expertise in fluid flow, heat transfer, variable speed, and
demand-based control, Armstrong Fluid Technology leads the
fluid systems industry, including hvac, plumbing, and fire safety in
providing the most energy efficient and cost effective solutions for
major energy users across the globe.
6 B&UU AUTUMN 2019

Corona Energy is a leading UK independent business energy
supplier with over 20 years’ experience supplying gas, electricity and
energy saving solutions to commercial, industrial and public sector
organisations. We currently supply 14 per cent of the Industrial and
Commercial gas market with around 12,000 customers.

Visit www.meuc.co.uk
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Enel X

National Grid ESO

Enel X is a global company with strong roots in the energy sector
and an open strategy geared towards sustainability and innovation.
Enel X combines the spirit of a startup with the infrastructure of
a leader to help organisations buy, store, use, and share their
energy more strategically – including smart electric vehicle charging
solutions. In the UK, we’ve been helping businesses identify new
opportunities from their energy use that solves challenges, achieves
objectives, and furthers competitive advantage since 2009.

The pace of change in the industry is an exciting challenge, and
one that compels whole industry collaboration. As we transition into
a low-carbon and digitised world, demand-side flexibility has an
increasingly important role. Electricity system needs are evolving, at
both a transmission and distribution level, and we need additional
sources of flexibility to meet these needs – from an increasingly
diverse range of technologies.
Power Responsive, a programme of work facilitated by National
Grid ESO, supports the growth of demand side participation in GB
electricity markets. Now in its fifth year, priorities include awareness,
and building confidence in demand side opportunities, whilst
supporting the evolution and transition of flexibility markets.
If your business has the flexibility to increase, decrease, or
shift its electricity use, then the power is in your hands to take
full advantage.

ENGIE
ENGIE is a leading energy and services company focused on three
key activities: energy, facilities management, and regeneration. With
a strong focus on creating great sustainable business environments
ENGIE works in partnership with customers to help them to
optimise the efficiency of their buildings and operational processes.
By integrating energy supply, efficiency, facilities management
and smart buildings solutions, we can deliver guaranteed savings,
combined with improved efficiency and sustainability.
ENGIE
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Engie Impact
ENGIE Impact delivers sustainability solutions and services to
corporations, cities and governments across the globe. Comprised of
existing and proven ENGIE Group portfolio businesses, ENGIE Impact
brings together a wide range of strategic and technical capabilities, to
provide a comprehensive offer to support clients in tackling their complex
sustainability challenges from strategy to execution. ENGIE Impact, is
part of the ENGIE Group, a global leader in the zero-carbon transition.

ESB
ESB has invested in flexible and renewable generation assets in the
UK for 27 years. Building on our strong heritage as Ireland’s leading
energy company, we have expanded our portfolio of services in the
UK to include Smart Energy Services for Industrial and Commercial
customers delivering significant energy savings as well as building
electric vehicle charging networks across the UK and residential
energy supply. For more information: https://www.esbgroup.co.uk/
Follow us on Twitter @meucevents

Open Energi
Open Energi is an energy tech company specialising in demand-side
management. Our artificial intelligence-powered platform, Dynamic
Demand 2.0, optimises electricity use and unlocks demand flexibility
from industrial processes, on-site generation, energy storage and
electric vehicles to reduce costs and carbon. Over the past seven
years we have connected over 3,500 assets at over 400 sites,
reliably and safely helping leading UK businesses to take control
of how, when and from where they consume electricity to create a
more sustainable energy future. www.openenergi.com

Ørsted
Ørsted is one of the largest energy groups in Northern Europe
and the global leader in offshore wind. Our mission is to help
drive the UK’s energy transformation and create a greener and
more cost-effective energy future. Ørsted is now ranked the most
sustainable energy company in the world and the fourth most
sustainable company overall.
We’re one of the leading UK energy suppliers to the industrial
and commercial market. We help our customers lower their carbon
footprint, by offering our 100 per cent renewable electricity and
greener gas options. Our team also provides tailored energy
solutions and innovative smart tools, designed to use energy flexibly,
cut costs and unlock revenue.
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SES Business Water
SES Business Water is the trading name of Sutton and East Surrey
Water Services Ltd. It delivers high-quality water and wastewater
retail services to businesses across England and Scotland, from
major industrials and high street retailers to small and medium size
enterprises. Since the English water market opened in April 2017,
SES Business Water has been at the forefront of product innovation
and market switching.
SES Business Water is part of the East Surrey Holdings group of
companies, which has over 150 years’ experience in water supply
and billing.

Total Gas & Power
As one of the largest gas and electricity suppliers to the UK I&C
and Public sectors, Total Gas & Power is at the forefront of the
energy industry. Our transparent approach and range of products
from fixed to fully flexible supply contracts to embedded generation
options to EV charging stations, enable customers to maximise their
energy efficiency and minimise risk.

We cover the full spectrum of business customers, large and
small, across all sectors including industrial, commercial and the
public sector. We’re experienced in switching customers nationwide
and our products and services have been built to meet the needs
of business customers. We have one of the largest teams of Key
Account Managers, who are all experienced in working with major
water and energy users, so if you want to find out more about how
we can help your business, let us know. hello@water-plus.co.uk
www.water-plus.co.uk

Wave
Wave is a leading water retailer helping businesses to achieve
better efficiency and sustainability while lowering utility costs. We
support over 300,000 UK businesses, from SMEs to large multi-site
companies and all of the Scottish public sector. Our range of
value-adding services is designed to monitor water use, detect
potential leaks and provide water-saving solutions, helping your
business drive down water and energy use, save carbon and
reduce bills.

Ylem Energy

Vattenfall
Vattenfall is one of Europe’s major suppliers of electricity and heat.
Vattenfall is 100 per cent owned by the Swedish state and has
approximately 20,000 employees. In the UK, since 2008, Vattenfall
has invested over £3 billion in the development of renewable
generation capacity. Now, as an electricity business supplier in the
UK, Vattenfall understands that customers want an energy efficient
business whilst being in control of the electricity costs. Vattenfall
believes sustainable consumption is a matter of choice and it is
engaged to help business customers to secure both sustainability
and the cost of electricity for the future.

Water Plus

Ylem Energy is a leading independent specialist in smart energy
generation and management. Offering fully financed behind-the-meter
optimisation solutions, including flexible generation and battery
storage systems to reduce energy costs, lower emissions, boost
site resilience and help balance the grid. All underpinned with
30-years’ experience in design, operation and maintenance
services. www.ylemenergy.com

ZTP
ZTP is an energy management and software specialist
headquartered in London. ZTP’s overriding goal is to enhance
business performance through supporting energy management and
procurement operations.
ZTP recently launched its Kiveev platform which is the most
advanced risk management tool available within the UK, allowing for
better trading and utility contract transparency. www.ztpuk.com

Water Plus is the largest water retailer in the UK, working with over
360,000 business customers. We employ circa 450 people in our
Midlands Head Office, and satellite office in Scotland.

8 B&UU AUTUMN 2019

Visit www.meuc.co.uk

MEUC NEWS

Finding zero

As Britain’s politicians continue with their barroom brawl over Brexit, energy is
left to slide off the table while the sector is left holding the zero-carbon baby.
MEUC Technical Director, Eddie Proffitt studies the options.
So, it is now five months since we were supposed to
be out, we have a new Prime Minister threatening to
leave without a deal and proposals to hold a vote of
no confidence while wanabies and has-beens queue
up to lead an interim government.
Meanwhile energy is left to drift along with no
focus or direction. We were due to have an energy
White Paper by the summer which appears to have
got bogged down in some backwater.
Exiting Prime Minister, Theresa May, having
failed to get agreement for her deal to leave, then
attempted to create a new legacy by rushing a Bill
through Parliament within days committing us to
net zero carbon by 2050. She then dashed off to
a meeting of the G20 to persuade world leaders
to follow her example only to be rejected, with 18
others committing to nothing more than they had
promised in the Paris agreement and the USA failing
even to do that.
Meanwhile the energy industry has given an
unconditional welcome to the target of net zero.

When my gas boiler failed this winter, given the
choice of a replacing it with a highly efficient
gas boiler or a heat pump plus sorting out
a replacement for my instant hot water for
cooking, baths and shower, I am afraid the
gas boiler won.
However, there are numerous questions being
asked regarding the direction of travel that requires
Government input.
The question of domestic heat needs to be
resolved. When the 80 per cent reduction was first
announced a few years ago it was assumed that
domestic heat would be provided by electricity.
Some at the time suggested that this combined with
electric vehicles would require more than double the
existing amount of generation.
Conventional wisdom appears to have shifted to
“gas in some form” as the answer to domestic heating.
This gas is currently seen as likely to be hydrogen. This
in turn raises further questions over how to produce it,
whether by electrolysis of water or from adding carbon
capture and storage (CCS) to hydrogen production
from natural gas and steam. But both of these
processes require large amounts of electricity.
Follow us on Twitter @meucevents

It has been assumed that the power for
electrolysis will come from excess wind energy
produced overnight, however, developments in
battery storage are tending to end the surplus
nature of night-time wind output. UKPN has
reported recently, a day when its peak demand
had occurred at 2:00 am.
CCS has so far had lukewarm support from UK
Governments. A few years ago we had a £1 billion
competition that was scrapped before a winner
had been announced. Last year we had a strategy
document and there has since been support
announced for a CCS scheme at Aberdeen. But the
support is ridiculously low at £175,000 matched
by the same from the Scottish Government and
some from the European Union. Compare that
with the £6.7 billion subsidy this year alone to the
Renewables Obligation and the £40 billion it has
received over the past ten years. On top of this we
have the various other schemes, including Climate
Change Levy, Feed in tariffs, Capacity Market,
Contracts for Differences and so on.
The Climate Change Committee has quoted the
cost to retrofit a home with an air source heat pump
and ultra-high levels of fabric insulation is £26,300.
With 28 million homes I calculate that as £736 billion.
When my gas boiler failed this winter, given the
choice of a replacing it with a highly efficient gas
boiler or a heat pump plus sorting out a replacement
for my instant hot water for cooking, baths and
shower, I am afraid the gas boiler won.
I haven’t covered transport but here the car
makers appear to be trying to outdo each other
with new electric models being announced almost
daily. We also have frequent announcements with
companies emerging to install smart charging points.
The chief difficulty is with heavy goods vehicles where
the weight of batteries is said to reduce the payload
severely. An alternative appears to be running, in
the short term, compressed natural gas followed by
hydrogen when it becomes freely available.
I’ve managed to get this far without mentioning
the elephant in the room – the power failure on 9
August. By the time the full report is sent to Ofgem on
6 September there is bound to be enough material
on its own for our next magazine. I will however make
one comment: in a conversation with Centrica I was
surprised to hear that its 49 MW battery had not been
called upon to prevent the dip in frequency, as it had
not won capacity in the auction. I wonder how many
members also have equipment that was not called
upon at that critical time?
AUTUMN 2019 B&UU 9
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High levels of offical
activity preceded
the change in
Government
Geoff Davies of WWAM Writers outlines key energy and water
developments inherited by the new Secretaries of State.
The advent of the new Prime Minister and a new
Cabinet including a new Chancellor and new
Secretaries of State for business, energy, environment
and transport was preceded (perhaps deliberately) by
a swathe of government and regulatory developments
for energy and water.
July began with the Treasury and the Department
for Business, Energy and Industrial Strategy (BEIS)
announcing the launch of the Government’s Green
Finance Strategy, defining its purpose as being “to
increase investment in sustainable projects and
infrastructure, while ensuring the UK remains an
international leader in decarbonisation and meets
its 2050 net zero carbon emissions target”. With
listed companies expected to disclose by 2022 how
climate change impacts their work, the view was

Current policy was not enough even for existing
targets. Policies would have to ‘ramp up’
significantly for a “net-zero” emissions target
to be credible.
that the UK’s financial services needed to be at the
heart of efforts to tackle climate change and reduce
emissions to net zero by 2050.
Following up on the May report proposing netzero emissions by 2050, a new progress report to
Parliament from the Committee on Climate Change
(CCC) said that the Government needed to show
that it was serious about its legal obligations to tackle
and prepare for climate change. Action to curb
greenhouse gas emissions was lagging far behind
what was required, even to meet previous, less
stringent targets. Over the past year, the Government
had delivered just one of 25 critical policies needed to
get emissions reduction back on track.
Meanwhile, action to prepare homes, businesses
and natural environment for a warming world was less
ambitious than ten years ago. Of 33 sectors assessed
by the committee in a second, related report, none
10 B&UU AUTUMN 2019

showed good progress when it came to managing
climate change risk. CCC Chief Executive, Chris Stark,
commented: “The gap between where we need to
be, and where we are, has widened. Having a
net zero target will not magically fix this problem”.
To meet the legally binding targets, the committee
recommended that:
•	net zero policy is embedded across all levels and
departments of Government;
•	government policies to reduce UK emissions to
net zero are business friendly;
•	the public must be fully engaged in the UK’s
net zero transition; and
•	the UK strongly leads international action to tackle
climate change.
The two reports showed that Government plans to
deal with climate change impacts were insufficient
in critical areas such as the natural environment,
health, and business, so key opportunities should be
seized over the next twelve months. The committee
urged the Government to:
•	reward farmers who are working to improve the
natural environment;
•	take steps to protect people from the dangerous
effects of overheating [in buildings];
•	require businesses to disclose the financial risks
they face; and
•	implement the Environment Agency’s proposed
flood strategy.
In his answer to a written Parliamentary question tabled
by Lord Haworth about when the Energy White Paper
might be published, the Under Secretary of State,
Lord Henley, said only that the Secretary of State had
stated his intention to publish it “in the summer”, and
that the Government would provide “more details in
due course”. The exchange took place at a time when
the country was awaiting the choice of a new Prime
Minister who would probably begin by reshuffling the
Cabinet as proved to be the case.
On the day when Boris Johnson won the party vote
to become the next Prime Minister, the BEIS and its
then Secretary of State, Greg Clark, announced “a new
financing model and government investment” aimed at
decarbonising the UK’s energy sector. These included
proposals to explore the use of the Regulated Asset
Base (RAB) approach with the objective of attracting
significant private investment for future nuclear power
in the UK. The RAB approach – already used in major
infrastructure projects – “could also be used to reduce
the costs of the transport and storage of carbon
dioxide”, by using some of the 20,000 km of pipelines
and depleted oil and gas reservoirs.
The BEIS also said that, subject to a final decision,
it was proposing to invest up to £18 million early in
the autumn in the creation of innovative, mini nuclear
power stations. It explained that a consortium led
Visit www.meuc.co.uk
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by Rolls Royce had proposed a “significant joint
investment” of more than £500 million focused on
designing a “first-of-a-kind” small modular reactor
(SMR), with the expectation of more than matching
any Government funding, both by direct investment
and by raising funds from third party organisations.
The expectation was for a working model to be “up
and running” in the early 2030s.
In June it fell to the then Energy and Clean Growth
Minister, Chris Skidmore, to begin the passage through
Parliament of the law for net zero emissions by 2050,
by formally moving that the draft Climate Change
Act 2008 (2050 Target Amendment) Order 2019 be
approved. In the course of his speech he referred
to the “sobering report” from the Intergovernmental
Panel on Climate Change and cited the recent
advice of the CCC that a net zero emissions target
was necessary, feasible and affordable. Having then
gained the necessary approval, he signed legislation
committing the UK to the legally binding target, making
the UK the first major economy to pass laws to end its
contribution to global warming by 2050.
In the House of Lords, Lord Grantchester (Labour)
proposed a regret motion on the grounds that: the
Government had given little detail of how the emissions
target would be met; it had made a substantial change
in policy without the full and proper scrutiny that such a
change deserved; and it had not introduced regulations
under section 30 of the Climate Change Act 2008, to
include greenhouse gases from international aviation
and international shipping as part of the emissions
target. (A regret motion, if agreed to, will not stop the
regulations, but will provide an opportunity for the
House of Lords to put its concerns on record.)

Water companies under pressure
Trade body, Water UK, sent a submission to the
Labour party in response to its “Democratic Public
Ownership” consultation and its “Clear Water”
proposals for nationalising the water and sewerage
industry in England, both announced in 2018. It said
that if implemented, the proposals “could seriously
damage” the provision of these services, creating
a future where decisions were “driven primarily by
short-term political expediency”.
Water regulator, Ofwat, wrote to four companies
– Anglian Water, Thames Water, Yorkshire Water and
SES Water – to give them early notice that it had
“substantial concerns” about their proposed costs
for maintaining business-as-usual service (base
expenditure) for the period 2020–25.
The first three of these had asked Ofwat to
allow them “significantly more money” than they
currently spent on base or on-going expenditure for
wholesale water and/or wastewater services, while
SES was seeking increased costs for providing retail
services. As set out in its price review methodology
in December 2017, the regulator expected water
companies to make a step change in efficiency by
2025. For the four companies it found “a significant
Follow us on Twitter @meucevents

gap” between their proposals and its own view
of efficient costs for retail and wholesale costs.
It required them to submit further information at
the end of August.
A report from the Environment Agency described
the efforts of water companies to protect the
environment as “simply unacceptable”, with only one
of the major water and sewage companies in England
performing at the level expected. The report said that
overall water company performance had deteriorated,
reversing the trend of gradual improvement in the
sector since the rating system began in 2011. Serious
pollution incidents had increased in 2018, causing
damage to the rivers and wildlife.
Ofwat confirmed a package of measures
aimed at strengthening water companies’ financial
resilience, by calling on them to accept a common
set of standards. This included strengthening
requirements to maintain an investment grade rating;
also accepting that if a company was at risk of losing
that rating, it was barred in certain circumstances
from making payments to shareholders or removing
money or assets from the business.

A report from the Environment Agency described
the efforts of water companies to protect the
environment as ‘simply unacceptable’.
An Ofwat review of the second year of the
business retail market found that urgent action was
still required to get the market working effectively.
Disappointing progress was being made by the sector
to resolve a number of market frictions including
poor aggregate wholesaler performance, poor quality
customer and consumption data, and some inefficient
wholesaler-retailer interactions. Around 13 per cent
of eligible customers in England had been active in
the market since it opened in April 2017, with those
switching or renegotiating making financial savings of
around £10 million. Some customers had benefited
from increased water efficiency; three self-supply
licensees were reported to have saved a total of
150 million litres of water in 2018.
Ofwat then set out what it described as “a
major package” of investment proposals, involving
water companies in investing an additional total of
£12 billion, or £6 million “each and every day over
the next five years – over and above investment to
maintain existing assets – to improve the environment
and services for customers, at the same time as
cutting bills by £50”. Its new targets included:
cutting pollution incidents by more than a third;
reducing supply interruptions by almost two thirds;
helping 1.5 million customers who were struggling
to pay; and cutting leakage to save enough water
equivalent to the needs of the population of
Manchester, Leeds, Leicester and Cardiff.
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target. Environmental taxes and reporting
requirements pave the road towards our
carbon-free destination.
And while no one likes to be told what to
do, these constraints are rife with business
opportunities. Just consider the following:
•	investors worth $10 trillion urged
hundreds of businesses recently to report
on their environmental impact;
•	equity firms use reporting schemes to
create climate funds; and
•	global energy efficiency investments were
at $236 billion in 2017.
The verdict is clear; markets have embraced
innovative, energy efficient businesses.

The new frontier

Building an energy
efficiency paradise
How do you build sustainability into your business? Most
organisations start by checking off the easier gains, such as
switching to renewable energy supplies. Then the smaller and more
complex efficiency measures follow. These, however, often feel
daunting but British Gas says there’s a strong business case to
be made for following through. British Gas Product Development
Manager, James Mulley, explains.
Imagine a low-carbon paradise. You
drive to work in your company electric
vehicle (EV) – the drive is seamless, the
journey scenic. All you emit along the way
is an artificial engine hum to signal your
presence to pedestrians.
Soon after you park by the office, the
EV software registers a spike in national
renewable output. The wireless charger
begins to top up your car battery
without delay.
You hardly settle in at your desk –
enjoying the cool breeze of solar-powered
air-source heat pumps – when you get a
notification. Two of your manufacturing sites
have outperformed their energy reduction
targets. This comes after data from
device-level sensors showed that stopping
12 B&UU AUTUMN 2019

conveyor belts between bursts of activity
could drastically reduce energy use.
The reduction couldn’t have come at
a better time either. Your accountants are
gathering data for reporting. Investors,
too, are looking to hear about the
progress you’ve made on the company’s
net-zero plan. Everything seems to be
on track.

The market ecosystem
What if this low-carbon paradise weren’t
a future scenario? As a matter of fact, an
entire low-carbon ecosystem exists today,
with a variety of measures supporting
a greener future. For instance, the UK
legislated a 2050 net-zero emissions

In response to the growing opportunities,
a growing number of businesses have
recognised sustainability as the new frontier.
Over 2,100 companies are committed
globally to becoming more energy efficient.
And around half of Fortune 500 companies
have a climate or clean energy target.
Simply put, sustainability is a market
share gap poised to accommodate real
business competition. Still, you may ask,
what about the profit margins?
Just take the companies on the Carbon
Disclosure Project’s (CDP) A List. The
STOXX financial index that’s based on the
A List outperformed the Global 1800 index
by more than 5 per cent annually between
2011 and 2018.
In plain English, energy efficiency and
higher profits go hand in hand.

When you talk to
experts in sustainability,
one theme dominates:
collaboration.
Effective business collaboration
So how can you participate? When you
talk to experts in sustainability, one theme
dominates: collaboration. In fact, none of
the big energy reduction pioneers have
done it alone.
At British Gas, we want to make
a low-carbon future available to our
customers. That’s because we understand
Visit www.meuc.co.uk
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The verdict is clear;
markets have embraced
innovative, energy
efficient businesses.
that businesses will play a vital role in the
UK’s transition to a better future.
In addition to our Carbon Trust certified
Renewable Electricity for Business
product, we’ve built extensive capacities
to support businesses in sustainability. As
part of Centrica, we can bring the benefits
of the latest energy efficiency solutions to
your business.

British Gas business solutions
You may want to start by measuring
consumption. Nationwide, we’ve already
installed seven million smart meters.
Our Energy360 energy management

Follow us on Twitter @meucevents

platform can help reveal the story behind
your energy data, so you can take action. If
you’re looking for more granular data, our
Panoramic Power device-level sensors can
shed light on valuable insights.
We can also work with you to develop
and install bespoke on-site solutions –
whether it’s solar, combined heat and
power or a low-carbon heating system.
In our experience, these on-site
solutions also benefit from an overall energy
management strategy. Demand-side
flexibility, for instance, can help you
maximise the value of your installations.
The National Grid offers payments
to businesses which can help balance
the network’s supply and demand and
frequency. At British Gas, we can give
your business access to a £1 billion pot of
incentives. We can also help you upgrade
your business fleet with our end-to-end EV
charging solutions. We’ve installed 17,000
charging points since 2013. Globally,
around 200,000 vehicles use our parent
company’s EV charging software.

So, you don’t need to look into the
future for pioneering energy efficiency
solutions. The market is booming. The
technologies exist. Funding and incentives
are available.

As a matter of fact,
an entire low-carbon
ecosystem exists
today, with a variety of
measures supporting a
greener future.
All you need is a reliable business
partner like British Gas. With our support,
you can make real changes that benefit
your business, your stakeholders, and all
of society. In collaboration with us, you can
make that low-carbon dream become a
reality tomorrow.
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DECENTRALISED POWER

Taking a hybrid approach
to smart energy
Having made a name for itself during thirty-plus years as a pioneering
owner and operator of independent generation plants all over the world,
Salford-based Ylem Energy has, in recent years, turned its attention closer
to home with a new hybrid approach to energy flexibility. Head of Business
Development for Flexibility, Simon Mitchell, explains how.
Historically, our business has focused on
building, owning and operating independent
electricity generation systems fuelled by
biogas derived from exotic sources such as
landfill sites and anaerobic digestion. With
directives changing how waste is dealt with
and no new landfill sites being developed,
our business – which had amassed a
portfolio of generation assets totalling
180MW – has now firmly moved into new
opportunities for smart generation.
During a landfill site’s life, the gas
produced slowly tails-off as the buried waste
matures. This change has resulted in many
of the generation systems being oversized
compared to the available gas and therefore
unable to run constantly. This mismatch led
to the opportunity of co-locating large-scale
battery energy storage systems alongside
our generation assets – thereby enabling us
to maximise the revenue from the electricity
generated. We effectively time-shifted
power to be readily available for a range of
different and more lucrative applications that
could including power trading markets and
ancillary services such as National Grid’s
Frequency Response programme.
Having developed a battery system in
conjunction with leading global provider,
Dowell, we have successfully installed a 1MW
containerised battery system co-located
with a landfill gas-fuelled generator. This
has resulted in us being able to utilise green
biogas to balance the grid for the very first
time in the UK. Situated on the outskirts
14 B&UU AUTUMN 2019

of York, this hybrid system is able to store
some 1.2MWh of energy that can be quickly
supplied when called for.
These changes to our existing sites have
also enabled us to refurbish and redeploy
many of our generation assets in other
applications. Our ongoing development
of natural-gas-fuelled peaking plants is an
example. They are enabling us to generate
power quickly and efficiently for the national
electricity grid when there is not enough
renewable generation to support demand.

Behind the meter
With our hybrid concept proven, we’ve
subsequently developed a range of fully financed
behind-the-meter (BTM) flexibility solutions
that can help industrial and commercial energy
users tackle their ever-increasing expenditure
on electricity. With non-commodity costs
typically making up over half of commercial
electricity invoices – and this looking likely
to continue increasing in the coming years
– there’s a lot of scope for businesses to
lower their costs.
By taking a flexible approach and
optimising a site’s electricity requirements
with a selection of Medium Combustion Plant
Directive (MCPD)–compliant natural gas-fired
generation, battery storage systems or a
hybrid combination of both – sited behind
customers’ electricity meters – we can
reduce costs by lowering a site’s reliance on
peak-time electricity. This also has the added

benefit of boosting the resilience of the site’s
supply by providing back-up generation.
Ofgem’s ongoing review – in particular
the Targeted Charging Review – has caused
many in the industry to express the fear that
this could sound the death knell for storage
and flexibility technologies. But we’re very
confident that the business case still stacks
up financially. Indeed, we are confident
enough to invest our own money in offering
a fully funded package.
This finance removes the requirement
for any capital expenditure on the part of
clients – they simply save money as a result
of the flexible generation system – in return
for an energy supply contract covered by
our Dynamic Power Purchase Agreement
(DPPA). This agreement typically would last
for ten years, during which time, we’d own,
operate and maintain the assets.

New revenue streams
With these flexible generation assets in
place, they can not only lower their energy
costs, but with participation in other services
such as the Capacity Market, they can also
open up additional income streams for
helping balance the network.
For sites affected by the requirements of
the MCPD – typically plant with an electrical
output from around 400kW (thermal input
from 1MW up to 50MW) – the introduction
of flexible, natural gas-fuelled generation and
storage assets can provide a cost-effective
means of compliance with the onerous
Emissions Limit Values as replacements for
traditional diesel standby units.

Fully supported
Having operated generation systems for
so long, we’ve been able to establish
an enviable network of regionally based
engineers throughout the UK to offer
cost-effective operation and maintenance
services. Drawing on the experience gained
from utilising what are often challenging
fuels, our operations and maintenance
techniques, procedures and components
have evolved to maintain the very highest
levels of system availability. This, coupled
with a planning, design and project
management team, is supporting the roll-out
of our new solutions for our clients.
The process of decentralisation in the
UK’s electricity market will continue to
march onwards and organisations that
install flexible generation assets will not
only enjoy the benefits, but also protect
themselves against future volatility in the
wholesale electricity market.
To find out more about how flexible
generation and storage can help your site,
please contact me on telephone 0161 660
2222, email flexibility@ylemenergy.co.uk or
visit our website www.ylemenergy.com
Visit www.meuc.co.uk

ways to build
sustainability
into your strategy
Sustainability can drive future profitability. With smart
renewable solutions, you can reduce your exposure
to changing energy prices, build resilience and open up
new revenue streams. Let British Gas show you how.

Five simple
ways to build
sustainability
and boost
profitability.

Supply

Generate

Heat

Sell

Reduce

Find out how our experience creates opportunity for you.
Call 0333 202 9826*
*Mon-Thurs 8.30am-5.30pm, Fri 8.30am-5pm. Calls may be monitored or recorded to help improve our services to you. Calls to 03
numbers may be included in your call package. For information about calls to 03 and regional numbers, please contact your network
provider as individual charges will vary. British Gas is a trading name of British Gas Trading Limited, part of Centrica plc. Registered in
England and Wales with Registered Number 3078711. Registered Office: Millstream, Maidenhead Road, Windsor, Berkshire SL4 5GD

CONSULTANCY FEES

Commission –
a four-letter word
Co-Founder and Managing Director of ZTP, Alex Hill, argues for
transparency in broker commission fees as part of a bid to drive
out unethical practices

Some people would like to see
commission-based energy consultancy
and brokerage fees eradicated, while
others see them as a cornerstone of the
energy consultancy sector. It is a debate,
that has been running for years and has
valid points on both sides. But opaque
charging information is providing a shield
for unscrupulous operators and that needs
to be addressed.
Those arguing against the use of
commission as a suitable charging
mechanism may point to the use of the “it’s
free because the supplier pays us” selling
tactic. This, unfortunately, appears far too
often when speaking to new clients, many
of whom are under the impression that
their current consultant isn’t charging them
a penny because the supplier pays them
instead. In each of these cases the end
consumer is unaware that the consultant/

The verdict is clear;
markets have embraced
innovative, energy
efficient businesses.
broker’s fees are being added to their bills
by the supplier, meaning that they are being
charged, albeit indirectly.
Unclear fees are an argument against the
use of commission, with many consumers
commenting that they don’t have a true
picture of what their consultant is actually
charging. This is understandable when
consumers, particularly small businesses
whose primary knowledge base is outside
of the energy sector, are being told they are
charged 0.4p/kWh. Sounds like a bargain.
If that same consumer was purchasing
10GWh of power over the course of the
contract and realised that they were paying
£40,000 for a simple contract negotiation,
they might reconsider.
Arguably these are sales tactics and the
consumer has enough information to work
out the fees for themselves. However, we
must point out the issue of disproportionate
and hidden fees. Speaking recently to an
energy supplier, the largest commission it
had ever seen on a contract was 7p/kWh;
no we haven’t missed a decimal.
These commissions arise where a
consumer is on “out of contract” rates
paying about 25p/kWh and a broker tells
16 B&UU AUTUMN 2019
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them they could be paying 20p/kWh – a
20 per cent saving. It sounds like a great
deal to the consumer who isn’t aware that
the market rate is 13p/kWh and the broker
pockets 7p/kWh commission resulting in a
54 per cent mark up.
Just when you thought this argument
against commission couldn’t get any stronger,
there are then the hidden fees. During
standard data cleansing of existing contracts
for new clients, we have seen commission

Just when you thought
this argument against
commission couldn’t get
any stronger, there are
then the hidden fees.
levels that were higher than expected. In
more than one case, it was apparent that the
commission levels were double what our client
had agreed with their previous consultant. The
clients in these cases were unaware of the
overcharging until it was identified, but also
unaware that they could have identified this at
any time with a call to their supplier to ask the
simple question: “How much commission is
on my contract?”
Before we condemn commission to
the history books, we should consider the
positives of this charging mechanism, which
largely revolve around the reduction of
administrative burden. Large organisations
employing energy consultants to manage
contracts across hundreds of sites such
as social or student housing, commercial
real estate, logistics and retail often require
the cost of contract negotiation and
management services to be distributed to
each site’s cost centre. Commission enables
this to be conducted without the need
for the consultant to generate hundreds
of invoices to be processed by the client.
By reducing the cost associated with the
generation and processing of every invoice,
payment by commission can actually save
money for the consumer.
Administration reduction can also be a
catalyst to further savings for consumers
by offering a frictionless switching process
and increasing the number of consumers
switching supplier to make savings. For
years we have experienced the paradox
where consumers are reluctant to help
Follow us on Twitter @meucevents

themselves save money because the
process to switch supplier is too complex,
time consuming or costly. It is only once
they are informed that the process is carried
out on their behalf, and that their workload
is negligible that it becomes attractive. So
it could be argued that if consumers were
required to receive, process and pay a
separate invoice for brokering services, that
this might deter some from proceeding with
the switching process and prevent them for
achieving the best deal possible.
A final argument for the use of
commission is also rooted in business
administration through cost distribution.
A significant function of the commission
charging structure is its proportionality
based on consumption and therefore spend
per meter. This is especially useful where a
consultant is providing additional services
such as billing validation, consumption
reduction, carbon reporting and a software
as a service provision. In these cases,
meters consuming a larger volume of
energy, where the benefit of the energy
consultant may be greater, will be attributed
a larger proportion of the consultancy fee via
a commission. This again reduces cost to
the end client by automatically apportioning
cost to cost centres rather than requiring
a manually internal process to achieve the
same end state. Additionally, the cost of
services is placed within the client’s energy
budget, removing the need to apply for a
separate consultancy budget.
A conclusion to this debate may not
be possible as a result of these thousand
words, but some of the arguments may now

be more apparent. There is a clear case
and a number of benefits in the continuation
of commission as a charging mechanism
in certain instances. However, there is
also significant risk to the end consumer.
Risk comes chiefly in the form of unethical
consultants and brokers operating within
the energy industry, and a consumer base
that can too easily become lost in a series of
half-truths and false promises.
A solution that we would like to propose
would comprise measures to combat the
unscrupulous entities plaguing our industry.
These would include, but not be limited to:
•	stating the commission as a separate cost
line on every invoice;
•	stating the commission on the contract
so consumers know what they’re signing
up to;
•	implementing a simple and clear code of
conduct for brokers and consultants with
acting in the best interest of the client at
it’s core; and
•	implementing a commission cap on
all meters based on fuel type, annual
consumption and added value services
provided.
As energy consultancies we provide a service
that can have wide reaching and significant
benefits to clients, and it’s time to take pride
in those benefits and their value. If you can
stand confidently behind the service you
provide and the fees you charge, knowing
that you’re delivering transparent value, the
mechanism with which you charge those
fees shouldn’t be an issue.
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Historically, the country’s largest consumers have had the option to
secure their energy costs either through hedging directly with the
supplier or through financial products offering “price insurance”.
However, as variable renewable generation is driving greater volatility
in wholesale prices, hedging is now a far more costly strategy.
After a slow start, the UK’s energy transition away from
conventional generation, transmission and distribution has come a
long way. Incentives have driven increasing amounts of investment
and development with solar photovoltaic (PV), batteries, and gas
peakers now dominating key arenas. They are dictating capacity
market prices and forcing regime change in key regulatory areas
like network chargings.
As a result, the fundamental cost drivers of the power system
now sit at the grid edge: much closer to the realm of large energy
users. This has sparked a growing realisation that alternatives to old
models of securing against electricity cost fluctuations are needed.
Particularly where users are paying increasingly large risk premiums
to centralised utilities.
The first, and perhaps most obvious route is to pursue on-site
generation. Large users in many cases have the resources and
space to invest and develop their own energy independence. Going
direct to the generation source can help provide a more stable price
and remove expensive electricity cost components.
For those who don’t have the land to spare for a PV array,
options are available – if less attractive. They include securing
a private wire (requiring an expensive connection) or Corporate
Power Purchase Agreements, which would not offset all retail cost
components such as green levies.
Self-generation is, however, far from the only way to achieve
energy independence. Through technology available today,
developing on-site flexibility can be a powerful, long-term strategy
by changing the relationship between supplier and user.
By adopting “flexible” contract offerings, users expose
themselves to the swings of the wholesale market which is why
they are commonly seen as risky. But on-site flexibility provides the
short-term optionality to hedge against large price spikes which are
usually brief (around an hour) and can be avoided easily with smart
controls. This can earn a significant benefit for a demand customer
(see graph 1).
In fact, self-generation and on-site flexibility are mutually
supportive strategies that help squeeze the greatest benefit
from each other. Water companies, like United Utilities provide
compelling demonstrations of forging energy independence, with
sites well suited for renewable deployment, from capturing sewage
biogas and hydro energy to floating solar arrays.
Crucially, water treatment sites hold immense potential for
flexibility. Pumping and wastewater treatment are energy intensive
processes but they are also highly adjustable in a way that can
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Head of Markets and Policy at Open Energi,
Sebastian Blake, explains how demand-side flexibility
is opening new options for large energy users.
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Putting a
price on
certainty

react to optimal pricing. And on-site combined heat and power and
hydro power can act as further sources of flexibility.
Power storage can provide on-site flexibility where none is
available from demand or generation. Batteries have a stronger
business case for behind-the-meter than as a stand-alone asset.
This is another case where smart controls can deal with the added
complexity of managing many assets through one connection.
Graph 2 shows how an industrial site, a solar PV array and a battery
can work together to share site capacity to reduce network costs
dramatically while providing the consumer with energy independence.
A flexibility proposition based on managing self-consumption
and hedging wholesale market risk is far more resilient than
contracted revenues such as the frequency response and the
Capacity Market which have been prone to market saturation and
regulatory risk. That said, lucrative opportunities from providing
services will always appear at different times and locations.
The most advanced solutions, such as the Dynamic Demand
2.0 platform developed by Open Energi, enables users to be
opportunistic and respond to signals from the system as they begin
to earn benefits.
Entering the demand-side response market requires
consideration of asset evaluations, connectivity, potential return

-500

-1000

Graph 2
and changing costs. However, those users who engage the market
today, and build the right partnerships, are taking critical steps to:
de-risk their operations; increase the value of their assets; and take
full advantage of emergent technology to ensure their futures.
The energy market is in a constant state of evolution on multiple
fronts including technology, regulation, policy and the emergence
of new markets. If any prediction can be said to be certain, it’s that
new renewable generation will continue to flood the market and drive
price volatility. That means energy market actors looking five years
into the future need a strategy for managing growing uncertainty.
Flexibility should be a fundamental component of any long-term
strategy. It offers energy independence and a way to seize intelligently,
opportunities to reduce cost and secure revenue. Open Energi’s
technology is built on this principle, and to help businesses manage
a distributed energy strategy suitable for the renewable energy
system of the future.
Visit www.meuc.co.uk

Digitising Energy Procurement
A revolutionary new platform for management of multiple flex
energy contracts incorporating risk analysis and delivered cost.
Track & Forecast Consumption
Design Trade Strategies
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Report on Performance

Request a demo and see how Kiveev can transform the way you
buy energy.
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ZERO CARBON

activities of businesses within those zones. Local
authorities in the UK have also declared climate
emergencies, with the introduction of targeted plans
to reduce carbon emissions in their regions.
Businesses face pressure from their own
shareholders as well as their customers and the
wider public. Employees expect their employers to
minimise their environmental impact. Younger people
in particular value businesses that care for the planet
so carbon-reduction policies could improve an
organisation’s ability to attract and recruit the best
young talent.
Pressure for climate action also comes from
supply chains. Globally, businesses want to work with
suppliers and partners who share their principles.
Businesses that fail to take action on carbon
reduction are likely to find it difficult to participate
in the increasingly connected and environmentally
conscious supply chains of tomorrow.

Leaping barriers

Zeroing in
ENGIE’s Managing Director of Energy with Services, Graham
Oxley, examines the barriers to carbon reduction and how
businesses can navigate the vital transition to zero carbon.
Pressure is mounting on businesses to make the
transition to zero carbon. But the road to carbon
neutrality will be a rocky one, with many obstacles.
Achieving zero-carbon status requires a coordinated,
determined approach from every area of a business,
covering every aspect of its operations.
The pressure to reduce carbon emissions is
coming from many directions. The Government has
set a net zero carbon target for the UK by 2050 and

Obstacles include time pressures, everyday
business priorities and external uncertainties,
including Britain’s impending exit from the
European Union.
businesses will have a major part to play in achieving
this target. That means progress towards carbon
reduction is likely to become increasingly regulated
as the deadline approaches and the government
needs to incentivise effective action. Many cities
have established clean air zones, some have been
mandated to do so, which has an impact on the
20 B&UU AUTUMN 2019

There are many business benefits in transitioning
to a zero-carbon model, from improved operational
and energy efficiency to greater resource
optimisation and cost reductions. The incentives for
carbon reduction, and the need to take action, are
nothing new, but businesses face many barriers.
Obstacles include time pressures, everyday
business priorities and external uncertainties,
including Britain’s impending exit from the European
Union. Funding the process, including investment in
low-carbon technology, is another significant barrier,
alongside the need for the expertise required to
identify and implement the most effective measures.
Organisations need to take a holistic view of their
operations to understand what zero carbon would
look like for them. The challenge here is that many
businesses are fragmented, not only geographically
but also organisationally, with different people or
departments responsible for energy management,
facilities maintenance, operational management
and other activities that influence the carbon
footprint. So the efforts of all sites, departments and
individuals need to be coordinated to maximise the
opportunities for sustainable carbon reduction.
An initial carbon assessment is needed to identify
the origins of all carbon emissions in the business.
These will include direct emissions from fuel
combustion, the company’s own vehicle fleet and
fugitive emissions from pressurised equipment. It will
also include indirect emissions from electricity, heat,
steam and cooling purchased for use in the business.

Start with energy efficiency
A good starting point in any carbon-reduction
programme is energy efficiency. To target energy
efficiency accurately requires a clear view of all
energy data and sophisticated energy-management
Visit www.meuc.co.uk

ZERO CARBON

software is available to analyse these data and
identify opportunities for efficiencies.
In many cases, improvements can be made
by tweaking processes, altering temperature and
control settings, modifying equipment set points
and adjusting timings. Implementing smart building
systems can help to automate controls and manage
building assets for optimum efficiency.
In addition, it may be necessary to convert
existing assets into more energy-efficient
alternatives or even invest in new equipment. With
the right advice and guidance, a business can
ensure that any investments are more than repaid
over the lifetime of the new assets.
Migrating a company fleet to electric vehicles
is another major step towards decarbonisation.
Installing on-site charge points that are connected
to renewable power supplies, provides a fully
sustainable vehicle charging infrastructure.

After Watts it’s where
After making the best use of the energy it
consumes, a business should consider where
that energy comes from. Sourcing electricity
from renewable generators is an effective way to
reduce your carbon footprint and corporate power
purchase agreements are a commendable way
to do that. They enable a business to secure a
direct supply agreement with a specific renewable
generator, and to be confident about exactly where
the energy is coming from.
Self-generation can turn a business’s energy
supply arrangement into a revenue stream. Installing
wind or solar generation assets on site provides a

Follow us on Twitter @meucevents

direct source of renewable power, reduces reliance
on grid energy and creates an opportunity to export
surplus generation. Installing batteries on-site to
store surplus electricity as back-up power can
further reduce reliance on energy from the grid.
Ideally, carbon reduction should be achieved
through improved energy efficiency and new
sources of renewable power, whether on-site or

With the right advice and guidance, a business can
ensure that any investments are more than repaid
over the lifetime of the new assets.
linked direct to business premises. Once a business
has exhausted its carbon reduction options it may
be necessary to sign up to carbon-compensation
schemes to counter any residual emissions
associated with its operations.

Sustaining zero carbon
It’s likely that reaching zero carbon will require a
combination of all of the measures described but
it’s essential that a business achieves the correct
balance of options. Getting to that balance requires
the expertise of a specialist partner to review the
entire business operation and to devise a bespoke
strategy. It’s crucial to ensure that all measures work
in harmony and avoid conflicting actions in different
parts of your organisation.
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IT’S TIME TO
SPEAK TO
THE EXPERTS
Navigating your way through the
complexities of the energy markets
has never been more challenging.
As the UK’s 2nd largest I&C gas supplier and now the 4th
largest I&C electricity supplier*, we are the industry experts.
Find out more at totalgp.com or call us on 0800 542 3275
*I&C volumes, Cornwall Insight, April 2019

PUTTING ENERGY TO WORK

James Turner
Head of Propositions
in the commercial
team at Total Gas
& Power

In the last few months, there
have been a number of events
that indicate the rollout of EV
charging infrastructure in the
UK will start gathering further
momentum.
The government has a longstanding ambition for 100% of
new vehicle sales to be electric by 2040, in order to reach
its goal of zero net emissions by 2050. In May, a new report
issued by the UK advisory Committee on Climate Change
said that if the UK is to reach its 2050 goal, it must consider
moving its current target on EV sales forward by up to a
decade to 2040. Whether the target moves or not, there is
certainly an acceptance of how important the move to EV
mobility is to the Government’s ambitions.
There have also been some big moves in local government,
not least in London. In June, London Mayor Sadiq Khan
unveiled an updated EV infrastructure delivery plan that
aims to put as many as 50,000 charging points in the city by
2025 as London looks to become a zero emission transport
city by 2030. This would support more than 300k EVs in the
city in 2025 compared to around 20k in London today.
Some of the customer concerns around EVs are also starting
to be tackled. For example, the new Nissan Leaf, launched
in June, has a range of 239 miles from a single charge. The
Leaf has sold 400,000 units globally since 2010 and with
this upgrade to range (from around 150 miles previously)
it can be expected to attract a new segment of consumers.
There are many new models expected from all the major
automotive manufacturers over the next 12 months that
will make an EV a realistic proposition to most drivers.
The increases in range and the greater choice, allied to an
increasing charging network, will drive the market forward
in the months and years ahead.

Follow us on Twitter @meucevents

In terms of implications for businesses, there are some key
considerations. In the workplace, employers need to be
ready for cater for a growing number of employees with
EVs. There may just be a few at present, possibly hybrids
at the moment, and this is going to increase quickly.
Employers will want to consider how many charging
points they want to install and how quickly, and with
smart charging there are features where employees can
be informed via an app when a charge has finished and
to move a car, and let the next employee know it is time
to charge. Features like this could limit the amount of
investment required in the short term.
In terms of fleets, many businesses are starting to look
at electrification, believing that it can reduce costs in the
longer term, and it is more viable now that vehicle ranges
are improving. The type of fleet will influence what is the
right EV charging solution. For example, for a fleet of vans
that are predominantly at employees’ homes overnight,
a set of home chargers would be required. If the vans
are left at the workplace overnight 7kw chargers are likely
to be adequate as they can fully charge in non-working
hours. For scenarios where vehicles are constantly in and
out of a site, a faster charging solution, possibly a DC
charger, would be a more viable solution as it will give
more charge more quickly.
In the retail environment (e.g. hotels, supermarkets and
pubs), there are some very distinct approaches that can
be taken. Retailers could treat EV charging as an additional
benefit for customers with free charging, possibly to
differentiate from competitors and drive further footfall,
or treat as a revenue stream and charge customers for
using the charging facilities. Many strategies and approaches
are likely to develop in this space, and charging point
companies are also targeting this space where they will put
in the chargers for free and either share charging revenues
with the business or pay rent.
In all scenarios above, site capacity is an important factor
to consider. If more capacity is required, conversations
with the distribution network operators will be required
and it can be time consuming and costly. In the short term,
there are approaches that could avoid these additional
charges. For example, most smart charging solutions
come with power management software that can limit the
amount of supply to the charging points in order to avoid
exceeding maximum demand, should all chargers be being
used at the same time. Consideration should also be given
to the location of the charging points on a site as this can
greatly influence the cost of the work.
James Turner, Head of Propositions in the commercial
team at Total Gas & Power
If you want to know more about Total Gas & Power’s
EV charging offering please visit:
www.gas-power.total.co.uk/EV-charging.
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ZERO CARBON

Your path to net zero

Concern over the global climate crisis has intensified in 2019 and with net zero targets passing into
law, the topic is even higher on the list of business priorities. Head of UK Commodity Solutions,
Ørsted (Sales) UK, Mark Westwood, points the way.
The Committee on Climate Change’s
(CCC’s) list of recommendations to achieve
net zero by 2050 is broad ranging. Although
detailed policies to determine precisely how
the UK accelerates towards that goal are
still in development, many businesses wish
to take immediate action, playing their part
by driving down emissions in their energy,
transport and heating. Most recently the
Aldersgate Group, representing a business
community with a combined turnover of
£550 billion1, called for a “Clean Growth
Strategy Plus” in support of the net zero
commitment. The Aldersgate Group call
included binding energy efficiency targets,
fiscal incentives for buildings and a tightened
emission standard for road transport.
How to accelerate to net zero is the
challenge, with big hitting proposals
under the spotlight. Ideas include the
decarbonisation of Britain’s housing stock,
bringing forward the ban on the sale of
new petrol and diesel cars by ten years to
2030, and tripling the UK’s wind and solar
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generation capacity by 2030. Attention is
also on the CCC’s proposed afforestation
and rewilding programme, which advocates
20,000 hectares of planting a year,
increasing to 27,000 hectares, to enable
appropriate carbon offset2.
Energy industry players are setting out
their stall to make this transition happen. For
instance, in their most recent business plan,
National Grid ESO presented an ambitious
path to decarbonisation, demonstrating its
intent to lead the way for the industry and
to invest substantially in infrastructure and
systems to support the transition3.

A green heart
Businesses are anxious to reduce their
carbon footprint – for the good of the
planet, their cost base and their reputation.
Thanks to technological, regulatory and
commercial developments, the range of
options available to make carbon savings
from energy portfolios is expanding. So,

while no one solution fits all businesses,
there should be room for improvement
for every organisation no matter where
they are on their decarbonisation journey.
There are various ways to take positive
action, to maximise on this opportunity
and demonstrate clear commitment to the
green agenda (see box right).

Right approach
Sustainability is firmly on the business
agenda – and quite rightly so. Streamlined
Energy and Carbon Reporting is now in
place, making business endeavours to
reduce their carbon footprint more publicly
visible than ever. Whether a business is
relatively new to their carbon reduction
journey or a seasoned professional,
incremental steps towards supporting the
UK’s net zero target remain possible. It’s
simply about understanding the options
available and plotting a course that’s right
for the organisation.
Visit www.meuc.co.uk

ZERO CARBON

All for nothing – ways that
will get you to zero carbon
that companies should be gathering right now. The ESOS output
report will provide tailored, costed activities that businesses
With so much more electricity generated from renewable sources
could implement to reduce consumption, so there’s a real focus
now, green electricity is far more widely available. 100 per cent
on actionable insight.
renewable electricity contracts should enable businesses to
Beyond ESOS, make use of expert advice out there for
report zero emissions from their electricity consumption within
long-term effectiveness. Ørsted’s Energy Advisory service
greenhouse gas reporting. Check that your fuel comes with
provides access to a wide range of services and technologies,
Renewable Electricity Guarantee of Origin (REGO) certificates as
to build a bespoke energy solution for each individual business.
these are needed for zero-emission reporting. It also means that
Driving energy efficiency, decarbonisation and energy cost
your company can choose the type of asset, be that wind, solar
reduction is the aim, so that businesses can reach their
or hydro power, among others.
sustainability goals, whether that’s
While green electricity has been widely
through installing sustainable onadopted, green gas remains in relative
site generation, introducing software
infancy. However, with UK businesses
solutions that provide actionable
While green electricity
consuming over 240TWh of gas4 a year
insight or helping to source appropriate
has been widely adopted, funding options for new energy
it’s an area that they cannot afford to
overlook. The most sustainable choice
reduction measures.
green gas remains in
on the market is biogas – a 100 per cent
A key to a well-functioning and
relative infancy.
renewable and traceable product, that
sustainable UK energy infrastructure is
comes with Renewable Gas Guarantees
the ability to balance the system quickly.
of Origin (RGGOs) and is reportable as
Using energy flexibly supports the path
near-zero emissions.
to zero carbon, by enabling the system to operate with a much
The market for biogas is quite new, so availability is limited.
higher proportion of renewable generation sources. Businesses
Distribution at scale can be challenging because of production
can participate in flexibility schemes such as Short-Term
methods so prices are usually higher than for gas from fossil fuels.
Operating Reserve, Fast Frequency Response or Ørsted’s own
The next best option from a cost and sustainability
Renewable Balancing Reserve.
perspective is carbon neutral gas. This provides an alternative
way to compensate for carbon emissions associated with an
Innovate for the future
organisation’s gas consumption, by investing in carbon reduction
projects, such as forestry, renewable energy and wastewater
Creative solutions provide a next step for sustainability,
initiatives in developing countries. It’s important to check what
helping businesses to manage costs and invest in renewable
you’re buying in these instances. We recommend looking
technologies. Corporate Power Purchase Agreements (CPPAs)
for accredited Gold Standard or Verified Carbon Standard
enable businesses to invest in specific renewable assets, such
projects to make sure that the financial contribution you’re
as individual wind farms, in return for a longer-term fixed price for
making makes the maximum positive impact on the planet and
each unit of electricity they take from that asset. This provides
genuinely supports the UN Sustainable Development Goals in a
long-term cost stability and reduced exposure to marketplace
measurable way.
risk. This arrangement is a real win-win, guaranteeing investment

Renewable power, greener gas

Building green efficiency
With stricter energy efficiency targets potentially on the agenda,
it’s vital that businesses measure consumption and are clear
about the actions they can take to reduce energy usage.
Energy Savings Opportunity Scheme (ESOS) findings can
provide a catalyst for identifying quantified savings and with
many businesses already actively auditing their usage ahead of
December’s phase two reporting deadline, this is information

for the renewables sector, while supporting longer-term
budgetary control and a clear commitment to sustainable
practices for the business.
Organisations should expect to see increased numbers of
CPPAs coming to the market in the years ahead. Global initiative
RE100, which sees progressive global companies committing to
sourcing 100 per cent of their electricity needs from renewable
sources, has witnessed a real growth in its members opting for
CPPA arrangements as a means of demonstrating their longterm commitment to the world’s green energy transition.

1 http://www.aldersgategroup.org.uk/our-aims
2 https://www.edie.net/news/11/Business-leaders-put-pressure-on-Boris-Johnson-over-next-net-zero-steps/
3 https://www.nationalgrideso.com/document/141256/download
4 BEIS Industrial Switching Competition p5 https://bit.ly/2YL6FAl

Follow us on Twitter @meucevents
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DATA COLLECTION

Valuable collection

Data collection and communication by individual devices is a
powerful weapon in the battle for energy efficiency. Energy Upgrade
Leader at Armstrong Fluid Technology, Jason Cox, shows how
pumps can lead the charge.
Suite in which Armstrong’s Pump Manager
application outstrips energy saving through
flow metering. It achieves this by delivering
accurate data collection and performance
optimisation throughout the pump’s life.
Online trending and analysis of multiple
parameters on single pumps, or on an
aggregated basis for multiple pumps, helps to
identify degrading performance. That enables
users to take a predictive and proactive
approach to maintenance. It is used typically
by our customers, after installation of new or
upgraded HVAC systems, to provide real-time

Pump technology can play a significant part
in industry’s bid to rein in energy use. Through
data analytics and automation, pumps can
optimise efficiency by reacting swiftly to changes
in demand. A vital design consideration that is
key in this role is decentralised data collection –
the collection of data from energy-using devices
themselves, rather than simply metering energy
usage across a site.
The importance of decentralisation was
highlighted by MEUC technology consultant,
Steve Miller, in his recent article, The Future
of the Grid: Part 3 on the MEUC website. The
“long-term goal” of decentralisation, Mr Miller
said, was “measuring lots of things and then
looking for relationships between them.”
Decentralisation has been revolutionised
in recent years by the availability of
performance-management software. This
has been incorporated into the design of the
latest generation of heating, ventilation and
air conditioning (HVAC) pumps.
These technologies have only recently been
introduced to the market. Examples include
Armstrong Active Performance Management
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insights and alerts. Identifying in this way,
signs of reduced equipment performance
long before they create significant problems,
enables the user to minimise losses of
efficiency during the product’s lifecycle. It
also makes it possible to optimise energy
consumption automatically, while retaining
pumps at commission status.
Simultaneously, the pump’s embedded
software collects data including:
• the average flow profile over time;
• the average energy consumption profile;
•	current operation conditions relative to
design conditions;
• flow and head relationships;
• three-dimensional pump vibration; and
• carbon footprint reporting data.
These decentralised data give a clear picture
of the performance of key energy-consuming
pieces of HVAC equipment, in addition to the
system as a whole.
Interoperability – also featured in Mr
Miller’s article – becomes a possibility when
harnessing this technology. He summarised
it and its value as: “Lots of systems that play

nicely together are far more valuable to you
than lots of systems that don’t. They’re also
less work to maintain.”
The software resident in Armstrong Design
Envelope models, for example, enables the
user to gain a deep understanding of energy
consumption, by providing a fully reactive and
integrated vision of a building. This can be
integrated with BMA, EMS and CMSS, as well
as offering API-APP integration.
Pump Manager is a cloud-based application,
enabling data to be stored and manipulated
more easily across complex systems.

Start earlier

The intelligence built into the pump can
provide a way of saving energy while future
energy upgrades are under discussion.
It typically takes a year and a half to
reach the implementation stage of a capital
expenditure project with the first six months
spent collecting data. Data analysis takes up
months six to nine then technology solutions
and a business plan are developed in
months nine to 12. Over the next six months,
stakeholders make decisions until the project
is finally implemented. During that time, with
traditional approaches, not a single kilowatt
hour is saved.
A more effective solution is to move forward
with the pump replacement aspect of the
project (a relatively minor part of the overall
capital expenditure) in months one to six. The
advanced performance management software
within the pumps then make it possible to
reduce energy consumption from the outset. At
the same time the pump’s built-in technology
collects data that can be used in conjunction
with system temperatures to generate a systemspecific load profile. And it can harvest much
of the data traditionally acquired through the
data acquisition phase of the upgrade process.
During months six to nine this information can
be used to identify opportunities for system
optimisation with high cost/benefit ratios.
The building and load-specific information
obtained through the pumps assists product
selection and system design for the upgrade
project. Meanwhile actual, measurable energy
savings can be demonstrated throughout
this process to provide a more persuasive
business case for stakeholders. Breaking
the project down into smaller sub-projects
improves cash flow and the business case
begins to write itself.
In his article, Mr Miller said of the entire
smart energy approach: “Think of all this as an
organism. The more adaptive it is to changing
environments, the better able it is to thrive
in them”. At Armstrong Fluid Technology,
we couldn’t agree more. With today’s pump
technology, it is not only feasible, but real and
demonstrably beneficial, to think about data
collection in this way.

Visit www.meuc.co.uk

When it comes to service,
we don’t know when to stop.
As well as dedicated account managers, we also
give you 24/7 access to your account online.
coronaenergy.co.uk

Smart –
unlocking
the potential
of multi-site
businesses
Multi-site businesses are facing real challenges in
terms of getting the most out of their business.
They’re looking to improve their sustainability efforts,
reduce costs and waste, and make the right
investments – all whilst having greater insight and
control across their sites. They’re looking to do what’s
best for their business.
At the same time, smart meters are being rolled
out across the domestic electricity market but, with
its technology starting to mature, their potential as a
tool for businesses is far far greater.
Most of us already know that smart meters
provide automatic reads, saving businesses time and
reducing disruption to work. They help to produce
accurate bills, so businesses only pay for the
electricity they use, which improves accounting
accuracy and budget certainty.
As helpful as this feature is, it’s just the tip of the
iceberg. It’s time for major energy users with multiple
sites to also reap the full benefits of smart.

Turn your NHH meters smart
Existing Half-Hourly (HH) meters and AMR
(automated meter reading) are mature technologies
that can provide you with data insights about your
business’s electricity consumption on a half-hourly
basis. They can help you to make informed efficiency
changes, reduce costs and save carbon. But there’s
a misconception that they are ‘smart’; these meters
alone don’t enable near real-time analysis or two-way
communication, and there may be a whole area of
your portfolio – Non Half-Hourly (NHH) meters - that
you can’t see or analyse, let alone act upon.
Smart meter technology integrated with a data
visualisation platform can enable you to view your
HH and NHH consumption in near real-time. This
allows any monitoring or improvements already
taking place on your HH meters to also be applied
to your NHH sites, helping your business to be
aligned and truly smart.
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Collate information from multiple sites in
one simple view
For multi-site businesses, it can be difficult to gather
the consumption data from each premises and pull it
together in one simple view. However, smart meters
can record your sites’ data and, with smart software,
aggregate it in a data visualisation platform. This
enables you to analyse your entire portfolio and
compare site-by-site, seeing which areas of your
business are using the most electricity and
highlighting your points of peak consumption. A
central viewing platform allows you to create
benchmarks, identifying your best and worst
performing sites, which you wouldn’t be able to
measure with estimate reads. With this knowledge,
you can encourage best practice sharing across your
sites, to improve energy efficiency and therefore
carbon reduction, across the board.
Having your sites’ data collated also allows you to
see patterns in your usage and therefore notice any
unusual occurrences in near real-time. Any
unexpected activity outside of your usual business
patterns could, if you choose, trigger an alert to be
investigated. Whether a machine has been left on or
the heating has been set for the wrong time, you’ll be
notified of any activity out of the ordinary, giving you
peace of mind and helping your business reduce its
wasted electricity and save on costs.

Stay ahead as a business
Many businesses are looking to improve their
sustainability efforts, not only to be compliant with
reporting requirements, but to increase consumer
and employer appeal. Yes, many businesses must
report on their electricity consumption and
Greenhouse Gases as part the SECR framework1,
but some are working on their sustainability to
improve staff satisfaction rates. Some employers say
more employees are looking for companies and roles
Visit www.meuc.co.uk

that make a difference to the wider world2, and a
recent study by the Corporate Executive Board
showed employees most committed to their jobs ‘put
in 57% more effort and are 87% less likely to resign’2.
So, if you’re looking to become a more
sustainable business, the first step is to understand
your electricity consumption. Smart metering
technology can help you to measure your usage
across your sites, to see where you can reduce your
consumption. With this data, you can drive a cultural
change across your business, encouraging
employees to make behaviour changes. Whether it’s
incentivising staff to turn things off when not in use,
or encouraging load shifting to manage electricity
peaks, data can prove the success of these changes
and help to keep your electricity usage lean.

investments that are integral to the future of your
business and the energy industry.
Smart meters enable you to optimise your assets to
work most effectively for you. Linked to a data
visualisation and control system, they can decide
when’s best to charge your EV fleet and when to import
or export your generation assets (such as on-site solar).
They can also help you decide when to charge or
discharge your battery storage, to extract maximum
value for your business.
When integrated into your business, smart meters
give you the chance to manage your flexibility and
put you back in control of your electricity assets.
Smart meters are mandated and coming soon,
but they can only do so much on their own. They are
the enabler that, when integrated with a data

With staff on board and existing processes
streamlined, you can then invest in energy-efficient
technology and equipment to further reduce your
electricity usage and costs. Smart meter control
technologies can help you to continually monitor your
progress, assess the impact of each change you
make to your business, and accurately report on your
carbon footprint.

visualisation and control system, expands on your
insight from your HH portfolio and unlocks your
business’s full potential.
Whether it’s to improve your business’s energy
efficiency, reduce your carbon footprint, save money
or have greater control over your business, smart
meters enable you to begin your journey.
So, support the future of your business – see if
your sites are suitable for smart meters by calling us
on 0121 726 7555 or at solutions@brytenergy.co.uk.

Make change of occupancies a breeze
By providing near real-time data across your sites,
smart meters can help you to identify your best
performing sites and make informed decisions on
your change of occupancy strategy. If you do choose
to change sites, smart meters can take reads on the
day of your move and produce accurate final bills,
helping you to switch sites smoothly and close
contracts with ease.

Integrate with future technology
The energy industry is going through significant
change. Businesses are investing in pioneering
technology such as EVs, on-site generation (e.g. Solar
PV) and battery storage solutions, which are critical to
hitting the UK’s 2050 net-zero emissions target.
Don’t let your business get left behind – you
shouldn’t consider these solutions expensive
purchases in the short-term, but long-term
Follow us on Twitter @meucevents

Image 1 – Example
comparison of two
similar sites’ HH
consumption over a
day. For illustration
purposes only.

By Keith Munday, Commercial Director at Bryt Energy

About Bryt Energy
Bryt Energy, part of the Statkraft Group, is a
passionate, future-focused energy company,
on a mission to take their community on a
carbon-reducing journey. Bryt Energy’s electricity
is zero carbon and 100% renewable, using only
Wind, Hydro and Solar energy sources to power
British businesses.
Whether it be on-site generation, battery
storage or optimisation controls, Bryt Energy are
at the forefront of the clean energy technology
revolution, with solutions that maximise value from
customers’ electricity supply contracts.

1. SECR https://assets.
publishing.service.gov.uk/
government/uploads/
system/uploads/
attachment_data/
file/729586/SECR_Govt_
response_Final__1_.pdf
2. https://www.theguardian.
com/sustainablebusiness/2014/oct/15/
employee-engagementmillennials-socialresponsibility-innovationvalue-social-responsibility
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LEGISLATION

Medium Combustion Plant Directive:
what your business needs to know
a tighter timescale. These regulations are
complex and introduce different tranches
of generation plant which must comply in
different timeframes according to their size,
emissions and operating hours.

When?

New legislation to improve air
quality and reduce harmful
emissions from medium
combustion plant is affecting tens
of thousands of businesses but
many are unsure of what they
need to do. Head of Account
Management at KiWi Power,
Jack Christie, offers guidance.
The Medium Combustion Plant Directive
(MCPD) was introduced by the European
Union to reduce pollution and improve air
quality. The directive came into force on the
24th January 2018 and affects any plant
with a thermal input between 1 MW and
50MW, including combined heat and power
(CHP) units, boilers and diesel generators.

Why?
It is estimated that over 60,000 people
a year in the UK die prematurely as a
result of air pollution – almost as many
as smoking. The average reduction in
lifetime (lost life expectancy) of someone
dying in Britain because of air pollution
is 1.5 years. The MCPD is designed to
tackle direct, some of the most damaging
pollutants including nitrogen oxides (NOx)
and sulphur dioxide.
In addition to the MCPD, the Governments
of England and Wales have gone a step
further and introduced Specified Generator
Controls (SGC) which require certain types
of plant to comply with emissions limits in
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The compliance timeframes vary according
to the characteristics of the plant and its
operating hours (see table). But eventually
nearly all medium combustion plants will
need to meet its specified emissions limit
value (ELV) and receive a permit from
the Environment Agency (or Scottish
Environmental Protection Agency in Scotland
or Natural Resources Wales in Wales).
An exemption exists for backup
generators operating for on-site resilience
only (up to a maximum of 50 hours over a
rolling 12-month period) but this is lost if
the generator enters into a demand-side
response (DSR) programme.

Implications for DSR
Any business wishing to take part in Short
Term Operating Reserve or the Capacity
Market from October 2019 onwards needs

to comply now. Triad participation will also
be affected and a permit will be required for
all Tranche B sites that wish to run for Triads
in 2019/20.
Tranche A sites over 5MW are able to
run for up to 50 hours without a permit until
2025. This means they will have to use
their 50 hours wisely and track their running
hours to ensure they hit the Triads and
comply with the legislation.

What next?
The MCPD is an important piece of
legislation that will enable businesses to
play their part in improving health and air
quality across the UK. The first step is to
understand how the legislation affects you
and what you must do to comply.
At KiWi Power, we offer a complete
MCPD service to guide businesses through
the compliance process. In addition, our
bespoke Triad management strategies can
help businesses to hit all three Triads and
remain within the 50-hour MCPD limit.
If you would like to learn more about how
KiWi Power’s MCPD or Triad Management
services can help please get in touch.
www.kiwipowered.com

Compliance deadline

Category

1 January 2019

Tranche B:
All new generators and generators entering new
DSR contracts

1 October 2019

Tranche A:
An existing generator, or site with
generators, over 5MW thermal input, over 500mg
NOx, operating over 50 hours

1 January 2025

Tranche A:
An existing generator, or site with generators, over
5MW thermal input, over 500mg NOx or operating
50 hours or fewer

1 January 2030

Tranche A:
An existing generator, or site with generators,
under 5MW thermal input

Table I: For the 2025 and 2030 permitting deadlines emissions reporting will be required for
one year in advance of receiving a permit.
Visit www.meuc.co.uk

Forget short-term discounts and
discover long-term solutions.
Saving water is good for your bottom
line and the environment. As well as
lowering your bills, using less water
means energy and carbon savings too.
Find out how we can monitor your water
use and discover ways to reduce it,
making your business more efficient
and sustainable.

Watertight Utility Support
wave-utilities.co.uk/solutions

ENERGY MANAGEMENT

Beyond simply agreeing to a bespoke tariff
for your energy use, you can also choose:
how your power is generated;
• use of renewables;
• the pricing/payment/billing model;
• financing; onsite/offsite generation;
• resilience measures;
• the use of energy management
technology and your own distributed
assets for generation, demand response
or storage; and
• many other measures.

Energy-as-a-Service:
what is it and why do
you need it?
Enel X Head of Communications, Kimberly Littlefield, explains
how energy is becoming a source of value to businesses.
The IT industry kicked off the “as-a-service”
trend by introducing an alternative way
to access software. Rather than buying
a software license outright, the monthly
subscription model has since become the
accepted way to get access to software –
for very good reasons.
Software-as-a-Service (SaaS) provides
more dynamic access to software and
enables businesses to control their spend
based on need. If you hire a new employee,
you simply add a new subscription, often by
logging into your portal. Typically, product
support and upgrades are included in your
fee, ensuring delivery of a true solution
that is always up to date. SaaS simplifies
procurement, management and output
across an enterprise. In short, it gives the
customer better control over their business
– what’s not to like?
Cloud technology disrupted the old
software business models and is key to
enabling the SaaS model. And similarly, the
energy industry is undergoing a seismic
shift from centralised generation to the use
of decentralised – or distributed – energy
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resources, which include generation and
storage. This is accelerated by digitisation,
leveraging Cloud-based software and
hardware control solutions that increase
visibility and intelligence. This new “energy
cloud” of assets and the technology
connecting them is set to disrupt the
traditional one-way business model that has
been embedded in the energy industry for
many years.

Giving back control
Just like SaaS, Energy-as-a-Service, (EaaS),
is fundamentally about giving customers
more control. Energy is a major cost item for
most industrial and commercial businesses
and often managed in disparate ways
across a variety of business functions. So
EaaS offers a unique opportunity to gain
transparency, enhance strategy, and make
better decisions.
The plethora of choices available
to transform and mature your energy
portfolio present industrial and commercial
customers with a growing list of decisions.

Outside of the facility, there are other forces
at play offering opportunities to improve the
bottom line. The rapid uptake of distributed
renewable sources of power alongside
the demise of traditional fossil-fuel power
stations to help meet carbon commitments
is challenging grid operators to manage the
intrinsic intermittency of renewable generation.
Many renewables are inherently inflexible; they
produce power when the weather conditions
dictate rather than when demand dictates.
Increasingly, grid operators are valuing new
sources of flexibility in power generation.
Schemes like demand-side response (DSR)
reward businesses for reducing demand
at peak times. Major energy users make
use of their own assets, often supported
by technology, to turn-down or turn-off
demand when required.
However, it’s not just technology that is
driving change. Regulatory frameworks are
changing to support governmental and grid
operators’ needs. For example, regulators
refine the rules governing DSR schemes
to improve the market. Examples include
delivering faster response times, longer
response durations or the use of low-carbon
sources of generation. They also review
charging schemes that are intended to
support the funding of grid improvements.
While it offers new opportunities, this
transition to decentralised, technologydriven, low-carbon energy evidently creates
a far more complex landscape. It’s now
more challenging than ever for energy
managers to keep up to date with the latest
regulatory changes and the proliferation of
new technology. For businesses looking to
optimise their energy use, the choices can
be bewildering.

Defining EaaS
PwC’s 2016 whitepaper, The Uniffied
Approach to Energy Transformation,
encourages senior leadership of organisations
Visit www.meuc.co.uk
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to consider energy as an innovative value
creator for their business. With both energy
and business rapidly evolving, executives have
a lot to consider about the energy line item
alone while they endeavor to run a competitive
profitable, sustainable, and resilient business.
While existing energy management
frameworks do provide valuable guidance for
companies looking to establish fundamental
practices in energy management, EaaS has
the potential to address key energy market
trends and leverage advanced technology to
transform energy management.
According to Navigant Research, EaaS
is: “The management of a customer’s
energy portfolio needs – such as portfolio
strategy, programme management, energy
supply, energy use, and asset management
– by applying new products, services,
technology solutions, and both project and
enterprise-wide financing instruments that
avoid customer capital expenditures while
reducing energy use, spend, and risk.”
For most organisations, energy in itself
is not a core business competence and
implementing an energy strategy that
addresses all of these priorities takes
knowledge and expertise and a current
understanding of regulatory and compliance
issues. EaaS leverages outsourced,
strategic partnerships to ensure a holistic
approach that puts the business’s needs
first (see box).

Project financing
One of the biggest barriers for any business
acquiring new technology is the cost-justification
for capital expenditure-funded projects. The

EaaS offerings
Today’s EaaS providers aim to understand
your business and from there create and
execute a plan aimed at achieving objectives.
The plan may be a single or multi-pronged
approach depending on considerations like
energy maturity, industry benchmarks, and
resource capacity.
Procurement advisory
Manage market risk, reduce costs, create more
accurate budgets, integrate renewable energy,
and through a combination of technology and
expert-led market analysis.
DSR
Earn revenue and build resilience by adjusting
energy consumption at times when the grid
system needs support – without disrupting
your business.

Follow us on Twitter @meucevents

“as-a-service” model overcomes the capital
expenditure barrier by enabling services to
be paid for as they are used.
Energy providers have been particularly
innovative in offering new ways to acquire
energy, assets and products through “funded”
models, power purchase agreements and
even efficiency service schemes where the
customer pays for performance under the
shared savings model.
While financing is at the heart of EaaS
with a shift away from capital expenditure,
its scope goes beyond cost measures.
Other customer priorities include
sustainability – moving to low-carbon
sources of power; quality of supply – to
ensure business continuity and reduce risk
by adopting measures that improve energy
resilience; and operational simplicity.

Getting started
Energy was once the exclusive domain
of the facility manager. Traditionally,
organisations that want to take control of
energy spend have focused on three “cost
drivers”: how you buy it, how much you
use and when you use it. However, the
increasing complexity of today’s energy
markets makes it harder to optimise energy
spend by addressing each cost driver in
isolation. Approaching cost reduction in silos
leaves money on the table and exposes
your business to unnecessary risk.
For effective results, today’s energy
strategies need to be holistic and have
board-level backing. The decisions you take
will have implications for your operations
team and indeed your core business –
Demand management
Reduce energy spend by strategically reducing
your energy consumption during Triads – times
when suppliers calculate costly demand charges
on your utility invoice.
Energy storage and microgrids
Improve resiliency and power quality for a facility
through energy storage and onsite generation,
with the additional ability to lower costs
from demand management or earn revenue
from DSR. (Hint: ensure maximum return on
investment through third-party management
of financing, purchasing, installation, and
operations and maintenance of storage assets).
Utility bill management
Reduce time spent managing large volumes of utility
bills across an enterprise, avoid paying late fees and
erroneous charges, and access centralised data for
easy reporting and increased visibility into financial
and sustainability performance.

especially if you are a manufacturing firm
looking to bring on new revenue streams by
participating in schemes like DSR.
So how do you transition to an EaaS
model? The biggest challenge in embarking
on any change programme is often winning
support from key stakeholders. In a typical,
medium-to-large industrial company, 13
different departments have some impact
on or influence over energy costs. The
realisable value in energy savings depends
to a large degree on how well-aligned and
informed your stakeholders are. Assessing
your current state; looking at your current
energy management successes, comparing
them to peers; and making a preliminary
business case will give you the beginnings
of a framework for change.
As EaaS gains ground, major energy
users will see the benefits of taking a holistic
approach to implementing energy strategy,
without the barriers of having to find capital
to fund improvements. As well as monetising
the flexibility of energy assets and reducing
costs, EaaS makes greater profitability,
improved resiliency, stronger sustainability
and better risk management all possible –
especially with respect to compliance and
market exposure. One of the key benefits
of EaaS is increasing the visibility of the
overall impact of your energy strategy and its
contribution to the whole business.
Partnering with specialists that can
offer on-going advising and technology
– as-a-service, enables customers to
deliver higher cost savings and lower,
long-term risk while addressing the growing
complexity – and opportunities – presented
by the new energy cloud.
Energy efficiency
Eliminate unnecessary energy consumption and
costs with a suite of services and software tools
to monitor and control equipment operations.
Sustainability
Develop a strategy to improve sustainability
performance and streamline reporting to
regulations and industry standards under the
Energy Saving Opportunities Scheme.
Renewable energy
Navigate a complex vendor landscape – from
purchasing renewable energy from offsite sources or
integrating renewable generation assets onsite – to
develop the right solution to meet business needs.
Electric vehicle charging
Implement a charging solution infrastructure
that provides for the needs of your stakeholders
with a smart software that ensures minimal
impact on finances and operations today whilst
futureproofing for the technology of tomorrow.
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READERS’ QUESTIONS

This new feature has been introduced to keep readers abreast of some of the questions
concerning major energy users. Our team of experts in gas, electricity, water, carbon emissions,
contracts and pricing issues will answer your questions or provide a second opinion.
To have your question answered in future editions of the magazine please email
sandra.barradas@meuc.co.uk. All published questions remain anonymous.

Q

Will leaving the EU with “no deal” give
contractual counterparties the right to
renegotiate or terminate contracts?

A

We can’t imagine that leaving the EU with No Deal will affect
already agreed contract prices. When a customer locks out a
contract price and volume with a supplier. The supplier will
immediately do the same with a generator or energy provider. So
in a nutshell, the supply contracts are binding on both parties
which is a reassurance that your supplier can’t default.

Q

I have city centre sites with limited space –
is there a storage option available?

A

If the city centre site has sufficient room to accommodate a
standard ISO container (the ones you see on the backs of
lorries) then it can accommodate a battery storage installation of
1MW plus.

Q

My new company doesn’t have a strategy
for energy. What tips can you give me to
get senior management engaged??

A

If exponentially rising energy (especially electricity) costs is not
an incentive for the formulation of an energy plan then energy
cannot be a major cost driver for the business. Also, with climate
change generally accepted as a real threat to the planet’s climate
we would argue that every company should be playing its part in
reducing its carbon footprint. Depending on the size of company
the board has to sign off on ESOS and carbon reporting.

Q

What are the advantages versus
disadvantages of PPAs?

A

The advantage of a PPA is that it locks in energy prices
going forward and if well-negotiated will avoid transportation
charges and some levies and taxes. So, from a cost efficiency
point of view this is a huge plus. The downside is that a PPA
provider will be looking for long-term contracts with the host
(typically 10 - 20 years). Not every company is comfortable with
this contract duration. However, if your business is here for the
long term, PPAs are, very much, worth consideration. But you
might have some internal battles with legal and finance officers
who might require a regular market price check. In my view a
well-constructed PPA should in the longer term save you money.
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Q

Does Ofwat’s price cap mean I don’t have
to switch?

A

Ofwat’s new wholesale price caps (for 2020-25, which begin
1 April 2020) will be signed off in December 2019. As things
stand, it looks as if bills will fall as a result of the new caps –
significantly in some areas. Whether you switch or not, you should
see a benefit from lower wholesale prices.
Ofwat has already finalised its plan for the retail element of bills
for the same period – the five years from 1 April 2020. Retail price
caps will be removed completely for the largest customers (those
who use more than 50Ml of water a year) who haven’t yet switched
suppler. This means these customers will be at risk of the retail
element of their bills (typically less than 10 per cent) rising. The
best way to safeguard against this risk is for major water users to
engage with the market and negotiate a contract (including the retail
margin they will pay) with a supplier or suppliers.

Q

We are about to go to tender – is there
any way someone can hide or takeaway
additional charges?

A

If you ask for all possible charges to be made absolutely
explicit by the retailers you are considering, they should
provide that information before you agree a deal.

Q

How can I easily check national wholesale
prices without going to 26 different
websites?

A

There are 15 major water wholesalers in England (the only
geography where the market operates for most customers).
If you have sites in many or all of these areas, your retailer (or
potential retailer / broker if you are tendering your supply contract)
will be able to provide you with information on wholesale prices in
different wholesale regions. This should be transparent and freely
available on request. Wholesale charges are regulated and cannot
be negotiated by customers. However, you are advised to use an
independent third-party bill validation service if you are concerned
your retailer is applying the wrong wholesale charges in your bills.

Visit www.meuc.co.uk

Proud to support the
MEUC membership in:
•
•
•
•

Understanding the opportunity
Securing the best deal for you
Reducing consumption
Understanding change and the steps you should take

For help, advice or to chat
through issues, email
sales@sesbusinesswater.co.uk
an experienced Water Account
Manager will call you back.
www.sesbusinesswater.co.uk

SWITCHING SUPPLIER

Time to move

Major water users who haven’t switched retailer will cease
to benefit from retail price caps after April 2020. MEUC’s
Water Policy Adviser, Karma Loveday, advises them to
engage with the water market now.

•	Mid range users: for 0.5-50Ml a year
consumers, there will be a national
gross margin cap of 8 per cent for water
customers and 10 per cent for wastewater
customers. With this approach, the
national gross margin percentage would be
allowed on top of the wholesale charge in
each region. Since wholesale charges vary
area to area, the absolute level of allowed
retail margin will also vary by region. But
the national margin approach would, Ofwat
reasoned, still increase simplicity – for
instance, in helping retailers to present their
offers to customers more clearly and in a
consistent way across different wholesale
regions. The national margin cap offers
retailers an uplift on current charges,
to cover the real costs of operating in
the retail market – such as market fees,
customer acquisition and retention costs
and ongoing market operation costs.
Ofwat estimated that on average, 0.5-5Ml
default tariffs would increase by around
2 per cent under the proposed cap, while
5-50Ml default tariffs would increase by
around 4 per cent. Ofwat reasoned: “While
we are mindful of our customer protection
objective we believe this level of increase is
acceptable given the simplicity benefits it
will bring, its role in promoting competition
and that these customers are more likely to
switch from default tariffs if they wish to.”
Customers in both usage bands, but
particularly >50Ml customers, would be
wise to engage now with the market and
either switch or negotiate a contracted deal
with their retailer, so they are not exposed to
the risk of retail price rises next year.

Ofwat has locked in the retail price and non
price protections that will apply from 1 April
2020 for business customers who have not
switched or renegotiated a retail deal.
Last month, the water regulator published
two decision documents relating to the
Retail Exit Code (REC), which sets out the
backstop requirements in deemed contracts
for customers who have not actively selected
their water supplier. There is one paper on
price terms and one on non-price terms.
It is important to note these REC
decisions will only apply to the retail element
of business bills – see box for commentary
on wholesale prices.

Price terms
Ofwat differentiates the retail price
protections that will be available from
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April 2020 to three different types of non
household customer according to their usage
band, in recognition of the development
of competition and how this has affected
different segments. For MEUC members, the
following two decisions are relevant:
•	Major users: for >50Ml customers,
there will be no explicit price cap, but a
requirement for retailers to offer prices that
are “reasonable and non-discriminatory”.
This reflects the high engagement and
awareness levels in this customer class.
Ofwat said: “We expect that many
customers using >50Ml per year will
engage directly with retailers and agree
a contract rather than be served via
deemed contracts. As such we expect
relatively few customers to be served in
this manner and anticipate few disputes.”

Non-price terms – advance billing
In the paper on non-price terms, Ofwat
said it would modify the REC to include an
explicit “no worse off” principle to protect
customers. Of particular concern here is the
fact that some retailers have moved some
customers from billing in arrears to whole
or partial billing in advance without their
explicit consent. On top of direct detriment
to customer cash flow and so on, there is
also a risk of debt blocking for non-payment
of an advance bill, restricting a customer’s
ability to switch.
The regulator argued its decision that
customers should be “no worse off” than
before market opening would prevent
advance billing and other changes being
forced onto customers.
Visit www.meuc.co.uk
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While we are mindful of
our customer protection
objective we believe
this level of increase is
acceptable given the
simplicity benefits it
will bring, its role in
promoting competition
and that these customers
are more likely to switch
from default tariffs if they
wish to.
It added that: “While this modification
will strengthen customer protections, it is
not intended to stifle innovation or prevent
retailers from making efficiency enhancing
changes that may benefit customers.
However, if retailers are proposing to make
changes, they need to do so in a way which
is open and transparent; takes account of
the impact on their customers and are able
to demonstrate that these changes leave
them at least “no worse off”. This gives
retailers flexibility in the way they operate
their businesses and manage their costs –
but it also ensures that customers who have
not engaged in the market are protected.”
Ofwat said it would not take retrospective
action to penalise past behaviour, given the
REC was not explicit on advanced billing
practices. But all retailers are expected
to comply going forwards. It will allow a
transition period to allow retailers to amend
their processes and become compliant.

Wholesale charges
from 1 April 2020
Wholesale prices for 1 April 2020
onwards will be finalised in December
this year when Ofwat issues its final
determinations for the 2020-25 price
review. The good news for customers
on the wholesale element of bills – which
in most cases accounts for over 90 per
cent of what customers pay – is that
Ofwat’s July draft determinations pointed
to price cuts across the country.

Follow us on Twitter @meucevents

State of the water market
at the end of year two
Ofwat has published its second annual State of the market report, covering the second
year of trading. There were no surprises in this, and on the back of it the regulator
reiterated the message it has been pushing recently – that improvements are urgently
needed. It said: “On the basis of evidence set out in this report it is clear that significant
and urgent action is required by the sector to resolve market frictions and deliver
improved outcomes for customers.” It highlighted the following as among its key findings
for year two the following.
• J ust over half (53 per cent) of all customers are aware of the possibility to choose their
retailer (48 per cent last year).
Customer activity has been broadly steady. Around 13 per cent of customers
have been active since market opening, in that they have switched, renegotiated or
considered doing so (10 per cent last year).
Switching rates at 3 per cent, largely unchanged in the second year of the market.
•C
 ustomers saved around £10 million in bills in the second year of the market, with
benefits mainly accruing to larger customers. This compares to a saving of £8 million
last year.
•T
 he take up of water efficiency measures has been slow. Around 0.3 per cent of
customers who switched since market opening report leakage control services as a
benefit of switching. Around 4 per cent of customers who renegotiated since April
2017 report water efficiency services as a benefit. On the basis of data provided by
self-suppliers, estimated volume savings achieved between three self-suppliers were
around 150Ml in 2018.
•A
 round 8 per cent of customers who had switched (21 per cent of large customers)
and 9 per cent of customers who had renegotiated since market opening said benefits
of switching included some form of bill consolidation.
•C
 ustomers appear to be primarily motivated to engage in the market by the prospect
of financial (bill) savings. Smaller customers are more likely to perceive that benefits of
switching are unlikely to exceed the costs.
•T
 he majority of customers are satisfied with their retailer (80 per cent reporting either
“very” or “fairly” satisfied). But around 5 per cent (equating to around 60,000 business
customers) report being “very dissatisfied”. Three fifths (60 per cent) of dissatisfied
customers cite billing issues, such as not receiving bills or receiving incorrect charges,
as a reason for dissatisfaction.
Complaints to CC Water have quadrupled since market opening. The majority of these
complaints (70 per cent in 2018–19) concern billing and charges.
Ofwat’s year one report identified three main market frictions that were raising costs for
retailers and brokers; impeding the development of an effective market; and undermining
the market’s potential to deliver improved outcomes for customers. These were:
•P
 oor aggregate performance of wholesalers (though some individual companies
performed well).
•A
 lack of complete, accurate and timely market data - particularly meter reads.
Ineffective communication between retailers and wholesalers resulting in a poorer
customer experience and a reduction in customer confidence in the market.
This year, the regulator said: “Despite some action from the sector to address these
market frictions in year two, significant problems remain. For example, concerning poor
data quality, the proportion of meters with reads more than a year old increased from
12.5 per cent in March 2018 to 14.4 per cent a year later.”
It referred readers to good work in train from MOSL and trading parties, and to its own
recent communications on expectations and consequences.
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ENERGY STUDIES

Energy at
the heart of
Parliament

We are too used to seeing the House of
Commons at times of high drama, but
Parliament is also a place where experts
in their field can rub shoulders with MPs
and chat about the issues affecting their
industry. Corporate Affairs Officer with
Alfa Energy, Jeremy Nicholson, reports
from the Commons Terrace.
The Summer Reception of the Parliamentary Group
for Energy Studies is always a great opportunity for
business energy users, energy and environmental
experts, consultants and academics to take in the
unique atmosphere of Parliament whilst enjoying the
views along the River Thames.
MPs and Lords from all parties were treated to
a couple of short speeches from energy experts
before the mingling began. Alfa Energy Group was
delighted and honoured to host this year’s reception
so I welcomed guests on behalf of the company
Chief Executive, Damir Ahmovic. He highlighted the
challenges for energy as the UK aims to achieve net
zero carbon emissions by 2050, pointing out that
UK action will count for little unless there are viable
solutions are to reduce global emissions as well.

MEUC is a dedicated corporate membership organisa�on suppor�ng
major energy and water using companies in industry. commerce and
the public sector; buying, managing, understanding and reducing
energy, carbon and water.

Making Energy Understandable for Customers
Na�onal Conferences and Exhibi�ons | Regional Seminars | Policy Group Mee�ngs | Training days | Weekly News Brieﬁng |
Monthly Energy Snapshots | Quarterly Journal | Quarterly Energy Brieﬁng | Annual site visit | Member support | Member
networking | Representa�on on Industry and stakeholder commi�ees | Price Benchmarking | Your topics/ques�ons covered.

To join this growing end user community, a�end one of our events or policy group mee�ngs and ﬁnd
out how you can start gaining insight and making your voice heard visit meuc.co.uk | 0203 432 0333

MEUC Ltd. 8 Fenchurch Place, London EC3M 4AJ. info@meuc.co.uk | 0203 432 0333 | meuc.co.uk
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So it was especially fitting that this theme was
taken up by our guest of honour, Secretary General
of the World Energy Council, Dr Christoph Frei.
He spoke about the scale of the task ahead of
us and the difficulty in making predictions so far into
the future. But he expressed his optimism that better
and cleaner technologies will deliver so long as the
right policies are in place – a positive note on which
to end the formal part of the event.
The depth and breadth of expertise in the room
naturally led to some fascinating conversations
afterwards. It was a beautifully warm evening, so
guests were able to relax outside and enjoy a drink and
continue their conversations on the Commons Terrace.
It is fashionable to grumble about our politicians
(even though it is sometimes with good reason) but
on these occasions at least MPs and Lords really are
keen to hear from the experts. They are genuinely
eager to learn more about what needs to be done
to meet the needs of energy users and producers.
It was a privilege to be there and to enjoy such a
unique opportunity for networking.
Alfa Energy Group would like to thank the
Parliamentary Group for Energy Studies as well as all
those who attended and made the evening such a
tremendous success. It was certainly a memorable
evening, not least because of the spectacular setting
and fabulous view from the House of Commons.

Alfa Energy Group partners with businesses
to provide energy management and procurement
services while also supporting them with matters
of compliance. We are proud to support the
work of the Parliamentary Group for Energy
Studies, which helps to keep MPs informed
about the policy and technological issues that

UK action will count for little unless there
are viable solutions are to reduce global
emissions as well.
are becoming increasingly important to business
energy users.
Another event to look forward to is the Alfa
Energy Annual Conference, which also brings
together energy experts, academics and business
leaders to discuss the latest developments in
the ever-changing energy landscape. Next year’s
conference is being held on 26th March 2020.
So save the date now and get in touch to reserve
your place by emailing Alfa Energy Group at
events@alfaenergygroup.com

the EV event
28th – 29th April 2020
Silverstone
Be inspired by everything EV
Network with electrification
Hear about decarbonisation

co-located with
the energyst event

Follow us on Twitter @meucevents

Register by 30th November to get your FREE access all areas
ticket and the chance to take a spin around the iconic F1 track
www.theEVevent.com
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WATER SAVING

Tap into
savings
With greater attention on water-saving for businesses, water management is worth
exploring further to bring down costs. Advanced Services Operations Manager with
the UK’s largest water retailer, Water Plus, Mark Taylor, explains the key steps.

Businesses and public sector organisations are
responsible for paying for all of the water that passes
through their water meter. So, looking at how to
reduce water use is worth exploring further.

Data delivers savings
Greater scrutiny of the amount of water being used
gives you the chance to identify where savings could
be made. Using less water across your sites can also
contribute to your Corporate Social Responsibility
goals for your business and help the environment too.
Your water meter is usually a good indicator of
consumption – any unexpected increases are often a
strong indicator of an undetected leak.
Even if you have one or multiple water meters,
across multiple sites, exploring data loggers and
benchmarking analysis, along with water site audits,
is worth considering further.
In the past eight months, at least four Water Plus
multi-site customers who have invested in data
logging have identified savings of more than £100,000
a year each from constant water loss.
Earlier this year on installing 38 data loggers for
one public sector organisation, monitoring the data
from those devices enabled the organisation to
identify a 1,750 litre-per-hour leak so steps to fix it
could be taken.
We also helped a private sector organisation
identify 15 sites where water use was higher than
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it should have been, indicating a leak which the
company was able to act on. The rate of water loss
was 7,500 litres per hour at a cost in the region of
£150,000 a year.* The issues at the sites were only
found as a result of having more than 150 data loggers
installed across the client’s portfolio by Water Plus.

Lower costs, day in, day out
As well as data logger installations, smaller changes
around water use at your sites can mean your
savings quickly add up and your costs go down.
Water-saving devices including flush-savers in
toilets, aerators on taps and showers, urinal controllers.
waterless urinals, and using rainwater for toilets, can all
contribute to lowering water use and cutting water bills.
Some larger changes may mean an initial cost for your
organisation but the savings from using less water and
from lower bills, pays you back in a short space of time.
If you’re using water to make products then
process audits are also worth considering. Looking
at whether water can be used more effectively in your
production process can reduce your operating costs.

Look closer at infrastructure
Making sure your infrastructure is fit for purpose is
another area to consider. For example, if a pipe in
your operation needs to be repaired, how easy would
it be to isolate it? Could it stop work at your site?
Visit www.meuc.co.uk
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Adding valves into your pipework is a low-cost way
of mitigating issues and means pipes that need repair
or replacement can be isolated easily.
Sub meters at larger sites, enable a business to
carry out mass balancing, gain better understanding of
consumption and identify any issues more easily.
Also, many organisations also aren’t aware of their
responsibilities regarding the maintenance and repair
of the water infrastructure within the boundaries of
their premises, from the point of the water meter.

Leaks cost
It’s worth remembering a leak on your site can not
only result in your water pressure dropping but,
in some cases, completely stop the flow of water
through pipes at your site. The financial cost of a
burst pipe can be significant and can lead to the loss
of as much as 1,000 litres an hour, which could cost
as much as £26,000 a year, if left unchecked.
If your operation is running continuously it may
be hard to identify small leaks as water will be used
at all times on your site. But data loggers, water use
analysis and benchmarking against similar sector
properties can all help identify potential areas where
less water can be used and where money can be
saved on water bills.
If the operation or business doesn’t run all hours,
then you can take steps to look out for leaks.
Checking your water meter regularly, if it’s safe to
access, will enable you to get a view of water used
on your site with any unexpected increases often
a good indicator of a leak. For instance, were the
meter to indicate water flow overnight when no-one
is at your site and no water-using equipment is
used, then this would point to a leak that may not
be easy to see.
On this note, it’s important to ensure that
employees know where the water meter can be
found (usually either inside the boiler room or cellar,
or outside near the site boundary). Should the meter
be located outside, it’s also possible that the leak
might be on the external supply pipe. Turning off the
internal stop-tap – to prevent water reaching internal
pipes – and taking two meter readings to see if usage
changes over a set time period would show whether
there was an external pipe leak.
Follow us on Twitter @meucevents

Preparing for the unexpected
In the event that you don’t have a preventative
maintenance programme in place, you should, at the
very minimum, develop a plan of action to fix any issues
in the event of an interruption to your water supply.
If you think you have a leak and the wholesaler
says there are no network supply issues, you’ll need
to arrange a repair. If this is the case, it’s important
that you and members of the facilities team know the
location of stop-taps on your sites, so they can be
accessed quickly to stop the flow of water. In some
cases, a drop in pressure could even be due to your

Water use measured by
data loggers showing
an organisation's water
loss issue that, when
fixed, reduced water
consumption and
lowering costs.

In the past eight months, at least four Water Plus
multi-site customers who have invested in data
logging have identified savings of more than
£100,000 a year each from constant water loss.
stop-tap having been partially closed by accident –
an easily-fixable issue you can solve without needing
to contact your wholesaler.
You’ll also need a contingency plan in place for
alternative water supplies for use during planned
work on the network or if supply stops suddenly
due to a burst pipe on site or on the wholesaler’s
network. Should you and neighbouring sites be
affected by water loss, then it’s worth contacting the
wholesaler for your area.
Your wholesaler will be able to advise on any
problems they’re aware of in the wider network near
your site, as well as any actions they’re taking to
fix them. They can also advise whether they’re able
to deliver additional water to your site while your
supply is off.
For more information on water
efficiency improvements and the benefits
for your organisation, email
advancedservices@water-plus.co.uk or go to:
www.water-plus.co.uk/watermanagement

*Costs are an estimate and
based on the UK standard
average wholesaler cost
for volumetric consumption
for commercial customers.
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BEIS profiles a future
for energy networks
In July, the Department for Business,
Energy and Industrial Strategy combined
with energy regulator, Ofgem, to send a
joint open letter to the Energy Networks
Association (ENA), setting out their view
on the ENA’s work to deliver a smarter
and more flexible energy system through
the Open Networks project.
An annex to the letter gave details
including:

that would be needed in any future
scenario and identify the pathway for
future development.
In June, the ENA published what it
described as its “six steps for delivering
flexibility services” – essentially,
“principles deemed as fundamental in
defining how the public, businesses
and networks interact in the future”.
It defined the six steps as:

•	standardising flexibility procurement
across network and system
operators;

•	“championing a level playing field;
ensuring visibility and accessibility;
conducting procurement in an open
and transparent manner;

•	demonstrating transparency in
evaluating flexibility tenders;
•	providing clear information on current
and future system needs;
•	setting out a clear roadmap for data
transparency, taking into account
recommendations from the Energy
Data Taskforce; and
•	improving the availability of network
information in an interoperable format.
The letter said that the Future Worlds
work had identified critical capabilities
and coordination mechanisms that
network companies and system
operators needed to develop, while the
impact assessment had offered insights
on the trade-offs for how responsibilities
for these capabilities could be allocated.
The Open Networks project should
now progress with delivering changes

Name
calling
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•	providing clarity on the dispatch of
services;
•	providing regular, consistent and
transparent reporting; and
•	working together towards whole
energy outcomes”.
One example of how, with fully
developed markets, technologies
might be used to increase the capacity
of the grid included businesses striking
demand-side response agreements
to adjust their electricity at the times
of day when they least needed it.
Another was using battery storage to
help network operators to proactively
manage a rapidly changing electricity
grid where electricity flowed in
different directions.

An amended London Stock Exchange label for
companies previously labelled as “oil and gas
producers” re-defined them as “non-renewable
energy”. On the surface, the change – made
by index provider, FTSE Russell, seemed to
be small but Oil & Gas UK Upstream Policy
Director, Mike Tholen, was concerned enough
to voice the hope that it would not have “any
unintended consequences”.
At a time when some oil and gas
companies are attempting to develop

IEA praise
for UK
energy
reforms
A review of the UK’s energy policies
by the International Energy Agency
(IEA) has welcomed reforms promoting
decarbonisation and innovation in clean
energy technologies.
It noted that in 2017, the country’s
energy-related carbon dioxide emissions
had reached the lowest level since 1888
and that by 2030, the UK was forecast
to see its share of variable renewables
pass 50 per cent.
IEA Executive Director, Dr. Fatih Birol,
commended the UK Government’s
efforts as “an inspiration for many
countries who seek to design effective
decarbonisation frameworks”. He
also described the UK as “a strong
partner for the IEA in energy technology
collaboration”.
Outside the power sector, however,
the review found that there was still
“significant potential for improvements,”
requiring the scaling up of clean energy
investment in the transport and heat
sectors. Action in these sectors needed
“a broad mix of solutions including
technology innovation and electrification,
stimulated by fiscal policies and energy
efficiency,” said the IEA.

renewable streams of activity, a second
amendment – changing the label for
green energy producers from “alternative
energy” to “renewable energy” – doubtless
reinforced his unease, since together the
two changes left energy labelled simply
as either renewable or non-renewable. A
spokesperson for FTSE Russell said the
changes were intended to provide “greater
visibility to other forms of energy such
as renewables”.

Visit www.meuc.co.uk

Use a lot
of water?
We’ve shown a 200-site
operation how they
could cut their costs
and reduce water use
by 40% in the last year.

That’s a saving of
almost £500,000
Get in touch to see how we can help you too.

We help organisations whether they have 1 or many sites.

Find out more about saving water
and lowering costs at:

water-plus.co.uk/watermanagement
Or email: advancedservices@water-plus.co.uk
and include the word “MEUC” in your email.

Water Plus identified that if leaks were fixed and water-saving measures were implemented
the organisation with a 200-site portfolio could benefit from a saving of almost £500,000.
Savings can vary depending on portfolio type.

Right Now. For Tomorrow.
Accelerating your sustainability
transformation for growth and progress.

The ENGIE Impact Difference

Go Further, Faster.
Resources, extended. Bottom line, bolstered. Stakeholders,
satisfied. At ENGIE Impact we identify opportunities and
develop actionable solutions that scale. Here’s how:
Deep data and

A multidisciplinary team

Tailored roadmaps

analytics for quicker,

offering unparalleled

for global needs with

more accurate insight

combined expertise

solutions for local realities

About ENGIE Impact

Collectively Better.
ENGIE Impact delivers tailored sustainability consulting and
services to clients across the globe. Comprised of existing
ENGIE Group portfolio businesses that are leaders within their
respective markets, ENGIE Impact brings together a wide range
of strategic and technical capabilities to create a more effective,
comprehensive offering for our clients—so we can take on their
toughest sustainability challenges and they can see real results.
> ENGIE Insight
> Tractebel Advisory and Advanced Analytics
> Ecova UK
> RED

Connect with us at engieimpact.com

