
CUSTOMER’S ROADMAP
Every Energy Customer’s journey will be unique. There is no “one size fits all” approach to clean energy, and deciding which procurement options best fit your 
company is typically not a linear path. Steps in the process may overlap or require revisiting as new information becomes available. Depending on the procurement 
mechanism you select, the process could take anywhere from a few weeks to a year or more.

The following sequence may be useful to you as a new Energy Customer starting out on your clean energy journey. As you progress through your clean energy 
procurement journey, you’ll periodically engage your stakeholders. Look for this icon      to indicate when such conversation is key.

CEBI
Clean Energy Buyers Institute

Securing internal buy-
in on clean energy can 
be among the most 
difficult and time-
consuming activities in 
the procurement process. 
Clean energy solutions 
may impact teams from 
across the organization — 
from Facilities to Legal, 
to Accounting, and 
even HR and 
Communications. 

Customers should 
ensure that internal 
teams are engaged in 
the process from the 
beginning. 

A well-articulated 
business case establishes 
company buy-in, guides 
procurement efforts, 
and aligns solutions with 
organizational goals and 
values. This builds the 
foundation for all future 
steps, so expect to devote 
at least 1–3 months to 
getting this right. 

Customers are most 
successful when they 
are clear on why they 
are undertaking clean 
energy procurement. 

There is no “one size fits 
all” approach to clean 
energy procurement. 
A company’s load size, 
credit rating, capital or 
debt availability, facility 
locations, and end goals 
will impact procurement 
options and choices. A 
portfolio of solutions may 
be required.  

Customers should 
consider finding 
advisers with 
significant experience 
in the clean energy 
space to help them 
evaluate their choices.

Customers may contact 
a broker for short-term 
clean energy 
procurement options like 
unbundled Renewable 
Energy Certificate (REC) 
purchasing. Customers 
may run an RFP for large, 
long-term clean energy 
procurement options like 
a Virtual Power Purchase 
Agreement (VPPA). 

Customers will likely 
lean on external 
partners in identifying 
their specific 
procurement choices. 

Customers that are 
pursuing procurement 
options that are more 
complex than unbundled 
REC purchasing will want 
to review and negotiate 
their contracts. 

In addition to engaging 
their internal legal and 
signatory teams,  
customers should 
consider engaging 
outside counsel 
for more complex 
agreements, as internal 
counsel is unlikely to 
have experience in 
the nuances of clean 
energy procurement.

A company’s energy 
load profile (how much 
energy is used in what 
locations and at what 
times) and its clean 
energy goals/emissions 
reductions targets 
determine how 
much clean energy 
the organization 
must procure. 

Customers that 
understand their load 
and goals are able to 
ask more informed, 
effective questions.

As a company hones in 
on which clean energy 
procurement solutions to 
pursue, team members 
will need to define their 
project-specific priorities. 
What stakeholders will 
the proposed solution(s) 
satisfy? What risks are 
inherent and acceptable 
in possible project types? 

Customers should 
clarify their project-
specific goals.

Depending on the 
complexity of the 
identified clean 
energy deal, it may 
be necessary to secure 
internal approval in 
order to begin contract 
negotiations. This stage 
also includes evaluating 
any risks posed by 
the deal. 

Customers should 
ensure they know 
who has the authority 
to sign the relevant 
contract(s) and that 
approving parties are 
on board.

Once a clean energy 
procurement deal is 
executed, customers 
should continue to 
engage with internal 
stakeholders and their 
energy providers to 
ensure transparency. If 
a project is being built, 
ensure that all parties are 
up-to-date on 
construction progress 
and the agreed-upon 
approach to publicity. 
Once a project hits its 
Commercial Operation 
Date (COD) and begins 
to produce electricity, 
customers should 
monitor project output, 
financial settlements, 
and REC management. 

Customers should 
ensure that they have 
robust documentation 
of processes, timelines, 
and contract 
management needs in 
the event that internal 
staff turn over. 

ENGAGE YOUR
INTERNAL 
STAKEHOLDERS 

BUILD YOUR
BUSINESS CASE 

DETERMINE
YOUR OPTIONS

FIND YOUR SPECIFIC 
PROCUREMENT 
SOLUTION(S) 

NEGOTIATE AND
FINALIZE YOUR DEAL 

UNDERSTAND
WHAT YOU’RE
PROCURING FOR

REFINE
YOUR APPROACH

SECURE
YOUR APPROVALS

FOLLOW UP 
TO ENSURE
YOUR SUCCESS

TO PROCURING 
CLEAN ENERGY


