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Corporations continue to accelerate the growth of renewable 
energy across the globe as they sign Power Purchase 
Agreements (PPAs) in an effort to improve their green 
credentials while also controlling their energy costs. In 2019, 
corporations globally purchased 19.5 gigawatts of clean power 
directly from generators – a 44% increase compared to the 
previous year. 

Lightsource bp is a global leader in development and 
management of solar energy projects. Currently operating in 
13 countries and in partnership with bp, we are dedicated to 
accelerating the low-carbon transition worldwide and helping 
communities and corporations transition to renewable energy. 

1 https://about.bnef.com/blog/corporate-clean-energy-buying-leapt-44-in-2019-sets-new-record

Our PPA team boasts more than 30 years’ experience working 
in various markets across the globe and have signed nearly 
1GW PPAs since 2018. Last year, our global team gathered for 
a Corporate Power Purchase Agreement (CPPA) summit and 
this paper highlights some CPPA trends and drivers noticed 
from the various countries we operate in. 
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CPPAs are not a new phenomenon, with the first deals 
occurring just over a decade ago. However, the size and 
frequency of deals – particularly in the U.S. and UK, and 
more recently in Spain, Brazil and Australia – has picked up 
in recent years, perhaps driven by unstable energy markets.

Many energy markets across the globe have experienced 
volatility in recent years, along with regulatory changes. 
There are a number of factors that affect volatility in 
energy markets including weather changes, storage 
levels and most , pandemics. The impact of the Covid-19 
pandemic on power markets has proved to be significant. 

The price turbulence caused by the falling demand and 
price reduction in the energy sector may or may not 
continue. However, the possibility of further surprises 
when planning for the future is pushing corporations to 
take control of their energy spending and seek a new 
world of long-term price certainty – and this is where 
CPPAs are proving to a favourable option.

2 .  G R O W T H  I N  C O R P O R A T E 
P O W E R  P U R C H A S E 
A G R E E M E N T S  D R I V E N  B Y 
V O L A T I L E  E N E R G Y  M A R K E T S

CPPAs offer an attractive solution to market volatility for 
both the corporate consumer and the generator. CPPAs 
meet multiple goals including access to finance, carbon 
reduction, price and revenue certainty, security of supply 
and risk control. For renewable generators and their 
financiers, a key attraction of a CPPA is predictable long-
term revenue. This helps to secure funding for new projects, 
which is increasingly important where government subsidies 
for renewables are withdrawn.

3 .  D E V E L O P E R  A N D  C O R P O R A T E 
C O N S U M E R  B E N E F I T S 

DEVELOPER BENEFITS CORPORATE CONSUMER BENEFITS

Developers can achieve a stable price over the long-term, 
reducing exposure to price volatility   

Potential cost savings. CPPAs can offer corporations access to 
a competitive source of renewable electricity and long-term 
price certainty

Establishing long-term relationships with offtakers, which 
make the project bankable

Corporations can sign long-term agreements which allow 
them to hedge against rising and fluctuating energy prices 
in the wholesale markets for a number of years. This is 
particularly attractive to energy-intensive businesses

The phasing out of renewable subsidies means that CPPAs 
offer an alternative route to market for developers 

CPPAs can help corporations achieve sustainability targets
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3) Brokers and intermediaries  

We have noticed increased involvement from brokers in 
tenders and contract negotiations and a rapid growth of new 
brokers, consultants and platforms building around CPPAs. 
This shift, from bilateral to mediated negotiations, is commonly 
seen when markets develop. Mediated negotiations help to 
get what can sometimes be a very complex agreement over 
the line. However, the involvement of brokers can also add 
significant costs that need to be absorbed by the project and 
thus ultimately increases the cost of the electricity for the 
buyer. In relatively new markets the experience of the broker 
and therefore the value they can bring varies, again, we are 
seeing the U.S. take a lead here with U.S. based consultants 
moving into Europe.   

Last year, our global CPPA teams came together for a 
company-wide summit. The purpose of this summit was 
to share insight and unwrap the CPPA similarities and 
differences that each regional team was noticing in the 
markets they are active in. The summit allowed us to refine 
our global approach, to better fulfil our clients’ needs and 
to innovate globally, drawing on the depth and breadth of 
our experience across different markets. The summit also 
enabled us to gather a list of trends that we have noticed 
globally. In this paper, we will share the top eight trends 
that we believe developers and corporate consumers alike, 
should be aware of. 

1) Allocating risk continues to be vital 

Across the global CPPA market, risk allocation is the main 
challenge to CPPA buyers and sellers, and while there are 
possible fixes, how to identify, quantify, allocate and manage 
risk continues to be a tricky balance to obtain. The most 
challenging commercials often arise around credit support 
and termination payments. There is a consistent view 
between our teams that these are the hardest conversations 
to have however, it is possible to find a solution that works 
for both parties.  Solutions are being developed in many 
different markets to reduce both parties’ exposure to volume 
risk, manage intermittency and shape risk. On the other 
hand, some of the challenges facing CPPA providers are more 
deeply entrenched in the nature of the proposition and the 
power markets and require innovative solutions. 

2) The U.S. is setting the standard for the 
global CPPA market 

Despite the increased take up of CPPAs, there are still areas 
of significant contrast between CPPA markets worldwide. 
The U.S. is arguably the most advanced CPPA market, and is 
predominantly virtual, with comparatively few physical PPAs. 
As an advanced market with many experienced buyers, the 
U.S. appears to have a fairly buyer friendly CPPA market and 
this has greatly influenced the way the market has evolved, 
setting standards in new markets.

As a result of the dual benefits, the CPPA market continues 
to grow. A record 19.5GW of clean energy contracts were 
signed by more than 100 corporations in 23 different 
countries in 2019. This was up from 13.6GW in 2018, and 
more than triple the activity seen in 20171. The largest 
market was the U.S. where PPAs accounted for 13.6GW – 
more than all global CPPA activity in 2018. The year before 
that, highlights also included the first CPPA in new markets 
such as Poland and France.  It was also a record year for 
CPPAs in Europe, Middle East, Africa (EMEA) and Latin 
America, where companies purchased 2.6GW and 2GW of 
clean energy respectively. Elsewhere, Australia continues 
to be an exciting market driven by relatively expensive 
wholesale power prices and strong renewable resources. 

The outlook for 2020 and beyond provides optimism 
for further growth. Though the current pandemic may 
have dented or delayed this growth, it however  has not 
significantly inhibited the upward trend. Corporates 
continue to be increasingly conscious about managing 
their energy needs and being seen to act sustainably by 
procuring electricity directly from renewable sources. For 
example, 241 companies are members of RE100 and have 
pledged to work towards meeting 100% of their energy 
requirements from renewable sources. 2 

Additionally, the increased adoption of CPPAs is being 
driven by changing policies that are encouraging the 
uptake of CPPAs. For example, the recast of EU Renewable 
Energy Directive (RED II) includes ambitious provisions 
including a binding EU-wide 32% renewables target for 
2030 and encourages member states to remove barriers to 
the uptake of PPAs. 

4 .  I N V E S T I G A T I N G  T H E  G L O B A L 
M A R K E T  F O R  C O R P O R A T E 
P O W E R  P U R C H A S E  A G R E E M E N T S  

5 .  K E Y  T R E N D S  L I G H T S O U R C E  b p 
I S  N O T I C I N G

1 https://about.bnef.com/blog/corporate-clean-energy-buying-leapt-44-in-2019-sets-new-record/ 
2 http://there100.org/companies
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4)  Renewable technologies 

In the more established CPPA markets such as the UK, 
Australia and Nordic countries, new hybrid models are being 
developed. For some markets with high levels of renewables 
penetration and grid constraints, hybrid PV and battery 
storage systems are becoming commercially viable. There 
is an increasing appetite from developers and investors for 
CPPAs in these areas.  In addition, in seeking to optimise 
the supply-demand balance, we are seeing buyers looking 
to build up a multi-technology portfolio including solar plus 
wind or hydro.  Perhaps looking to buy renewables from 
the most productive and competitive location for each 
technology – for example in Europe it might be solar from 
Iberia, Scottish wind and Nordic hydro.  

5) Established CPPA markets opt for solar 

Once a corporation decides it wants to explore a CPPA, its 
next step is to decide which source of renewable energy 
would best match its energy needs. The IRENA Renewable 
Power Generation Costs in 2019 report found that solar is 
one of the cheapest energy sources. Extensive investment 
and research into solar have caused prices to continue 
declining over the years and as a result, we’re seeing huge 
potential for solar development in new and emerging 
markets. The main shift we’re seeing in markets like the 
U.S. and Australia, where solar has already established a 
significant share of the energy mix, is in the industries seeking 
solar CPPAs. Where the early adopters were often corporates 
and businesses, we’re now seeing a large increase in the 
number of utilities and electricity co-operatives seeking 
long-term renewable contracts to provide clean, sustainable 
energy to their customers. 

6) Internal collaboration is key to CPPA uptake 

Across the global CPPA market, risk allocation is the main 
challenge to CPPA buyers and sellers, and while there are 
possible fixes, how to identify, quantify, allocate and manage 
risk continues to be a tricky balance to obtain. The most 
challenging commercials often arise around credit support 
and termination payments. There is a consistent view 
between our teams that these are the hardest conversations 
to have however, it is possible to find a solution that works 
for both parties.  Solutions are being developed in many 
different markets to reduce both parties’ exposure to volume 
risk, manage intermittency and shape risk. On the other 
hand, some of the challenges facing CPPA providers are more 
deeply entrenched in the nature of the proposition and the 
power markets and require innovative solutions.

7) A ‘one-size-fits-all’ approach does not work 

Some of the challenges generators are facing are due to 
the relative infancy of the CPPA market, such as managing 
intermittency and sleeving, and resolution of these can 
necessitate partnership with additional stakeholders such as 
utilities or retail suppliers. From jurisdiction to jurisdiction, we 
also see huge variations in regulations and wholesale electricity 
markets as well as disparities in asset performance and yield, 
which can often provide additional challenges to the CPPA 
process. So, a ‘one-size-fits-all’ approach to PPA structure is 
not possible. Whilst there is certain standardization that can 
simplify and accelerate the PPA negotiation process, each 
agreement must be developed to reflect the nuances not only 
of the market in which the PPA is being negotiated, but also the 
specific needs of the corporate consumer. 

8) A battle between location and duration 

Another challenge facing CPPA developers is the issue of 
location vs duration. A major company with a Pan-European 
footprint may be able to commit to consumption in Europe over 
the next 15 years but would not be able to commit to a single 
physical location for that time. This means that committing 
to a traditional PPA would be challenging. However, there 
are options that are suitable for companies with this profile, 
such as a Pan-European Virtual PPAs (VPPAs). These allow 
corporations to sign a single PPA in one jurisdiction to meet its 
renewables energy pricing needs across multiple jurisdictions.  
This seems to be an increasing market trend in Europe.  
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It is clear from the PPA trends we’ve noticed that further 
consideration must be given to policy, market structure and 
even accountancy requirements. However, despite the areas 
of improvements, the market is developing at pace, and we’re 
anticipating further growth worldwide in 2020 and beyond. 
From our point of view, the future of solar CPPAs remains 
exceptionally bright and the challenges 2020 has thrown at 
us have, if anything, increased the focus on the low carbon 
transition and the opportunities we face rather than limiting it.  

6 .  S O ,  W H A T ’ S  N E X T ? 7 .  M E E T  O U R  T E A M

Lightsource bp works with clients to identify and prioritize 
opportunities to go renewable through solar CPPAs, this 
varies according to the nature of the market and country 
from small scale near site private wire, mid-scale local 
distributed generation to large scale virtual PPAs for one 
or a number of states or countries.  

We have built an impressive global portfolio over the past 
several years, with 2GW of grid-connected solar assets 
across Europe. We’ve also agreed 515MW of PPAs in the 
USA, 250 MW in Spain and 105MW in Australia, as well 
as building a strong presence in emerging markets such 
as Brazil and Egypt. Our expert local teams across the 
globe have a great deal of experience in the solar industry 
as well as in structuring and funding CPPAs, combined 
with specific local knowledge that allows us to excel as 
a development and long-term partner to corporations 
worldwide.

Our team has experience of working on the buyer side of 
CPPAs and their in-depth understanding of the electricity 
markets across the globe means that we’re able to 

thoroughly work through the application of CPPA principles 
and come up with the most appropriate approach for each 
individual market and corporate consumer. Our team has 
also developed methods for delivering better, lower cost, 
innovative solutions for our clients, as well as ways to 
overcome specific challenges, utilising solutions that carry 
over from one market to the next. 
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