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How to compare different Service Agreements

How to determine total life cycle cost of the turbine – and a 
comparison between different turbines

How have owners developed the contract in respect of their demands 
for documentation, training, access to turbine data and spare parts

How to build your Turbine Supply Agreement - from an owner’s 
perspective
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Today there are no turbine buyers 
who will agree to a standard 
contract proposed by the turbine 
manufacturers.

A whole new range of possibilities are in 
reach for the buyers, but don’t expect any 
turbine manufacturer to hand out catalogues 
presenting the new possibilities. These are 
won in each separate negotiation, behind 
closed doors. 

With recommendations from persons at 
IWEA’s skill committee, who has participated 
on this seminar, IWEA have identified this 

format as an healthy injection for the 
development of the wind industry in Ireland.

ecopower academy has designed the format 
and implemented it in Copenhagen, Helsinki, 
Stockholm and Amsterdam. It has been visited 
by the majority of the leading utilities and OEMs 
at these markets. The seminar has also received 
top evaluations.

Through this unique format IWEA has arranged 
the opportunity for you to meet experienced 
professionals in contract negotiations who 
will teach you how to deal with poor contract 
clauses, how to change these to enable 
financing to be raised and risks to be removed.

Don’t miss our introduction day, tailor-made
for persons with knowledge from the wind
industry but with no legal background.
Remember that the contract will follow you
for many years and could close many doors
and diminish the potential for a profitable
ownership.

Sign up today and get the injection you need
to produce negotiations that will benefit your
company for many years.

Welcome to the seminar!

Johanna Cafferkey  Mårten Nilson
Programme Manager  CEO
Irish Wind Energy Association ecopower academy
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We will focus on how to: 

•	 develop the contracts regarding 
demands for documentation, 
training, access to turbine data, 
spare parts, special tools and 
software updates.

•	 evaluate and compare Service 
Agreements.

•	 evaluate and compare different 
turbines from a commercial and 
technical point of view.

•	 balance the risks between owners 
and turbine manufacturers.

•	 link scenarios for the contract to 
the bottom line in the business 
case.



 of 

Seminar Day 1 - 17th of October

08.30: Registration for the seminar

09.00: The chairman introduces the seminar

Elected chariman of the seminar will soon be presented.

09.10: How should the owner design their demands and 
specifications	to	the	turbine	manufacturer?

When you have made your analysis of both the market and the 
turbine manufacturers, your next step is to design the Request 
for Quotation (RFQ). Detailed demands and specifications are 
of benefit to both parties and will help you to avoid pitfalls and 
unpleasant claims.

•	How to design your RFQ in order to facilitate comparison of 
different turbine makes and models

•	Which information would the turbine manufacturers need to 
best understand and serve your needs?

•	Practical examples of how an RFQ could look

Robert Skjødt, CEO, Archer Energy
Robert Skjødt has negotiated 500 MW in wind turbines and 1300 
MW in gas turbines. Please find ecopoweracademy.com, for a 
detailed presentation of Robert Skjødt.

10.00: Break

10.20: How to evaluate and compare different turbine 
manufacturers from a technical point of view

•	The key figure for selection - How to evaluate and compare the 
expected AEP (Annual energy Production)?

•	Which are the expected losses and uncertainties for the AEP?
•	How reliable are the estimates for the AEP and where are the 

major pitfalls?
•	Examples of important issues, how to evaluate power curve, 

thrust coefficient and noise emission
•	Site suitability and IEC classes
•	How to categorise and estimate the technical risks in order to 

do risk calculation

Per Nielsen, Manager and Head of Wind Department, EMD
International A/S

11.30: Break

11. 40: How to build your TSA – from an owner
perspective?

Robert Skjødt will in his documentation supply you with a 
checklist for all bullets that you need to cover in the TSA and 
a short explanation for what is the challenge for each specific 
bullet. He will also take you beyond this list and point out where 
you should chose your battles.

•	Which different contract forms for the Turbine Supplier 
Agreement (TSA) are most accepted and how they 
differentiate?

•	Which are the core elements in the contract, from an active 
owner’s point of view, that create the most potential for a 
profitable investment?

•	How to regulate the liquidated damages and for which 
circumstances?

•	What should the owner consider if they want to design 
their own TSA – technical, commercial, and procurement 
process considerations?

•	The importance of including your specifications of what a 
TSA should include and letting the manufacturer state how 
theirs differ from yours

Robert Skjødt, CEO, Archer Energy

13.00: Lunch

14.00: How to evaluate and balance risk between the 
owner	and	turbine	manufacture?

•	Which different risks are included in the contract and how 
to categorise them?

•	How to balance technical and commercial risks between 
the owner and the turbine manufacture in the contract?

•	Which new risks have the turbine manufacturers been 
forced to carry as a consequence of how the market has 
changed the past 12 months?

•	Where could the risks be out of balance in the standard 
contracts given by the turbine manufacturers?

•	How to enable financing to be raised and risks to be 
removed?

Robert Skjødt, CEO, Archer Energy

15.40: Break

16.00: Interactive session

Interactive group sessions where you will interact with 
your fellow delegates in order to balance technical and 
commercial risks in a contract. Each group will be presented 
a scenario with given commercial and technical risks. The 
group has to agree on who should carry the risk and also 
grade the size of the costs for carrying each risk.

17.00: The chariman summarises day 1

Register at www.iwea.com or call +353 45 899341 or contact Johanna Cafferkey on johanna@iwea.com

The best wind related seminar I have ever 
visited, a lot of new and very useful information.

- Taamir Fareed, Energy specialist, 
Taaleritehdas Oy

“
Quote from our previous implementation of this seminar in Helsinki:



Seminar Day 2 - 18th of October

09.00: The chairman introduces the second day

09.00: How to evaluate and compare different turbine 
manufacturers from a commercial point of view

•	To understand the underlying cost in every step – where 
does the turbine manufacturer have their margins in both 
manufacturing and operations and maintenance of the turbine?

•	How to get the turbine’s life cycle total cost and to make it 
possible to compare the life cycle costs between different 
models?

•	How to evaluate and compare terms and conditions for given 
guarantee on availability?

•	What are the commercial key figures and key risks to compare?
•	Practical examples of commercial comparisons

Thilo Langfeldt, Partner, Strategy Engineers
Thilo has worked as a management consultant for more than
11 years mainly for clients from the energy, aerospace and
automotive industry. He has helped his clients with i.a. strategy
based transformation, performance improvement, procurement
and sales/after sales strategy. Thilo has led negotiations with
more than 10 wind turbine suppliers comprising over 300 MW
onshore capacity covering both turbine supply and service
agreement. Strategy Engineers was founded in 2010 in
Germany and Sweden focussing on strategy development and
implementation for the automotive industry and other industries
with complex technical products.

10.30: Break

10.50:	How	to	compare	different	Service	Agreements?

The active owners want a closer look at the service agreement. 
Working out different scenarios with SA, SSA (Service Support 
Agreements), and the possibility of including either their own 
service department, or a third party service provider, create a 
great variety of possibilities.

•	How to evaluate a Service Agreement
•	How is the Service Agreement linked with the TSA?
•	Which issues should an owner cover in the SA/SSA and how
•	should these issues be dealt with?
•	How to design a SA that allows you to involve a 3rd party
•	service provider 
•	How have the owners developed SA’s regarding their demands 

for documentation, training, access to turbine data, and spare 
parts?

•	For which parts, tools and services will you have a supplier 
dependence for 20 years and how do you secure these in the 
agreement?

Thilo Langfeldt, Partner, Strategy Engineers

12.20: Lunch

13.20 : To link different scenarios for the contract to the 
bottom line in the business case

•	How to divide the contract in separate elements and analyse 
the margin for each separate element?

•	How to measure estimated risks into Euros and cents
•	How to translate different scenarios for the contract directly into 

the business case 
•	Examples of imaginary business cases from the wind power 

industry and how they could be adapted to different scenarios 
within the TSA and SA 

Jaap Olthoff, owner and consultant, Olthoff Wind 
Consultancy BV
Jaap Olthoff started in 1982 as a rotor blade designer. in 
1990 he became vice president of wind turbine manufacturer 
WindMaster Holland. 1992 he was recruited as managing 
director of a blade manufacturer, later on taken over by LM 
Glassfiber, where he became general manager. In 2002 
he joined NUON, first as manager Renewable Business 
Development Europe, then as managing director for the wind 
energy development and in 2009 he became head of technology 
Vattenfall Wind Benelux.

15.20: Break

15.40: Panel with leading owners and turbine manufacturers

Even if it is a buyer’s market today, this will change to a seller’s 
market and then back again. These fluctuations are destructive 
for the entire industry. All parties would gain from stability where 
both the owners and turbine manufacturers better can plan their 
operations, better understand each others motives and better 
calculate involved risks. The purpose of the debate is to take 
some steps forward in order to reach this stability. 

•	For whom should availability be a challenge - the owner or the 
turbine manufacture?

•	Who guarantees availability in other industries such as paper 
and pulp and hydro energy – the buyer or the seller, and what 
is the future in wind power on this issue?

•	Do  the turbine manufacturers include too many business 
cases in the contract?

•	How could the negotiation process become more time effective 
and less complex?

•	How can owners and turbine manufacturers find ways of 
cooperating to reduce the risks

17.00: The chariman summarises the seminar
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Register at www.iwea.com or call +353 45 899341 or contact Johanna Cafferkey on johanna@iwea.com



Full Day Workshop - 16th of October

As an introduction to the main seminar on the 17th - 18th of 
October, IWEA offers a legal introduction. 

The introduction day is tailor-made for persons with knowledge 
from the wind industry but with no legal background.

In this pre workshop we want to present a number of contractual 
issues common to most turbine procurement processes. 
Which contracts will form part of a contract structure for turbine 
procurement? Which are the key issues in the contracts and 
how to categorise them from a risk perspective (time, cost 
and quality)? How to balance risks and responsibilities in the 
contracts? 

09.00: Introduction to contract structure

•	Introduction to a contract structure in a typical turbine 
procurement – Frame Agreement, Turbine Supply Agreement, 
Service Agreement, Service Support Agreement 

•	Introduction to the relationship between the various contracts in 
turbine procurement

09.30: Frame Agreement – key issues

•	Purchase and supply commitments
•	Exclusivity

10.00: Break

10.20: Frame Agreement, continued

•	New technology
•	Remedies for breach of contract
 
10.50: TSA (Turbine Supply Agreement) – key issues

•	Site conditions
•	Extension of time
•	Tests on Completion and Taking Over
•	Liquidated damages for delay
•	Liquidated damages for failing performance
•	Performance guarantee – parent company guarantee or bank 

guarantee?
•	Payment schedule, advance payment guarantees and payment 

guarantees from the owner

12.30: Lunch

13.30: TSA – key issues, continued

•	Transfer of ownership
•	Transfer of risk 
•	Limitations of liability
•	Dispute Resolution

14.30: Service Agreement – key issues

•	Is the Service Agreement “all inclusive” or not?
•	The availability warranty
•	Definition of availability

Contract structure and key issues in turbine procurement
15.00: Break

15.20: Service Agreements – key issues, continued

•	Liquidated damages for failing availability and other remedies
•	Bonus arrangements
•	Limitations of liability

16.00: SSA (Service Support Agreements) 
•	Introduction -  the scope of the SSA
•	Relationship between the SSA, the Service Agreement and the 

TSA
•	Key issues in SSAs – for example:

 - Transfer of technology (training and documentation)
 - Spare parts and tools
 - Services

17.00: Jacob Hamilton, Partner FOYEN Group of lawyers 
summarises day 1

Seminar leader: Jacob Hamilton, Partner FOYEN Group of 
lawyers. 
Jacob Hamilton has advised major Scandinavian utilities and 
industrial owners, in one project on 140 turbines and another  
on 580 turbines. 

Full day Workshop - Legal introduction

Register at www.iwea.com or call +353 45 899341 or contact Johanna Cafferkey on johanna@iwea.com



Time and place
Main Seminar 
17th to 18th of October 2012

Full day Pre-workshop 
16th of October 2012

Hotel Venue
The Hilton Hotel Kilmainham
Kilmainham
Dublin 8
Telephone: +353 (0) 1 420 1800
www.hiltondublinkilmainham.com

Directions to the venue:
www.hiltondublinkilmainham.com/
location.html

Price
IWEA Member
Main Seminar: 1140 € 
Workshop: 665 €
Package price: 1545 € 
(260 € discount)

IWEA Non Member
Main Seminar: 1517 € 
Workshop: 950 €
Package price: 2207 € 
(260 € discount)

The price includes lunches, 
refreshments and documentation. 
Not including VAT.

IWEA and ecopower academy  
reserves the right to change program, 
date and place.

Terms of payment and cancellation:
www.iwea.com

Register today
Visit our homepage:
www.iwea.com 
Call us at:
+353 45 899341 
or contact Johanna Cafferkey on:
johanna@iwea.com

Practical Information 

Wind Power
Seminar

Contract Negotiations with 
Turbine  Manufacturers

More information
Find practical information regarding transport, 
hotel and venue at:
www.iwea.com 
or call us at: +353 45 899341

IWEA	has	decided	to	organise	this	specific	
ecopower academy event in Ireland. 

If you are curious on more ecopower 
academy	event	please	find	us	at	
www.ecopoweracademy.com
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