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Asset Management Services for Operating Solar Projects

CEOCFO: Mr. Sachs, what is the idea behind RadianGEN Generation?
Mr. Sachs: We provide asset management services for operating solar projects. As the 
number of solar projects increases and the installed base of projects grows in the 
United States and internationally there is a growing need for services and capabilities to 
ensure that projects perform technically and financially. We provide those services. 

CEOCFO: What are some of the challenges in managing projects?
Mr. Sachs: Solar projects are supposed to last for twenty five to thirty years. They are 
supposed to be reliable and generate predictable energy. People underestimate that 
these are real power plants. These are not appliances that you stick on the roof. They 
need to be taken care of. They need to be observed and maintained in a fashion that 
will allow them to last for the long term. We see an underestimation by various owners 
in what type of services can be done to make sure that they run well. The second 
aspect to consider is that with many of these assets, the fuel cost is free. There is the 
sun, there is the wind and it is free. Therefore, what is really important is that they 
generate as much electricity as possible to offset more expensive forms of energy. 
Therefore, with greater proactive maintenance you can really get these assets to 
perform better and generate more electricity. 

CEOCFO: Are people typically surprised that they need to maintain and service 
their solar projects? Is it just that buyers do not pay attention or think about 
asking and gets lost in the sales process?

Mr. Sachs: That is a very good question! I think that people are excited to get solar on their roof from an environmental 
perspective. I do think the long term maintenance is underestimated. Sales people particularly present it as much easier 
than it is. However, the industry is relatively nascent and is growing quickly. I do not think that people are trying to mislead 
or fool people. The fact is that the industry itself is still learning what the best practices are to take care of plants and 
ensure that the equipment lasts as long as it can. For example, when owners ask, “How often should I wash the plant,” 
that can vary significantly based on geography and based on type of installation. Other owners ask, “What kind of soiling 
should I expect with time and how dirty will it get?” That really depends. There are different approaches that can help 
improve the situation but the cost-benefits analysis can vary significantly. Another example is snow. In the Northeast of 
the United States, there are solar projects that have access to material production based state incentives where under 
production or snow can really hurt performance. Yet, how do you get rid of the snow efficiently and cost effectively. There 
is a learning curve that is happening. The other aspect about being a nascent industry is that the standards for measuring 
and judging performance are changing quickly. How should these plants really be performing? The industry is maturing in 
being able to have good benchmarks, good expectations, and saying, “I expected this when I first built it, but now, given 
what we know about how things operate and how they should degrade and what they should be producing, I should be 
getting much more than what I really expected.” Therefore, I think there is a learning curve that good proactive 
management, asset management and good field service capabilities can take care of. 

CEOCFO: What goes into the understanding the various problems?
Mr. Sachs: Part of it is just experience. The team at RadianGEN has been developing building operating projects for over 
ten years and eighty years in aggregate for our different team members. We manage over one hundred and sixty 
megawatts of assets. We can see from those assets what techniques are working. One interesting fact; I do not have the 
exact number, but approximately ninety percent of the installed base in the United States was just installed in the last two 
years. Therefore, an enormous percentage of projects are brand new. That just represents the growth of the industry. 
Therefore, you need to be able to look at some of the experience in past projects to see what happens when it is five 
years later and the EPC warranty has worn off and now you need to take certain precautions. From our perspective, we 
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are seeing certain trends. We are seeing techniques that have worked. For example, some suppliers in the industry have 
gone bankrupt. Owners previously took confidence that they had equipment that had twenty to twenty five year 
warranties, but when those companies go bankrupt, the owner will have to more proactively deal with equipment failures 
and be prepared to dive deeper into problems than previously thought. The industry has started to learn…what steps can 
an owner take to replace components that are no longer covered under warranty, what spares strategy should the owner 
have with key components no longer in production, what are different ways to optimize your situation. That is part of what 
we gain through experience and just living day to day focused on these activities. 

CEOCFO: Who is turning to you for help? Why types of companies, what types of geography and what size of 
project?
Mr. Sachs: At RadianGEN we focus primarily on distributed generation commercial and industrial plants (projects 250kW 
– 2MW) as well as small to medium size utility plants (5MW-40MW). That is the range where most of our plants that are 
operating today are. However, to really answer you, it is primarily owners, investors or developers who want to see their 
plants perform better and are looking to outsource some of the services of improving performance. Some owners think 
they can do that in house. However, we would argue that you need a more proactive effort. Most industry participants, to 
be candid, are focused on building new projects. Developers in particular are very focused on taking advantage of the 
growth of the industry and are trying to get more and more plants put in the ground, which is really important. However, 
what inevitably happens is they under prioritize the asset management piece. That is where we can help them. They can 
continue to focus on development or investing if they want to do new investments. However, they are not losing out on 
good management of their operating assets. 

CEOCFO: When a company comes to RadianGEN what steps do you take? What do you look at that others might 
not even think is important when assessing quality?
Mr. Sachs: The first is good quality monitoring. An owner needs to make sure that they are 1) getting good quality 
information, 2) understanding what that information reflects about the plant’s performance and then 3) tracking the trends 
and changes of that information over time. Many people say, “Well, of course I do that,” but it is much easier said than 
done. There is a lot of nuance into what I have just described. We find that most people do that poorly. We then audit how 
closely they are tracking both their production as well as their costs. The second thing we try to do is really look at the 
goals of the different stakeholders and try to optimize the results for various groups. Without getting into a huge amount of 
detail, oftentimes there are lenders in these projects, there are tax investors, there are cash investors or sponsors and 
they each have different interests. They have different risk tolerances and they have different goals of how to make that 
asset perform well and what happens when it does perform well. Therefore, we try to carefully look at what the 
stakeholders need and want to make sure that we are coming up with cost effective solutions. You do not need a gold 
plated, “always make sure you optimize all production,” if no one is benefitting from that extra cost. I think that is where we 
want to look very carefully at the goals The third thing that we try to do is really break down where costs are being spent 
for O&M field services (maintenance services) and if they are being spent efficiently. Often, an owner has signed an all 
encompassing contract with one party which is not efficient. Therefore, we really try to look at what the customer needs 
given its location and what the best way is to really fulfill those services. For example, services such as vegetation 
management or washing…Do you want the same person doing you washing as doing your general maintenance or do 
you want some washing specialists to come and help lower costs and usually do a better job? We would argue that the 
latter is usually more cost effective even with the added complexity of managing multiple parties.

CEOCFO: Do you feel that when someone is coming to you they have already made a decision that they really 
need help or get an idea of what is out there? How do you know who is a real potential client?
Mr. Sachs: That is a good question. I would say yes. When they come to us, they are generally interested in improved 
performance. The ones who are not interested generally have pretty mediocre fulfillment and do not choose to outsource 
the services. Your other question was how do we know if they are serious? To be fair, what we see are more and more 
passive financial investors wanting to own solar projects. However, these investors are not operators. These investors 
also can vary dramatically regarding their overall goals. Some investors intend to hold the asset for a long period and are 
clearly interested in sustained, successful long term performance. These investors want the asset to run well so they can 

“High quality asset management requires good comprehensive knowledge of not just the technical factors, but also the 
financial factors and the contractual factors. It is not that you just want to get the highest number of kilowatt hours. You 
want to make sure that you do something that is worth it, given the contract that you have in place and the financing parties 
involved. ‘Optimization of the plant’ requires focusing on all three areas to improve performance both technically and 
financially.” - Chad Sachs
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generate higher returns as the project generates higher profits and cashflow. Other investors want to own a project and 
flip it very quickly. The long term investors are clearly attractive customers for us because they are highly focused on 
building a long term viable asset. Nevertheless, even the investors who want to flip projects or sell them after a shorter 
time period want to make sure that these projects are taken care of so that when they sell it three years later they can sell 
it with the confidence that it is going to continue to be run as a good operating power plant. Therefore, to some degree 
those same investors are very interested in the asset management side as well. 

CEOCFO: What is your geographic reach?
Mr. Sachs: Right now we are exclusively in North America. About half of our portfolio is in Ontario, Canada and about half 
is in the US. We are in various states in the US; primarily states that have good solar incentives. The projects we provide 
asset management services for are primarily in California, Massachusetts and North Carolina. We have a few in other 
states in the Mid-Atlantic. Arizona and Hawaii. 

CEOCFO: Do you have boots on the ground? Do you have people in various locations? Do you go around and 
assess on a periodic basis for the projects that you manage?
Mr. Sachs: It depends on different geographies. However, in general we do have boots on the ground in certain 
geographies and in other cases we will sub contract or we will have plan routine visits, but not necessarily have people 
staffed on site. However, I think that the industry is relatively nascent. There are not clear national players. In some 
geographies you compete with certain suppliers and in some geographies you cooperate. Different groups have different 
specialties geographically. However, we try to choose efficient fulfillment solutions that are good for our owner customers. 

CEOCFO: What, if anything, has changed in your approach over time? What do you know now that you did not 
three or four years ago?
Mr. Sachs: That is a good question. There are a couple of things. 

First, the way it used to work three or four years ago was that owners would contract with one party to perform all of the 
asset management and/or O&M function. Investors did not know how these assets would run. They were more concerned 
about risk. They often preferred service providers to take responsibility for a very comprehensive scope. We have seen 
that start to change, where people are dividing up scope and trying to allocate it to more efficient fulfillment sources. 

Second, I would say that there are really very big differences between residential, commercial and industrial and utility 
that drive different solutions in thinking about asset management. For example, in utility there is usually an O&M provider 
and a separate party that is an asset manager. That asset manager acts like an owner's advocate, really pushing the 
O&M provider to perform, to deliver high quality services and overseeing them. In the C&I (commercial and industrial) 
space you have more groups doing both services. Given that you have smaller projects you are really trying to squeeze 
out some efficiency and have one point of accountability or one throat to choke, as people say, where we have seen more 
combinations of services in that space. Then in residential you see very little preventative maintenance and you see 
mostly reactive maintenance. A service provider is not doing much preventative maintenance, but when something breaks 
either third party owners or homeowners will call people out to fix it. That is very different than a project in the utility space 
where there is significant focus on preventative maintenance efforts. Hence, the areas of growth have also lent 
themselves to different strategies for fulfilling these services. 

Third, the last change we have seen is prices coming down, people getting more efficient and just recognizing that with 
volume, scale and experience their costs have been coming down; not just install costs where everyone focuses on, but 
also with experience the service provisions have come down in costs and improved in efficiency. 

CEOCFO: How is business at RadianGEN?
Mr. Sachs: It is going well! It is going very well. There seems to be a growing demand for these services. Especially with 
the rise of YieldCos and more cash based investments, there is growing interest in performance and I think that is where 
we are really trying to help as much as we can. Historically, given how the solar investment tax credit is structured (30% of 
the cost of the system), the focal point has been on the install cost rather than the productive long term capability of the 
power plant. That emphasis has shifted as the install costs have come down and the emphasis on tax equity has reduced. 
There is more and more interest in long term performance. I think that is driving many customers to come to us and say, 
“How do I get these to perform better.” We are growing in staff and recently have been doing more in the Northeast, which 
is an exciting opportunity, as well as growing activities in North Carolina and California. We see a lot of activity in Canada, 
which we are also excited about. It has been fun. 
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CEOCFO: Why choose Radian Generation?
Mr. Sachs: RadianGEN offers a couple of differentiating factors to help an owner really ensure improved performance of 
their assets. First is just our experience. We have a very experienced team that has come from both the development side 
and been owners of projects. Given our previous jobs, we really try to think like owners and provide the results that 
owners want. Second, high quality asset management requires good comprehensive knowledge of not just the technical 
factors, but also the financial factors and the contractual factors. It is not that you just want to get the highest number of 
kilowatt hours. You want to make sure that you do something that is worth it, given the contract that you have in place and 
the financing parties involved. “Optimization of the plant” requires focusing on all three areas to improve performance both 
technically and financially. The team at RadianGEN comes from a diverse set of backgrounds that allow us to put a more 
comprehensive lens on solutions and services. Lastly, we are really focused on the operational side. We have spent a lot 
of time developing proprietary IT systems, processes and institutionalized learning so that we can manage an operating 
plant well. We are also not distracted by development; we are not distracted by building new projects. We are really 
entirely focused on making sure that operating assets perform well. That focus allows for better results compared to other 
players in the market.
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