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Webinar Objectives

Equip State Energy Offices (SEOs) with an understanding of the
private capital landscape, partnership types and strategies, and
actionable steps that will:

1. Enable effective SEO-private capital partnerships for scaling up
energy funding and financing programs

2. Create a more resilient and integrated energy financing
ecosystem that supports your state energy objectives

Note: The content presented in this webinar is not exhaustive of all partnership types and steps that
you may undertake when partnering with private capital providers
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Defining the Opportunity




Why Private Capital Matters for SEOs

Achieve larger program impacts without requiring
proportionally larger appropriations

Channel more private investment into local businesses to
drive economic growth and job creation

Shift markets toward longer-term stability through self-
sustaining, durable financing structures

Leverage existing relationships between private capital
providers and the customers they serve

Strengthen expertise in underwriting, financial regulations,
and effective capital deployment
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Value Proposition for Private Capital Providers

* Capital providers care
about scalability,
meeting their
customers’ needs, and
risk mitigation

* SEOs can support
private capital’s market
readiness for energy
financing through a
variety of channels

SEO Value Benefit to Capital Provider

Seed capital; credit enhancements

Market insight and policy
alignment

Deal pipeline and standardization

Public credibility

Technical assistance and training
for capital providers

Federal program access

Program capitalization; reduced
perceived and actual financing risk

Access to more targeted and
effective programs

Scalable investment opportunities

Easier market entry and borrower
trust

Reduction of administrative burden
and support for internal capacity
building

Leverage of incentives and
technical resources
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Capital Provider Landscape




Types of Private Capital Providers

There are three key classes of capital providers SEOs should be aware of:

Local Financial

Institutions

Community Banks

Mission-Driven

Capital

Philanthropies &
Foundations

Green Banks

Loan Funds

(Profit/Non-Profit)

Market-Scale
Institutional Capital

Commercial Banks
Institutional Investors
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Types of Private Capital Providers

There are three key classes of capital providers SEOs should be aware of:

Local Financial Mission-Driven Market-Scale
Institutions Capital Institutional Capital

Philanthropies &

Foundations

Commercial Banks
Green Banks Institutional Investors

Loan Funds
(Profit/Non-Profit)

Community Banks

Potential Community Development
Financial Institution (CDFI)
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There are more than 1,400 CDFIs nationwide — in all 50 states,

What
Exactly
Are
CDFls?

Washington D.C., Guam, and Puerto Rico — with a focus on urban,
rural, tribal, minority, and regional needs.

What CDFls Are CDFI Locations in the Continental U.S. What CDFIs Are Not

* Certified by the U.S.
Department of
Treasury’s CDFI Fund

* Asingle type of
financial capital
provider institution

* Committed to
expanding economic
opportunity in low-
income communities h * Exclusively micro-
under federally certified Source: COF| Fund lenders
accountability and
service criteria

* Indifferent to project
investment risks
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Understanding the Private Capital

Provider Landscape

The private capital market is large and diverse, so understanding a potential
partner’s focus is a critical first step in forming effective partnerships

Median Asset Size G.eog.rap.hlc Priorities and Goals
Distribution

Does a provider’s
investment focus align
with an SEQ’s goals
(i.e., serving low-
income or rural
communities)?

Does the size of the
provider’s typical
transaction and total
transaction volume
align with an SEQO’s
target program?

Does the provider
have an ‘on-the-
ground’ presence and
relationships in the
state’s priority
markets?

Can the SEO and
provider align on
programs that deliver
on policy objectives
and meet private-
sector thresholds for
profitability and risk?
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Matching Typical Expertise With Project Scale

Energy
Financing
Expertise

Understanding Provider Sector Expertise and
Typical Project Size by Segment Is Critical for SEO Decision-Making

Loan Funds Institutional
(Profit/Non-Profit) E ﬁ Investors

N

ﬁ E’ Commercial Banks

Philanthropies & E} ﬁ
Foundations
ity Bank \ Q
T 43 roaes
{
% E Small Business

N
ﬁ E éz Large Commercial and

Industrial Infrastructure

o

»
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Local Financial Institutions

Median
Asset Size
(AUM)

Geographic

Distribution

Priorities
and Goals

Credit Unions and Community Banks

Local lending institutions that provide affordable financial
services for underserved rural or local communities

S$150 million - $S300 million

Local and regional, typically with a strong, localized presence
in smaller cities, towns, rural, and underserved communities

* Support local economic development
* Build long-term relationships and customer trust
* Expand access to affordable credit within their served area

Important Considerations for Local
Financial Institution Partnerships

* These partnerships may require
technical assistance and training
because of less experience with
energy financing

* Compared to other providers, these
providers often have greater trust
from community members

* Aligning on local economic
development goals is key

Resources To Find Partners

* Inclusiv (Credit Unions)
¢ Council of Development Finance

Agencies (CDFA) (CDFls)

* QOpportunity Finance Network (CDFlIs)
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Mission-Driven Capital

Philanthropies, Green Banks, Loan Funds Important Considerations for Mission-
Driven Capital Partnerships

* Green banks have strong energy
finance expertise, which makes
them effective partners for some
types of co-financing

Philanthropies, green banks, and loan funds recognize impact
in addition to financial returns

* Partnerships require clear, data-
Median driven impact metrics and

Asset Size From <$10 million to >$1 billion; varies widely storytelling

(AUM) s Partnerships prioritize scalable or
replicable projects, often providing
catalytic capital to a concept
Geographic Global, national, local -- green banks are often driven by state project

Distribution i
policy Resources To Find Partners

¢ Council on Foundations

L « Achi bl ial . tal i t (Philanthropies)
Priorities chieve measurable socCial or environmental Impac « Coalition for Green Capital (Green

and Goals * Leverage public capital to invest to address market gaps Banks)
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Market-Scale Institutional Capital

Median
Asset Size
(AUM)

Geographic
Distribution

Priorities

and Goals

Commercial Banks, Institutional Investors

Major equity and debt investors for profitable, scalable large
projects, increasingly aligned with Environmental, Social, and
Governance objectives

From <S$1 billion to >$1 trillion

Nationwide/global

* Achieve high risk-adjusted financial return (e.g., IRR, ROI*)

* Scale capital deployment efficiently
* Meet environmental, social and governance, or corporate

sustainability targets

*IRR: Internal Rate of Return; ROI: Return on Investment

Important Considerations for

Institutional Capital Partnerships

* Frame opportunities in financial
terms, focusing on proven, mature
technologies

* Benefit from highly experienced
project financing experts, who can
support program scale-up

* Emphasize scalability and
replicability to attract long-term
participation

Resources To Find Partners

ABA State Association Alliance

Search “[your state] + bankers
associations” to find other banking

networks
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Partnership Types

SEOs can utilize a variety of partnership types and strategies that address
existing barriers in the private energy financing market

Joint Financing

Direct Technical
Assistance and
Capacity Building

Enabling Market
Participation

Barriers
Why aren't transactions happening?

Returns are too low without the public
sector leading the way

Private capital investors lack expertise
to get deals closed quickly

Misalignment between capital and
project/policy needs stalls deals

Outcomes
What does success look like?

Addressing shared, defined risks; scales
programs and speeds deal velocity

Private capital providers enter/expand
market participation

Structured support streamlines private
capital participation
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Mapping Partnership Types to Capital Providers

Energy

Financing
Expertise

Loan Funds
(Profit/Non-Profit)

Credit Unions

Joint Financing — Program Scale-Up

Green Banks

Commercial Banks

Philanthropies &
Foundations

Community Banks

Technical Assistance Candidates

Institutional
Investors

»
»

Project Size in $
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Partnership Types:

Joint Financing

Strategy

Co-Financing

Credit
Enhancements °

Secondary .
Market
Transactions

Outcomes

Scaled programs
Market viability
Partner confidence

Improved project
risk/return
Greater private
participation

Increase partner
liquidity to enable
capital recycling

SEO Role

* Provide capital
* Give input on

financing program
design

Develop and
implement credit
enhancement tools
(e.g., guarantee, loan
loss reserve)

Scenario 1: Purchase
or warehouse loans;
provide balance sheet
bridge capital
Scenario 2:
Originate/sell loans;
facilitate aggregation
or warehousing
partnerships

Partner Role

Deploy capital
Administer program

Integrate credit
enhancements into
underwriting to
expand eligibility

Scenario 1:
Standardize products
for aggregation;
originate/sell loans
Scenario 2: Purchase
loans from SEO or
the loan originator

Mini Case Study

Co-Financing: Pennsylvania Department of

Environmental Protection (PaDEP) &
Reinvestment Fund Green Energy Loan
Fund (GELF) Partnership

Pennsylvania GELF provides financing for
energy efficiency retrofits and conservation
measures

GELF is managed by Reinvestment Fund, a
certified CDFI

GELF is funded by PaDEP (via DOE State
Energy Program grants) and the American
Recovery and Reinvestment Act (ARRA), but
also leverages additional private capital

The program has lent over $30 million

National Laboratory of the Rockies |
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https://www.pa.gov/agencies/dep/programs-and-services/energy-programs-office/financial-options/green-energy-loan-fund
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Partnership Types:

Direct TA and Capacity Building

Strategy

Energy Financing
Trainings

Market
Development
Tools

Peer Learning
and Exchange
Opportunities

Outcomes

Partners equipped with
skills and confidence to
expand or start energy
financing programs

Expanded addressable
market

Streamlined
connections with
aligned partners

Lessons learned from
industry leaders
Collaborations on
challenges with trusted
peers

SEO Role

Identify training needs
Develop or fund
training

Facilitate connections
with technical experts

Design tools and
resources

Promote awareness
and adoption through
outreach

Convene and chair
peer exchanges
Document and
disseminate successful
practices

Partner Role

Participate in trainings
Integrate learnings
into product offerings
and program design

Adopt and utilize tools
to improve programs
and products

Share experiences and
data with peers
Identify scalable
solutions and new
opportunities

Mini Case Study

Market Development Tools: Michigan
Saves Authorized Contractors

* This partnership increases number and

ease of projects through

standardized underwriting, contractor
networks, and favorable financing
terms.

Michigan Saves utilizes multiple
complementary partnership strategies
including credit enhancements,

Founded in 2009, Michigan Saves has
served over 50,000 residences and
deployed over $96M of financing in
2024.

National Laboratory of the Rockies |
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Strategy

Alignment of
State Program
Eligibility and
Private Lending
Criteria

Joint Advisory
Groups on
Policy Impacts

Funding
Enabling
Pathways

Outcomes

Streamlined borrower
access

Reduced confusion
Increased uptake

Long-term alignment
between policies and
private sector needs
Integrated diverse
stakeholders
Improved buy-in from
private capital

Mitigating or removing
systemic and policy
barriers to private
capital participation

SEO Role

Adjust income and
other eligibility criteria
to match capital
provider practices

Convene/chair groups
Provide policy context
Solicit feedback from
capital providers

Identify and address
policy or procedural
barriers

Partner Role

Adapt loan products

aligned with SEO
incentive
Communicate
lender
requirements to

inform policy design

Share customer and
lending perspective
Provide feedback on
policy impacts and

market barriers

Offer insights on
market barriers
Engage in pilot
programs and
report outcomes

Mini Case Study

Funding Enabling Pathways: |llinois
Finance Authority (IFA) — lllinois C-PACE

* The IFA brings vertical integration and
economies of scale to accelerate
private investment in Commercial
Property Assessed Clean Energy (C-
PACE) in lllinois by:

o Providing standardized enabling
ordinance templates to counties
and municipalities,

o Making financing available through
approved, independent program
administrators that originate
projects,

o Issuing bonds purchased by capital
providers to fund C-PACE projects
in accordance with state statutes.

National Laboratory of the Rockies |

22


https://www.il-fa.com/programs/c-pace
https://www.il-fa.com/programs/c-pace

Partnership Phases




Partnership Phases

0 Phase 1
Explore

* Evaluate SEO and capital
provider priorities and capacity.

0 Phase 4 * Identify and prioritize potential
Assess & Improve partners .

9 Phase 2
Select

* Evaluate and refine the * Conduct provider outreach.
partnership.

* Build provider relationships.
* Recalibrate internal objectives. 9 Phase 3 * Select partners.

Implement

* Design the partnership.
* Operate the partnership.
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Partnership Phases
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Explore

* Evaluate SEO and capital
provider priorities and capacity,

0 Phase 4 * |dentify and prioritize potential Phase 2
Assess & Improve partners. Select

* Evaluate and refine the * Conduct provider outreach.

partnership. » Build provider relationships.

* Recalibrate internal objectives. 9 Phase 3 * Select partners.
Implement

* Design the partnership.
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-
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# * Operate the partnership.
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EXAMPLES

Phase 1: Explore

Clarify internal goals and capacity and conduct initial research on capital providers to identify
and prioritize potential partners for outreach

Evaluate Internal Priorities and Capacity Research and Prioritize Potential Partners

* What are our goals and desired outcomes?

* What are our target markets and sectors?

* What is our capacity for a partnership?

* What role do we expect to play in a partnership?

* Are there any relevant policy and regulatory constraints?

Search for capital providers that operate in your state.

Conduct focused research on capital provider mission,
target market and sectors, and capacity.

Based on alignment across evaluation criteria, create a
prioritized list of potential partners for outreach in Phase 2.

* Goals and Desired Outcomes: Accelerate commercial
building upgrades across entire state through loans.

* Target Market and Sectors: Small businesses and
commercial buildings.

* Capacity and Expected Role: We have minimal staff time
and a moderate level of capitalization funding.

* Policy and Regulatory Constraints: Available funding cannot
be used to assume credit risk.

Capital Provider Assessment: Serves whole state (due to
program goals), serves commercial customers (due to the
target market), has higher energy financing expertise (due to
minimal staff time), and understands the expected
performance of these loans (due to policy constraints).

Prioritize Partners: Put together ranked list of commercial
lenders that fit the criteria described above and gather
contact information.
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EXAMPLE

Phase 2: Select

Conduct outreach to capital providers, refine your target partnership strategies, and build
relationships to select the appropriate partner

* Explore existing partners that can make introductions.
* Segment outreach strategies by partner type.
* Align messaging with partner type priorities.

* Leverage existing outreach resources, such as Lawrence
Berkeley National Laboratory’s Example Questions for
Potential RLF Lending Partners.

* Develop outreach materials that clearly communicate
program objectives, opportunities, and partner benefits.

Conduct Outreach Build Relationships and Select Partner

Demonstrate consistent openness to potential partner
perspectives.

Share successes and lessons learned from past partnerships
to strengthen credibility.

Communicate transparently about expected project
pipelines and performance, if relevant.

Refine your target partnership type and strategies based on
communications with potential partners.

* The state economic development agency introduces the SEO
to lenders already engaged in energy efficiency programs.

* These “warm introductions” help establish credibility and
accelerate relationship-building.

After reaching out to a variety of local financial institutions,
the SEO learns additional focus on capacity building is
needed and refine their internal objectives.

They decide to first partner with a contractor to conduct
energy project underwriting trainings.
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EXAMPLES

Phase 3: Implement

Formalize the partnership and establish clear roles, responsibilities, and governance to ensure
effective partnership implementation

Design the Partnership Implement the Partnership and Program

* Sign a partnership agreement, such as a memorandum of
understanding (MOU).

* Engage partners early and often throughout the
development process to ensure shared ownership.

* Establish clear governance and decision-making processes.

* Define reporting systems, align with applicable program
requirements, and assign responsibilities.

Jointly define key target metrics (e.g., capital leveraged,
customers served).

* The SEO and lending partner establish a quarterly
Partnership Steering Committee to review progress,
troubleshoot bottlenecks, and approve any major program
changes.

* Pilot programs to test processes and demonstrate proof of

concept.

Maintain regular check-ins to ensure transparency,
troubleshoot issues, and sustain momentum.

Monitor performance against agreed-upon metrics.

When possible, implement a shared data system for
streamlined reporting.

The SEO and lending partner launch a 3-month pilot
program targeting small business heating, ventilating, and
air-conditioning (HVAC) upgrades in one city.

The pilot tests the underwriting template, contractor
verification process, and reporting workflow before scaling
statewide.
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EXAMPLES

Phase 4: Assess and Improve

Assess partnership outcomes, gather feedback, and use insights to improve future efforts

Improve the Partnership Apply Lessons Learned Internally

* Gather feedback from partners, borrowers, and stakeholders
through debriefings and surveys.

Show accountability and openness to partner feedback.

Apply lessons to refine partnership design and delivery.

* Share successes and lessons learned to build replicable
models.

* Program reporting to comply with state funding
requirements is a headache because data are shared as
needed, via email 2 SEO and commercial lender work
together to create a cloud-based data system that is
updated regularly.

* Identify internal process gaps and resources constraints that
affected partnership execution.

* Adjust staffing, training, or protocols to enhance internal
capacity for future partnerships.

* Realign priorities and planning based on key takeaways.

* Document insights to inform future program planning and
strategies.

* The partnership achieved initial goals, but ongoing
collaboration revealed the capital provider’s underwriting
approach and timelines were not well aligned with program
needs > SEO refines future partner criteria and explores
additional lending partner types.
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Risks, Pitfalls, and Potential Solutions




Where Risks Live in Partnerships

Program-Level Risks:

* Objectives * Performance
* Commitment * Policy
* Process * Funding and incentives

Partner-Level Risks:

* Resource constraints * Willingness for change
» Capacity constraints  Staff and leadership

* Team expertise/experience  turnover

Relationship-Level Risks:

* Communication * Power dynamics
* Trust * Culture
* Conflict

Framework-Level Risks:
* Contract * Data sharing

* Roles and responsibilities * Monitoring
* Governance and structure
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Fundamental vs. Assumed Risk

Distinguishing between fundamental and assumed risks helps SEOs
target mitigation solutions effectively.

Fundamental Risk

» What it is: Driven by underlying, objective facts
or demonstrated uncertainty

» Resolution: Must be addressed through project
design, technical solutions, or borne by a
financing party

Example: First deployment of a new technology or
financial risk from price volatility

Assumed Risk

» What it is: Refers to anticipated negative
outcomes related to limited information or
assumptions that may not be data driven

» Resolution: Can often be reduced through
education, demonstrating success, etc.

Example: Easing a lender’s hesitation by providing
them with data from similar successful programs
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SEO Perspective

Common Pitfall Potential Mitigation by SEO

* Clarify partner expectations and opportunities in selection
Opportunistic Partners * Tap internal advisors with financing/partnership experience
* Vet the partner’s business practices for consumer protection

Partner Unwillingness to Share * List required data upfront
Data * Specify data sharing/collection requirements in agreements

Lack of Partner Understanding * Clarify program requirements with expected roles and responsibilities
of Program Requirements * Prioritize partners with related experience

* Start with fee structure that covers operating costs while preserving value

Unsustainable Fee Structure proposition, if possible
* Develop a staged offramp for SEO support

Unreasonable Profit * Enumerate expected roles and approximate compensation for partners upfront,
Requirements iterate along with program design
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Capital Provider Perspective

Common Pitfall Potential Mitigation by SEO

* Agree on reasonable addressable market size, minimum transaction volume for

Insufficient Deal Flow continued partner participation. Allow offramps if criteria are not met.

* Establish timeline expectations or requirements early; expedite timelines

Unreasonably Long Timeline whenever possible
* Increase level of commitment with increasing project maturity

Burdensome Government * Provide early training and education about relevant requirements
Requirements * Maximize SEO support through ongoing technical assistance, as needed

* Clearly delineate between fundamental and assumed risk
* Mitigate fundamental risks through credit enhancements, program structure,
underwriting, etc. and assumed risks through capacity building and education

Disproportionate Risk vs
Returns

* Be transparent about program objectives and expected outcomes
Reputational Harm * Implement and clearly communicate consumer protection standards
* Proactively engage stakeholders early and often
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Key Takeaways

Partnering with private
capital enables SEOs to
expand program reach,
foster trust, and boost
local economies for more
effective impact.

Understanding the
capital provider
landscape is an

important first step in
forming effective
partnerships.

SEOs can leverage joint
financing, direct
technical assistance and
capacity building, and
market-enabling
activities — each leading
to distinct outcomes.
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1. Familiarize yourself with key private capital providers in your
state

2. ldentify existing programs that demonstrate opportunity for
partnership and/or needs in your state for new initiatives that
partners could help advance

3. Recognize where you are in the partnership phases and create
a road map that details your next steps
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Upcoming Resources

* Written primer expanding the content of this presentation in early 2026

o Are you interested in reviewing and sharing feedback on this primer?

» Additional webinars in 2026 that will feature industry experts, highlight case
studies, and provide opportunity for discussion on key barriers and solutions
to mobilizing private capital in your state

o Have you successfully partnered with private capital? Can you share on your
successes in a future webinar?

* Integrated toolkit with practical resources to support your partnerships with
private capital

o Are there specific resources that would meaningfully support your state in

developing and implementing partnerships? Examples: sample co-financing
agreements, outreach Kkits.
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