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Commercial & Industrial Solar
A promising new growth platform
for solar in the Middle East
Q&A Discussion with
Jeremy Crane
CEO & Co-Founder
Yellow Door Energy

BACKGROUND
As the utility scale solar
segment continues to hit new
records in the Middle East both
in terms of projects size and
price
per
kWh,
another
segment continues to evolve in
parallel.
The Solar Commercial &
Industrial (C&I) space is
evolving as a new growth
platform for the solar industry
in the Middle East, thanks to
initiatives such as Shams
Dubai and other regulatory
changes in other countries.
MESIA had the opportunity to
interview Jeremy Crane, CEO
& Co-Founder of Yellow Door
Energy, a key leader in shaping
and implementing effective
solar and energy efficiency
solutions for customers in the
commercial and industrial solar
space.
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YDE has focused on the C&I segment in UAE
earlier than the competition. What were the key
factors that drove this focus three years ago?
And what could change in the C&I landscape in
the UAE in the coming 24 months?
Yellow Door Energy was ahead
of the curve to foresee the
market opportunity in C&I solar.
We are now one of the largest
operating companies in solar
leasing in the Middle East.
Our C&I focus was driven by
the viability of the economics
and DEWA’s Shams Dubai
initiative. Shams Dubai is a
dynamic program, thus the C&I
landscape could change in the
coming 24 months.
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Distributed generation in Dubai
is possible thanks to programs
from DEWA. We
with the
utilities to support businesses in
the UAE towards the UAE
Energy Strategy 2050.

What are the key C&I drivers which have evolved
in the last two years in markets like Jordan? Do
you expect other factors to change? Would you
like to share any success example in Jordan?
Cost of power & regulations are the main drivers of the C&I
segment. The cost of power in Jordan is relatively high, therefore
many industries were motivated to utilize solar power. In addition
to that, Jordan was the first country in the region to put netmetering regulations in place, along with wheeling*.
Lately the C&I licensing for projects above 1MW project have been
stopped. This is in view of Jordan reaching certain solar capacity
goals. However, Yellow Door Energy continues to serve many
customers in Jordan and to-date we have executed numerous
successful projects for hospitals, shopping malls, and a telecom
company. We currently have 4 megawatts operating in the country.
* Wheeling is defined as a direct PPA
between a developer and a private
consumer where the plant is not located on
the consumer land and energy is
transmitted on the national transmission
grid for a pre-agreed transmission fee paid
to the national transmission company or
authority.
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Where do you see the
C&I solar evolution in
Egypt? What factors
will accelerate this
segment? Do you plan
to enter this market?

There are clear regulations for
solar C&I in Egypt at the
moment but the electricity tariff
in Egypt is still relatively low.
This hinders our ability to
provide competitive prices or
savings
to
industrial
consumers. However, we are
closely monitoring this market,
which I believe will evolve as
soon as the energy cost
increases in the near future,
due to reduction in subsidies.

In the context of the
KSA
utility
scale
announcement in early
January, how do you
see the C&I segment
evolving?

The key drivers for C&I success
are the cost of power and
regulations framework. We
expect both will improve in the
KSA as they look to build
efficient businesses of the
future. We will keep our eyes
opened for positive signals from
this promising market.

In Oman, there are
growth
signals
for
diesel hybrid. What are
your insights on how
this will evolve and the
key success factors?

In Oman, effective regulations
are
in
place.
However,
electricity price varies during
day time and seasonality during
the year. For grid connected
projects, the average cost of
energy is still more competitive
than what we can offer. We are
happy to provide off-grid or
islanded-grid solutions that
enhance the services currently
available to consumers.
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Given the different offtake models (wheeling, net
metering, and captive power), which one is
expected to evolve faster in each of your
operating markets? How would you assess these
models in terms of key commercial terms,
economic drivers and constraints and national
regulations?
Jordan had a significant evolution during the last month. First, they
stopped issuing licenses for energy projects above 1 MW and
second, the Central Bank decided to stop providing loans with low
interest rates which will lead to increasing cost of any solar power
project.
Therefore, I would assume that people will look more into 3rd
party PPAs or solar leasing agreements because of the recent
Central Bank regulations.

As for UAE, the main variable is
the increasing competition. This
is
pushing
pricing
to
unsustainable levels based on
assumption that DEWA would
increase its energy costs year
over year.
Personally, I believe that DEWA
is unlikely to increase energy
prices in the near future and
low-cost
players
could
potentially face issues in a few
years with underperforming
assets.
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Additionally, it is possible that
FEWA & SEWA would change
the regulations in the future,
such that they would introduce
net metering or regulations on
self-consumption, which will
help expand the market.
As for the current key model,
equipment leasing is the
dominant model, and the
leasing duration is between 10
to 20 years. This is in view of
the current regulations of the
two countries.
Yellow Door Energy does not
see any real hurdles in UAE
and Jordan. We appreciate the
transparent
business
environments and we are
operating with confidence in
both countries.

Yellow Door Energy raises $65 million to scale the solar energy transition in the
Middle East, Africa and Asia. The ceremony took place in Dubai in January 2019.

The Market would like to hear your comments on
Yellow Door Energy’s latest announcement on
raising US$65M. Can you share anything on that
subject?
We are excited about this investment and will use it to expand C&I
solar in the Middle East, Africa and Asia. The investment is
significant in two main aspects:
Firstly, the $65 million amount is very large for a Series A and
particularly for distributed solar. We believe this is one of the
largest investments in solar ever in this region.
Secondly, the types of investors behind the fund signal a global
commitment towards renewable energy. Our investors include the
International Finance Corporation (IFC), a World Bank company,
Mitsui & Co, Ltd., Equinor Energy Ventures, APICORP and
Adenium Energy Capital. These are global investors with very
large portfolios who have chosen Yellow Door Energy as a
platform to scale their solar investments.
Overall, we are optimistic and excited about 2019 and beyond.

THANK YOU JEREMY CRANE

Jeremy Crane

CEO & Co-Founder
Yellow Door Energy

As the Chief Executive Officer of
Yellow Door Energy, Jeremy is
leading the expansion of the
distributed solar industry in the MENA
region. He co-founded Yellow Door
Energy with Adenium, where he
previously acted as COO and helped
build the region’s most successful
renewable energy investor, deploying
over $250 million in solar. Most
recently, Jeremy and his team raised
$65 million in Series A financing from
global investors such as IFC, Mitsui,
Equinor, APICORP and Adenium.
Jeremy founded his first solar venture
in Canada developing and financing
$40 million of rooftop solar projects.
He has also run a power utility and a
phone company in Honduras, built
wind farms in the USA, and worked
as a strategy consultant at Bain &
Company.

Jeremy holds a Bachelor of Applied
Science in Mechanical Engineering
from University of Waterloo in
Canada and an MBA from INSEAD in
France.

