
 1 

 

 

 

Issue: 

October 8, 2012 

 

All rights reserved! 

ceocfointerviews.com 

CEOCFO Magazine - The Most Powerful Name In Corporate News and Information 

 

With a Project Portfolio that Includes Wind Energy Development Projects 

in Arizona, Ohio, Indiana, Minnesota, Michigan, Colorado and New York 

in the US, as well as Projects in Canada and Nova Scotia, juwi Wind LLC 

has Proven that Persistence Can Lead to Growth 

 

Energy 

Wind 

(Private) 

 

juwi Wind LLC 

 

4845 Pearl East Circle, Suite 200 

Boulder, CO 80301 

Phone: 303-953-5180 

www.juwinorthamerica.com 

 

 

 

Michael Rucker 

Chief Executive Officer 

 

BIO: 

Michael Rucker is CEO of juwi Wind 

North America a leading renewable 

energy developer headquartered in 

Boulder, CO with regional offices in 

Cleveland, OH and Minneapolis, MN. 

Mr. Rucker brings the experience of a 

diverse renewable energy career to 

bear on juwi’s commitment to wind 

energy development and operations 

in the USA and Canada. Prior to juwi, 

Michael served as VP of Business 

Development at Clipper Windpower 

Development. Prior to that, he was 

Western Region Commercial Director 

at GE Energy for wind, natural gas, 

and hydro sales. Rucker’s experience 

also includes pioneering work in 

power market operations and REC 

trading at Automated Power Ex-

change, Inc., along with significant 

policy and programmatic work in re-

newable energy and climate change 

at the International Energy Agency 

(IEA) Energy Technology and R&D 

program. Prior to the IEA, Michael 

managed an RFP process and ana-

lytics for US utilities investing in re-

newable energy and carbon seques-

tration projects in the developing 

world through the International Utility 

Efficiency Partnerships, Inc. Michael 

started his energy career as a Man-

ager in climate change and environ-

mental policy at the Edison Electric 

Institute, the trade association for US 

investor-owned utilities. 

 

Company Profile: 

juwi Wind LLC is a subsidiary of juwi 

Group, one of the world's leading 

companies in the renewable energy 

sector. In 2002, juwi began its US 

business in Lawrence, Kansas, ex-

panding their activities in the wind 

sector to Cleveland, Ohio in 2006. 

The US headquarters, located in 

Boulder, Colorado was established in 

August, 2010. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Rucker, would you 

give us the overall vision at Juwi? 

Mr. Rucker: juwi is a US subsidiary of 

the juwi Group, a large international 

renewable energy development com-

pany that works across multiple tech-

nologies from wind, solar, biomass, 

electric mobility programs, and en-

ergy efficient buildings. Our main fo-

cus here in the North America is wind 

energy development. We also have a 

solar subsidiary that works in parallel 

to us. The company’s philosophy is 

that we should rely on renewable en-

ergies increasingly in the future to 

supply up to 100% of the electricity 

mix worldwide. 100% renewables that 

has been demonstrated in a few small 

villages in Germany. In the US, we 

introduce wind energy into the overall 

energy mix in increasing amounts, 

taking advantage of its cost effective-

ness and certainly the environmental 

benefits of increased renewable gen-

eration. 

 

CEOCFO: What are you specifically 

working on here in the US? 

Mr. Rucker: We are working on a 

project portfolio. Some of the states 

where we have projects are Arizona, 

Ohio, Indiana, Minnesota, Michigan, 

Colorado, and New York. We have a 

number of other planned develop-

ments that are starting in other re-

gions of the US, and in Canada we 

are developing a portfolio community 

based projects in Nova Scotia. Our 

services are full spectrum from con-

cept to operations and that includes 

identifying project sites, project plan-

ning and engineering including the 

meteorological measurements that 

are the foundation for projects, de-

signing and procuring turbines, ar-

ranging project finance, and manag-

ing the project from construction all 

the way to commercial operation.  

 

CEOCFO: Do you own the projects? 

Mr. Rucker: It is a case by case deci-

sion for us. juwi has an independent 
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power unit that has an ownership 

stake in many of our projects world-

wide. In the US, we also maintain 

ownership stakes in projects but it 

really depends on the project itself, 

the market at the time, and the rela-

tive returns of the project. In any 

case, we like to continue to operate 

the project after construction. Even if 

we are not the majority owner, we 

would like to continue the operations 

and hold an ownership stake during in 

the operations period in order to give 

comfort and support to the investors 

in the projects as well as keep us in-

volved with the community groups, 

the landowners, the local stake-

holders. 

 

CEOCFO: Other than wind, what is 

the common thread? Is there a certain 

type of project or criteria or is it oppor-

tunistic, project by project? 

Mr. Rucker: We develop in certain 

regions of the country as well as Can-

ada, which we selected because they 

are relatively attractive markets for 

wind energy and much of that 

is driven by a regulatory ap-

proach and the availability of 

a good wind resource and 

transmission. We look at all of 

those factors and use that market in-

telligence to hone in on opportunities. 

We would like to concentrate our in-

vestments if we can, but diversifica-

tion leads us to maintain a geographi-

cally dispersed portfolio. What brings 

a project to fruition is a mixture of 

good planning, a little bit of luck, and 

a competitive energy price that can 

compete in the power market. 

 

CEOCFO: What is the competitive 

landscape for you? Who are you up 

against when you are looking at these 

projects and why is juwi the company 

to choose? 

Mr. Rucker: It is a very complex 

landscape for renewable energy in the 

US, and for wind in particular. Much 

of that is driven by the federal wind 

production tax credit that expires at 

the end of this year. Due to the elec-

tion cycle on the United States, it has 

not yet been extended by Congress 

and probably will not be until after the 

election. The uncertainty around the 

tax credit is basically making con-

struction in 2013 very uncertain and 

increasingly impossible to plan. There 

is no way to really launch a project, 

arrange financing, and get utilities 

interested in purchasing the energy 

with so much market uncertainty. We 

are balancing that uncertainty in the 

regulatory market with a competitive 

environment where we have very 

large utility affiliates -- in some cases  

not necessarily from the United 

States, some are from Europe and 

increasingly from Asia -- that have 

invested in large portfolios in the 

United States. Likewise, they are fac-

ing the tax credit uncertainty issue 

and many of them are scaling back. 

Some of them are also affected by 

economic issues at home that are 

driving up their cost of capital or limit-

ing their liquidity. While we have sev-

eral large companies in the market 

that are scaling back, we also have a 

number of smaller developers who 

are feeling market pressure. Many of 

these developers are smaller than 

juwi. We are somewhat unique in the 

sense that we are mid-sized and can 

muster the finance, to own, and to 

operate projects. Most small develop-

ers are limited to the early-stage 

phases before the capital require-

ments intensify. Many of these 

smaller developers are effectively 

consolidating and leading the market 

because they are unable to find the 

funds to continue the developments. 

As a mid-sized company, we are find-

ing ourselves in a unique position 

right now where if we can manage the 

risks of the market and the uncer-

tainty. We have an opportunity to 

work with smaller developers to move 

projects forward. We do this in an 

environment where we find less com-

petition from the largest developers in 

the market. We concentrate on pro-

jects that are sized correctly for the 

market. Generally, we work on 

smaller scale projects that are closer 

to load centers and closer to the de-

mand for energy that can be intercon-

nected into the current transmission 

grid, which is largely constrained in 

many places in the middle part of the 

country. We strive to avoid transmis-

sion bottlenecks. Smaller projects that 

are closer into the demand centers 

and therefore population centers are 

inherently more complex in terms of 

permitting, and more difficult to move 

forward, but we pride ourselves as a 

company that can tackle difficult de-

velopment problems, building value in 

these projects and bringing them to 

the finish line. 

 

CEOCFO: Aside from the regulatory 

and financial, what are the challenges 

in actually deciding what kind of tur-

bine or how many you need? What 

are the challenges in putting the pro-

ject together? 

Mr. Rucker: It is a very complex and 

long process and you meet a different 

selection of challenges every step of 

the way. We like to say the develop-

ment cycle in the US is from three to 

five years, but in reality it is becoming 

more of a five-year timeframe. In the 

earliest phases, it is really about fo-

cusing your efforts. When you start a 

project, you are thinking five or more 

years into the future, where you an-

ticipate power markets will be at that 

time, and what the regulatory 

situation might be. We need 

to analyze not only the regu-

latory environment but regu-

latory drivers that support the 

value of renewable energy. These 

include everything from state renew-

able portfolio standards, to EPA regu-

lations which have a significant effect 

on competing sources of fossil fuel 

energy, for example. Once you have 

sorted through all these strategic and 

planning challenges, you start to iden-

tify locations on the map where you 

think a project would be viable. At this 

point, you start to get to the engineer-

ing and meteorological concerns. 

Wind is a very resource specific busi-

ness and we need to have high wind 

speeds to be competitive, so we are 

always looking for the high ground so 

to speak. Turbine technologies are 

improving by leaps and bounds on an 

annual basis. With projects three to 

five years in the future, we are ex-

pecting to see continued and very 

substantial efficiency improvements 

in turbines, especially low wind speed 

turbines which are the better suited 

for the kinds of projects that our com-

pany targets. So for now, the chal-

lenge is not only to select the right 

technology at the right price for the 

project, but also anticipate where that 

To be a developer, you have to be persistent 

and you never give up, you just keep push-

ing. - Michael Rucker 
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technology will be in five years. You 

also have to think about where re-

gional and long term transmission 

upgrades will be on the grid and try to 

anticipate those, taking advantage of 

them if you can. Last but not least, it 

is important to understand the per-

spective of local landowners and pub-

lic acceptance of the project as well 

as the process for completing permit-

ting in a particular area. That includes 

whether you are going to be involved 

in the federal nexus of regulations 

such as using public land, or poten-

tially affecting endangered species. 

All along the way, there are fatal pit-

falls that can kill your project. It is 

challenging. If you are lucky enough 

to actually bring your project to the 

realm of viability, you need to work on 

selling the power and we are doing 

that right now into a market of ex-

tremely depressed demand. 

 

CEOCFO: Are you able to find quali-

fied people that are willing to discount 

all of those factors, come on board 

with juwi and work on the projects or 

is it difficult to find that commitment 

today? 

Mr. Rucker: Certain people rise up to 

the kinds of challenges I was describ-

ing. If they are like me, someone who 

has been in the industry since the be-

ginning of its commercialization, they 

thrive on that. To be a developer, you 

have to be persistent and you never 

give up, you just keep pushing. We 

can find the kind of people who find 

that environment a great place to 

work, but it does not work for every-

body. In the last few years, it has 

been hard to find people with a great 

deal of experience. It is a young in-

dustry, so five years ago there was 

much less activity and fewer people 

involved and these skillsets were at a 

premium. There are not many people 

that carry more than five to seven 

years experience and there is much 

competition for that know-how. How-

ever, with the uncertainty in the mar-

ket and the production tax credit ex-

tension right now -- I have to bring to 

your attention that 37,000 jobs are 

directly at risk -- and in fact, these 

jobs are going away and evaporating 

as we speak. So suddenly there is a 

lot of relatively experienced talent 

available if you are willing to move 

forward in the market. 

 

CEOCFO: Where are you with solar 

right now? 

Mr. Rucker: juwi globally is more of a 

solar company than a wind company 

in many ways. In terms of revenue, 

the top spot has gone back and forth 

between wind and solar. The solar 

company in the US is actually sepa-

rate from the wind company so I do 

not personally work in solar. But if you 

look at the parent company level, so-

lar is a complimentary area of devel-

opment that provides diversification 

with different cash flows in different 

markets. 

 

CEOCFO: What challenges are there 

in the operation as opposed to devel-

oping, and what value Juwi you add to 

the equation? 

Mr. Rucker: The project companies 

are sizable businesses in their own 

regard. The average project size in 

the US might be one hundred mega-

watts and it can be a $250 million 

capital investment, so it would be 

generating a significant amount of 

power revenue. All the basics that you 

have with running a company of that 

size really exist on the project level. 

There are all the business related 

things like managing the company, 

shareholders with dividends and fil-

ings, and tax returns. Then you also 

have the operational aspects of hav-

ing wind turbines working in a very 

exposed and dynamic environment, 

clearly in challenging and difficult me-

teorological conditions. Keeping them 

working at top efficiency for twenty 

years is a day to day challenge. Op-

erations and maintenance is really 

one of the most significant influencers 

in terms of the long term performance 

of the project. Doing it efficiently can 

mean the difference between a profit-

able project or one that loses money. 

Typically, a project has a twenty-year 

power purchase agreement and often 

times this is at a fixed or slightly esca-

lating rate. You do not have any op-

portunity within the project boundaries 

to increase your revenue unless you 

really get that plant working at top 

efficiency. We do that by working with 

O&M providers who are sometimes 

the turbine suppliers, or often times a 

third-party who comes on after the 

initial turbine warranty has expired.  In 

addition to the commercial manage-

ment of the project, our expertise on 

the technical side is to do real-time 

monitoring of the project performance 

and condition based monitoring of the 

turbines. We work in coordination with 

the turbine suppliers and in close co-

ordination with the O&M contractors, 

in order to keep the overall system, 

the project, turbine, and the balance 

of plant, all operating at peak effi-

ciency in a business environment that 

is conscious to cost and efficiency.  

 

CEOCFO: Why should investors pay 

attention to juwi? 

Mr. Rucker: I think that juwi in the US 

and North America is an interesting 

opportunity. The US market is the 

largest or second largest renewable 

energy market in world depending on 

the year, and has excellent funda-

mentals for long term growth in re-

newable energy. The cycle of issues 

we are having in the United States 

with the election and a Congress that 

is deadlocked, is something that we 

think is going to be temporary. The 

fundamentals of why it is a good idea 

to take advantage of the increasing 

efficiencies in power technology are 

the environmental benefits and en-

ergy security it provides. All of that is 

going to lead to growth in the industry 

and a strong future for wind energy. In 

the US, there are good wind project 

developments that are sitting, waiting, 

and ultimately will be built. It is a 

great time for investors to get in-

volved with a company like juwi to 

very strategically sift through the hay-

stack and identify the project opportu-

nities that are going to yield signifi-

cantly in the next few years. The po-

tential for profit is much more signifi-

cant that it was just a few years ago. 

juwi provides another opportunity be-

cause although we have a smaller 

footprint in the United States than 

some and a very low overhead, we 

still have the support of a much larger 

global organization for support. We 

are able to provide the whole spec-

trum of support in the early stage of 

project planning all the way through 

project financing and operations 

which companies of the small and 

mid-sized type rarely do in the US. 
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