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Blair Pocock has deep experience in the complex energy markels of electricity, gas and 
renewable energy. This experiences runs the entire gamut of the industry - from the manufacturing 
of soJar cells and renewable energy devices, to the generation and distribution of energy, and 
Ihen to the financial and regulalory systems that allow complex price signals to be efficiently 
transposed to corporate and residential clients. 

Blair has used this expertise to design sophisticated pricing and contracting systems, and to advise 
large multinational clients on global optimal sourcing strategies. 

He is an acknowledged expert in the fields of solar energy supply, efticient contracting systems, 
dynamic energy pricing systems, and the creation of out-sourced supply and management 
contracts for energy, water and telecommunications. 

CEO, Essential Utilities Corporation Australia 1999-Present 

Essential Utilities Corporation provides independent analytical services to the energy and 
telecommunications sector in Australia and New Zealand. In particular EUC provides services that 
competitively source and manage the supply of essential commodities, a service that currently 
manages over $6.3 billion dollars of services a year. 

Under Blair's guidance, EUC has branched out into newer areas of: 

• demand response management, 

• carbon footprint assessments 

• energy efficiency audits and data network assessments. 

• green energy certification and credit schemes 

EUC is now considered a world leader in facilitating competitive market conditions in complex 
energy markets, and for pioneering the role of brokered energy contracts using anonymous real 
time benchmark prices. 

Rupa Technologies 2009-Present 

Rupa Technologies is one of the world leaders in the efficient delivery of modern photovoltaic 
equipment. As the Managing Director for Australia and New Zealand, Blair has been responsible 
for the expansion of Rupa Technologies into Australia, New Zealand, the South Pacific and South 
Africa, and as part of its global management team, he has assisted in the consolidation of Rupa 
into the European markets of Germany, Romania and Italy. 

His involvement has been for reaching, including negotiation and liaison with the factories in 
China, the sourcing of parts and equipment, and the establishment of networks of installers and 
maintenance staff. This participation in the complete supply chain, both in terms of components 
and logistics, has enabled Blair to build deep expertize in systems that can reduce the final 
delivered capital cost of solar systems and thereby create an installed base that can compete 
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directly against traditional power sources. 

Bachelor of Arts and Political Science. Auckland University 

Core skills include: 

• Controct management. especially in complex multi year energy supply contracts 

• Solar manufacturing, including photovoltaic cells and inverters 

• Logistics of global supply chain for renewable energy resources, with particular emphasis 
on China 

• Real time market dynamics for energy, including demand response, complex price 
signaling. forwards supply and hedge contracts. and the mechanics that make such 
markets stable and efficient 

• People management skills involving high level personnel management 

• Negotiating skills. derived from sitting across the table in over 900 large corporate energy 
supply negotiations 

Other Key Skills 
Blair participated as an elite athlete in the world of competitive team sport during the period 1991 
to 1999. where he represented New Zealand in their national team. During this role he rose to 
management positions within the team. and through that experience he forged a deep and 
lasting understanding of the way in which successful teams get created. nurtured and inspired. In 
later years he has transposed those skills to his successful career as a businessman. 

2 



Brian Palka, VP Product Management 
Negawatt Business Solutions 

Mr. Palka has over 17 years' experience in selling, building and delivering software and 
technology solutions to the energy industry. 

Prior to Negawatt, Mr. Palka was President of Ziphany, LLC, a software and technology provider 
to demand response providers and energy suppliers. Additionally, Mr. Palka has served as 
President of Gridway Energy Corporation, a deregulated electric supplier in New York; Director 
of Information Systems for National Fuel Resources, Inc., a natural gas marketer in New York; 
and Senior Analyst for GEMKO Information Group, Inc., a software and technology company in 
Buffalo, NY. 
Mr. Palka holds a BS in Information Studies from Syracuse University. 
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Gary has deep and extensive experience in high technology businesses, and especially 
during their startup phases. I-Ie combines strong academic training in engineering and 
economics with the practical knowledge gleaned from both financing and operating a 
range of new high tech companiE's, or guiding existing companies through transitions. 
He has held diverse management roles in organizations that span small engineering 
groups to large public corporations, and these roles have induded Finance, 
Engineering, Chief Ope]-ating Officer, Chief Executive Officer and Executive Director. 

Electricity Planner, Department of Energy, NSW Government 1980·1983 

Managing the forward planning for the electricity sector, including the construction of 
an input -output econometric modC'1 of the NSW Energy economy. 

General Manager Finance, NSW Land and Housing Corporation 1983-1987 

Responsible for the financial management of the $1 billion public housing authority 
and associatE'd entities. Inclllded the creation of securitized mortgage financier, 
FANMAC, the management of the Rental Bond Board, the management of the major 
land developer, LANDCOM, and the management and operation of the public sector 
hOllsing developer, LHe. 

CEO and Founder, Ochre Corporation 1987·1995. 

With three other partners, Gary founded the award winning rapid 4GL software 
company, Ochre Corporation. Ochre was a leading developer of bespoke computer 
systems, and won many awards for its implementations. It involved a consulting staff 
of 150 personnel, and the company also pioneered a new style of RAD Development 
Tool and Database optimization suite. 

CEO and Founder, Bullant Technology 1995·2001 

Established with a partner the high technology software company, Bullant, which 
developed a very high performance virtual machine transaction engine and 
distributed computing architecture. Btlllant was backed by a range ofVC investors, 
including Chase, Gilbert Global. First Data Corporation and Intel. 

Business Development Manager, UiActive 2002·2005 

A follow-on company from Hullant. lIiActive was a mobile phone technology play that 
was finally sold to a major integrator. Gary was responsible for Business Development 
;::Ind Product strategy for the company. 

Executive Director, Essential Utilities Corporation 2003-2OOS 

Essential Utilities Corporation is a consulting and services group in the energy sector 
and the telecommunications sector. It primarily optimizes utility purchasing and 
contracting arrangements for Fortune 500 companies. Gary was an executive director 
during thiS period, guiding the growth of the company on behalf of an external 
investor. 

Director, Bluegum Ventures 2007·2011 

Bluegulll Ventures is a small venture capital company focused on the high technology 
sector. Gary partkipated as a Director of Bluegulll during this period, primarily 
raising finance for external companies and then guiding them through their initial 
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growth stages. 

CEO, Infostream Group l010-l011 

Gary was appointed as a contract CEO to assist in the turnaround of the Infostream 
Group, a technology company developing emergency services communication 
technology for the world wide market. 

COO, Sun Interconnect lOll-Present 

Gary established Sun Interconnect with several business partners to capitalize on the 
shift to solar energy. Sun Interconnect specializes in solar power purchase 
agreements and leasing <lrnmgements, <lnd is active in the Australian and New 
Zealand marketplaces, 

COO, Negawatt Business Solutions Australasia lOll-Present 

Gary took on the role of Chief Operating Ofl1cer for the Negawatt gr'oup ill the 
Australasian region, and is responsible for guiding the growth of the group in that 
region. 

B.Sclence (Sydney UnIversity) Mathematics and PhySiCS 

B.Englneerlng (Hons) (Sydney University) Electronics 

M.Sclence( London School of Economics and Political Science) Economics 

Master Town and Country Planning (Sydney University) Public Economics 

Skills Core skills include: 

Product Development and strategy. especially in the high technology 
industries 

Business management 

Systems development 

People management and empowerment 
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thomas.smith@negawatt.com 

To utilize my 32 years of vast energy industry experience to assist companies and institutions with their analysis, 
investment, management and operation of energy related companies and technologies. 

EXPERIENCE 
GI ENDURANT (GIE)/ENDURANT ENERGY (EE), Chicago, II www.endurantenergy.com 2006- 2012 
President and Chief Executive Officer 

• Developed the overall company business plan and founded EE in early 2006. Structured and implemented a 
private equity investment for the company and started formal operations in June of 2006. Grew the 
company to $10,000,000 in revenue with 25 employees and obtained profitability during very difficult 
market conditions. Coordinated and finalized the acquisition of a service business from Northern Power 
Systems in 2008 and turned the business unit from a loss position to profitability in just over 12 months. 
Structured and finalized the ultimate sale of EE to Geothermal International (GI) in December of 2011. 
Worked with GI to obtain and close a private equity investment that was used to purchase EE, form GIE 
and fund the growth of the combined organization. Developed the overall company business plan for GIE, 
and led the integration/transition to UK management which was completed in late October of2012. Overall 
company responsibilities were the management of all business activities which included consulting, 
development, contracting, owning, operating and maintaining energy projects in both cogeneration and 
geothermal markets. 

EQUITY OFFICE PROPERTIES (EOP), Chicago, IL 2001- 2006 
Vice President of Energy Operations 

• Responsibilities included the fonnation, development, implementation and management of a complete 
energy program for 700+ commercial office buildings. The energy programs included reporting, 
monitoring, procurement, auditinglbill processing, demand side management and on site power generation. 
Assured that each building's energy was utilized and/or produced as efficiently as possible, distributed with 
minimal losses and procured strategically by aggregating loads and optimizing the timing of purchases. 
Responsibilities also included company-wide energy budgeting, deal structuring and public reporting. 
Managed communications and operations between tenant companies, field offices, customers and 
investors. 

• Accomplishments included successful management of $300,000,000 in annual energy spend in 25 different 
markets throughout the country. The procurement strategies deployed produced over $25,000,000 in direct 
energy savings per year. A complete cogeneration program was developed, implemented and managed. 
Formed a subsidiary of EOP; On Site Energy Providers (OSEP), to own, operate, manage and maintain 18 
cogeneration assets. Secured over $7,000,000 of incentive funding for OSEP and created a deal structure 
for the company and tenants to share in the benefits of onsite power generation. 

AMERICAS POWER PARTNERS INC. (APP), Hinsdale, IL 1998-2001 
President and Founder 

• Founded APP to own, operate and maintain utility generation and distribution systems for industrial, 
institutional and commercial customers. Developed the company's business model and raised working 
capital from private equity and industry sources. 

• In addition to successfully building the company, created two distinct energy financial products, Utility 
Optimization and Utility Monetization. Structured, executed and implemented transactions with H.J. Heinz 
Company, Western Michigan University and Pharmacia Upjohn. Obtained over $10,000,000 in annual 
revenue in two years and managed the complete business operation including sales, operations, finance and 
legal. 
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ALTERNATIVE ENERGY CONSULTANTS (AEC), Ann Arbor, MI 1996·1998 
Managing Partner 

• Fanned AEC in 1996 to offer total consulting services for utilization, procurement and outsourcing of 
energy for industrial and institutional customers. 

• Accomplishments included the structuring and implementation for the sale of two H.I. Heinz cogeneration 
plants located in Pittsburgh, P A and Leamington, Ontario to a third party owner/operator. Developed a 
cogeneration deferral rate for a Pharmacia Upjohn plant in Kalamazoo, MI that saved the facility over 
$3,000,000 annually in electric costs over a multi-year contract 

SKYGEN ENERGY CORPORATION, Chicago, IL 1993-1995 
Vice President Business Development 

• Responsibilities included the management of business development activities for third party ownership of 
cogeneration systems worldwide. 

• Accomplishments included the structuring and managing of a network of representatives in key worldwide 
markets, the signing of exclusive cogeneration development contracts with key customers such as 
International Paper, Ford Motor Company and Pharrnacia Upjohn. 

U.s. TURBINE/ROLLS ROYCE ENERGY SYTEMS, Cincinnati, OH 1989-1993 
Vice President Sales and Marketing 

• Responsibilities included the implementation and management of a worldwide sales and marketing 
organization, management of key original equipment manufacturers (Rolls Royce, Allison Gas Turbines, 
Kawasaki, Mitsubishi and General Electric) and sales activities for industrial, institutional and utility 
accounts. 

• Accomplishments included obtaining the largest sales volume in company history, implementation of a 
successful engineering and construction division and expansion of the company's product line and 
geographic markets. 

INTERNATIONAL POWER TECHNOLOGY (lPT), Palo Alto, CA 1985-1989 
National Sales Manager 

• IPT commercialized and patented a gas turbine power enhancement technology called the Cheng Cycle, as 
well as developed, financed and operated cogeneration projects. Responsibilities included the development 
and support of Cheng Cycle licenses and the project development for IPT owned power plants. 

• Accomplishments included the sales of the Cheng Cycle systems, the structuring of four licensing 
agreements and the ultimate company sale to Vost Alpine. 

WESTINGHOUSE ELECTRIC CORPORATION, Pittsburgh, PA 1980-1985 
National Sales Manager - Sales Engineer Trainee 

• Held various positions within Westinghouse including National Sales Manager, Product Sales Manager, 
Marketing Planning Specialist and Sales Engineer Trainee. 

• Accomplishments included completing the four-year engineering training program, development of a 
financial modeling program for energy efficient products and the sales of numerous products into the 
alternative energy markets with focus on cogeneration and wind power. 

ORGANIZA nONS 
United States Combined Heat and Power Association, Midwest Cogeneration Association (Board 
Member), Real Estate Roundtable Energy Committee and Geo Exchange 

EDUCATION 
:t\liami University, Oxford, Ohio B.S. Degree in Business .Administration, 1980 
Westinghouse Electric Engineering Sales Program, 1984 


