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Advice from the experts
SMARTER

»ULAlttNCHUi
El Tina Vierra

N o one doubts that solar energy
and other forms of renewable
energy are a smart move for
wineries, and Planet Earth in

general. The process of switching your
winery to solar energy, however, is
expensive, complicated, and requires
months to accomplish. Experts and the
wineries who have already done it offer
a variety of suggestions (and cautions) to
wineries contemplating the change.

Manage your energy demand first
The first task involves establishing

your winery's baseline energy use, and
perhaps obtaining an energy audit if
you haven't already. (See "Benefits of
Energy Auditing for Your Winery"
May/June 2005.) Although PWV
offered several alternatives for low-cost
partial audits in that article, experts say
that if you are going solar, invest in a
professional engineer and a full audit.
You'll see why this relationship (winery
to independent engineer) will be impor-
tant both before and after you install a
solar photovoltaic (PV) system.

Why obtain energy use figures and
an audit? Because your energy con-

sumption will determine the size of
solar array appropriate to your win-
ery's needs. Given the large capital
investment demanded by the installa-
tion of solar power, reducing your
energy demand before going solar will
pay you back in reduced capital outlay.

"The most common ways for wineries
to reduce demand are with insulation,

S U S T A I N A B L E B U S I N E S S

129 KW solar system at Shafer Vineyards,
Napa, CA. Two arrays face east, two face
west, and the ground mount (top right of
photo) faces south for maximum exposure
of panels. Photo courtesy Premier Power

upgrades of lighting, HVAC, refrigera-
tion, and drive motors," says Rick
Whisman of PowerLight Solar Electric
Systems (Berkeley, CA) which recently
installed a 424 KW system at Wine Service
Co-Op (WSCO) in St. Helena, CA.

Gopal Shanker of Wine Business
Strategies (Calistoga, CA), was the
independent consultant who advised
WSCO general manager Bob Holmes
on efficiency upgrades and selection of
a solar installer to meet WSCO's needs.

"WSCO had already replaced one
roof with a more efficient, better-insu-
lated one, which meant they did not
need the added expense of insulated
solar panels," explains Shanker. "They
also planned a lighting retrofit, a sec-
ond insulated roof, and an HVAC
upgrade, which reduced the size of the
solar array needed from 508 KW to 424
KW. Reducing baseline energy use
allowed WSCO to install a system 17%
smaller than originally needed."

Many solar energy providers work
with wineries to reduce energy demand
before solar panels are installed. Darryl
Conklin, president of Renewable
Technologies Inc. (RTT) in Sutter Creek,
CA, says: "RTI engineers are trained by
Pacific Gas & Electric (PG&E), to perform
energy audits in a winery to reduce energy

33.3 KW solar system at Robert Sinskey Vineyards, Napa. Panels are west-facing, with the
larger array on a 20° slope and the smaller on a 10° slope. With five inverters, real yield of
the panels averages about 28 KW. Phase II — a second PV system estimated at 35 KW, will
be installed on the parking lot trellis structure in 2005. Photo courtesy REC Solar
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demand before designing a solar installa-
tion. Implementing these 'Best Practices' is
how RTI and the market set the standards
for the renewable technologies industry."

Sun Power and Geothermal Energy
(San Rafael, CA) holds a general con-
tractor's license and provides full pro-
fessional audits by qualified engineers.

Shafer Vineyards (Napa, CA) installed
a 129 KW photovoltaic system in 2004.
"Prior to going solar, we had always been
careful about our electrical use, so we did-
n't need to take extraordinary measures,"
reports Doug Shafer, president. "We
worked with an independent engineer
and our solar installer, Premier Power."

Innovation in
ROPP Capping

:

•*?

I

Only a few ideas can actually be called "innovations."
We are proud to introduce a major bottling innovation, which is changing the way we
think about product protection. The patented design of the AROL EURO/VA-C capping
machine allows for the creation of a light vacuum into the headspace prior to final cap
application. This is state-of-the-art in aluminum ROPP closing machines and will
improve your ability to produce the highest quality product.

AROL www.arol.com
A division of Angelus Sanitary Can Machine Company

450 Satellite Blvd. NE Suite D • Suwanee, Georgia 30024 • Tel: 678-318-1290 • Fax: 678-318-1296 • Email: salesusa@arol.com

Rebates, incentives, tax credits
Once you've established your

energy demand and know the size of
the solar array required, you are ready
for the red tape. Solar energy installa-
tion is such an expensive venture that
its proponents have long fought for,
and obtained, government and utility
incentives to attract homeowners and
businesses to make the switch. That, of
course, comes with complex paper-
work requirements.

Currently, the California Energy
Commission (CEC) and the California
Public Utilities Commission (CPTJC),
through PG&E and other utility com-
panies, offer rebates on the initial solar
power installation. The rebates come
from capped funds provided by utility
rate-payers and dwindling state gov-
ernment funds, and since the money is
limited, the waiting list is getting
longer every day.

In addition to rebates, the State of
California offers tax incentives. Solar-
powered businesses are exempt from
property taxes on the amount their
property value increases from the solar
installation. They also receive a 7.5%
state tax credit. The federal govern-
ment gives a 10% investment tax
credit. Both state and federal govern-
ments offer accelerated depreciation
savings on solar installation.

How to make sense of all this? First,
all solar energy providers have made
themselves experts on the number-
crunching and paperwork. Each can
quote you a price for solar installation,
followed by a list of reductions from the
credits and rebates for which your win-
ery qualifies. Many will even file the
paperwork for you, or as Sun Power and
Geothermal Energy did with Green &
Red Winery (Napa, CA), will carry the
rebates for you, charging the winery only
the post-rebate cost of the system.

Then there is the matter of taking all of
the above numbers to your bank for
financing. Chris Bunas of SolarCraft
(Novato, CA) knows his winery clients
have a variety of financing options. "There
is a personalized flavor of financing for
every customer need. A winery may
obtain financing by conventional property-
secured means, or by business equipment
lease," he explains. "In either case, we can
provide a detailed 30-year proforma to a
bank for review of the financing request."

Bunas cautions that rebates are up-
front cash costs the installer can handle

»
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for the winery, but the tax credits and
depreciation are the tax-responsibility
of the new system owner, and the solar
provider can only estimate these numbers.

Once financing options are estab-
lished, it makes the best sense for the
winery to consult its accountant. "Solar
companies provide good and valid infor-
mation," affirms CPA Barbara Cooke of
Brotemarkle, Davis and Company (St.
Helena, CA). "But a winery needs pro-
jections specific to its own financial situ-
ation. Accountants should be pro-active,
and should be brought in before a win-
ery commits to solar installation, as with
any acquisition or sale of assets."

Rob Sinskey, owner of Robert
Sinskey Vineyards (Napa, CA), is a
client of Brotemarkle Davis & Co., who
consulted his accountant before the
winery installed a solar photovoltaic
system (by REC Solar, Los Osos, CA) in
late 2004. Sinskey filed for rebates but
was turned down for the CPUC rebate
(from PG&E) when the funds ran out
before his claim was processed.

Though Sinskey determined his
winery could use a solar array of 68 to
72 KW for 100% of its energy needs,
with the loss of the rebates, he elected to
install only a 33 KW system in 2004. The
winery did receive the CEC rebate, tax
credits, and accelerated depreciation.

Robert Sinskey winemaker Jeff
Virnig is handling "Phase-2" - the
second solar installation of about 35
KW — on the trellis system above the
winery's visitor parking lot in 2005.
Both available rebates were obtained
on the second installation.

What can you expect
solar panels to produce?

Solar photovoltaic energy systems
are 100% efficient only under ideal con-
ditions, as in laboratories. The true per-
formance of PV systems depends on
many real-world conditions and factors.

The first place you can lose power is in
the intensity of UV light on a given day.
The temperature of the panels and their
inverters also plays a role, as does the age
of the PV modules. "Equipment warmed
by outdoor temperatures higher than
those in lab conditions can produce 10%
to 12% less power," notes Shankar.

Next, the number of panels wired
together, and the number of inverters
used, can reduce system output. The more
inverters in use, the more system effi-
ciency you stand to lose. Jeffrey Patterson

of Mount Eden Vineyards (Saratoga, CA)
evaluated the pros and cons of using mul-
tiple inverters when Akeena Solar
installed a 20 KW system in 2003.

"The inverters can be the weakest
link in a PV system," says Patterson.
"If we had only one inverter and it
went down, the whole system would

be down. We decided it was safer to
use nine inverters, in spite of power
loss. If one inverter goes down, we still
have a working system."

Positioning (facing direction and
angle of the panels), distance from the
meter, and unblocked exposure of the
panels to UV rays are the final ele-

USE SOLAR
ENERGY IN THE

F I E L D EVERY DAY.

Every day your vines convert energy from the sun to help them grow. Your business can use that same
free energy while promoting sustainable practices to your customers.

Today's technology makes solar energy systems more affordable, efficient and easier to install. Since
1984, we've installed over 3200 North Bay solar systems — both thermal and electric — for use at
wineries, vineyards, storage facilities, pools and homes.

We've sold over one million square feet of solar
collectors in Northern California. With the clean
energy generated by SolarCraft installed systems
our customers are saving over $6.5 million annually
while eliminating more than 24,000 tons annually of
greenhouse gasses.

SolarCraft offers cost saving systems to meet the needs
of small and large-scale vineyards, wneryies and homes.
With more than 20 years of experience SolarCraft's
trained professionals are the North Bay's "Solar Energy
Experts."

Ask about our 100% financing solutions for home
or commercial electric solar services.

Call us today to schedule a FREE energy analysis.
Our solar energy experts have the answers to

your questions.

SOLARCRAFT

285 Bel Marin Keys Blvd, Suite D,
Novato,CA 94949

Main Office: (415) 382-7717 • Fax: (415) 382-0592
Sonoma: (707) 778-0568 • www.solarcraft.com
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Tractor Barn 3-phase Xantrex
I Inverter 30208

^Ground Mount

300 feet

N

A
Shafer Vineyard's solar system layout.
A. Tractor barn array, 80 PV panels, total 13.2 KW
B. Ground mount array, 96 PV panels, total 18.84 KW
C. Winery roof arrays, 256 PV panels, total 42.24 KW
D. Barrel room arrays, 332 PV panels, total 58.08 KW
Diagram courtesy Premier Power. PG&E Meter1-j

ments in the efficiency equation.
Mount Eden Vineyards may have sac-
rificed some efficiency with inverters,
but it was able to use optimal panel
positioning. "We're up on top of a
mountain, and were able to mount the
panels at a 30-degree angle, facing
south on a hillside," Patterson reports.

The only disadvantage to the location
of Mount Eden's panels is their proximity

to the winery's dirt access road. Patterson
admits to being plagued by dust, and has
to wash the panels weekly. He watches
the monitoring system (provided by the
solar photovoltaic system installer) for
signs mat the panels are losing efficiency.
"Solar energy is so passive, you have to
watch over it — a little bit of dust, a little
cloud cover, and you can watch your out-
put go down quickly."

Shafer Vineyards has panels on four
rooftops plus a ground-mount set of
panels. "We used existing rooftops for
the two arrays facing east and two fac-
ing west," Shafer says. "On the ground
mount, we were able to use the best
south-facing direction."

Shanker of Wine Business Strategies
summarizes the potential energy col-
lection of panels with this example:
"Say you have a 100-watt PV panel.
The CEC rebate may be based on 84 of
those 100 watts, indicating they expect
about 84% of full efficiency from solar
panels under field conditions. Given
losses for multiple inverters (4% to
10%), dirt, daylight hours, precision of
installation, wiring and voltage mis-
matches, panel direction (south-facing
is best) and other factors, you can real-
istically realize anywhere between 67
and 84 watts from a 100-watt panel."

Net metering
Barry Cinnamon of Akeena Solar

(Los Altos, CA), has shown clients how

Improve your product
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A-1 Rate (Before Solar)
Current Monthly Energy Costs and Surcharges

I Total Energy Surcharges D Total Energy Charges

A-1 Rate: Monthly Energy Costs and
Surcharges with fV System installed

Tolal Energy Surcharges D Total Energy Charges

A6 Rate (Before Solar)
Current Monthly Energy Costs and Surcharges

D Surcharges • Peak O Partial Peak • Off Peak

the net metering program (whereby
new solar energy-producing wineries
can feed excess electricity to the utility
grid) is a good one but not without pit-
falls and technical glitches.

"Rebates like net metering are available
from most states to reduce or eliminate
your electric bill, not to help consumers get
into the commercial power generation

business," says Cinnamon. "As a result,
while your utility is legally required to buy
power back from you at the retail rate, you
are paid only up to the point where your
net annual PV production equals your net
consumption. In other words, the best you
can do is break even."

Solar wineries on a net metering sys-
tem are billed by the utility annually. It's

better for the winery to get a small
annual electric bill than to see a negative
one. That's because if your net annual
bill is in the negative, you've installed a
larger PV system than necessary.

Back at the beginning, when you
were establishing baseline energy
use, you also needed to determine
your winery's utility rate schedule.

Cheers to savings with solar.

The clean, renewable energy of solar saves money while
contributing to a healthier environment. And like a fine wine,
solar electric systems are more valuable with time, protecting

from future energy rate increases and offering long-term
financial returns. Call Ryan Park, Director of Commercial Sales,
at x!07 for a free site evaluation and custom financial analysis.

• Expert Design

• Professional Installation

SOLAR I BSF •«•»"*-»
Reneweble Energy ConceptB, Inc. " •••*»

License SHARP
Savings for today. Energy forever. *?50i84 b,&m,

1.888.OK.SOLAR www. recsolar.com

SCREW CAPS
A Superior Seal

The Cap Chosen by

DON^SONS
SEBASTIANI
DON8SONS

Distributed by Scott Laboratories, Inc.
Tel: 707-765-6666 - Fax: 707-765-6674
2220 Pine View Way - Petaluma, CA 94954 O
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A6 Rate: Monthly Energy Costs and
Surcharges with PV System installed

Q Surcharges •ak D Partial Peak

"Al, A6, A10, and E19 are the sched-
ules we're seeing most often at
wineries," says Cinnamon. "In gen-
eral, time-of-use (TOU) rates like A6
are most advantageous to wineries
going solar, as long as the PV system
is sized properly."

Cinnamon has also found that some
wineries are on El residential rates, owing
to the winery having been a home-based

(160

A-10 Rate (Before Solar)
Current Monthly Energy Costs and Surcharges

I Meter D Energy • Demand D Energy
Charge Surth.irHt' Chargis Charges

A-10 Rate: Monthly Energy Costs and
S1 Surcharges with PV System installed

I Meier D Energy • Demand D Energy
Charge Surcharge Charges Charges

BIRD CARD SUPER PRO II.
"The new Super PRO II continued being effective long after the birds
habituated to the old Super PRO. I also like the sound jumping from
speaker to speaker. It really kept the birds moving"-Valley Farm Mgt.

The Super PRO II for $550 (and the new PRO Plus for $325 that
covers 3 acres) has distress calls that randomly change in frequency,
duration, and individual speaker sequencing.That means the calls
coming from one speaker at a time create the illusion injured birds are
scattered throughout the vineyard. And each species call is
electronically modulated creating the illusion more than one bird of

that species is injured. (NOTE: Both the Super PRO II
and the PRO Plus now have the chip in front so they
can be easily replaced for new chip updates.)

What vineyard managers are saying about the Mega PRO
"All the birds just left...nothing left. We even stopped using the canons.
The Mega PRO really did a great job."- Bob Kidston, Dykeview Farms

"The Mega PRO paid for itself the first season because of the money
we saved on bird patrols and pyrotechnics" - Daryl Salm,Valley Farm
Management

"Two years ago we got the Mega Pro. After the
horrible 2004 season, with many vineyards getting
little or no grapes, a 3 acre section of riesling
yielded 20 tons. Needless to say, our wine maker
was very happy. Had the starling flocks been there,
we would have lost $20,000-$30,000 worth of
grapes." - Jack Keller, Hazlitt 1852 Vineyards

The Mega PRO has 120 decibels of output and
covers up to 30 acres. It's 60 times as powerful
as the Bird Gard Super PRO II that covers up
to 6 acres. Included with the Mega PRO is a
200 watt amplifier, a 20 speaker tower, and
a 40 watt solar panel. List: $3000.
Preseason special: $2400 plus shipping.

MEGA PRO

BirdGardPRO
JWB Marketing LLC

www.biiddamage.com
To order call 800.555.9634
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WK-8 for PVC + polylaminated
capsules for wine bottles.
Machine speed:
170-180 capsules/minute

WK-12 for PVC + polylaminated
capsules for wine bottles.
Machine speed:
225-250 capsules/minute

SK-12 for aluminium or
polylaminated capsules
for champagne bottles.
Machine speed:
160-180 capsules/minute.
With an adaption set it would
be possible to produce also
PVC + Polylaminate capsules
for wine bottles with a machine
speed of 200 capsules/minute

Keep in contact with:
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I.-1 Rate (Before Solar)

I Over 300% $0.26 n 200% Baseline $0.19 .100% Baseline $0.13

300% Baseline $0.24 130% Baseline $0.14

E-1 Rate: with PV System installed

rOver 300% $0.26 a200% Baseline $0.19 •100%BaselineS0.13
300% Baseline $0.24 -130% Baseline $0.14

business which then grew to a viable
commercial size. "In these cases, it may be
advantageous to install a new commercial
meter, since the basic commercial rate
(Al) is more favorable under net metering
than the basic residential rate. Your utility
may not explain this to you."

Some wineries have reported to PWV
that they had difficulties with PG&E
when installing solar energy. Complaints
ranged from slow service when swap-
ping in the new meter for net metering, to
glitches and failure of the new meter con-
nection. Given these reports, keeping that
engineer you hired in the beginning
available, as Mount Eden Vineyard has
done, may be advisable.

"The trick to achieving trouble-free
interconnection is to do all of the paper-
work properly at the outset," Cinnamon
advises. "Make sure your installer knows
about special utility requirements, and
there is nothing out of the ordinary about
your meter or electrical service before
installing solar. We have heard about
problems that relate to customers
installing systems without utility

r
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approval, or trying to get PG&E to sign
off before the local building inspector
signs off on the construction permit."

Post-installation warranties
By law, PV panels and inverters

must be warranteed for a certain num-
ber of years after installation. Ask your
solar provider what warranty they
offer under the laws of your state.

Savvy wineries need to know that
they can also obtain warranties for

more than just parts and service on the
solar array. Holmes at Wine Service
Co-Op has a PowerLight contract stat-
ing that they pay the Co-Op if the sys-
tem does not earn the return on invest-
ment promised. Not all solar installers
will offer a post-installation warranty
unless the customer knows to ask.

Green Tags
Green Tags, more formally known as

Renewable Energy Certificates (RECs),

are purchased by energy consumers who
wish to support renewable energy finan-
cially, even if they are not or cannot
becom^ renewable energy producers.
The money from the sale of Green Tags
must be used by the company who sold
it for investment in renewable energy.
One Green Tag is the equivalent of 1
megawatt (1,000 KW) of energy.

"If an energy consumer (such as a
winery on a standard utility grid draw-
ing power from fossil fuel sources)

for bulk wine, grapes, concentrate
and specialty products
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John Ciatti
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System inverters (brand is PVPowered,
model PVP2800) mounted by REC Solar on
back of solar panel racks at Raymond Burr
Vineyards (Healdsburg, CA). Inverters
convert DC to AC electricity and are the
control units of the PV system. Photo
courtesy Chris Bunas, SolarCraft.

wanted to switch to solar or other
renewable energy, they could theoreti-
cally sell these Green Tags to help off-
set the cost of the project," reports
Heather Zwaduk of REC Solar. "Green
Tags vary in value from a few dollars to
a few hundred dollars per MWh
(Megawatt hour) of energy produced
over the life of the system.

"Bonneville Environmental Founda-
tion (www.b-e-f.org) is an example of a
Green Tag buyer. The non-profit foun-
dation supports renewable energy by
purchasing Green Tags from compa-
nies who install renewable energy."

For-profit businesses also buy
Green Tags when they find they want
to support renewable energy, but are
not good candidates for installing it on
their own sites. To find sources to sell
your Green Tag, check with your state
and federal Energy Commissions, or
the internet.

"The complication to Green Tags is
the question of who owns them in the
first place. In states such as New Jersey,
the government has established that
the solar power producers own their
Green Tags. But in many other states,
including California, the utility compa-
nies insist they should own the Green
Tags, because they built the utility
grids which receive the energy pro-
duced, and because they subsidized
the installation cost through rebates."

The State of Nevada reached a com-
promise on the issue by requiring solar
photovoltaic system owners to accept
either the rebate or the Green Tag, but
not both. The State of California,
specifically the CPUC, is expected to
clarify the issue for its citizens in 2005,
a ruling that will affect the accumu- •
lated 93 MW of photovoltaic systems
installed so far under rebate programs.

Since the Federal Energy Regulatory
Commission (FERC) ruled in 2003 that
the renewable system owners own
their Green Tags unless stated other-
wise by a state or a contract agreement,
wineries who own renewable energy
systems are advised by Fred Sisson
(REC Solar vice president), to transfer
ownership of a Green Tag only by
signed contract, and to carefully inves-
tigate Green Tag ownership regula-
tions in their own states.

Less than 10% of small-scale renew-
able energy site owners even know
what a Green Tag is, and only 6% know
they can sell it for extra revenue,

Vineyard & Irrigation Supplies
Experienced inside and outside sales staff to help with all vineyard needs.

Located in the Heart ofNapa County.

W One Stop Vineyard Source & Winery Supplies
W Irrigation-Drip, Sub-Surface, Sprinkler, Frost Protection
W Vineyard Farming Products & Accessories
W Drainage & Erosion Control
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%' Macrobins
'i' Delivery
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"As a businessman, the estimated cost
savings over the life of the system - made
the decision a no-brainer. What we didn't
realize was the PR value. We've been
receiving calls from all over the country
complimenting us for putting in the solar
power system and asking how they can
buy Our Wine!" -Jeffrey Patterson, Owner

Mount Edgn Vineyards, Saratoga, CA

Akeena
Solar

For a Free Site Survey and Feasibility Study

:
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f>
according to the Center for Resource
Solutions (quoted in Photon Interna-
tional Magazine, March 2005). Despite
that confusion, the market for Green
Tags continues to grow. Over 10 mil-
lion MWh of Green Tags were traded
in 2003,12 times the volume of 2002.

Green marketing
Marketing your winery as organic,

green, or whatnot is a difficult task, but
studies show that consumers respond
positively. With a choice of two bottles
of similar wine on the shelf, 46%
would buy an organic-labeled one, for
instance, all other things being equal,
reports Dean Marks, president of
Premier Power (El Dorado Hills, CA).

Fifteen percent of American con-
sumers would even buy the organic-
labeled wine at a price up to 22%
higher. Marks found the statistics in
the National Environmental Education
and Training Foundation "Roper
Report," an annual evaluation of
American attitudes toward the envi-

ronment and knowledge of environ-
mental issues.

"In consumer surveys, 48% of the
population cares about the environ-
ment," adds Marks, "and is willing to
purchase an eco-friendly product if it
does not require too much effort."

Marks warns that simply installing
solar energy will not automatically
generate publicity and higher sales.
"You need to go deeper than one step.
Solar energy should be only one part of
your winery's overall sustainable prac-
tices and core values."

Organic farming, recycling, waste
management, and energy efficiency prac-
tices, together with renewable energy use,
comprise the core list of practices most
consumers deem "green," adds Marks.

Sinskey agrees with going to sus-
tainable practices in every aspect of
winery business. "It has always been
our philosophy to be green, so we're
not doing this as a marketing attempt.
We have been farming organically for
almost 15 years. This is just one more

S U S T A I N A B L E B U S I N E S S

step toward completing the process.
We are also looking into alternative
fuels and the increased use of animals
in the vineyard. We want to walk the
walk, not just talk the talk."

"Our approach to sustainable farming
has been evolving since planting our first
cover crops in the late 1980s," says Shafer.
"Eventually it came to include erecting
hawk perches, owl nesting boxes, making
our own compost, recycling our water,
putting songbird houses throughout our
vineyards, erecting a bat box, etc.

"At each stage we've tried to com-
municate what we're doing new and
why we're doing it. We know there are
a number of consumers who prefer to
buy from companies with core values
embracing environmentally-friendly
practices. I'm not sure that means we
have a marketing plan. It would be
great if we were that organized."

Future is bright for solar
In 2005, California Governor Arnold

Schwarzenegger introduced Senate Bill
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I By Monarch Mfg. Inc.

Plant Propagation and Protection System

Providing grape growers
quality containers, trays

and vine protectors
for 35 years.

MONARCH
ANUFflCTURINQ, INC.

WWW.MONARCHMFG.COM • 800-284-0390

Strategy, Action, Profit!
Managing inventory is more complex in the wine business than in almost
any other business. Consumers change quickly; vineyards change slowly.
Supply lurches from excess to shortage. Winery and grower profits depend on
anticipating these changes. Turrentine Brokerage has an unparalleled record
of predicting wine business trends and helping clients to profit from them. If
you deal with wine or grape supplies, if you need to buy or sell grapes or
wines in bulk, you need Turrentine Brokerage.

Erica Moyer • Michael Robichaud • Brian Clements • Steve Fredricks • Bill Turrentine

Call now for the best grapes, processing,
wines in bulk and strategic planning.

TURRENTINE
GRAPES & WINE

www.turrentinebrokerage.com • 415-209-9463
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1 (SB1), authored by state senators
Kevin Murray and John Campbell (one
Democrat, one Republican), to the leg-
islature. SB1, also being called the
"Million Solar Rooftops Initiative," is
the most ambitious solar plan yet intro-
duced in the U.S. At press time, SB1
had cleared committee and was going
to the State Senate floor, where it was
expected to pass.

"SB1 is ambitious," affirms Shanker.
"It intends to reward energy efficiency
and solar energy installation. Wineries
that become more energy-efficient
before installing solar get extra credits."
Shanker attends public forums on the
bill's progress.

Under SB1, the CEC and CPUC
rebates will be combined in one pro-
gram. From January 1, 2006, incentive
rates will be allowed to decrease no
more than 7% annually until December
31, 2016, by which time, given addi-
tional rewards for companies who
reduce their energy demand before
installing solar, the state hopes to see

one million homes and businesses
install PV systems.

All new homebuilders would be
required to offer PV systems after
2010. (Premier Power has already
built one successful all-solar housing
subdivision near Sacramento, CA,
with two more underway.) The net
metering cap would be raised from
0.5% of a utility's power grid to 2%,
with the property tax exclusion and
the 7.5% state tax credit extended
until 2017.

"Right now," says Shanker, "the
State of California is third in the world
behind Japan and Germany in PV
installations." Between 1994 and 2003,
Japan increased its solar installations
from 24 MW to 860 MW. In approxi-
mately the same time frame, Germany
grew from 6 MW to 260 MW of solar.
Under SB1, California would eclipse
these numbers, because if the resulting
program is successful, installations
would grow from 93 MW in 2004, to
3,000 MW by 2017. •
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Resources:
Akeena Solar, www.akeena.net
Brotemarkle, Davis & Company, www.napa

valleycpas.com
PowerLight Solar Electric Systems, www.po

werlight.com
Premier Power Renewable Energy, www.pre

mierpower.com
REC Solar, www.recconcepts.com
Renewable Technologies, Inc., www.renew

able.com
SolarCraft, www.solarcraft.com
Sun Power + Geothermal Energy, www.sun

powergeo.com
Wine Business Strategies, www.wine

businessstrategies.com

Pacific Gas & Electric renewable energy
program, www.pge.com/selfgen

California Energy Commission renewable
energy program, www.energy.ca.gov/
renewables

Progress of Senate Bill 1 in California,
http://info.sen.ca.gov
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RENEWABLE TECHNOLOGIES INCORPORATED

Renewable Technologies, Inc. and the future
of energy would like to congratulate

David Lucas and Lucas Winery.
Mr. Lucas, you are a true visionary, leader,

champion, and an early adopter!
Thank you for supporting

the Renewable Technologies Industry
by purchasing a SolarStar" Electrical Energy System.

Renewable Technologies, Inc. also congratulates
Lucas Winery and "The Suprem.es" on the

5-4 Supreme Court decision concerning the 21st Amendment!

FOR MORE INFORMATION ABOUT THE FUTURE OF ENERGY, CONTACT:

RENEWABLE TECHNOLOGIES, INC.
800-550-7652 www.renewable.com
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