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Foreword
The climate transition has entered a new phase, one defined not by ambition, but 
by execution. The question is no longer whether corporate demand for clean 
technologies will materialise, but whether the systems exist to translate that 
demand into bankable projects and agreed offtakes at the speed and scale the 
transition requires.
 
The evidence for that demand is now compelling. HSBC s̓ global Sustainability 
Pulse Survey found that businesses and institutional investors are aligning on 
sustainability as a source of competitive advantage and long-term value creation, 
not a compliance burden. Climate technology is being integrated into core 
business strategy, and capital allocation to the transition is accelerating with 63% 
of corporates surveyed planning to invest in these technologies.
 
And yet First-of-a-Kind projects, the very facilities needed to bring breakthrough 
technologies to market, remain stubbornly difficult to finance. The bottleneck is 
rarely technology readiness. It is the structural gap between corporate 
sustainability commitments and the long-term offtake agreements needed to 
unlock project finance. Ambition, without contractual follow-through, leaves FOAK 
developers caught between a proven pilot and a fundable commercial facility.
 
Closing this action gap requires corporates to move from saying to doing. Offtake 
agreements are not simply purchasing decisions, they are the enabling 
mechanism that allows innovative climate technologies to cross the valley of 
death and reach commercial scale.
 
This report, produced in partnership with Currence, sets out how corporate 
buyers can deliver in 2026 and in doing so, turn transition commitments into 
tangible first-of-a-kind impact.

Austin Badger
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Julia Attwood

Head of Research 

Currence

Companies play an incredibly important role in climate technology and innovation. 
While policy can kick-start an industry and level the playing field for a while, it s̓ up 
to developers, equipment manufacturers, utilities, and startups to accelerate 
technologies down the cost curve and into the promised land of 
commercialization.

Offtake is one of the most meaningful forms of partnership in FOAK development. 
It often provides not just the promise of funding, but also of feedback, test runs, 
and credibility in the market. The first offtakers shoulder the burden of risk for the 
industry. But theyʼre paid back in early access and the chance to shape a product 
theyʼll buy for decades. 

Today, corporates are playing a critical role in driving clean power deployment, 
enabling low-carbon fuels to scale, and pushing industrial decarbonization 
forward. We hope this report serves as a guide to help you on your way.
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Corporates play a crucial role in scaling up climate 
tech and it has huge benefits for them

Key takeaways

Early partnerships secure 
access to competitive 
markets

There s̓ meaningful support 
outside of offtake

Cost is not the only 
consideration

Many procurement mandates have 
targets far in the future. But 
capacity can take years to build, 
and companies that havenʼt 
secured supply early can be left 
paying the highest prices for 
constrained supply. If youʼll need a 
market in the future, early offtake 
with a premium is the only way to 
ensure itʼll deliver in time, and start 
its journey down the cost curve.

Case study: Infinium and IAG

Offtake isnʼt the only form of 
support corporates can give 
projects. Sales channel 
partnerships, preferential supply 
agreements, and colocation all 
reduce project execution risk and 
give it a stamp of corporate 
approval that makes lenders more 
willing to consider debt and project 
finance. 

Case study: GravitHy and Rio Tinto

Very little early-stage offtake is cost 
competitive, but co-benefits can 
still drive procurement. The first 
solar and wind PPAs offered price 
certainty, a way to escape the 
volatility of electricity markets and 
fuel prices. Offtake contracts today 
can help hedge supply chain risk, 
increase deployment speed, or 
offer supply certainty in competitive 
(usually compliance driven) 
markets. 

Case study: Form and Crusoe

Take-or-pay contracts 
unlock debt, even if the 
technology is novel

You canʼt escape policy Corporate venture can 
accelerate deals

Firm offtake is the single largest 
factor in whether a FOAK project 
can access funding beyond grants 
and venture capital. If a customer is 
willing to commit to the risk, the 
financiers will too. 

Case study: Google and Fervo

The strongest offtake agreements 
are accompanied by procurement 
mandates like the UK and EU s̓ SAF 
blending requirements. Even 
voluntary carbon offset purchases 
were driven by a belief that carbon 
pricing or climate risk disclosures 
would make them mandatory. 
Corporates drive markets forward, 
but policy still creates them.

Most CVCs have a mandate to 
source innovative tech for their 
parent companies. Investments 
give them a window into how the 
company (and the product) works. 
Theyʼre usually the first offtakers, or 
a key deployment partner.



For offtakers
Recommendations

● If you need a market, make it. Especially where policy mandates low-carbon products, offtakers 
need a healthy market and diverse suppliers. Betting that policies will be softened or repealed over 
time is risky, and could leave offtakers paying higher prices in a tight supply market. If you think 
youʼll need to buy it later, you may as well start now.

● Partner early to get a window into tech and deployment. Seed or Series A investments, 
innovation programs, and pilot-stage partnerships all help companies get a better view into the 
inner workings of a startup or industry theyʼll want to buy from later. Lending a bit of early support 
surfaces the weak points (or advantages) that can kill a much bigger deal later on, and often lead 
to lower prices as an incentive for early offtake.

● Focus on regions with policy support first. Focusing on incentivized markets can help offtakers 
gain experience and trusted supply partners. The level playing field that comes from policy 
support lowers the risk of becoming less competitive by paying green premiums. If most of the 
demand-side is chasing subsidies or complying with mandates, the supply-side will grow faster. 
That broader pool of suppliers, spurred on by government support, will deliver lower prices and 
less risk. That experience can be exported to other markets. 

● Share data to expand the customer base. Most companies would rather be the second offtaker 
than the first. The offtakers taking the most risk by being first can encourage market growth and 
more participation by sharing as much information as possible about the performance and 
advantages of the product. More customers spreads project risk, scales the market faster, and 
lowers costs. 

● Get creative beyond offtake. There are other ways to support a project. Colocating with a 
complementary process, providing a sales distribution channel, or offering discounts on key inputs 
can all help a FOAK project lower costs and reach FID. 



For suppliers
Recommendations

● Leverage corporate relationships to speed deployment. Many corporate venture capitalists 
(CVCs) have mandates to use their investments to test and grow technologies the parent 
company intends to use in the future. Partnering with these organizations can bring not just 
funding, but the experience of the broader company on project execution, and eventually, a first 
offtaker.

● Use partnerships to build the right product. Even if a company isnʼt ready to sign an offtake 
agreement, having early partners test and vet the product is a crucial step. Startups should use 
feedback from these partners to make sure they are building something fit for purpose, and priced 
at the correct level. For example, low-carbon steel used in luxury vehicles may need to meet 
different performance specifications than recycled steel used in cheaper cars. 

● Early bird discounts are worth the price. Offtake is largely a game of follow-the-leader. Once a 
company sees that a competitor or other large company is working with a startup, risks are 
lowered and negotiations can be easier. Bringing in a first offtaker at a lower price can accelerate 
the deal that makes the rest of the plant s̓ capacity easier to sell.

● Willingness-to-pay is usually found in edge cases. A data center struggling to find power from 
traditional sources. A carmaker with demand for a ‘greenʼ vehicle from sustainability-minded 
customers. Suppliers need to find a niche where speed or security are priorities, or an offtaker has 
an ability to pass on a green premium. While these markets might be small initially, they provide 
the base to scale from.

● De-risk piece by piece. Most FOAKs or novel processes arenʼt all new. Demonstrating that much 
of the equipment is commercial and being supplied by an established company, or that there are 
valuable byproducts as an additional revenue stream, are ways of lowering the risk of a project 
and getting offtakers comfortable with making the leap.
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Sustainability is still strategic for businesses
The scale of corporate demand

The conversation on sustainability has undeniably shifted. Businesses and investors now frame renewables as 
energy security, nature-based solutions as resiliency, and novel storage technologies as speed-to-power. But the 
underlying view of sustainability as crucial to business growth remains and most companies still see it as a priority. 
HSBC s̓ Sustainability Pulse Survey showed that most corporates are maintaining a focus on sustainable practices 
and believe that they can hit their targets. Along the way, theyʼll bring funding, offtake, and partnerships for novel 
technologies.

The likelihood companies will meet their climate transition goals over the next 3 years

Confidence in meeting near-term targets is 
strongest in sectors where solutions are readily 
available and cost competitive. Transport 
electrification is already advanced, and 
technology, media, and telecoms companies are 
primarily buying clean power through 
established mechanisms like PPAs and 
renewable energy credits. 

Despite a pullback in policy support, the vast 
majority of businesses surveyed say that the 
climate transition is a business opportunity for 
them. Progress may be quieter, but it is still 
moving at pace, and will require new 
technologies and new offtake.

Source: HSBC Sustainability Pulse Survey

Source: HSBC Sustainability Pulse Survey.

Percentage that believe the climate transition
offers a commercial opportunity for their company

https://www.business.hsbc.com/en-gb/insights/sustainability-pulse-survey
https://www.business.hsbc.com/en-gb/insights/sustainability-pulse-survey
https://www.business.hsbc.com/en-gb/insights/sustainability-pulse-survey


How corporate demand translates across sectors
The scale of corporate demand

The speed of corporate offtake and adoption depends on the ecosystem. While companies are 
committing to procurement changes to reduce their Scope 2 and 3 emissions, itʼs fastest in sectors with 
accessible low-carbon alternatives and policy support. If these are absent, most companies will default 
to conditional agreements or partnerships.

Chart key
Buyer leverage: Do corporate buyers represent a meaningful share of demand?
Low-carbon substitute: Are viable low-carbon alternatives available at scale today?
Cost parity: Are low-carbon options cost-competitive or manageable through credits or carbon pricing?
Procurement maturity: Are there established mechanisms to buy at scale (e.g. PPAs, offtake)?
Policy support: Do policies enable or mandate procurement?
Green = Strong  Yellow = Emerging/Moderate  Red = Weak 

Corporate targets emission coverage

Most targets cover Scope 2 and Scope 3 emissions: 

Scope 2 refers to purchased electricity
Scope 3 captures indirect emissions across the value 
chain, including materials, fuels, and purchased goods

Corporate demand only materializes where a 
combination of factors are in place: 
● buyers represent a meaningful share of demand
● viable low-carbon substitutes exist at scale
● procurement mechanisms are established
● costs are competitive or manageable through credits or carbon pricing 

Policy plays a key role in shaping these conditions, either by enabling access to clean supply or 
maintaining competitiveness by mandating its use. Policy has largely enabled renewable energy 
RE) demand by opening access to clean power markets, while the UK and EUʼs SAF blending 
requirements are driving purchases in sustainable aviation fuel SAF.

Sector Buyer 
leverage

Low-carbon 
substitute Cost parity Procurement 

maturity Policy support

Renewables

SAF

Steel

Cement

Chemicals

Source: SBTi



Clean power access is tightening as demand scales
The scale of corporate demand

Implied demand from targets. According to CDP only 1 in 10 companies disclosing electricity purchases have 
committed to 100% renewable electricity, but those that have are significantly ahead, reporting around 53% RE 
utilization. Among them, 421 RE100 members consumed 544TWh of electricity in 2024, and committed to 
100% RE by 2040. In addition to corporate targets, clean power demand is driven by renewablesʼ cost 
competitiveness and a desire for lower volatility than grid power prices. 

Actual demand today. RE100 companies currently source approximately 230TWh of RE, representing 42% 
of their total 2024 consumption. While this is significantly higher than the broader corporate average (29%), 
there s̓ a significant gap between current procurement and full target delivery. With timelines for new generation 
stretching to 5-10 years, corporates that havenʼt locked in their RE sources now risk missing 2040 targets.

Procurement methods. Companies source RE mainly through unbundled energy attribute certificates (EACs), a 
mechanism for allocating credits for the emissions reductions from renewable power. These accounted for 42% of 
RE100 procurement in 2024, followed by supplier contracts (30%) through utilities or retailers with renewable 
supply, and PPAs (26%), long-term contracts directly with renewable generators.

Current and future spend. The current consumption of RE100 members implies approximately $11–28bn in annual 
spend, based on observed solar price ranges across different US energy markets. Scaling to 100% renewable 
electricity by 2040 would require increasing procurement to around 544 TWh, corresponding to $27–65bn  
in annual spend, depending on RE prices. This implies an additional $15–38bn spend per year in RE purchasing to 
meet RE100 targets. 

What this means. Renewable electricity remains broadly cost-competitive, but access is tightening. Surging 
demand (particularly from data centers) are increasing competition for new clean supply and raising PPA prices. 
Smaller buyers could pool their demand and buy from a large project directly to remain competitive. If they miss out 
on a direct agreement, theyʼll have to fall back on RECs and utility-led PPAs.

Implied RE demand and current share, by industry 
(TWh/yr)

Sources: Currence 2026, RE100 2025, LevelTen Energy 2025  // Note: Implied demand is based on total electricity consumption of RE100 
members in 2024 and assumes 100% renewable procurement. Current demand reflects reported renewable shares in 2024. Annual spend 
is calculated assuming solar 2025 PPA prices in the US. ERCOT, PJM and  ISO-NE prices were used for the low, base and high cost 
scenarios respectively. 

RE spend to meet implied demand 
($bn/yr)

https://www.cdp.net/en


Data centers support FOAKs for speed-to-power
The scale of corporate demand

Implied demand from targets and announcements. Competition for market share in AI models and compute has 
generated a boom in data center capacity announcements. Over 200GW have been announced globally, 
100GW with clear deployment timelines, and about 41GW of which is advanced in its planning and therefore 
credible (above). Most of this new capacity will be served by new generation capacity, creating enormous new 
demand for electricity. Some of the largest data center tenants and developers are hyperscalers with clean power 
goals. These companies are already signing offtake for advanced nuclear, geothermal, and long-duration energy 
storage FOAKs in order to meet their power needs while maintaining their commitments to additional clean power.

Current demand. Google s̓ data center electricity usage was roughly 32TWh in 2024. Microsoft s̓ figure was 
similar, while Amazon s̓ was higher at 39TWh, and Meta s̓ lower at around 18TWh. All four companies match 
100% of their electricity use with renewable energy. They all also reported large increases in electricity demand, 
and are currently building several gigawatts of new data center capacity.

Procurement methods. All data center developers, not just the tech companies, use renewable energy credits 
and PPAs. Specific large-load tariff arrangements are becoming particularly important in the US, where data center 
owners are using them to pay for grid upgrades and FOAK projects that they either draw from directly, or procure 
through the local utility. 

Current and future spend. The benchmark rate for new power capacity is roughly $100/MWh today. Data center 
operating costs are dominated by chips, which are now being replaced every 3-5 years and cost billions of dollars. 
This makes developers relatively price insensitive to electricity compared to other users. Prices up to $150/MWh 
have been reported for power that is clean, firm, and rapidly available. This additional $50/MWh that will flow 
to new, often clean, power sources is the basis for the calculation above.

What this means. Data centers are the perfect offtaker for novel energy technologies. Cost insensitive, 
experienced in procurement, and with potential to scale dramatically. In addition to novel power sources like 
geothermal and small modular reactors, new long duration energy storage technologies are also gaining traction. If 
clean power commitments are maintained, data centers could catalyze the largest wave of clean power 
deployment ever seen.

Announced and credible data center capacity, 
by commissioning date (GW)

Sources: Currence  // Note: Announced is total announced capacity with a commissioning date. 200GW have been announced, but only 
100GW put a date on completion before 2030 and can be shown here. Credible capacity applies a derisking methodology. Spend 
scenarios all assume $50/MWh premium. Low scenario is hyperscalers only, base is credible capacity, high is announced capacity.  

Additional spend on clean firm 
power ($bn/yr)



Mandated SAF demand could cost up to $15bn/yr
The scale of corporate demand

Implied demand from targets. Several airlines have set volume-based targets for SAF, typically around 10% by 
2030, closely aligning with ReFuelEU and UK's Jet Zero mandates. Across a group of eight major carriers, 2030 
blending targets imply demand of approximately 5.2Mt of SAF, based on 2023 total fuel consumption and 
target SAF shares by 2030. This group of carriers were selected because they are first movers and have offtake 
agreements in place.

Actual demand today. Offtake today is limited. The same group of airlines consumed approximately 250kt of 
SAF in 2023, corresponding to well below 1% of total fuel use for most carriers. Even early adopters such as DHL 
and Air France–KLM remain at low single-digit blending levels.

Procurement methods. Most airlines (75%) cite direct purchase from producers as the most common approach. 
ICAO CORSIA-eligible carbon offsets are the second most common strategy (50%), followed by Book & Claim 
certificates (40%), long-term offtake agreements (35%), and direct investment in SAF production facilities (30%). 

Current and future spend. Airlines are already absorbing a measurable cost for SAF. Current consumption of 
around 250kt implies between $234-717m annual spend. Scaling to 2030 targets, at an implied demand of 
around 5.2Mt, annual SAF spend could reach $5–15bn in 2030. Lower-cost scenarios driven by technological 
improvements could bring total spend closer to $5bn, while supply constraints or energy market volatility 
(increasing production costs) could push spending closer to $15bn. Even under the base case scenario ($1,862/t), 
compliance would require almost $10bn in annual premium spend, more than 20x current levels.

What this means. Rising blending mandates make long-term supply crucial. Airlines will need to use their offtake 
to grow the total SAF market to ensure there s̓ sufficient supply when blending requirements rise to 20% by 2035 in 
the EU.  If mandates remain in place, access to SAF will be a competitive advantage, with airlines that move early 
securing lower prices and more reliable supply, while laggards face higher costs and greater exposure to market 
volatility.

Implied SAF demand and current share, by airline
(kt/yr)

SAF spend to meet implied 
demand ($bn/yr)

Sources: Currence 2026, T&E 2024, Air France-KLM 2025, EASA 2026, SimpliFlying 2026  //  Notes: Implied demand is the SAF target share 
of each airline by 2030 based on 2023 fuel consumption. Current share is amount of SAF disclosed by airlines in 2023 (last reporting year 
for most). Current and future annual spend were calculated using 2025 AirFrance-KLM current and forecast SAF price for the low-cost 
scenario and EASA costs for the base and high-cost scenarios.



Steel demand is driven by automotive targets 
The scale of corporate demand

Implied demand from targets. Corporate offtake for low-carbon steel was initiated through net-zero goals and 
buyers clubs like the First Movers Coalition (FMC), where participating companies commit to sourcing at least 10% 
of their steel procurement from near-zero emissions steel by 2030. Across a selection of the largest FMC 
members (above) this translates into around 1.1Mt of implied demand for low-carbon steel by 2030, based 
on 2025 vehicle sales for Ford and GM and truck deliveries for Volvo and Scania. The implied carbon price applied 
to steel today is still too low to instigate change. But by the early 2030s, when free allowances are removed, green 
steel should be competitive and demand will rise rapidly.

Actual demand today. Despite growing corporate commitments, publicly disclosed volumes of near-zero 
emissions steel procurement are limited. While companies such as Volvo Group and Scania have begun 
sourcing fossil-free steel from suppliers like SSAB, no binding offtake agreements with disclosed volumes were 
identified for 2025 across the selected buyer set. As a result, actual demand cannot be quantified for this sector. 
Most green demand is focused on recycled materials, as the industry waits for hydrogen-based production to 
scale. One of the few public agreements is Mercedes-Benz s̓ contract with Stegra (50 kt/yr), expected to be 
delivered by 2030.

Procurement methods. The dominant approach is direct bilateral offtake agreements, often tied to long-term 
supply contracts. Companies are also engaging through strategic partnerships and MOUs with green steel 
producers. Equity investments or joint ventures are used to build and secure future supply such as the SSAB, LKAB 
and Vattenfall partnership (hydrogen-based green steel). Volvo was the first OEM to receive steel from this JV.

Current and future spend. Based on the implied demand above (1.1Mt by 2030) and a global average steel price 
of $750/t, applying IEA cost estimates for near-zero emissions steel results in total procurement costs of 
approximately $1.2bn (low premium case, +50% cost increase), $1.5bn (base case, +80% cost increase), and 
$2bn (high case, +140% cost increase).

What this means. Most of the low carbon steel on the market today is recycled. But scrap costs are high, and 
clean, high-quality feedstock is rare. Hydrogen progress has stalled, which risks a painful transition period in 
Europe in the early 2030s where little green steel is available and carbon costs increase prices by 15-20%.

Implied green steel demand and current share, by 
automotive OEMs (kt/yr)

Green steel spend to meet implied 
demand ($bn/yr)

Sources: Currence 2026, company filings, World Steel Association, IEA 2025 // Notes: Implied demand assumes a 10% low-carbon steel 
procurement target applied. Annual spend based on $750/t steel price and IEA green premium ranges (+50–140%).

https://group.mercedes-benz.com/sustainability/resources-circularity/materials/h2-green-steel.html
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Why is offtake so important?
Frameworks for corporate offtake

Offtake is the gold standard for judging whether a technology is de-risked and a project is bankable, 
especially if it comes in the form of a firm commitment. It unlocks later stage financing like project finance and debt, 
and can bring in additional customers to commit to any remaining capacity. 

It can take a number of different structures, with different purposes. It s̓ sometimes used to give signals to 
lenders and suppliers on the scale of demand (AMCs), to address a particular supply chain or delivery hurdle 
(PPAs, book and claim), or to give more certainty and flexibility on pricing (indexed offtake, take-or-pay, capacity 
fee). Structures that guarantee a price and a volume are the most bankable, but also often require policy mandates 
or subsidies from governments as motivating factors in the background.

Itʼs typically motivated either by policy, or by corporate sustainability commitments. Mandates to either 
reduce emissions, or to purchase some quantity of a lower-carbon product have been used since ethanol blending 
mandates were first introduced in the US. Today s̓ versions are blending mandates for SAF in the UK and Europe, 
and the EU s̓ RED III requirement to increase the share of non-biological renewable fuels. Corporate sustainability 
commitments have been watered down or pushed back by many groups in the past two years, but there continue 
to be niches for luxury products where consumers are willing to pay a premium for a sustainable product, or where 
a low-carbon product offers greater supply chain security or lower price volatility.

Good for:
De-risking projects and enabling project or debt finance. Offtake agreements are a critical enabler for financing 
a FOAK project, especially if it s̓ a firm commitment with a green premium.

Encouraging other buyers (and de-risking the original offtake). Once one customer has diligenced a project, 
others are willing to make the leap too. Offtake from multiple sources lowers the risk for the project owner, and all of 
the other customers.

Locking in supply of a novel product at a lower rate. First offtakers are sometimes offered a slightly lower 
premium, to encourage them to take on a significant portion of the plant s̓ capacity. Especially where procurement 
is policy mandated and supply is limited, this can make first movers more competitive than their peers, a reward for 
making the leap first.

Scaling a market youʼll need to tap into later. Offtake makes projects viable, and is a major step towards 
commercial scale for a technology. If a corporate believes that it will need to buy significant quantities of a product 
in the future (for example, steel companies required to produce low-carbon iron buying hydrogen) theyʼre 
incentivized to make sure that market scales and prices fall.

Limitations:
The most bankable structures are also the rarest. Most customers want flexibility, conditions, and near-market 
price, which often reduces the impact of an offtake agreement in terms of FIDs and financing.

Thereʼs still a lot of ways a project can go wrong. Offtake makes a project significantly more likely to go ahead, 
but there are still plenty of hurdles that can halt a project, including loss of government funding (common today in 
the US), community pushback leading to permit denial, and feedstock sourcing issues.



Not all offtake is created equal
Frameworks for corporate offtake

Offtake typically progresses in a number of stages:
Corporate commitment, signalling that there is demand for a low-carbon product. The specific type of 
commitment (net-zero goal, joining a purchasing group) indicates which products the company will buy and on 
what timescale.
Standards and strategy. Buyers can align themselves with the relevant product standards by joining working 
groups or memberships aimed at guiding product requirements to meet corporate goals. 
Offtake agreements. Corporate buyers get in the weeds and start sourcing and diligencing projects. Negotiations 
begin to set the terms.
Each of these steps plays a role, but theyʼre very different indicators of technology viability. Commitments are 
non-bankable signals, standards are helpful but have little relevance for financing. The money s̓ all in offtake.

Chart key
Bankability Is this type of commitment or offtake credible enough to secure financing?
Scale Does this cover an entire industry or plant? Is it usually for the entire capacity of a project, or one of many agreements?
Firmness Are there penalties for failing to meet the terms of the agreement? Is the offtake guaranteed?
Complexity Is there a lot of nuance to the commitment or agreement that makes it difficult to negotiate or comply with?
Pricing Is pricing set through this mechanism and does it provide revenue certainty and a green premium?
Green = positive (or low complexity) Yellow = moderate Red = poor or none (or high complexity)

Corporate commitments

Commitment type Bankability Scale Firmness Complexity Pricing

Product purchasing target 
(RE100, EV100)

Pathway planning (SBTi)

Offtake structures

Type of offtake Bankability Scale Firmness Complexity Pricing

PPA (power purchase 
agreement)

Indexed offtake

Take-or-pay

Capacity fee

Book and claim

AMC (advanced market 
commitment)



Offtake structures
Frameworks for corporate offtake

PPAs
How it works
Used for power, typically negotiated between the 
power producer and a utility or directly with the 
corporate consumer. Sets a base price over a long 
period of time (10-25 years). Can be physical (directly 
transferring power to the buyer) or virtual (buyer pays 
the premium, receives RECs).

Who takes the risk?
The generator. If the project doesnʼt go ahead, or 
capacity factors are lower than expected, the 
generator doesnʼt get paid. 

Key terms
Contract capacity - the amount of power available to 
the buyer, typically written in MW
Annual volume - how much energy the project will 
supply over a year, typically given as MWh
Product rate - the price, usually $/MWh
Excess energy rate - the price for any energy over 
and above the contracted amount, typically lower 
than the product rate

Sectors
Power - used extensively by corporates to buy wind 
and solar, now branching out into geothermal, 
nuclear, and renewables plus storage projects

Example buyers
Industrial manufacturing (especially as electrification 
becomes more common), hyperscalers (primarily to 
power data centers, often used as a way to skip the 
interconnection queue), banks and service providers 
(a large portion of their carbon footprint is power)

Example sellers
Independent power producers, sometimes utilities, 
especially in the case of clean power, or to serve 
specific requests from corporates

Take-or-pay
How it works
A very firm offtake agreement, where the buyer is 
contracted to pay for a minimum quantity, and must 
pay a penalty if they are unable to take the physical 
volumes. Typically agreed with a fixed price, and only 
for commodities in very short supply, with high buyer 
certainty e.g. policy mandated demand.

Who takes the risk?
The buyer. Even if they donʼt need all of the 
contracted capacity, they still need to pay something.

Key terms
Annual contract quantity - amount the seller expects 
to deliver to the buyer
Minimum take quantity - lowest offtake before a 
penalty, usually over 70% of the annual value
Contract price - the agreed price, often renegotiated 
at pre-agreed points in the contract term
Payment default - usually comes with a cure (or 
grace) period, where the buyer can remedy the 
payment
Make-up rights - the ability for buyers to earn a future 
credit for additional volumes they have not taken, to 
be delivered later

Sectors
LNG/natural gas - the originator of the contract type. 
Large, competitive market with many buyers
Mining - used to finance mines, prices linked to spot
Petrochemicals - critical for project finance

Example buyers
Trading houses, downstream manufacturers, utilities 
(via capacity markets)

Example sellers
Oil and gas companies, miners, feedstock suppliers



Offtake structures
Frameworks for corporate offtake

Capacity fee
How it works
The buyer pays in advance for a certain amount of 
capacity. The buyer pays for the right to use 
infrastructure, usually a pipeline or processing facility. 
The capacity fee is paid whether the service is used 
or not, and a variable fee covers the opex when 
called.

Who takes the risk?
The buyer. Payments are made whether the capacity 
is used or not.

Key terms
Capacity payment - a fixed fee for the right to use the 
asset, typically in $/ton/year for fuel or materials 
processing. This must be paid even if the asset isnʼt 
used
Variable or tolling fee - the fee for the service the 
asset is providing, typically in $/ton or $/MWh
Capacity - the amount that must be made available 
to the buyer, any excess can be sold to another 
customer
Availability guarantee - the minimum utilization (%) 
the seller commits to
Performance guarantees - if the seller fails to meet 
these, the buyer is released from their obligation to 
pay for the capacity
Dispatch rights - the buyer can say when, and how 
much of the capacity they want to use.

Sectors
Midstream infrastructure, CO2 pipelines, mineral 
processing
Example buyers
Oil and gas majors, governments (in the case of 
low-carbon tech, to effectively subsidize the 
infrastructure), materials producers 
Example sellers
Owners of refining or processing capacity, pipelines, 
or, increasingly, battery storage

Indexed offtake
How it works
An offtake agreement where the price paid is tied to 
another commodity (typically the fossil-based 
conventional product) with a percentage uplift. This 
can give the seller upside if costs are independent of 
that commodity, but means that both parties still 
have the same volatility risk.

Who takes the risk?
Both parties. Since the price is typically linked to 
volatile commodity markets, there s̓ significant 
uncertainty about how much the product will actually 
cost

Key terms
Price index - the index that the price will track. This is 
a key decision point for the agreement
Multiplier and adder - in addition to a multiplier (e.g. 
1.1x Brent Crude) an adder can be used to cover fixed 
costs
Floor price - lowest possible price for the product
Price cap - highest possible price for the product
Reopener - when the terms can be revisited. Can be 
set, or triggered by significant changes in the market
Pricing period - the time over which the index price is 
measured and used to calculate the product price
Flexible vs firm volume - how much of the product 
will be supplied, and with how much variation

Sectors
Oil and gas (linked to well known indexes like Henry 
Hub), increasingly used for power (indexed to spot or 
wholesale prices), biofuels and materials (used to fit 
into existing pricing strategies for fossil equivalents)

Example buyers
Energy trading companies (largest buyers), industrial 
manufacturers
Example sellers
Oil and gas, IPPs, low-carbon fuel providers



Offtake structures
Frameworks for corporate offtake

Book and claim
How it works
Green supply and demand are not often co-located. 
Where a company wants to purchase a low-carbon 
product, but physically delivering it would be too 
expensive (usually because of large distances) the 
buyer can pay just the premium, claim the emissions 
reductions, and allow the producer to sell the product 
at market rates to buyers nearby. Similar to a virtual 
PPA, but also used for physical goods.

Who takes the risk?
Depends on the structure, some agreements are 
binding (buyer risk) while others are spot (seller risk)

Key terms
Certificate / credit - the unit of production being 
claimed, including sustainability attributes
Issuance - the process of issuing the credit, usually 
through a third party. Can be automatic or manual
Registry - the tracking system for credits, promotes 
transparency and prevents double counting
Retirement - cancels the credit to ensure it canʼt be 
used or sold on to another party
Vintage - the period when the credit was generated 
(e.g. by making the product). More recent vintages 
are more valuable 
Temporal / geographic matching - the most stringent 
systems require purchases to match the time when 
an equivalent unit was used by the buyer (e.g. 24/7 
power matching) or for it to be in the same region
Additionality - ensures offtake is generating new 
product that would not have been made otherwise

Sectors
Low-carbon power (legacy, RECs are widely used in 
the US today), low-carbon materials (emerging)

Example buyers
Corporates with sustainability goals
Example sellers
Startups and FOAK project developers

AMCs
How it works
Advanced market commitments (AMCs) are 
designed to spur on a nascent market by aggregating 
demand and offering a premium for the first volumes. 
After this initial tranche, the premium is reduced. 
Suppliers must meet specific performance and scale 
milestones to be eligible for the offtake, but it is 
legally binding. Most programs involve multiple 
demand and supply parties. 

Who takes the risk?
The buyers, but since it is spread across multiple 
players and a number of suppliers, the risk lower than 
most other binding agreements

Key terms
Committed purchase price - typically a premium that 
allows the seller to scale their production
Tail price - the price after the term of the AMC ends. 
Often the market price, as the assumption is that the 
committed price allows the seller to reach cost parity
Volume and term - how much the participants will 
buy and over what timeframe
Product specification - the performance or availability 
requirements for the product. Protects the buyers 
from having to pay for an ineffective product
Milestones - advance payments can be released 
after the seller achieves certain goals. Used to help 
the seller fund production or expansion
Option / obligation - AMCs can give buyers the 
option to buy, or can commit them to taking the 
agreed volume if product specifications are met

Sectors
Started in pharma (vaccines for developing 
economies), now used for low-carbon materials (e.g. 
green cement) and fuels (e.g SAF)
Example buyers
Corporates with sustainability commitments, or with 
mandates to procure low-carbon products
Example sellers
Startups and FOAK project developers



Corporate commitments and targets
Frameworks for corporate offtake

Corporate targets are a starting point for offtake. They can either help companies develop a strategy for 
procurement by focusing on the products that will have the greatest impact on their emissions or carbon 
compliance costs (pathway planning like SBTi) or set a public target that signals demand and spurs supply (product 
purchasing targets like RE100). They were popular in the early 2020s when financial reporting began to require 
climate disclosures, but dropped in engagement when those requirements were softened.

Good for:
Broad goals that other companies can replicate or contribute to to scale a market
Maintaining competitiveness while lowering emissions. If all companies are using the same framework to 
decarbonize, they should all incur similar costs, and can easily be compared

Limitations:
No requirement to follow through on targets. Deadlines can be pushed or programs quietly canceled
Stimulates demand for technologies as a whole, but doesnʼt de-risk individual projects or companies. That still 
requires an offtake contract 

RE100
Goal: To source 100% of electricity from renewable 
energy sources
Administrator: Climate Group and CDP
Number of participants: 421 companies with 
544TWh/yr of demand
Key participants: Apple, Google, IKEA
How it works
RE100 was created with a goal of using corporate 
demand to incentivize carbon-free grids by 2040. 
Companies sign up with a target date, and report to 
RE100 yearly on their progress. There s̓ no 
requirement to source power in a particular way, 
they can use PPAs or buy energy attribute 
certificates (EACs), but the electricity must be 
sourced in the same market where it is consumed. 
Companies must have an annual electricity 
consumption of at least 100GWh, and the signatory 
must be the group parent company.
How itʼs going
Corporate demand was a key factor in scaling 
renewables when the program was launched in 
2014, but has slowed. The average target year is 
now 2031, up from 2028 in 2020. Members report 
sourcing 42% of electricity from renewables, far 
from the topline goal with little time left to hit it.

SBTi
Goal: To create a pathway for companies to reach 
net-zero emissions by 2050
Administrator: SBTi (founded by CDP, UN Global 
Compact, We Mean Business Coalition, WRI, WWF)
Number of participants: 9,764 companies with 
validated science-based targets
Key participants: ING, Danone, Lenovo
How it works
Companies must reduce emissions by 50% by 2030 
and 90% by 2050 before using removals. 
Targets include Scope 1, 2, and 3 emissions, but if 
Scope 3 is >40% of a company s̓ emissions, the target 
must cover at least 67% of those emissions. SBTi 
validates near-term (5-10 years) and long term (by 
2050) targets to ensure they comply with an overall 
net-zero pathway, and requires annual reporting.
How itʼs going
SBTi was one of the most aggressive and rigorous 
net-zero corporate commitments. It is now mostly 
used in Europe and Asia (particularly Japan) with few 
members in North America (11% of members). In 
2024, 200 companies were removed due to a lack of 
a validated long-term target, including Microsoft, 
Unilever, and Procter & Gamble. All three have 
near-term targets. 

https://www.theclimategroup.org/re100/2024-impact-report?__hstc=197426736.b29755a56893afddc378ffe4a5d51849.1781615480431.1781615480431.1781615480431.1&__hssc=197426736.4.1781615480431&__hsfp=34eca79617a1145938af00b49c940e23
https://sciencebasedtargets.org/reports/sbti-trend-tracker-april-2026/data-and-trends-apr26
https://sciencebasedtargets.org/reports/sbti-trend-tracker-april-2026/data-and-trends-apr26


Standards
Frameworks for corporate offtake

Standards are a shortcut for due diligence for corporate offtakers. If projects or companies meet rigorous 
third-party standards, offtakers can cut down the time and expense of vetting the project. Technical standards 
have been used in this way for decades (e.g. ASTM for materials performance), but now a new class of 
sustainability standards are being developed. Weʼve profiled a steel and carbon credit example below.
Good for:
Cutting down the time and cost for due diligence. Standards can verify much of the sustainability data, leaving 
project viability, economics, and risk to the offtaker.
Setting expectations for suppliers. A set of requirements puts suppliers on a level playing field and ensures that 
products coming on the market are effective and meet customer expectations.
Limitations:
Often rely on self-submitted data. Few agencies collect data themselves, or do site visits. 
Can be high level - choose your standard wisely. This is a persistent challenge with carbon offsets.

ResponsibleSteel
Sector focus
Iron and steel
Governing body
Independent organization (ResponsibleSteel) with 
a membership of corporate and NGO participants
Requirements
13 core principles that suppliers need to meet to 
be given the highest accreditation: governance, 
supply chain, site life cycle, people, transparency, 
and environment. These requirements mirror 
typical corporate ESG standards, e.g. 
incorporating a climate transition plan, respecting 
human rights, sourcing feedstock from groups 
with ESG credentials. Certification can be given 
across a number of levels, with Level 4 being the 
highest, and indicating near-zero carbon, fully 
responsible steel.
Implementation
Standards are applied first to the site (Core Site 
Certification) covering the social and 
environmental principles, and then later to 
individual products, and take into account specific 
sourcing and emissions data. The process starts 
with a self audit by the site owners, then an 
independent on- and off-site audit by 
ResponsibleSteel, before an assurance panel 
reviews the data and decides whether to allow the 
certification to be approved.
Market coverage
87 plants, producing 140Mt/yr, roughly 7% of 
global production

Core Carbon Principles
Sector focus
Voluntary carbon market
Governing body
Integrity Council for the Voluntary Carbon Market
Requirements
10 principles must be met at the program (higher) 
level, and for the methodologies and categories 
within the program. Four principles are assessed 
at the program level: effective governance, 
tracking, transparency, third-party verification. 
The rest apply at the methodology or category 
level: additionality, permanence, conservative 
quantification, no double counting, sustainable 
development benefits, and emissions reductions.
Implementation
There is a fast-track process for programs with 
CORSIA (aviation offsets) approval. In this case, 
only the program principles apply. 
The ICVCM assesses projects against its 
principles using expert input and working group 
reviews based on data submitted by the project 
owner. Its Standards Oversight Committee 
reviews all of the data and opinions and gives a 
recommendation to the Governing Board, which 
makes the final decision. Individual projects are 
not assessed - this is a certification of the rules 
and system being used to generate credits.
Market coverage
106 million credits can use the CCP label, with 52 
million available on the total market (now 
comprised of hundreds of millions of credits).
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Corporates test the water with conditional offtake
Offtake case studies

Chart key
Offtake type Is the offtake firm, or is it a conditional supply agreement or partnership?
Scale Is the offtake for a commercial-scale plant (green), demonstration (yellow), or small pilot volume (red)?
Tech novelty Is the offtake enabling a new technology to scale?
Financing Has the offtake enabled a new category or scale of funding?
Partnership Is the agreement part of an established, long-term partnership between supplier and offtaker?
Green = yes / high / commercial scale Yellow = moderate / demonstration scale Red = no / low / pilot scale

Most offtake is the result of a few interim steps. Especially for materials and fuels, offtakers want to test 
performance and establish long-term relationships. The typical steps are:

• Suppliers share early test results and volumes for verification
• Pilot- or demonstration-scale offtake
• Equity investment or other form of support (e.g. sales channel)
• Commercial-scale offtake

Cost competitive > net-zero. In many cases, a fully decarbonized solution is prohibitively expensive, but a 
lower-emissions option can be within a customer s̓ willingness-to-pay. Recycled steel is a well established 
lower-emissions option, and many steelmakers are offering this product as a bridge as they build out their 
fossil-free capacity. Similarly, supplementary cementitious materials or cement substitutes can be used to lower 
building emissions at a competitive price, until higher carbon prices make net-zero cement viable, at least in the EU.

Thereʼs no escape from policy. The strongest offtake agreements we saw were paired with a policy driver, like 
SAF mandates. Corporates have huge potential to drive new FOAKs and scale markets, but if it s̓ limited only to 
luxury products, or to a few of the players with the deepest pockets, industries will be built on shaky foundations.

Case study summaries

Offtake features Offtake type Scale Tech novelty Financing Partnership

Infinium and IAG Bankable

Fervo and Google Bankable

SSAB and Volvo Agreement

Form Energy and Crusoe Agreement

Carbios and LʼOréal Agreement

GravitHy and Rio Tinto Agreement



Infinium and IAG
Offtake case studies

OFFTAKER

SUPPLIER

VOLUME

7,500t/y
e-SAF for IAG s̓ subsidiaries in the 
UK, including British Airways and 
Aer Lingus

TERMS

Contract type: Take-or-pay*
Start date:  2027
Length: 10 years
Price:  not disclosed
Motivation: Fueling aircraft to 
meet the UKʼs SAF mandate and 
internal decarbonization targets

PROJECT DETAILS

Name: Project Roadrunner
Current status: Under 
construction
Location: Pecos, Texas
Capacity: 23,000t/y
Commissioning: 2027
Technology: Fischer-Tropsch 
e-SAF
Supply chain: Sourcing CO2 
from Kinetikʼs nearby amine gas 
processing plant.
PPA for 150MW of wind power 
from NextEra Energy Resources.
Electric Hydrogen is supplying 
the 100MW electrolyser

STORY OF THE DEAL
Mandates in Europe and the UK for SAF made this deal (and the 
financing it unlocked) work. The UK mandate is moving faster than the 
EU s̓ ReFuelEU plan (2028 PtL sub-mandate vs 2030), and has more 
clarity, giving IAG the confidence to move forward. While many airlines 
still have sustainability goals, theyʼre no longer the driving force.

Infinium s̓ Pathfinder project was crucial to demonstrating the tech s̓ 
viability. Roadrunner will scale it. Infinium s̓ location in Texas gives it a 
cost advantage. Power is cheap, feedstocks are plentiful, a 2027 start 
will give Infinium a decade of 45V credits to draw on. IAG was one of the 
first offtakers in the door, and was able to secure a discount that they 
believe will make them far more competitive than peer airlines paying 
penalties for failing to meet SAF requirements. 

WHAT IT MEANS FOR THE INDUSTRY
Infinium has broken the financing glass ceiling for SAF technologies by 
securing project finance from a major infrastructure investor (Brookfield), 
and project debt from a major bank (HSBC). Their competitors will be 
looking for companies and projects with a similar revenue, tech, and 
demand stack.

CURRENCE TAKE
In addition to policy-mandated offtake, skyrocketing fuel prices and 
disrupted supply chains will make airlines and fuel suppliers take 
another look at e- and bio-SAF, particularly if it can be domestically 
sourced. European governments should incentivize SAF production in 
the EU to reduce volatility and ensure it has secure fuel supplies.

Source: Infinium

image

*assumption from language in 
news releases and bankability



Google and Fervo
Offtake case studies

OFFTAKER

SUPPLIER

VOLUME

115MW
power for Google s̓ data centers 
from Fervo s̓ Corsac project

TERMS

Contract type: Power purchase 
agreement (PPA) via Clean 
Transition Tariff
Start date: 30 Jan 2030
Length: 15 years
Price: $107/MWh
Motivation: Rising data center 
demand and Google s̓ clean 
power commitments. 

PROJECT DETAILS

Current status: Pre-construction
Location: Churchill County, 
Nevada, USA
Capacity: 115MW for phase 1, 
eventually over 200MW
Commissioning: 2029
Technology: Novel enhanced 
geothermal
Supply chain: Turboden SPA for 
ORC equipment, Helmerich & 
Payne for the drilling rig

STORY OF THE DEAL
To meet growing data center energy needs, hyperscalers are 
increasingly aiming to develop and pay for their own power through 
projects outside the typical interconnection and grid route. Google has 
focused on accelerating clean firm technologies like enhanced 
geothermal to advance its clean energy ambitions.
The relationship with Fervo started with its pilot Project Red. Google 
made an early bet on the 3MW enhanced geothermal plant, which came 
online in 2023. This commercial pilot in Nevada proved the tech at scale 
and enabled rapid improvements to the drilling process. In 2024, Google 
and NV Energy, the local utility, partnered to create a new clean 
transition tariff (CTT) structure that will scale up the pilot project to 
deliver 115MW of enhanced geothermal capacity to the grid that serves 
Google s̓ data centers in Nevada. Construction of Corsac Station, which 
will also be funded by a series of debt deals and Fervo s̓ Series D 
fundraise, is due to begin in 2026. Google will take on the required grid 
charges, in addition to power costs.

WHAT IT MEANS FOR THE INDUSTRY
Fervo is the bellwether for the geothermal industry, and its success 
gives the tech and other projects using it credibility. The CTT that 
enabled the project created a scalable pathway for utilities and energy 
customers to rapidly bring advanced clean energy online while 
maintaining steady consumer rates.

CURRENCE TAKE
Fervo consistently delivers on milestones, building up confidence with 
a partner that has the scale to sign commercial-scale PPAs. Working 
with these partners early is crucial, as is the drip-feed of performance 
data that allows other potential customers to see what theyʼre missing.

Source: Google



SSAB and Volvo
Offtake case studies

OFFTAKER

SUPPLIER

VOLUME

~500t/y*
*estimate of very low carbon steel 
needed for vehicle manufacturing

TERMS

Contract type: Supply and 
offtake
Start date: 2025
Length: Long-term
Price: not disclosed
Ramp: test volumes from 2025, 
full contract from 2027
Motivation: Volvo Carsʼ 
sustainability goals, including 
65-75% emissions reduction and 
30% recycled content by 2030

PROJECT DETAILS

Current status: Construction
Location: Oxelosund, Sweden
Capacity: 1-1.5Mt
Commissioning: Early 2027
Technology: EAF running on 
clean power
Supply chain: Volvo will also 
provide scrap feedstock

STORY OF THE DEAL

This deal was the product of a long-term partnership between two 
Swedish companies with aligned sustainability goals and supply chains. 
Volvo has announced that one of its new electric SUVs will use recycled 
steel from SSAB. This is currently most likely being supplied from SSAB s̓ 
Iowa plant, but will transition to Oxelosund in 2027, when the new 
electric furnaces are commissioned, replacing coal-fired plants.
The deal, which involves both scrap supply from Volvo and steel supply 
from SSAB, is similar to Ford and Novelisʼ arrangement on recycled 
aluminum for the automaker s̓ F-150. Clean scrap delivers a much higher 
quality recycled metal, but can be expensive and difficult to source, 
making Volvo s̓ scrap supply a crucial part of the deal. 
While the deal volume is likely small today, if Volvo exclusively sources 
from SSAB, and hits its recycled content target, supply could ramp up to 
over 20kt per year. 

WHAT IT MEANS FOR THE INDUSTRY

Green steel doesnʼt have the same immediate incentives as cement in 
Europe through CBAM, so sustainability commitments from corporates 
are key to scaling the market. Recycled steel is the first best step, but 
needs to be followed up with offtake for fossil-free steel like that planned 
for production at the pilot HYBRIT site.

CURRENCE TAKE
Steel is one of the best options for corporate demand to support a new 
industry. Itʼs a small fraction of the total cost of finished goods like cars 
and can be incorporated into luxury models where a single-digit 
increase in price to account for green premiums isnʼt noticeable.

Source: SSAB



Form Energy and Crusoe
Offtake case studies

OFFTAKER

SUPPLIER

VOLUME

120MW / 12GWh
of Form s̓ 100h iron-air batteries

TERMS

Contract type: Supply 
agreement
Start date: 2027 (earliest)
Length: undisclosed
Price: undisclosed
Motivation: Bring-your-own-
capacity for AI infrastructure, to 
bring capacity online faster and 
reduce reliance on the grid

PROJECT DETAILS 
(Formʼs manufacturing plant)

Current status: Commercial 
production (first phase)
Location: Weirton, West Virginia, 
US
Capacity: 500MW/yr by 2028
Commissioning: Online
Technology: 100h iron-air 
batteries
Supply chain: Form has 
strategically collaborated with 
ArcelorMittal, GE Vernova, and 
others on supply chain 
development. >85% domestic 
(US) sourcing.

STORY OF THE DEAL
On 24 March 2026, Crusoe announced a capacity reservation of 120MW 
of Form Energy s̓ iron-air batteries. The agreement gives Crusoe the 
option to purchase Form Energy s̓ hardware at a predetermined price 
and timeline.
Crusoe is targeting bring-your-own-capacity (BYOC) agreements with 
these systems. In this case, a utility would agree to interconnect 
Crusoe s̓ data centers in exchange for Crusoe building front-of-meter 
iron-air battery projects in the service area that would provide peak 
capacity to offset the impact of the additional data center load.
Form s̓ total contracted offtake would increase to about 80GWh if 
Crusoe exercises its options.

WHAT IT MEANS FOR THE INDUSTRY
The Crusoe deal, combined with a recently announced 300MW project 
with Xcel Energy and Google, shows strong demand for Form s̓ iron-air 
battery technology and establishes it as the leading long duration 
storage provider for data centers. Xcel has called the deal its ‘templateʼ 
and other utilities are creating similar tariff structures. While deployment 
with utilities like Great River Energy and Dominion will give Form 
operational experience, rapidly rising data center demand could give it 
more scale, faster. 

CURRENCE TAKE
LDES vendors have much to gain from contracts with price-insensitive 
data center buyers. Formʼs 100-hour duration makes it a particularly 
reliable capacity source, even more so than 8- to 12-hour LDES techs, 
and Formʼs manufacturing investments position it to capitalize on 
near-term data center demand.

Source: Form Energy



Carbios and LʼOréal
Offtake case studies

OFFTAKER

SUPPLIER

VOLUME

Undisclosed
recycled PET for cosmetics 
packaging

TERMS

Contract type: Long-term 
offtake
Start date: TBD (tied to 
Longlaville commissioning)
Length: Multi-year
Price: Undisclosed
Ramp: Undisclosed
Motivation: L'Oréal's packaging 
circularity commitments

PROJECT DETAILS

Current status: Announced
Location: Longlaville, France
Capacity: 50kt/yr (target)
Commissioning: H1 2028 
(target)
Technology: Enzymatic PET 
depolymerization
Supply chain: Mixed PET waste 
feedstock

STORY OF THE DEAL

The agreement builds on a long-standing partnership between LʼOréal 
and Carbios. It is part of a broader pre-commercialization strategy for 
Carbios Longlaville plant which has secured approximately 50% of its 
capacity through pre-sales agreements. Carbios needs to reach 70% to 
unlock additional non-dilutive funding and progress toward FID. The deal 
is also driven by the EU's Packaging and Packaging Waste Regulation 
(PPWR), which will require increasing recycled content in plastic 
packaging in the coming years.

WHAT IT MEANS FOR THE INDUSTRY

As recycled-content requirements under the PPWR increase, brands are 
seeking not only more recycled plastic but also higher-quality recycled 
materials suitable for food and cosmetic packaging. Carbios' enzymatic 
process complements mechanical recycling by converting 
difficult-to-recycle PET into virgin-equivalent resin, making it well suited 
to applications where material quality and feedstock constraints limit 
conventional recycling.

CURRENCE TAKE

This  agreement demonstrates how corporate offtake can accelerate 
commercialization of first-of-a-kind circular manufacturing 
technologies before regulation fully takes effect. Clear demand policy 
signals and long-term purchasing commitments reduce revenue 
uncertainty, enabling developers to finance and build new industrial 
capacity.

Source: Carbios



GravitHy and Rio Tinto
Offtake case studies

OFFTAKER

SUPPLIER

VOLUME

2Mt/y
hydrogen-reduced iron

TERMS

Contract type: Go-to-market 
partnership
Start date: 2024
Length: indefinite
Price: undisclosed
Motivation: Rio Tinto has Scope 
3 emissions reductions targets 
that require it to become involved 
in downstream supply

PROJECT DETAILS

Current status: Construction
Location: Fos-sur-Mer, France
Capacity: 2Mt/yr iron
Commissioning: 2030
Technology: Hydrogen DRI
Supply chain: Rio Tinto for DR 
pellets from its Canadian plants, 
EDF for baseload nuclear power

STORY OF THE DEAL
GravitHy s̓ partnership with Rio Tinto isnʼt an offtake deal, it s̓ a sales and 
marketing partnership. While it doesnʼt offer the same level of 
bankability, it will accelerate product sales, lower risks, and increase the 
project s̓ credibility. 
This is a unique way for corporates to support a technology with much 
lower risk than offtake. GravitHy effectively gets a ‘seal of approvalʼ by 
using Rio Tinto s̓ sales relationships. The feedstock agreement is also 
crucial. High-quality iron ore is difficult to get access to, especially in 
smaller quantities than what a steel major would be able to purchase. 
Miners that remain committed to their sustainability goals are in a 
particularly difficult position. A large portion of their emissions are Scope 
3, from processes they have little to no control over. This forces them to 
either move downstream through partnerships, or produce finished 
materials themselves. Most are choosing the former.

WHAT IT MEANS FOR THE INDUSTRY
Fos-sur-Mer would be one of the largest hydrogen DRI projects in the 
world when it comes online (Stegra is 2.5Mt). If it can sell commercial 
volumes through Rio Tinto, this will effectively de-risk it. The partnership 
could be a model for other groups that want to accelerate 
decarbonization while sharing in the risks and upsides of new product 
development. 

CURRENCE TAKE
Policy incentives like procurement mandates, capex grants, and 
carbon contracts for difference make offtake more palatable for 
corporates. With many of these retreating, partnership models could 
become an effective substitute to advance a project.

Source: GravitHy (plant rendering)
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CVCs can smooth the path to offtake
Role of CVCs

Corporate venture capital arms (CVCs) can have a number of different functions in a company:
Technology scout Early-stage startups are a window into new technologies and businesses the company may 
want to develop or buy. Investment gives a detailed look at the performance and scaling challenges. 
Early market exposure Investment usually gives a corporate first dibs on the product, potentially at a lower 
premium than other buyers. Many companies use CVCs to invest in something they would never build internally, 
but do want to buy (e.g. a tech company investing in low-carbon cement). Many offtake agreements start with an 
early CVC investment, and these companies are usually one of the first offtakers. 
Pure VC fund This model is rarer, but some CVCs operate as traditional VC funds. Theyʼre just there as another 
revenue source for the parent company, sometimes as a hedge or a way to signal goodwill towards a certain sector 
(e.g. climate investing).

Case Study: Sabanci Climate Ventures
Focus areas: Energy (geothermal, fusion, grid resilience)
Established: 2022
Model: The firm invests across all deal stages but primarily in startups in the US and Europe. Its deals are 
heavily energy-focused, making its first investments in fusion and geothermal (Commonwealth Fusion 
Systems and Quaise Energy). It has doubled down on these two technologies specifically, also investing in 
Fervo and Tokamak Energy. Its parent company, Sabanci Holdings, operates in the energy space, and the 
firm is specifically focused on collaboration between startups and its parent. Being headquartered in Turkey, 
with some of the world s̓ best geothermal resources, puts it in a position to deploy advanced tech itself.

Case Study: Microsoft
Focus areas: Industry (cement, recycling), Carbon (removals)
Established: 2020 (Climate Innovation Fund)
Model: Microsoft s̓ investments are broad, spanning tech for its data center operations (quantum computing, 
superconductor cables, energy optimization), low-carbon materials and processes for the construction of 
these data centers (cement, steel), and more general climate-focused investments (alt protein, climate 
management software). But its most famous strategy was as an investor and offtaker in carbon removal 
programs. Its goal to become carbon negative by 2030 required it to buy significant nature-based and 
engineered carbon credits, and it went into the investments intending to grow these markets for the future.

Case Study: Shell Ventures
Focus areas: Transportation (EV charging, low carbon fuels), Energy (gridtech, hydrogen), Industry (robotics 
and industrial AI), and Carbon (decarbonization, CCS)
Established: 1996
Model: One of the oldest CVCs, and originally focused on spinning out technologies across oil and gas that 
Shell developed in-house, it pivoted to renewables and mobility in 2012. The firm has over 30 exits, including 
Sonnen, where it was an early investor and is now its owner. The majority of its deals are early stage (Series 
A/B) across energy and transportation. Its most recent deals have focused on more established technologies 
in emerging economies (e.g. EV charging in India) and novel chemicals tech in Europe and the US. The 
technical expertise and buying power of its parent company make deployment one of its core offerings. 



Top CVC investors
Role of CVCs

Strategic builders use investments to build markets theyʼll enter in the future
Energy majors remain among the most active climate CVCs. Their investment strategies span low-carbon fuels, 
carbon capture, and industrial technologies, reflecting a focus on building supply in markets that do not yet exist at 
scale. This is particularly evident in SAF, where scaling production requires significant upfront capital and project 
development. These investors are not just backing technologies, but positioning themselves as future suppliers in a 
growing market. In this context, CVC activity is less about financial return and more about securing long-term 
access to production capacity.

Demand-side enablers use capital to secure access
Corporate buyers are increasingly using venture investment to support the technologies they expect to procure 
from in the future. Tech corporates like Microsoft invest early to shape supply, then contract as markets mature. As 
demand for clean inputs grows, particularly from data centers and electrification, this dual role allows corporates to 
manage both cost and access in increasingly competitive markets.

Industrial and technology players build ecosystems before procurement scales
A growing group of industrial and technology corporates including Toyota Ventures, TDK Ventures, and National 
Grid Partners are investing in enabling technologies across manufacturing, energy systems, and materials. Their 
focus is less on immediate procurement and more on ecosystem development and long-term system 
transformation. In these sectors, CVC and partnership activity act as a bridge between early demand signals and 
scalable supply.

Source: Currence  //  Note: Does not include investments made by the parent company.



CVC investments as a telescope for strategy
Role of CVCs

CVCs typically work closely with startups that are strategic to their core businesses, often leading to offtake. In 
each of the examples below, the corporate investor became an important (or first) customer. The investment 
streamlines the offtake on the corporate side, as the company knows the details of the product, its performance, 
and has a close relationship with the team. On the startup side, an investor-offtaker can create a domino effect. 
Once one company has made the leap, others are more willing to join in.  

CVC Startup Context
Shell invested in Akselosʼ 2018 seed round and is now its largest 
customer. The startup provides software to optimize asset 
management across petrochemicals, refining, and wind. Its expertise 
was a fit across Shell s̓ core and expanding sectors.

Microsoft invested in Climeworks via its Climate Innovation Fund. The 
investment was to develop a direct air capture project that Microsoft 
also committed to buy from to meet its goal of becoming carbon 
negative by 2030. The deals paired investment with offtake to 
bolster a leader in a market Microsoft intends to draw heavily from.

Amazon was part of Rivian s̓ $2.5bn growth round in 2021, and 
currently has a partnership to buy 100,000 electric delivery vehicles 
from the firm by 2030. EVs are a significant lever for Amazon to 
reduce its corporate emissions.

BHP Ventures joined Jetti s̓ Series C and D rounds, and the startup s̓ 
technology is now being used at one of BHP s̓ largest copper mines, 
Escondida in Chile. 

Chevron tested and subsequently validated Svante s̓ carbon capture 
technology at its Kern River cogeneration plant, after investing in its 
Series C, D, and Growth rounds. Svante is building a large 
manufacturing plant and could integrate its capture tech into the 
4GW of gas plants Chevron plans to build for data centers with GE 
Vernova and Engine No. 1. Reports indicate that these plants could 
be configured for carbon capture or hydrogen.

Sabanci invested in Fervo s̓ Series D and returned for its Growth 
round. The technology is clearly strategic for Sabanci as its home 
market of Turkey has excellent geothermal resources that Fervo s̓ 
tech could be used to exploit, via the parent company s̓ energy 
business.
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How we built this report
Methodology

This report estimates the scale of corporate demand for low-carbon products across three sectors including 
renewable electricity (RE), sustainable aviation fuel (SAF) and steel by combining corporate commitments, 
sector-specific activity data, and pricing assumptions. The analysis focuses on demand signals from corporates, 
and evaluates both implied demand from targets and current levels of procurement where measurable.

For each sector, demand is assessed using a consistent framework:

• Implied demand from corporate targets

• Observed procurement today (where disclosed)

• Estimated current and future annual spend based on market prices or premiums

Renewable Electricity (RE)
Current RE corporate demand is derived from corporate disclosures and renewable energy commitments, primarily 
using RE100 member data across different industries. Total 2024 electricity consumption of  RE100 members is 
used as the implied demand (544TWh/yr). This demand assumes full transition to 100% RE, consistent with RE100 
commitments. Actual demand or current procurement is estimated using reported RE shares on 2024 total 
electricity consumption by industry. Annual electricity spend is estimated using solar 2025 PPA price benchmarks 
from LevelTen Energy. ERCOT ($49/MWh), PJM ($81/MWh) and ISO-NE($115/MWh) were used for low, base and 
high cost scenarios respectively. Spend is calculated as the total implied demand minus RE share times the price 
per MWh. However, electricity markets are in a state of huge disruption, so we also considered the scale of rising 
demand from data centers, to give a sense of how demand could grow outside of corporate commitments. These 
values are based on Currence s̓ proprietary data center database, and representative PPA prices.

Sustainable Aviation Fuel (SAF)
SAF corporate demand is derived from airline fuel consumption and stated SAF blending targets. Implied demand is 
calculated as the target SAF share for each airline by 2030, applied to 2023 total fuel consumption. This results in 
total implied SAF demand of approximately 5.2Mt/yr across the selected airline group. Current demand is based on 
disclosed SAF consumption in 2023 (last reported for most airlines) which totals approximately 250 kt/yr. Annual 
SAF spend is estimated using observed and forecast SAF prices. The low-cost scenario is based on Air 
France–KLM s̓ reported SAF prices for 2025 ($936/t) while the base case  and high-cost scenarios are derived 
from EASA price ranges $1,862/t and 2,869/t respectively. Spend is calculated as total SAF implied demand minus 
SAF share times the price per tonne under each scenario.

Steel
Steel corporate demand is derived from vehicle sales and deliveries of selected automotive and heavy-duty 
manufacturers, combined with assumptions on steel intensity and procurement commitments. For automakers, 
wholesale vehicle sales are used, while for heavy-duty manufacturers, reported vehicle deliveries are used. Steel 
intensity is assumed at 0.9 tonnes per light-duty vehicle (World Steel Association) and 4.75 tonnes per heavy-duty 
truck (based on Class 8 vehicle ranges). Implied demand for low-carbon steel is estimated by applying a 10% 
procurement commitment (First Movers Coalition), resulting in approximately 1.1 Mt of annual demand by 2030.
Current demand is not aggregated due to limited disclosure of contracted volumes. Annual spend is estimated 
using a $750/t global steel price and IEA cost ranges (+50–140%), resulting in price scenarios of $1,125–1,800/t, 
applied to implied demand.
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Disclaimers

The information provided by Currence  is derived from selected public sources. Currence and its affiliates, in 
providing the service/information, believe that the information it uses comes from reliable sources, but do not 
guarantee the accuracy or completeness of this information, which is subject to change without notice. 
Currence disclaims any liability arising from use of this document, its contents and/or this service. Nothing 
herein shall constitute or be construed as an offering of financial instruments or as investment advice or 
recommendations by Currence of an investment or other strategy (e.g., whether or not to “buy”, “sell”, or 
“hold” an investment).

This report was sponsored by HSBC Bank plc (“HSBC”).  The views expressed are solely those of the 
authors and do not reflect the views of HSBC. HSBC accepts no liability for any loss arising from reliance on 
this content. Sustainability data herein may be unaudited, estimated, or subject to change.

 

© 2026 HSBC Bank plc. All rights reserved. HSBC Bank plc is authorised by the Prudential Regulation 
Authority (“PRA”) and regulated by the Financial Conduct Authority (“FCA”) and the Prudential Regulation 
Authority and is a member of the HSBC Group of companies (“HSBC Group”).  HSBC Bank plc is registered in 
England and Wales at 8 Canada Square, London E14 5HQ, United Kingdom (Company Number 14259). Some 
case studies provide examples of transactions where HSBC Group has supported clients in the new 
economy. However, today HSBC Group also finances a number of industries that significantly contribute to 
greenhouse gas emissions. HSBC Group has a strategy to help customers to reduce their emissions and to 
reduce its own. For more information visit www.hsbc.com/sustainability
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