Risk: After preliminary engineering, Customer does not move
forward. Caution required on performance and savings estimates.. \ NgenX

Need to convince with real data. \N Energy Enlightened

Customer Targeting

NGENX Solutions
Objective, Scope, Assumptions, Constraints,

Customer Qualification (creditworthiness) P rocess
CAN A PROJECT BE DONE WITH THIS CUSTOMER

Customer and

opportunity
qualification

Data collection,
site assessment,
Internal NDA opportunity

Budgetary pricing.
May involve
technology partners
(Non-Circumvent)

MOU
High-level

analysis

Acceptance definition, and (per facility)

preliminary
e i0

Present solution
feasibility.

Introduce financing
partner if required

Establish customer
financing approach

Acceptance

PHASE TWO

Risk: after detailed engineering, customer will only pay for
engineering and supplier does not get the project build.
Need to make breakage painful enough to think about.

Develop 30% design Final engineering &
docs design

Includes firm engineering fee & approximate build fee.
Validated commercial terms set forth in MOU. Detailed planning

If customer approves to move forward & supplier meets fee,
Customer pays engineering fee or continues project.

Final Presentation
to Client

Financial analysis/ Client Acceptance
Business case Review Customerl&
development Pennoni

PHASE THREE Develop technical

turnkey proposal

Third Party financing,
commercial arrangements
Pennoni bids for Turnkey price. with financier, NgenX, and

May require additional NDAs. customer (if required)
(performance assurance
review)

The customer must get Appropriation Request (AR)
project approval from upper management.

) ) Pennoni management must approve.
If project assurances provided,

review prior to this step.

Construction Contract

Commissioning & : ) Initial executed between Verify
Project Interim progress

acceptance IESEIE customer and NgenX/ financial

startup reviews and payments o ——— approach
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