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As organisers of the second European Conference on Green Power Marketing we are delighted
to invite you to join us in St. Moritz in September. As you can see from the programme of first-
rate events, this year’s conference promises to build on the great success of last year. So why not
come and meet internationally recognised electricity industry, marketing and scientific experts,
policymakers and representatives of NGOs for a lively exchange of ideas, views and experience?

Green power marketing offers electricity suppliers an attractive alternative to predatory 
competition, and an opportunity to generate decisive competitive advantage. Once again, this
year’s international gathering will provide a sound practical and theoretical platform for 
discussing the trading and marketing of renewable energy on the basis of a targeted marketing mix.

Come and hear our panel of high-calibre speakers talk about the latest developments on the inter-
national energy markets and the prospects for the future. They will share valuable experience and
their insights into profitably integrating green power marketing into company management. 

Competitive advantage through green power marketing.
A key component of your strategy.

In the unique atmosphere of St. Moritz
you’ll have ample opportunities for 
networking – and you’ll find creative ideas
and innovative strategies come that much
more easily too! Not only is this magnifi-
cent alpine region a great place to relax,
but the source of hydropower and an ideal
location for solar, wind and biomass power
generation. 

We look forward to seeing you in St. Moritz on 5 and 6 September!

Nicole Giger
Conference Manager

Markus Assfalg
Conference Manager

Dr Stefan Nowak
Programme Coordinator
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Customer requirements

The Green Power Marketing programme: 



Market success with green power.
The key marketing instruments in five sessions.
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Dr Stefan Nowak, Managing
Director of NET Nowak 
Energie & Technologie SA, 
St. Ursen, Switzerland

Rick Sellers, Head Renewable
Energy Unit, IEA International
Energy Agency, Paris, France

John Traynor, Head of Energy
Policy & Generation, 
EURELECTRIC, Brussels, 
Belgium

Dr Rolf Wüstenhagen, Energy
and Private Equity Analyst,
SAM Sustainable Asset 
Management, Zollikon, 
Switzerland

Paula Cribb, Marketing 
Manager National Green 
Power Accreditation Pro-
gramme, Sustainable Energy
Development Authority, 
Sydney, Australia

Prof. Reinhard Haas, Head 
of Energy Economics 
Working Group, Vienna 
University of Technology,
Austria

Thursday 5 September 2002

Conference documentation handed out

Welcome address

Keynote Addresses

Renewable energy: into the mainstream
- IEA and its historic view of renewables
- Benefits of renewables from the IEA perspective
- Policy trends and implications
- IEA’s current efforts to encourage renewables

Development of a green power market in Europe: industry view
- Development of a European market for renewable electricity through market 
mechanisms

- Green Power «branding» vs unbundled RES certificates

Session 1: International perspectives and trends

European green power markets: perspectives and trends since the 2001 conference
- Renewable energy: political and technological trends
- Green power: niche or mass market?
- The key to successful sustainable energy strategies

Coffee break

Green power in Australia
- How does green power operate in Australia? Growth and achievements to date
- Challenges and opportunities in the Australian renewable energy market
- Marketing green power in Australia
- The future of green power in Australia

The regulatory framework for green power marketing 
- Basic prerequisites for successful promotional strategies
- How effective are feed-in tariffs and tradable quotas?
- The interplay of regulatory instruments and green power marketing

Reflection and discussion

Lunch
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Karl Heiz, Director Rätia 
Energie, Poschiavo, 
Switzerland

Ludwig Kons, Environmental
Trader, RWE Energie Trading,
Essen, Germany

Dr Marianne Moscoso-
Osterkorn, Head International
Relations, Verbund/APT 
Power Trading GmbH, Vienna,
Austria

Heddeke Heijnes, Manager
Greenprices, Ecofys Energy
and Environment, Utrecht,
Netherlands

Dr Paolo Frankl, Scientific 
Head, Ecobilancio Italia, 
Rome, Italy

Arnold Vonbank, Business
Development Renewable
Energy, ewz (Zurich Municipal
Electricity Utility), Switzerland

Thursday 5 September 2002, continued

Session 2: Products and pricing policy

Green power and tourism: a practitioner’s report
- Product branding and innovative distribution channels: the PurePower case
- Green event marketing
- How efficient are acquisition efforts in practice?
- Combining promotion and placement: a key to success 

Green power at the wholesale level
- The current role of green power in the European wholesale business
- Trade barriers
- Outlook: the interplay of the retail and wholesale markets

Coffee break

Hydropower: new market opportunities for Verbund
- Outlining the potential of renewable markets in Europe: the Verbund view
- Highlighting the diversity of schemes creating a market
- Outlining the mechanisms in Austria (labelling, certificates for small hydro, 
certificates of origin/TÜV)

- Experiences with RECS (present and future prices of certificates for hydropower)

Green energy pricing in Europe: trends and development
- Overview of main green energy price schemes and structures in Europe
- Trends
- Informing the costumer: what does the costumer know, what are the information 
needs of the costumer

Reflection and discussion

Friday 6 September 2002

Session 3: Strategy and management

Identifying the most effective strategies for the successful exploitation of renewable
energy

- Key internal and external variables most closely correlated with renewable energy 
"champions”

- Green pricing, marketing and labelling strategies
- TGC, liberalisation and harmonisation issues
- Main barriers and most effective accelerators for renewable energy
- Response to and expectations of policy

Renewable energy: giving ewz a market advantage?
- Activities past and present
- Integration with company strategy
- Outlook

Reflection and discussion

Coffee break
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Friday 6 September 2002, continued

Session 4: Communication instruments

Green power product promotion strategies in markets requiring product disclosure
- Developing successful product promotion strategies in a market with product 
disclosure requirements

- Developments in legislation for electricity product disclosure in Europe
- The impact of disclosure on green electricity sales: experience from the US and 
other markets

- Consumer response to disclosure: experiences around the world

Growing the customer base through differentiated green power marketing
- Why do consumers consider changing supplier? Market trends past, present and 
future

- Creating a USP with the commodity power
- The right way and time to approach customers to overcome "inertia”

Reflection and discussion

Lunch

Session 5: Customer requirements
Demand for green power: motivation and experience from the point of view of 
customers in the industrial and services sectors

Energy: a key issue for reinsurers
- Climate change: the scale of natural catastrophes
- Sustainability management at Swiss Re: the example of environmental sustainability
- New power supply agreements: our view and expectations

Does industry face a conflict between economic and environmental interests?
- Using regenerative energy in the production process
- Far-reaching consequences
- Key factors in product differentiation in a tough competitive environment

Reflection and discussion

Cocktails

Dr John Green, Manager 
Climate Change Strategy
Unit, IT Power Ltd, UK

Heiko v. Tschischwitz, CEO of
LichtBlick - die Zukunft der
Energie GmbH, Hamburg,
Germany

Andreas Schläpfer, Head
Internal Environmental 
Management, Swiss 
Reinsurance Company, 
Zurich, Switzerland

Gurdeep S. Chhatwal, 
Marketing & Customer 
Relationship Management,
Tempelmann-Kaffeerösterei,
Dorsten, Germany



Welcome cocktails (Wednesday 4 September)

Welcome cocktails for participants and speakers at 6 p.m., in the Kulm Hotel St. Moritz, courtesy of Rätia Energie.

A culinary high-point with a spectacular view! (Thursday 5 September)

A great evening awaits you, starting at 7 p.m. with a short stroll to the lower station of the Corviglia mountain rail-
way, and ending with dinner at the culinary high-point of St. Moritz. The ride on the funicular railway to a restaurant
perched at 2500 metres above sea level takes you past photovoltaic panels, to be installed in time for the 2003 FIS
World Ski Championships in St. Moritz, that will ensure that the railway is driven in part by green power. 

You’ll be welcomed on the restaurant terrace by the alphorns of the Engiadina St. Moritz ensemble, and over 
pre-dinner drinks you’ll get to enjoy a unique panorama which includes runs for the 2003 world championships. 
There follows an exquisite dinner accompanied by fine wine. An ideal opportunity to relax, make new contacts, 
and prepare for the second day of the conference!

Green Power Special Events (Saturday 7 September)  

The green path into the future of energy

Here you can choose between two varied programmes:

Group P will walk through an alpine landscape along Rätia Energie’s new energy discovery trail. The trail playfully
recounts the history of the electrification of the Rätia Bahn railway and the Valposchiavo, explains what is entailed
in environmentally compatible power generation, and describes the geology and biology of this high Alpine valley.
On this walk you’ll get breathtaking views of Piz Palü and the glaciers. Then the group will visit the Palü and 
Cavaglia power generation facilities. Palü was one of the first Swiss pump-storage power stations with "naturema-
de star” certification.

Group G will visit the Palü and Cavaglia facilities before Group P and hike along only part of the new energy 
experience trail. Instead, Group G’s excursion features an exclusive visit to the glacier garden and a look at the wild
Puntalta gorge, before both groups meet for lunch in Caviglia and then travel back to St. Moritz together by train. 

naturemade generation on the Albigna Glacier

A trip over Maloja, the watershed dividing Europe, to picturesque Bergell, an idyllic valley on the south side of the
Alps. You will visit ewz’s "naturemade basic” – certified power station in Löbbia. Then a dizzying climb, almost 1000
metres, in the company’s own cable car to the Albigna reservoir, 2,160 metres above sea level at the foot of the 
Albigna Glacier. From here you’ll get an impressive view of the Albigna Valley far below. Then an easy hike through
the fantastic summer colours of Bergell’s alpine flora to the SAC’s Capanna da l’Albigna mountain hut for a hearty
alpine meal. All crowned with an exclusive guided tour by ewz through the magnificent "cathedrals” and installa-
tions of the Albigna Dam.

The fringe programme has been organised in collaboration with:

For more things to see and do on your own in and around St. Moritz, please see www.greenpowermarketing.org

Enjoy an outstanding conference in unique surroundings.
The green power fringe programme: networking as it should be!



Paula Cribb is marketing manager of the National
Green Power Accreditation Program at the
NSW Sustainable Energy Development 
Authority (SEDA) in Sydney. Her work entails 
devising and managing national renewable
energy campaigns, shaping policy develop-
ment and maintaining working relationships
with NGOs, energy retailers and international
green energy organisations.

Gurdeep Singh Chhatwal works as an external
consultant to Tempelmann, a major German
coffee roasting company, in the field of 
marketing and customer relationship manage-
ment. His work as managing partner of T & C
Handels- und Beratungs GmbH includes
bridging the condition spread between brand-
name articles within the EU, and merging 
private label producers.

Paolo Frankl is scientific head of Ecobilancio Italia,
a private research and consulting company 
based in Rome, and is assistant professor of 
materials technology in the Industrial Design
programme at the University of Rome "La 
Sapienza". In his current research, "Renewable
Energy Market Accelerator (REMAC 2000)", he
analyses the impact of electricity industry 
developments on the acceleration of the re-
newable energy market.

John Green is manager of the Climate Change
Strategy Unit at IT Power, a consultant based
in Eversley, UK. In addition to acting as green
power advisor to the European Commission,
he is director of the Green Electricity Market-
place, a UK green power marketing internet
platform.

Reinhard Haas is an associate professor at the 
Institute of Power Systems and Energy 
Economics at the Vienna University of Tech-
nology, and coordinator of the EU’s ELGREEN
and Green Electricity Cluster projects. For 
more than ten years he has worked in the
fields of renewable energy sources, liberalisa-
tion versus regulation of the energy markets,
energy models and forecasts.

Heddeke Heijnes is manager of the Greenprices
website, which serves as an information plat-
form and intermediary on the European green
energy market. Greenprices.com was launched
on the initiative of Ecofys BV, a European 
consultant in the field of renewable energy
and energy saving. In the 1990s she worked
for five years as a consultant at the Institute for
Applied Environmental Economics in The 
Hague.

Karl Heiz has been director of Rätia Energie AG
(formerly Kraftwerke Brusio AG) since 1987. In
1999 his company launched Pure Power 
St. Moritz, the first power brand in Switzer-
land. Before joining Rätia Energie, Karl Heiz
worked for Nestlé in Switzerland and abroad,
ultimately as head of marketing in Korea.

Ludwig Kons is an environmental trader at RWE
Trading GmbH in Essen, Germany. Before
moving to that organisation in August 2001 he
worked for RWE Energie AG and RWE Power
AG as project manager responsible for hydro-
electric, wind and biomass energy projects. In
addition to this he was involved in the de-
velopment of RWE’s first green power pro-
ducts, and was responsible for the certification
of regenerative power generation plants.

Marianne Moscoso-Osterkorn has been with
Verbund, Austria’s largest power producer
and distributor, since 1981. In 1996, after 
more than 15 years as head of Organisational
Development, she took over as head of Inter-
national Relations. Besides international lob-
bying, she is involved in developing new pro-
ducts and markets for APT, Verbund’s trading
company. Marianne Moscoso-Osterkorn is also
the Austrian representative in the RECS
Group.

Andreas Schläpfer is head of Internal Environ-
mental Management at Swiss Re in Zurich.
Here he was responsible for leading the logi-
stics and Swiss Re Guest Service units to ISO
14001 certification. Since 1999 he has been
responsible for the coordination and control of
the worldwide introduction of a corporate 
environmental management system in twenty
Swiss Re Group business locations.

Rick Sellers is head of the Renewable Energy
Unit of the International Energy Agency
(IEA) in Paris. The unit is responsible for de-
veloping a strategy for accelerating renewable
energy markets worldwide, as well as overse-
eing the coordination of member country
R&D. Before joining IEA he was deputy manager
of the US Solar Energy Industries Association,
where he was involved in creating market 
development strategies for the solar industry.

John Traynor is head of Energy Policy & Genera-
tion at Eurelectric in Brussels. During the
1990s he worked as a national expert for the
directorates-general Energy and Transport of
the European Commission in the Forecasts
and Analysis unit, where he was responsible
for electricity issues. He was also involved in
launching and running the early rounds of Ire-
land’s Alternative Energy Requirement (AER)
competitions to contract renewable energy
and CHP.

Heiko von Tschischwitz is CEO of LichtBlick – die
Zukunft der Energie GmbH. LichtBlick, one of
the best-known newcomers to the German
electricity business, markets green power to
households and businesses. Until 1998, Heiko
von Tschischwitz worked in various positions
at VASA Energy, ultimately as head of busi-
ness development.

Arnold Vonbank is responsible for the newly 
created renewable energy unit at ewz (Zurich
Municipal Electric Utility), where he previously
worked for four years as a key account 
manager. He has broad experience in the inter-
national sale of capital goods in the auto-
mation technology and high-voltage enginee-
ring businesses. 

Rolf Wüstenhagen is energy analyst at SAM 
Sustainable Asset Management, Zurich, a
leading European provider of sustainability 
investments, and a lecturer at the Institute for
Economy and the Environment, University of
St. Gallen (IWOe-HSG). His international 
research and consulting experience makes
him one of the leading authorities on the green 
power markets in Europe and North America.

Kick off the debate with internationally recognised green power marketing
experts. Meet the speakers.



Experience, knowledge and success.
The speakers.

Green Power Marketing, Conference Management, Weberstrasse 10, CH-8004 Zurich, www.greenpowermarketing.org 

Main sponsors:

Co-Sponsors:

Paula Cribb Dr Paolo Frankl 

Dr John Green Prof. Reinhard Haas  Heddeke Heijnes

Karl Heiz Ludwig Kons

Rick Sellers
Par tners :

Heiko von Tschischwitz Dr Rolf Wüstenhagen

Dr Marianne Moscoso Osterkorn

Andreas Schläpfer John Traynor

Arnold Vonbank

Gurdeep S. Chhatwal

T O P  O F  T H E  W O R L D

®


