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Joint Electricity Purchasing Group
Awards long-term supply contract to SIMEC ZEN Energy



Joint Electricity Purchasing Group



Retail

$10M p.a.

$6.4M
64%

30% 
total 
costs
ex. wages

“As the Mighty South Aussies we are pleased to be joining other South Australian 

organisations in having the opportunity to save on our electricity bill. A household 

name, Foodland employs thousands of South Australians across the state. This 

opportunity enhances the sustainability of our brand in an ever-increasing competitive 

landscape.

- Con Sciacca, CEO, Foodland



Manufacturing

“Electricity costs are a substantial portion of our total cost to manufacture value added 

copper chemicals on a large scale. This contract represents a positive long-term 

outcome to secure electricity supply at a competitive price.”

- Mark Woodhead, Managing Director, Adchem

$9M p.a.

$4M
44%

13% 

total 

costs



Mining

Hillgrove is pleased with the SACOME electricity consortia outcome that provides 

electricity purchase security during unforgiving price peaks. This stability enhances the 

role that Hillgrove can play in growing South Australia’s copper production.”

- Steve McClare, CEO & MD, Hillgrove Resources

$30M p.a.

$15M
50%

15% 

total 

costs



Agricultural

“Being able to secure electricity pricing for the next eight years is extremely beneficial. 

Having certainty of pricing for one of our single largest costs allows us to confidently 

operate in our business and connect our 5000 grower customers across South Australia 

with domestic and international markets, benefiting our customers and South Australia 

more broadly.”

- Tim Krause, General Manager, Viterra

$5M p.a.

$1.5M
30%

35% 

total 

costs



Agricultural

“We are pleased to be able to pass on considerable reductions in electricity costs over 

the long term, supporting our customers as they compete in both domestic and 

international markets with their produce.”

- Gavin McMahon, CEO, Central Irrigation Trust

$5M p.a.

$1.5M
30%

35% 

total 

costs



“This outcome demonstrates what can be 

achieved when businesses decide as a 

collective that the status quo is not 

acceptable.”

- Sanjeev Gupta, Executive Chairman, 
SIMEC ZEN Energy



Cultana Solar Project



‘Project’ Phases of Energy Group Buying Process

Group members must exit or commit to forward process at juncture of each phase

Project Initiation

• Define group 

members

• Define procurement 

objectives & non-price 

selection criteria

• Confirm participation 

of each group member

• Formally agree cost 

sharing & confidentiality

• Appoint legal & 

energy market advisors

• Seek ACCC approval

Expressions of 

Interest

• Confirm participation 

of each group member

• Identify all potential 

suppliers likely to meet 

group’s objectives

• Seek Expressions of 

Interest pricing & other 

key terms from suppliers

• Short-list suppliers 

based on EOI’s meeting 

group’s objectives & 

selection criteria

Supplier 

Proposals

• Confirm participation 

of each group member

• Seek firm pricing & 

formal proposals of 

short-listed suppliers

• Confirm thresholds of 

group members for price 

& other key terms

• Negotiate proposals 

into group deal space

• Select preferred 

supplier(s)

Contract 

Negotiation

• Confirm participation 

of each group member

• Negotiate contract 

terms for each member 

of group deal

• Consider if ongoing 

‘group management’ 

agreement is required?

• Execute agreements

• Celebrate!

Contract 

Implementation

• Establish individual & 

group required contract 

admin and management 

frameworks

• Periodic operational 

reviews between the 

group & supplier(s)



Three Key Learnings to Achieving Best Outcomes

Clearly define group objectives from the outset & allocate ‘like’ membersClear & Aligned Objectives

• Long or short term supply, lowest price or other drivers?

• Renewable supply or generation agnostic?

• Allocate members into ‘like’ groups of procurement style, sophistication, risk etc.

• Constantly revisit and test the objectives to ensure alignment of the group

Agree clear go-forward or exit decision points amongst group membersProject Decision Gates

• Each member will have its own internal decision criteria to be included in the group

• Members must have clear exit options if the group direction diverges from their own

• Decision gates allow the process to be managed as a project to budgeted costs and schedule

• If an individual member are clearly misaligned to the group it may be best for them to exit at a gate

Confirm group member thresholds for price and other key termsGroup’s Price & Key Terms

• ACCC authorisation allows for disclosure of price and key terms amongst the group

• To effectively negotiate a successful group outcome it is critical that members give guidance (at least to the advisors) on price and key terms

• Each member will have its own view on price and key terms, which may lead to some members not participating in the final deal

• Remember “no deal is done until it is all done!”

Active engagement by group members is critical to success



Energy Buying Groups – Pros & Cons

Weigh up pros and cons before deciding to pursue an energy buying group

“Pros”

Strengths & 

Opportunities

“Cons”

Weaknesses & 

Threats

Passengers

Time

Group vs. member 

compromise

Added complexity

Market insight

Group portfolio 

benefits

Cost sharing

Scale - price & other 

terms




