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The Season of Sustainability
Reports

The annual report season is quickly followed by

the annual sustainability report season and this year

there seem to be more sustainability reports than

usual, which is not surprising as some companies

have brought out their first reports. Among the core

environmental stocks to have recently produced sus-

tainability reports are Tassal, New Zealand King

Salmon, New Energy Solar, Blackmores, and Kath-

mandu, while Bingo Industries, Cleanaway and Sims

Metal Management have included a sustainability re-

port or review in their annual reports.

I don’t propose to go through each report in detail,

but it may be of interest to environmental investors to

pick out some of the more interesting items to be

found in the Bingo, Cleanaway, and New Energy So-

lar reports. The other reports are just as interesting,

but won’t be discussed here due to lack of space.

Bingo Industries

In 2017-18 Bingo Industries recovered 223,000

tonnes of brick and concrete, 38,000 tonnes of scrap

metal, 11,000 tonnes of timber, and 800 tonnes of pa-

per and cardboard. It also turns green waste into com-

post, but it did not say how much green waste it

recovered. The company earns revenue from these

five waste streams, which are among 14 materials

that it processes and separates.

The company said it is working to develop a better

way for managing asbestos, and has built strong rela-

tionships with its stakeholders including the NSW

and Victorian Environmental Protection Authorities.

The NSW EPA has identified asbestos as a ‘problem

waste’, and it often results in illegal dumping and

land contamination. Bingo said it supports people to

do the right thing by providing safe disposal bags and

separately identified skip bins and a lawful way to

transport and dispose of the material.

Bingo’s recent acquisition of Dial A Dump and its

site at Eastern Creek is an opportunity to transform

waste recovery and recycling in Greater Sydney

through the development of a Recycling Ecology

Park. This will accept both putrescible and non-

putrescible waste streams and will broaden Bingo’s

range of processed end products.

Bingo said sustainability is its business and that as

a leading waste management company with over 50

per cent of its earnings from recycling it has an op-

portunity to significantly contribute to the develop-

ment of the circular economy in Australia.

Bingo said it is working with Planet Ark to be-

come one of the most sustainable companies on the

Australian Stock Exchange. It also wants to join the

Dow Jones Sustainability Australia Index.

It has made a long-term commitment to turn all its

facilities into urban solar power stations to provide

renewable energy for its facilities, to export electric-

ity to the grid, and to reduce its carbon emissions.

1,160 kilowatts has already been installed.

The company’s key aims are be an advocate for

diverting waste from landfill, investing in new tech-

nology to increase recovery rates, improving indus-

try transparency on recycling practices, and

processing materials for re-sale and re-use.

Its Bingo Live online platform allows both Bingo

and its customers to manage their environmental im-

pacts. It enables Bingo to track all of its vehicles,

bins, waste types, volumes and their destination. This

improves resource recovery rates and fuel consump-

tion and carbon emissions. It provides customers

with accurate weight-based and superior waste man-

agement reporting. This helps them to better track

and understand their waste generation and to imple-

ment waste management strategies such as segrega-

tion at source. A Bingo Live customer mobile app is

also on the way.

In August Bingo launched a program called Push-

ing for a Waste Free Australia to tell what is impor-

tant to it as a business. The company said education is

key to its sustainability agenda, and it has a responsi-

bility and social licence to lead and advocate for

change within the waste management, real estate and

construction industries, including its customers,

staff, suppliers and the community.

Cleanaway

Cleanaway is Australia’s largest waste manage-

ment company, and this is reflected in its statistics. In

2017-18 the company recycled 320,000 tonnes of pa-

per and cardboard, 16,000 tonnes of plastic packag-

ing, 14,500 tonnes of steel, 50,000 tonnes of organic

liquid waste that was re-used as nutrient, 42,000 ton-
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nes of biosolids that were re-used as nutrient, and it

collected and reprocessed 125 million litres of used

oil. Landfill gas captured from its landfills generated

over 140 million kWh of renewable energy, enough

to power over 28,700 homes.

Cleanaway said a key issue for Australia’s recy-

cling industry is the far stricter standards for mixed

paper and mixed plastics required by China’s new

National Sword policy. This covers the products tra-

ditionally recovered from household commingled

kerbside recycling bins, but the majority of kerbside

recycling systems aren’t able to produce the low

level of contamination now required. Cleanaway

says the long-term answer is not to find another off-

shore market but to encourage investment in domes-

tic processing capacity. Australia needs to educate,

sort, recycle and reuse locally, and under consistent

standards. This needs a stronger alignment between

all levels of government and a commitment from in-

dustry to use an increased percentage of recyclable

materials in the production of new goods.

In April this year Australian Environment Minis-

ters agreed to the target of making 100 per cent of

Australia’s packaging recyclable or reusable by

2025,but Cleanaway said that the pathways to this

goal are still unclear.

Ewaste is one of Australia’s fastest-growing

waste streams. It contains toxic materials such as

mercury and lead as well as valuable raw materials

such as gold, silver and platinum. Cleanaway said a

reliable recycling plant can recycle at least 90 to 95

per cent of ewaste components. Cleanaway owns the

Australian rights to the Swiss processing technology

called BluBox. BluBox can safely handle most of the

ewaste produced in Australia, and eliminates the ex-

posure risks that come with manual dismantling. Cle-

anaway has two of these units, at St Marys in Sydney

and Dandenong in Victoria. The BluBox breaks

down the ewaste under negative pressure, it extracts

the mercury vapour and mercury fluorescent dust,

then an optical sorter separates the outputs into the

major recyclable components such as plastics, fer-

rous metals, and aluminium.

A joint venture with ResourceCo is opening Aus-

tralia’s first Process Engineered Fuel (PEF) plant in

Wetherill Park in Sydney. PEF is a substitute for fos-

sil fuels in industrial applications. It is created from

dry commercial and industrial waste and construc-

tion and demolition waste after the recyclables have

been recovered. The plant will process 250,000 ton-

nes of waste per year.

A resource recovery centre at the Erskine Park

Transfer Station in Sydney is under construction and

will be able to process 150,000 tonnes of waste a year

and through recycling will divert a significant

amount of this from landfill. Cleanaway is also work-

ing on new projects for organics processing, resource

recovery, and landfill gas.

New Energy Solar

New Energy Solar has a large and growing portfo-

lio of 22 solar farms in the US and Australia. Ten are

operational, six are under construction, and six will

be acquired.

In the six months to 30 June, its operating portfo-

lio generated 288.4 gigawatt hours (GWh) of elec-

tricity, enough to displace the equivalent of 183,238

tonnes of CO2 emissions or enough to remove the

equivalent of nearly 80,000 cars from the road.

Chief executive John Martin said this was an ‘e-

nvironmental dividend’ equivalent to a 0.6 kilogram

reduction in CO2 emissions per stapled security.
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These statistics will grow as New Energy Solar con-

structs its large development pipeline.

When the whole portfolio is operational, it will

generate 1,700 GWh of electricity each year. This

will be enough to power 233,000 homes or all of the

households in Wollongong and Newcastle. This will

be enough energy to displace 1,174,000 tonnes of

CO2 emissions, or the equivalent of removing

304,000 cars from the road.

Mr Martin said New Energy Solar strongly advo-

cates for a sustainable supply chain: it partners with

responsible suppliers and sources materials and serv-

ices locally when available.

New Energy Solar has identified 12 United Na-

tions Sustainable Development Goals (SDG) that it

can contribute to.

The company makes its solar plants available for

site testing and tours on solar technology for high

school and university students and for education on

the importance of mitigating greenhouse gas emis-

sions. It is working with a team from the University

of California Berkeley, who are exploring structural

changes to soil hydrology and soil biology in solar

power plants. The company said this is important to

its business as land preservation is a key topic in the

investment process and is strictly monitored during a

plant’s construction phase and operational life.

The company is part of the Solar Buddy program

that provides a solar light source to marginalized

communities in developing countries that are suffer-

ing energy poverty. SolarBuddy has two approaches

– education and illumination. The SolarBuddy Edu-

cation Program gives children the opportunity to

build SolarBuddy solar lights. These are the world’s

first and only LED solar light that can be assembled

by a child as young as seven. Since 2016, over

100,000 students across 400 schools and 13 countries

have participated in the SolarBuddy Education Pro-

gram, says New Energy Solar. The solar lights have

also been used by Non-Governmental Organisations

such as Australia Aid, Red Cross and the United Na-

tions. So far, over 200,000 people have used Solar-

Buddy solar lights. Over 20,000 solar lights will be

delivered to rural communities in Papua New Guinea

and parts of Africa over the next three years. Solar-

Buddy aims to reach six million children in the South

Pacific, south east Asia and Africa regions by 2030.

New Energy Solar said it will continue seek op-

portunities such as SolarBuddy to expand its positive

impact and raise awareness on issues that can be ad-

dressed by renewable energy.

The company also helps with local job creation

and engages and donates to local schools and com-

munity centres.

Aquaculture of the Future

The future of aquaculture is likely to be in sub-

mergeable pens and further out to sea, says New Zea-

land King Salmon.

Chairman, John Ryder, said a submersible system

has been in operation in Italy for 10 years growing

sea bass and bream, and New Zealand King Salmon

sees this as a great role model. The company is now

working with the manufacturer of this production

system. The structure floats on the top of the water

for most of the time, but during bad weather it can be

completely submerged and hidden from the large

waves. A future fish farm may be a series of these

submersible pens. The structures would be located a

number of kilometres off the coast, and would be dif-

ficult if not impossible to see from the coast.

“We think submersible technology which doesn’t

have to have the same level of investment, will be the

ultimate system that will be economical for us to

use,” said Mr Ryder. Trials are underway in Norway

and the Mediterranean, but the prospect of open-

ocean salmon farming is still in its early stages, and it

will take time to test as there are quite a few hurdles

such as compliance, design challenges, and capital

optimization.

“Our view is that commercial-scale harvest is un-

likely before about 10 years’ time. However if

proven, open ocean farming will be the growth en-

gine of the industry going forward.”

The environmental benefits of ocean farming in-

clude biosecurity, space and depth for breeding, dis-

tance from communities, and minimal impact on the

seabed.

Making better use of the ocean makes environ-

mental sense, he said. “We live on a blue planet

which is 70 per cent ocean, however it only produces

2 per cent of our total food, and about 40 per cent of

our animal protein. If we are going to sustainably

feed a growing population, which some estimate to

peak at 10 billion people, the ocean is an obvious

choice,’ he said.
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At present humanity is overusing the land for food

and this is unsustainable. “I understand that some 70

per cent of the man-made extinctions that have oc-

curred, have occurred as a result of land based agri-

culture,” he said.

Aquaculture and salmon in particular can help

solve this issue. “For example, for every tonne of

beef 337 tonnes of C02 are produced, whereas for

salmon that is only 9.8 tonnes of C02. That’s because

fish are basically weightless, they do not have to fight

gravity, they do not have to warm their blood, they do

not need a heavy skeleton to support themselves, so

they are amazingly efficient and that’s what leads to

these great numbers. In fact, we actually think these

numbers over-estimate the carbon impact of produc-

ing salmon. That’s because the salmon feed includes

the carbon footprint associated with the land-based

protein included in the feed – even though the feed

also includes some trimmings that are not used in hu-

man consumption.

“There are many other great things about salmon

farming when it comes to the environment,” said Mr

Ryder. Salmon use the least fresh water and give the

highest yield. All aquaculture farms are swimmable

and the water is even drinkable. And there are no

dangerous organisms associated with salmon pro-

duction as there are with other animals.

It also gives the highest production over relatively

small spaces. He exampled Norway, which is chang-

ing from an oil and gas based economy to a bio-

economy largely made up of aquaculture and wild

fisheries. Norway is now the world’s largest pro-

ducer of salmon. It has about 1,000 seafarms along

its coast, where New Zealand has ten. “Those farms

generate nearly 1.3 million metric tonnes of salmon,

and about a third of the total global production and

catch of salmon, said Mr Ryder. All of that produc-

tion is achieved across a total surface area of about

420 square kilometres.

“By comparison, Norway has about 10,000

square kilometres of agricultural land, which in ag-

gregate produce 0.5 million metric tonnes of food.

On a productivity per square kilometre basis, aquac-

ulture in Norway is 62 times more productive than

agriculture.”

Mr Ryder said that New Zealand has a similarly

supportive environment for producing salmon in-

cluding a long coastline, cold waters, and fjords,

making it “extremely well-positioned to be the next

bio-economy”. He also believes that King Salmon

has the potential to become a multi-billion dollar in-

dustry, to be New Zealand’s most valuable industry,

and to be New Zealand’s greenest primary industry.

But the transition from unsustainable to sustain-
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able farming needs government support for making

areas available for aquaculture, supporting biosecu-

rity and physical security, investment in infrastruc-

ture, and encouraging appropriate education.

This is especially important as the New Zealand

government and opposition see some industries as

unsustainable in their current form and in some cases

have moved to help reduce the size of these indus-

tries. He exampled oil and gas where there is no fur-

ther exploration, diesel road freight being phased out

to be replaced with rail and electric, the phasing out

of low end tourism, encouraging one less red meat

meal per week, and a cap on dairy cows.

“These industries, which rely on the land and are,

as a function of governmental regulation, expected to

shrink rather than grow are at New Zealand King

Salmon referred to as ‘brown sunset industries’. By

contrast we are positioning aquaculture as a growth

industry that relies on the ocean rather than the land.

Internally we call aquaculture a ‘blue sunrise’ indus-

try,” said Mr Ryder at the company’s annual general

meeting.

New Zealand King Salmon’s 2018 annual report

contains the company’s first sustainability report.

(ASX: NZK)

International Boost for Ingenia

Ingenia Group has received a big international

boost in confidence with a major US real estate in-

vestment trust that specializes in manufactured hous-

ing entering a long term partnership with Ingenia for

new Australian greenfield manufactured home de-

velopments.

New York Stock Exchange listed Sun Communi-

ties, Inc (NYSE: SUI) injected $74.5 million of new

capital into Ingenia at $3.2172 cents per security.

Prior to the announcement, the securities closed at

$2.84. The issue price was at an 8.75 per cent pre-

mium to Ingenia’s 30 day average security price.

Sun Communities now holds 9.99 per cent of In-

genia. The substantial holding and the significant se-

curity price premium both signal that Sun

Communities is expecting a long term and finan-

cially beneficial partnership with Ingenia.

The companies said they will jointly invest in new

greenfield opportunities using a capital light model

to accelerate developments and growth in rental con-

tracts.

Ingenia said the proceeds of the placement will

fund the acquisition of two established communities
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in south east Queensland, accelerate the rollout of

new cabins, and provide the initial equity funding for

the strategic partnership.

The incorporated 50:50 joint venture also gives

Ingenia access to Sun’s 40 years of knowledge and

experience in the US manufactured housing market,

which is the world leader in this form of housing. Sun

Communities’ chairman and chief executive, Gary

Shiffman, will join the Ingenia board.

Mr Shiffman said Sun currently owns over 370

communities in the US and Ontario in Canada, and

the partnership with Ingenia would allow it to expand

into the Australian market with a ‘best in class’ man-

ager and developer. “We see the Australian market as

sharing many similarities with our market 20 years

ago. We look forward to contributing the skills and

expertise we have built over more than 40 years’ op-

erating and developing communities in the mature

North American market building a US$12 billion

business.

Ingenia’s chief executive, Simon Owen, said the

partnership is a pivotal moment for Ingenia and a

smart and logical way to capitalize on the breadth of

opportunities in the company’s acquisition pipeline

and to access new rental contracts.

Ingenia and Sun will invest in greenfield lifestyle

communities, while the development opportunities

currently owned by Ingenia will continue to be de-

veloped by Ingenia using its balance sheet. Ingenia

will receive fees for deal flow origination, and for de-

velopment and asset management. The deal is “mar-

ginally accretive’ to Ingenia’s 2018-19 earnings and
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earnings per share. Ingenia has a right to buy each de-

velopment on completion.

The strategic partnership will have its own board

with the two companies each appointing two direc-

tors. The target is for the partnership to originate five

projects in the first 18 months.

Mr Owen said other benefits for Ingenia from the

partnership could be lowering home and tourism

cabin costs by utilizing Sun’s supply chain and home

designs; and “providing a funding solution for in-

coming residents – a huge and profitable market in

the US that doesn’t presently exist in Australia”.

Meanwhile, Ingenia plans to invest $53 million to

acquire the two established communities in south

east Queensland. $29.5 million will be used to ac-

quire a 380 site community that is 16 kilometres from

the Brisbane CBD in a growth sector that it said is

dominated by park owned rental sites and so allows

for repositioning and enhanced returns. The commu-

nity is expected to generate an initial yield of over 7

per cent.

The second acquisition is the premium holiday

park Rivershore Resort at Maroochydore on the Sun-

shine Coast. The cost was $23.25 million and the ini-

tial yield is over 7.5 per cent. The award winning

resort is a newly constructed holiday park on a 4 hec-

tare riverfront. It has 80 large powered sites, 15 new

glamping tents, and potential for expansion.

The acquisitions will increase Ingenia’s lifestyle

and holidays portfolio to 37 communities and over

6,200 income producing sites, up from 5,800 sites at

30 June.

Another $10.1 million of the new capital will ac-

celerate the rollout of over 100 new rental and tour-

ism cabins at the Durack and Eight Mile Plains

communities.

Ingenia said it is on track to deliver over 350 new

home settlements in 2018-19, and forecast earnings

(EBIT) to increase by 15 to 20 per cent on 2017-18.

Mr Owen said Ingenia now has 10 communities

under development and its development pipeline is

by far the largest in the industry. “Ingenia is now at

the forefront of lifestyle (land lease) communities

across Australia,” he said.

He expects the first contributions from new home

settlements from new developments with Sun to be

in 2020-21.

More Good News

Ingenia should also benefit from a new report that

shows that over 70,000 Australians live in manufac-

tured home estates (MHE) and caravan parks and that

this a vital aspect of affordable housing from both the

supply and demand sides.

It says that approximately 2 per cent of Austra-

lians who are aged over 65 live in MHEs or caravan

parks and that the sector has undergone a large shift

in the past decade with a strong take up from people

aged 60 and over.

The report highlights the downsizing option for

mid and lower income baby-boomers, for whom

MHEs and caravan parks provide an alternative to re-

tirement villages and an option to downsize their

property to free equity to support retirement. The re-

search says that 37 per cent of residents in MHEs and

caravan parks live alone, thus this form of housing

also provides important social benefits including fa-

cilities to encourage interaction.

The report says there is a need for government

support in the sector as residents living in MHEs are

nearly three times as likely to require assistance with

core activities such as self-care, mobility and com-

munication compared to Australian averages. For ex-

ample, only 64 per cent of dwellings in MHEs and

caravan parks reported having an internet connection

compared to the Australian average of 90 per cent.

The 2016 census showed that 9,090 people lived

in a manufactured home estate and 62,080 lived in a

caravan park. The report says that if these communi-

ties were a town, it would be the 25th biggest in Aus-

tralia. The sector also encourages decentralization

with 33 per cent of residents living outside of urban

centres.

There are other social benefits. “The Council of

Homeless Persons notes that Long Term Residential

Parks are in many ways, the last option for Austra-

lians at risk of becoming homeless and sleeping

rough on the streets. In many cases, long term parks

also provide a halfway point for women fleeing do-

mestic violence along with those people suffering se-

rious mental health issues. Furthermore, when

considering that over 90 per cent of caravan parks

and MHEs are in regional areas, they have a signifi-

cant role in supporting the community where over 59

per cent of long term residents earn less than $500

per week.”
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The report, ‘Long Term Residents in Caravan

Parks and Manufactured Housing Estates: A Census

2016 Social Trends Report’, is by the Caravan Indus-

try Association of Australia with the Residential

Land Lease Alliance (RLLA).

The Caravan Industry Association is a not-for-

profit organisation whose membership comprises

over 3,500 caravan and camping businesses includ-

ing manufacturers, dealers, caravan parks, manufac-

tured home estates, service suppliers and repairers.

The Residential Land Lease Alliance represents

land lease community providers. It lobbies state and

federal governments to recognize land lease commu-

nities as an affordable housing solution, particularly

for semi-retired and retired people wishing to down-

size. (ASX: INA)

Good News from Meridian
Energy

New Zealand utility Meridian Energy has issued

two pieces of positive news recently.

The company said it is supporting its largest cus-

tomer, New Zealand Aluminium Smelters (NZAS),

with an additional 50 MW of base load energy. This

has enabled the smelter to increase production.

“The fact that NZAS are choosing to invest in in-

creasing production at Tiwai is obviously a good sign

for the longevity of the smelter, good for the South-

land Region and good for the environment because

NZAS leverage New Zealand’s largely renewable

electricity system to make some of the greenest alu-

minium in the world,” said Meridian’s chairman,

Christopher Moller.

The smelter uses 12 per cent of New Zealand’s

electricity, so the move takes pressure off the New

Zealand energy market which has slow growth and

had suffered concerns that the potential closure of the

smelter would release significant spare energy and

capacity into the market.

Meridian also says that over time 42 per cent of

the country’s non-agricultural carbon emissions

could be removed through electrification. Convert-

ing this fossil fuel-based energy use to predominately

renewables could add 75 per cent to electricity de-

mand, and depending on the rate of electrification it

would need significant new generation capacity. But

it gave no time frame for when this may happen. It

will not be soon.

The biggest sectors that can be changed are sta-

tionary energy which accounted for 20 per cent of

emissions in 2016, road transport with 16 per cent of

emissions, and industrial processes with 6 per cent.

Clearly, electric cars have a role to play.

The second piece of good news for investors is

that Meridian has extended its capital management

program to 2022, and increased the original return of

capital to shareholders by a further NZ$250 million,

from a total of NZ$625 million to NZ$875 million. .

“Although we are still two years away from the

conclusion of the original five-year capital manage-

ment program that commenced in 2015, the board

has decided to extend the current capital manage-

ment program by a further two years,” said Mr Mol-
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ler.

Although the board can cancel or suspend the new

tranche if there are possible future impacts on the fi-

nancial position of the company or alternative uses of

capital, at this stage the New Zealand market is stable

and the board has no new major capital projects that

are likely to need significant capital.

With its share price at $3, Meridian has a yield of

5.6 per cent. Its share price has been rising steadily

since it listed on the ASX in November 2013 at

around 88 cents and it reached an all time high of

$3.13 in September. (ASX: MEZ)

August Investments Returns
Capital

August Investments is continuing the wind up of

its portfolio and will pay a large dividend of $32 per

share in early December. This follows a $20 per

share dividend paid in June to help utilize the compa-

ny’s franking credits.

Managing director Damien Lynch said a vote to

pay returns of capital will be put to shareholders on 8

December. The first payment will be $80 per share.

Mr Lynch said the overall increase in value to

shareholders for 2017-18 was 7.8 per cent, compris-

ing dividends of 9.8 less a capital loss of 2 per cent.

This result was somewhat below the average return

over the last five years, he said.

During the year August made new environmental

investments in wind farm developer and owner

Windlab, and reinvested in energy manager and
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monitoring consultant Energy Action. After selling

out some years ago, it bought back into Energy Ac-

tion as it saw an increase in value in the company as

profits have increased and the share price has come

down – a double improvement in value, he said.

August’s timing was good as last month Energy Ac-

tion announced that it is “in discussions with a

number of interested parties in relation to a possible

transaction”. These are at their formative stages with

no certainty of an outcome, but it was enough to send

the company’s share price a one year high of $1.17.

Since the start of the new financial year, August

has commenced the sell down of its portfolio, but it

has also made two new green investments, both

speculative but which it thinks may provide a good

return over the next twelve months or so. One is

Calix, which has reinvented the kiln process to pro-

duce high purity, ultra fine materials such as magne-

sium hydroxide that have environmental uses as well

as environmental benefits from the process. The

other is Hazer Group, which is developing a low-

emission hydrogen and powdered graphite produc-

tion process that is more cost effective and produces

less carbon dioxide than current processes.

In July it sold out of Carnegie Clean Energy when

Carnegie announced it was divesting its subsidiary,

Energy Made Clean, which August saw as its strong-

est asset. In late November Carnegie and Tag termi-

nated the deal as some of the conditions had not been

met. Tag said it is still interested in parts of the En-

ergy Made Clean assets.
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Tough Times Sees Eco Investor
Downgrade Metro Glass

Eco Investor has downgraded Metro Performance

Glass to a pre-dividend security as the company has

temporarily suspended its dividend in what is a tough

market for glass companies in Australia and New

Zealand and one that could stay that way for several

years.

As well as suspending its dividend, Metroglass

could be facing tougher competition as CSR has sold

its underperforming Viridian Glass division, and fur-

ther out a key New Zealand aluminum supplier for

windows has announced it is establishing its own

major glass factory.

The poor outlook is on top of Metroglass an-

nouncing a disappointing half year profit to 30 Sep-

tember that was down 22 per cent to NZ$9. 1 million.

Earnings per share fell 23 per cent to NZ 4.9 cents.

The company said the suspension of the dividend

is so it can strengthen its balance sheet by prioritizing

debt reduction over dividends. Its current ratio of net

debt to rolling 12-month EBITDA is 2.3 times and it

will resume dividends when the ratio falls to 1.5

times.

The company said “This will take some time to

do” but did not give a clearer timeline.

However, we can get an idea by looking at the

numbers. At 30 September, net debt had increased by

NZ$1.3 million to NZ$95.2 million. As this was 2.3

times EBITDA, the rolling 12 month EBITDA was

NZ$41.4 million. If EBITDA earnings stay flat, then

net debt has to come down to NZ$62 million. That is

a fall of NZ$33.2 million. Metroglass paid NZ$7

million in dividends for the previous half, so if all

else stays the same it would take about two and a half

years to pay down that much of the debt and reduce

the ratio to 1.5 times.

But Metroglass’ earnings are not stable and could

get more volatile as the glass markets in New Zea-

land and Australia undergo major changes in both the

near and long term.

The company expects capital expenditure to stay

flat at around NZ$8 million to NZ$10 million. At 30

September it had cash of NZ$2.7 million and it had

NZ$30 million of head room on its debts. So it is not

under any immediate balance sheet pressure. But it is

also right to strengthen its balance sheet for the un-

certain times ahead.

Half year revenue fell 1 per cent to NZ$140.5 mil-

lion, but earnings (EBIT) fell 18 per cent to NZ $15.5

million. The company said this was due to poor trad-

ing results in Australia.

Australian Glass Group’s (AGG) first half reve-

nue fell $2.1 million to $27.5 million. Most of this

was in NSW where revenue fell $1.5 million. AGG’s

earnings (EBIT) fell from a profit of $2.6 million in

the first half of 2017-18 to an EBIT loss of $1.3 mil-

lion. The company said this was due to the slow

start-up of the new processing facility in Tasmania,

and production difficulties in the Victoria and New

South Wales factories. There were higher electricity

costs of $0.4 million and extra depreciation of $0.5

million. The transfer of its Tasmanian customers

from the Victorian plant to the new Tasmanian plant

had a combined negative impact of $1.7 million on

the EBIT.

Chairman Peter Griffiths said “The Australian

business, AGG, remains challenging. The market is

supportive and the recent capital investment program
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is showing promise on lifting production capacity

and improving manufacturing efficiency. However,

it is taking longer than originally planned to reset

AGG’s operations, people and culture. This has im-

pacted its year to date financial performance and

highlighted further capability gaps we are working to

address.”

In spite of these challenges and the very competi-

tive market, the company believes in the longer-term

opportunities as the Australian market is signifi-

cantly larger than New Zealand and regulatory

moves support the uptake of double glazing, which is

Metroglass’ core product. At present, AGG has a

small part of the large and fragmented south east

Australian glass processing market.

Mr Griffiths said the capital program upgrades to

lift production and efficiency in the Victorian and

New South Wales plants have been completed. The

NSW plant is changing from a predominant focus on

toughened glass to a focus on double glazed units.

The Hobart plant has started up and is hitting its tar-

gets, and he expects revenue and costs to improve in

the second half. There have also been recent changes

to the leadership team in Australia.

“We are confident the performance improvement

initiatives that have delivered such strong results in

New Zealand can be successfully exported across the

Tasman. We are focused on stabilizing AGG’s per-

formance in the second half of the year and returning

the business to profitable growth in FY20.”

The New Zealand numbers are on target and

ahead of the same period last year. Group earnings

for 2018-19 are expected to be around NZ$$28 mil-

lion, down NZ$1 million.

Metroglass will need its Australian numbers to

pick up as it faces two upcoming challenges to its

business.

The most immediate is the sale of Viridian Glass

to private equity group Crescent Capital Partners for

$155 million. CSR sold it because Viridian has long

underperformed and most recently there was a $76

million impairment in the June half. Revenue was up

4 per cent to $200 million, but earnings (EBIT) were

only $7 million and the return on funds employed

was only 4.1 per cent, well down on CSR’s other di-

visions.

Along with its glass processing, Viridian is the

only floating glass manufacturer in Australia and

New Zealand. Floating glass is used for windows.

CSR said the sale will allow Viridian ‘to align its

footprint and cost structure to operate more effec-

tively as a standalone business”.

Viridian is a major competitor to Metroglass in

both New Zealand and Australia. There is no doubt
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that Crescent Capital Partners will work hard to im-

prove the business, probably through injecting new

capital as well as through rationalizations. The effect

will be to increase competition.

As Metro Glass has over 50 per cent of the New

Zealand market, it has the most to lose. In Australia,

Viridian is both a manufacturer and the largest glass

supplier and any improvements to its business will

make it harder for Metroglass to grow Australian

Glass Group.

Crescent Capital Partners also has experience in

the glass industry as it was Metroglass’ biggest

shareholder when Metroglass floated in 2014. This

has negative and positive angles for Metroglass.

It could be negative in that the private equity firm

should know what it is doing and will be ruthless in

turning around the business, aiming to take market

share, and trying to improve its value. It could be

positive in that CSR did not sell to another glass com-

pany so Metroglass has time as Viridian is turned

around. It is also positive as Crescent will want to sell

in due course. Most private equity firms aim for a

sale in three to five years.

When that time arrives, Crescent will have a

choice of an IPO, as it did with Metroglass, or a trade

sale. Crescent will want a good profit on its $155 mil-

lion investment, and there do not seem to be many

other glass companies that could buy Viridian. Even

Metroglass currently has a market capitalization of

only $70 million, although it has been several times

larger in the past when its share peaked at $2.12. That

is not to say that it would not have a look, especially

as Metroglass and Crescent are well known to each

other. But if it got serious, Metroglass would need to

raise new equity and debt to fund an offer of that size.

An IPO of Viridian would mean a current com-

petitor is in better shape, as would a trade sale to an-

other glass company. But Metroglass getting its act

together to make a credible bid makes good sense for

both companies, and it has the time to do it.

Metroglass’ second challenge is that additional

glass processing capacity will be added in New Zea-

land. Architectural Profiles Limited (APL), through

its INEX (Independent Extrusions) business, is the

largest extruder of aluminium in New Zealand and

supplies aluminium for over 70 per cent of New Zea-

land’s windows and doors. It also supplies alumin-

ium window and door systems under its own brands.

The company is to enter the glass processing market

by building a new plant near Hamilton. This is ex-

pected to come on stream gradually beginning in

mid-2020.

So the threat is mid term, but real as through its

supply of aluminium for window frames APL al-

ready has business relationships with a network of

window manufacturers. Metroglass supplies glass to

the majority of these manufacturers. Metroglass said

these are mostly independently owned and “will con-

tinue to choose their glass suppliers based on quality,

delivery accuracy, product range, technical support

and distribution capabilities”.

However, with a new plant, APL will be able to

offer its own glass and potentially cut into Metro-

glass’ market share and put pressure on its margins.

Sharechat.co.nz said that Metroglass’ chief finan-

cial officer Fraser-Mackenzie told it that “APL is not

a Metroglass customer but the two companies share

customers where APL provides the aluminum and

Metroglass provides glass.” The amount of revenue

Metroglass has in shared customers in residential

windows is about NZ$50 million. The web site said

that while Fraser-Mackenzie said that that amount is

potentially at risk, he also thinks “glass is a difficult

game. It won’t be easy for them to develop the IP and

get it up and running.”

Metroglass also put on a brave front at its results

announcement, saying it has a 30 year history of

adapting to significant changes to its products, cus-

tomer demands, manufacturing technology, building

regulations and building cycles. It said it will meet

the new challenge by continuing to have a clear focus

on what matters to its customers, and by leveraging

its scale and its ability to efficiently and quickly

manufacture and deliver high-specification products.

But will that be enough? It’s not hard to assume its

thinking is that a stronger balance sheet from sus-

pending its dividend will give it more options and

firepower to compete with both APL and a more effi-

cient Viridian, as well as possibly bid for Viridian.

Another move was that Simon Mander, the new

Group chief executive who was appointed in August,

came on board in November instead of January. The

company said this was because he became available

earlier than expected and that he is well underway

preparing for the challenges.

Metroglass’s share price took another hit on 2 No-
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vember, falling from 75 cents to 60 cents. This was

two weeks before the APL move into glass process-

ing was announced. On 26 November the share price

fell further, to an all time low of 37.5 cents, when

Metroglass released its half year results and an-

nounced it was suspending its dividend.

Shareholders who hang in for the next few years

can expect an uncertain time with no clear time frame

for if and when profitability may start to rise again

and when dividends are restored. But they will cer-

tainly learn a lot about the New Zealand and Austra-

lian glass and double glazed window markets.

They can do so alongside Bain Capital Credit

which has become a significant shareholder with 9.4

per cent of the shares. Bain Capital Credit is the in-

vestment advisor to several Bain Capital distressed

and special situations funds which own the shares.

Distressed and special situation funds like to see a

turnaround and must think that Metroglass can make

them money in the long term.

So there are uncertain but interesting times ahead.

(ASX: MPP)

Supplying the Fast Charging
Electric Car Market

The rise of electric cars means there will be grow-

ing opportunities for parts suppliers and this is hap-

pening with ASX listed Rectifier Technologies now

focused on building a business supplying rectifiers

for the growing market in electric car charging sta-

tions.

The company makes a wide variety of power re-

lated converters, controllers and supply products,

and says it has supplied a large number of industries

(industrial, telecommunications, utility, standby and

backup power, rail, renewable energy, water and

waste water treatment, defence, oil and gas, mining,

and emergency power) for over 20 years. Over the

past two years it has targeted electric vehicles and

charging stations for growth. Rectifiers convert alter-

nating current (AC) to direct current (DC) and are a

key part of DC charging stations.

The company has a manufacturing plant in Ma-

laysia and supplies rectifiers and magnetic compo-

nents to four market segments.

1. Electronic Components manufactures elec-

tronic components for a range of industries.

2. Industrial Power Supplies (Electricity genera-

tion/distribution and Defence) manufactures and dis-

tributes rectifiers, controllers, accessories and

complete systems for the power generation, distribu-

tion industries and defence.

3. Industrial Power Supplies (Transport and Tele-

communication) manufactures and distributes power

supplies for the transport and telecommunications in-

dustries.

4. Industrial Power Supplies (Electric vehicles)

manufactures and distributes electric vehicle

charges, battery charges and power supplies for nu-

merous industries.

Among its clients is Brisbane based Tritium Pty

Ltd, which supplies charging stations for electric cars

including what it says is the world’s smallest DC fast

charger for electric vehicles. Rectifier Technologies

recently received a US$3.4 million order from Trit-

ium to supply 35kW high-voltage high-efficiency

modular power supply units for DC electric vehicle

charging. These are scheduled for delivery by the end

of March next year.

Over the past four years Tritium has supplied DC

fast charging installations to 26 countries, and it cur-

rently has about half of the Norwegian market and 15

per cent of the European market for 50kW fast charg-

ers. So it is a key client and prospect for growth.

Rectifier Technologies’ 2017-18 revenue rose 13

per cent to $7.8 million, with much of the growth due

to the electric vehicle market while other sales were

steady. Sales to the electric vehicle (EV) market were

$1.5 million, up from only $167,000 in 2016-17. The

company said it expects the EV segment to continue

to improve this financial year.

For environmental investors, the immediate real-

ity is that the environmental part of Rectifier’s busi-

ness is a minority part of its total business, and is

largely dependent on a small but unknown number of

clients. The attraction is that the environmental busi-

ness will grow as expected.

The company is a pre-dividend stock, but only

just. Its profit was a modest $62,000, while its loss in

2016-17 was $35,000. The company had small prof-

its in prior years but without EV-related sales.

The company has upgraded its manufacturing fa-

cility to increase its production capacity, and has an

active research and development program focused on

developing technology platforms for the evolving
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energy market, particularly the electric vehicle

space, said chairman, Ying Ming Wang.

In October last year the company released power

modules for the OEM (original equipment manufac-

turer) EV charger market. The EV DC Charger OEM

Starter Kit uses power electronics from Rectifier

Technologies and a control interface from IoTecha.

It has 30kW output and extra modules can be added

to build higher powered systems.

The company also has its own EV DC Home

Charger and OEM RT15 EV Start Kit products.

Rectifier Technologies is developing high effi-

ciency bi-directional power conversion technology

for the emerging vehicle-to-grid (V2G) market. This

can use the battery in an electric car to send power to

the grid as well as receive power and so reduce peak

demand on the grid. Electric vehicle owners can save

money and perhaps make money by charging their

battery at off-peak rates and reselling power at peak

rates.

The company believes V2G bi-directional home

chargers will be an important technology in the elec-

tric car market. Its first R&D prototype is expected

by the end of the second quarter of 2019 and it could

be in full production by the end of 2019.

“Our fast and flexible approach to R&D has al-

lowed us to exploit opportunities available in this

sector, leading to significant commercial success,”

said Mr Wang. “We currently work with various

partners to deliver the best solutions to the market.

We are currently developing technology platforms

that will provide solutions to support the growth of

EV products in Europe and in the USA which is ex-

pected to increase rapidly in the next five years. The

group will continue to focus on R&D in order to

overcome the technical challenges of developing

new products. This investment is expected to im-

prove quality and capacity across a number of our

markets.”

Rectifier Technologies is small. Total assets are

$9.5 million and net assets are $5 million. Debt is

modest.

There are 1,366,900,602 shares on issue and the

four directors of the company have large share hold-

ings.

Rectifier Technologies has been listed since 1994

and over most of this time its share had a disappoint-

ing run and fell to 0.01 cents, the lowest allowable.

Its share price kicked back into life in June 2016

when it announced key progress with its rectifier for

EV charging. The shares are currently trading around

3 cents. (ASX: RFT)
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Mixed Start for Energy
Software Company

Energy efficiency companies have not had a great

run on the ASX, and so far Simble Solutions has

proven no different with its 20 cent shares steadily

falling to around 9 cents since its initial public offer-

ing and listing in February this year. The halving of

its share price is despite good early growth in the

sales of its energy management software.

Simble’s product is the Simble Energy Platform, a

software as a service platform also known as ‘Simbl-

eSense’. This enables businesses and consumers to

reduce their energy bills by remotely automating en-

ergy savings opportunities in real time. Simble says

the platform enables grid-connected premises to re-

duce energy wastage, automate the control of their

switch circuitry, and monetize surplus microgenera-

tion capacity.

The service is sold by subscription, and the

weighted average subscription period is three years.

Subscriptions are paid in advance. Simble distributes

its platform through partners and has offices in Syd-

ney and Melbourne, London, Auckland, Dubai in the

UAE, and Da Nang in Vietnam.

The Simble Energy Platform is sold in a bundle

alongside one of the world’s largest lighting manu-

facturers.

Simble earns revenue from annual license fees

paid by its channel partners which white label the

platform, from annual software as a service fees paid

by end users who access the platform, and from hard-

ware fees where it makes a margin on the sale and in-

stallation of devices and sensors supplied by third

parties.

The company says the market for energy manage-

ment systems software was estimated at US$32.4 bil-

lion in 2016, and is projected to grow at an average

annual compound rate of 18.8 per cent to reach

US$76.7 billion by 2021. Simble’s focus is the smart

metering, two-way smart control and analytics seg-

ment of the market where the growth is strongest.

But its share is still modest. In October the com-

pany announced that cumulative orders for the plat-

form had passed $1 million and that sales momentum

was gathering pace. Simble said its sales strategy of

using channel partners is delivering promising early

results only six months after securing its first large

partners. It is working to expand its channel network

to stimulate further sales in Australia and the UK.

The company expects a material improvement to

its cash flow in the December quarter. The Septem-

ber quarter revenue was $801,000, which brought

revenue for the first nine months to $1.56 million.

Simble’s chief executive, Fadi Geha said “Pass-

ing the million dollar milestone within months of

launching to our large channel partners is exciting,

however it is just the beginning. We are scratching

the surface in terms of the sales velocity these part-

ners can achieve. The momentum in the business

provides a clear pathway for a significant uplift in

sales activity over the coming 12 months.”

The company currently has nearly 140 customer

sites, up from a handful in early 2017.

In Australia, its main distributor is Synnex Aus-

tralia. In the UK, its partner Powercor Ltd has made

good initial sales of over $180,000. Simble said this

created interest from other UK industry participants

including utility and infrastructure companies to tar-

get UK SMEs and other sectors. Among the trials is

one with a major bank.

Recent news is a technology collaboration with

Accel-KKR backed Utiligroup Ltd to drive adoption

of the software solution in the residential market. A

$0.56 million investment in research and develop-

ment to upgrade the platform has enabled the intro-

duction of a Virtual Analytics module that can

support the latest energy management solutions be-

ing made possible by the UK Government’s rollout

of smart meters. Virtual Analytics was developed in

collaboration with Utiligroup, which services over

100 utilities and metering companies that handle data

for over 7 million customers.

The new platform - the Virtual Analytics App -

was launched last month. It is targeted at UK energy

retailers and enables them to deliver energy analytics

to their residential users without the need for addi-

tional onsite hardware. Simble hopes it will be a gate-

way to potential mass market penetration and expects

it to generate both recurring license and software as a

service revenue.

As well as its Energy Management business, Sim-

ble also has a Mobility business. This is a suite of so-

lutions that helps organizations to automate their
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business processes. This enables their workers “to

operate efficiently, remotely, and collaboratively

utilising their mobile device or tablet.” It suits enter-

prises and organizations in the government, building

and construction, agriculture, healthcare, education,

property and asset management sectors, said the

company.

Investors seem to like Simble’s story. In October

it completed an oversubscribed $2 million placement

at 15 cents per share. The capital is for near-term

growth opportunities in Australia and the UK.

Simble remains a small company. At 30 June and

before the $2 million capital raising, it had total as-

sets of $8.1 million and net assets of $5.9 million.

$4.7 million of the assets are intangibles, mostly soft-

ware development costs and goodwill. It has 84.1

million issued shares.

Simble is a pre-profit business. Its loss for the half

year to 30 June was $4.3 million on revenue of $1.1

million. Net cash used in operating activities was

minus $525,000 in the September quarter and minus

$3.6 million for the first nine months of the year. So

the company has a way to go to achieve positive cash

flow operations. (ASX: SIS)

Pilbara Minerals Starts Earning
Revenue

Eco Investor has upgraded Pilbara Minerals from

a pre-revenue to a pre-profit stock as the company

has commenced sales and first revenue. Last month it

officially opened its Pilgangoora Lithium-Tantalum

Project 120 kilometres south of Port Hedland in WA.

For the September quarter, the company received

revenue of $16.4 million. At the end of the quarter it

had a very healthy cash position of $90.6 million.

The project took over four years from start to

sales, and the first shipment was in October. The

company said that this is one of Australia’s fastest

and most efficient major lithium developments in re-

cent times.

Stage 1 of the Pilgangoora Project is mining and

processing 2 million tonnes per annum to deliver

330,000 tonnes per annum of 6 per cent lithium spo-

dumene concentrate and 300,000 pounds per annum

of tantalum, also known as tantalite concentrate.

Pilbara Minerals said that given the project’s

scale, its high product quality and expected low-cost

of operations, it has decided to progress the Stage 2

expansion to 5 million tonnes per annum. This will

increase the spodumene concentrate production to

over 800,000 tonnes per annum. It has binding off-

take agreements with its global offtake partners Gen-

eral Lithium, Ganfeng Lithium, POSCO and Great

Wall Motor Company.

Pilbara Minerals now has a market capitalization

of around $1.5 billion, and this year it was included

in the S&P ASX 200 Index. (ASX: PLS)
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Novonix Upgraded to Pre-Profit
Security

Eco Investor has upgraded Novonix from a pre-

revenue to a pre-profit security as the company con-

tinues to earn early revenues for its battery testing

products and services. In 2017-18, the company

earned revenue from the sales of goods and services

of $2.1 million. This was up from $80,807 the prior

year. For the latest, September quarter, revenue was

$739,000.

Novonix is a supplier of advanced battery materi-

als, equipment and services for the lithium-ion bat-

tery market. It has three business areas:

* PureGraphite is a maker of graphite-based bat-

tery anode materials that it says can extend battery

life by over 30 per cent. A pilot plant has commenced

trials with prospective clients, and Novonix says it is

on track to build its first commercial plant.

* Novonix Battery Testing Solutions is 50/50

joint venture with Coulometrics. It is a innovator and

manufacturer of precision battery testing equipment,

provides battery development services to original

equipment manufacturers, and does battery related

research and development. It has had a 35 per cent in-

crease in sales, including from major corporates, and

believes it can repeat the growth this year. The com-

pany has also established an electrolyte laboratory

and a battery cell manufacturing pilot line.

* The Mount Dromedary Graphite Project is

world-class, high-grade natural graphite deposit in

regional Queensland. The company has pending

mining lease approval for a 50,000 tonne per annum

base operation, and there is potential to scale the min-

ing up to 200,000 tonnes per annum. Novonix is con-

sidering opportunities to partner with or divest the

project.

At the end of the September quarter, the company

had cash of $5.1 million. (ASX: NVX)

Three Battery Developments

Three pre-revenue companies have made signifi-

cant steps towards developing and commercializing

their new battery technologies. The companies have

leading edge technologies and one of them says it has

achieved a world first.

The companies are: Lithium Australia, Protean

Energy, and Magnis Energy Technologies.

Lithium Australia

Lithium Australia is aiming to become a verti-

cally integrated lithium company. It is a lithium ex-

plorer and mine developer, and it is commercializing

lithium technologies including the SiLeach process

for more economically recovering lithium chemicals

from lithium concentrates, recycling used lithium

from batteries, and developing its own lithium bat-

tery.
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On the battery front, its subsidiary, VSPC Ltd has

produced lithium-ion battery cathode material and

lithium-ion batteries from tri-lithium phosphate that

was produced from mine waste using the company’s

SiLeach process.

Lithium Australia said that mine waste to

lithium-ion without the need to produce a lithium hy-

droxide or lithium carbonate precursor is a world

first.

The process removes the requirement to generate

high-purity lithium hydroxide or carbonate, which

has long been one of the most cost-intensive, and

challenging steps in the manufacture of lithium-ion

batteries, said managing director, Adrian Griffin.

The tri-lithium phosphate was converted to lithium-

iron-phosphate cathode material at the company’s

electrochemical laboratory and pilot plant in Bris-

bane. The process to generate the lithium-iron-

phosphate nanoparticles is covered by patents to

VSPC.

Coin cell lithium-ion batteries were produced and

tested, and achieved equivalent performance to

VSPC’s advanced cathode powders which use lith-

ium carbonate as the manufacturing feed. Battery

performance compares very favourably against cells

using standard VSPC cathode material produced

with industry standard lithium carbonate.

The ability to bypass the lithium carbonate and

lithium hydroxide precursors provides the potential

to significantly reduce the cost of battery manufac-

ture; while the use of mine waste can provide greater

sustainability. “This has the potential to provide a

commercial outcome to many stranded resources

creating ethical and sustainable supply in the pro-

cess,” said Mr Griffin.

The material feed used in the pilot plant was lith-

ium micas from mine waste near Kalgoorlie. The mi-

cas have similar metallurgical properties to the micas

in Lithium Australia’s Sadisdorf project in Germany.

Sadisdorf is an old tin mine where the tin has perva-

sive lithium-mica. The SiLeach process could realize

the value of the lithium and the tin. The mine is close

to planned lithium-ion battery plants that are aimed

to service the European electric vehicle industry.

Lithium Australia is also developing a process for

the direct production of cathode powders from lith-

ium brines that will not only eliminate the need to

produce high-purity lithium hydroxide or carbonate

but also reduce the requirement for evaporation

ponds. (ASX: LIT)

Protean Energy

Protean Energy has signed a term sheet to sell its

Wave Energy Converter technology to Pearl Clean

Energy Pty Ltd and is focusing on commercializing

its vanadium redox flow battery systems and its pat-

ented V-KOR stack technology for vanadium batter-

ies. The company is also developing a minerals

project in South Korea through its 50 per cent hold-

ing in Stonehenge Korea Ltd. This joint venture with

Korean company DST Company Ltd owns three

projects in South Korea including the flagship Dae-

jon Vanadium Project.

Last month Protean said it had successfully inte-

grated a 25 kW/ 100 kWh V-KOR vanadium battery

with the Western Power electricity grid at an OzLinc

Industries trial site in Perth. This was Protean’s first

Australian grid connection, and demonstrated the

battery can cycle through two charge/discharge cy-

cles per day while charging from solar only, grid only

and both solar and grid.

The next step is the development of a larger 25

kW stack, rather than two 12.5 kW stacks, and a scal-

able containerized battery for hybrid grid systems

that incorporate solar PV, wind turbines, gas or die-

sel power generators. Protean’s 60 per cent subsidi-

ary is receiving interest from multiple parties to

supply the 25 kW stack in south east Asia, said Pro-

tean’s chairman, Bevan Tarratt.

“The Project has been extremely valuable for un-

derstanding the implementation requirements for

projects in the Australian region and has provided

important insights into the development of our flag-

ship 25kW stack development,” he said. “We have

identified target customer segments that can benefit

from the Company’s unique value proposition and

this is now helping refine the commercialization pro-

gram for the 25kW stack. We are focused on deliver-

ing a highly efficient, low cost 25kW stack that will

competitively position V-KOR for large scale battery

configurations.”

KORID Energy has also commenced work on a 1

MW/ 4 MWh vanadium redox flow battery project

with the Korean Institute of Energy Technology

Evaluation and Planning (KETEP). Protean has a

project funding commitment of $3 million to install
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and run its patented V-KOR stack technology as part

of a $9.7 million vanadium battery project in South

Korea.

Protean says the V-KOR stack technology stacks

repeating cell frames to form a number of cells

within the battery. This improves performance and

lowers manufacturing costs compared to conven-

tional vanadium redox flow batteries. KORID is de-

veloping its battery stack technology for large scale

electricity grid battery installations and Protean said

that the commencement of the KETEP 1 MW/ 4

MWh battery is a significant milestone.

The project is expected to run for eight years. The

aim is eventual mass production in South Korea, al-

though the company did not give a time frame for

this. (ASX: POW)

Magnis Energy Technologies

Magnis Energy Technologies, which recently

changed its name from Magnis Resources, aims to

become the world’s largest producer of next-

generation lithium-ion battery cells. It sounds ambi-

tious and its plan is to do this through mining, proc-

essing and supplying the key raw materials and

through building gigafactories with alliance and JV

partners to supply high performance lithium-ion

cells.

The company has the Nachu natural graphite proj-

ect in Tanzania, which is at the development stage,

and it is developing gigafactories in New York,

Townsville and Germany that will use its Gen II and

Solid State Lithium-ion Battery technology.

Manufacturing equipment has been installed at

the New York site, and a significant portion of the

planned production has been presold to clients

mainly in the automotive and renewables industry.

Further agreements are expected. The company said

domestic and international institutional investors re-

cently visited the facility and it expects to announce a

definitive investment in the March quarter.

At Townsville, the Queensland Department of

State Development has approved a $3.1 million grant

towards the Detailed Engineering & Feasibility

Study, which should be finalized in the first half of

next year. The Study is needed to progress the global

funding discussions now underway and for the final

investment decision to be made. The Townsville City

Council is assisting with planning and rezoning the

Woodstock site as an industrial technology precinct.

Magnis wants to exploit what it says is its com-

petitive advantage through its graphite/ silicon anode

intellectual property. It is exploring options to have

these materials manufactured for its lithium-ion bat-

teries and to sell them into the global anode market.

With its partner, Charge CCCV (C4V), Magnis

said their joint testing programs on the commence-

ment of lithium-ion battery manufacturing are well

advanced and they have made significant progress in

qualifying patented next generation materials for

leading battery performance and commercial supply

chain partners.

“Recent test programs utilizing silicon enhanced

graphite anode materials have delivered major ad-

vances in both anode performance and the cost of its

manufacture. In particular, the patented nanostruc-

ture silicon composite material can now be manufac-

tured at a significantly lower equivalent cost to

graphite after allowance for its increased capacity,” it

said. For an electric car, increased capacity means

more kilometres can be traveled than using a battery

pack with similar size dimensions.

Original Equipment Manufacturers qualification

began with battery cells being recently sent to OEMs

in the US, it said. Larger volumes of samples will be

prepared and sent to European OEMs. Magnis said

discussions so far have been promising and it expects

to reach forms of agreements before the end of 2018.

C4V recently completed what they say is one of

the world’s first working prototypes of a solid state

battery. The prototype replaces over 80 per cent of

the liquid electrolyte with a solid electrolyte. This

produces a lower cost battery with higher capacity,

higher density, higher performance, and significantly
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reduced charging times. Also important, the C4V

battery does not require cobalt, which reduces costs

and metal supply issues.

The prototype has volumetric capacities of

380Wh/ kg and 700 Wh/ L which is expected to in-

crease to 400Wh/ kg and 750 Wh/ L over the coming

months prior to commercial production by the sec-

ond quarter of 2019.

Magnis said the C4V solid state battery will be

able to deliver a 70 per cent increase in the range for

electric vehicles compared to other batteries, so an

electric car with a 400 kilometre range would run 680

kilometres on the same charge.

Magnis has entered a joint development agree-

ment with Dendrobium Automotive Ltd (DAL),

Dendrobium Advanced Technologies Limited

(DATL) and Charge CCCV LLC (C4V) to produce

what the partners call the next generation of high per-

forming batteries including semi-solid state batteries

using technology developed by C4V and Magnis.

The partners are looking at battery packaging solu-

tions, battery hybrid systems, battery management

software, battery performance testing and battery de-

velopment materials.

The C4V Generation II and semi-solid state bat-

tery technologies are aimed at DAL, an electric vehi-

cle and plug-in hybrid vehicle developer and

producer. It has all-electric hypercar, the D-1. DATL

is an engineering company specializing in perform-

ance technology and component design including

battery development and packaging systems for elec-

tric and hybrid vehicles. (ASX: MNS)
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