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Podcast Transcript

[Music] [00:00:02] Derrick: On this episode of Export Nation, we speak to Peter Agbro of 1PP Global. A
company that provides sustainable energy solutions with afocus on wind power, solar power, compressed
natural gas, and energy storage. |PP Global has successfully exported to Brazil and countries throughout Africa.

Good morning. We'd like to start by having you tell us alittle bit about yourself and the company and what you
do.

[00:00:30] Peter Agbro: Good morning Derrick. My name is Peter Agbro, and I'd like to talk a bit about PP
Global. IPP Global is energy developer based in Houston, Texas. We are a company that was recently formed
about two, three years ago and our primary focusisin the energy development business. We noticed that in the
energy industry space there’ s been amajor lack in the area of small-scale LNG development. What you do here
on aregular basis are the large-scale energy-devel oped projects. We discovered that there' s an available open
space for smaller projects and that gave birth to our idea of developing projectsin the small-scale gas processing,
gas to power space where we actually develop small scale LNG solutions for power projects that can be located
anywhere and can work without the increased cost of the infrastructure of pipelines using the virtual pipeline
solution. That’s one aspect of our businessin the gas processing space. The other areas that we focus on are
clean sustainable energy space like the wind turbines and the solar PV panels for power generation and energy
storage as in batteries and other form of energy storage. That’'s IPP Global in a nutshell.

[00:02:32] Derrick: Okay. Y ou said the company started around two, three years ago. Have you always been in
this power energy space?

[00:02:41] Peter: The company was formed by three individuals with over 20 years of industry experience in
various aspects of a business. For me, I’ ve had over 22 years of working experience in the energy industry, or |
would say if you look at the whole spectrum of the energy industry all the way from the upstream business via
offshore all the way through to refining and power generation. I’ ve had significant work experiencein all that
space handling things like gas turbines, compressors, and all the key components involved in the energy industry
or the development of the gas supply business. Then the other members of the company have also heavily been
involved with business development and the general business management and all the other aspects of the
business. I’'m more of the technical guy that covers the technical side of things.

[00:04:00] Derrick: How did you all get together? Did you already know each other?

[00:04:04] Peter: One of the key things for us at the very beginning was to ensure that we come together with the
right chemistry and with the right goal in mind such that we know where we' re heading and we can stay focused
and we can get there. We' ve known ourselves for some years and we' ve always maintained contact. We
discovered that we have this common goal to build something that can leave our footprint or can leave our mark
in the world especially on the clean energy side of things. We discovered that that’s an aspect of it that we want
to satisfy and believe that there was a need and also demand for it when you look at the current global crisisin
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terms of the environmental global crisis that we're currently facing.

[00:05:03] Derrick: Okay, perfect. Thank you. Maybe you could tell me how you were introduced to the US
Commercial Service.

[00:05:11] Peter: Now, that’s an interesting conversation. How | got introduced to the US Commercia Service.
In the mid-2015, 2016 timeframe, the idea to form a company or to start a company came up and the question
was what aspect of that industry should one focus on? In abid to find out what’ s available out there, what can
one do, | started off initially thinking, all right, maybe the food industry is a perfect example, trying to solve
global hunger in the world as much as | can in my own little way. | started to look into agricultural exports.
That’swhere | started from. In doing my research, | came across government agencies that can help exporters
within the US. During that whole process | came across the US Commercial Services. | set up a meeting with the
US Commercial Servicesfolksand | had every intention to meet someone else in the office but the day | showed
up to the office, the gentlemen | was supposed to meet wasn’t in the office but | met Brendan Kelly. Now, he
told me, hey, this guy’s not here but we can sit down and talk. We talked and | told him back then I’m new to
this.

Brendan went through the whole process of, okay, what exactly do you do? | told him alittle bit about myself
and somehow alight bulb came onin his head and he said, “Hey, look, if you've spent all your lifein the energy
industry, why not do something in the energy industry?’ He said, hey, he'sjust saying it, it wasn’'t what | came
there for but there is this Reverse Trade Mission that’ s happening in a couple of weeks. I'll send you the invite,
you can come and after you attend tell us what you think. That was a Reverse Trade Mission with folks from
Senegal and Mauritaniathat came to Houston. | attended that event and during the event, they talked about the
energy shortage and the struggle with energy in the African continent. That was my light bulb moment. | then
told myself, if my whole experience has been in the energy industry and that is where my strength lies, why do
something else? That was how | started working with the US Commercial Services. That's how |PP Global
started. Like | said, alot of that was due to the outside-of-the-box approach that Brendan had to say, “Hey, look,
you' re a startup, why not focus on your strength kind of deal.”

[00:09:14] Derrick: | really appreciate this story you give and | just want to tell you why. First, were you actually
in business yet at that point when you went into the office?

[00:09:32] Peter: No, thiswas like six years ago, we weren't a business then.

[00:09:34] Derrick: Right. That’s what makes this story really good because you’ d be considered obviously not
ready to export at that time. | think the foresight of Brendan to at least be able to say hey, you can come to this
event and see what type of opportunities you could possibly be involved with in the future, | just think that was
excellent because it helped you spawn the ideainto this business that could actually benefit some global
economies. | don’'t hear that too often just in my daily basis, going around with trade specialists.

That was really good to hear because | think that’ s an important point and probably a point I’ m going to start
bringing up to people around here. There' s probably still things that people can attend, even if they’re not set up
for necessarily ready to export at least it’ [l open some eyes. That’s awonderful story and | appreciate you're
telling me that. Then in what ways has the Commercial Service helped since then? Now did you start doing sales
domestically when the business started, or did you start with afocus on global right away? | know that’s two
guestions in one, but-

[00:11:03] Peter: Our focus went global right away because there was a magjor or we noticed there’s amajor pull
from the African continent as international, to be precise. There'samajor pull for US technology internationally
and it’s an easy entry or let’s say fairly easy entry because there’ s a high demand for US technology as compared



to within the US itself. Within the US the technology is abundantly available and the competition is steep, but
outside of the US is where the competition isless and there’ s a high demand for it. We started to plan for export
almost immediately.

We had strategy sessions with Brendan. We sat down with Brendan to figure out how to chart that course of
exports. That hasled to Gold Key Services that we set up amost immediately with some of the countries that are
out there. We started off with South Africa. That was the first country we did a Gold Key Service with. Working
with the US Commercia Services gentlemen in South Africain the energy space we organized our first virtual
Gold Key Service. It was just before the pandemic hit actually. We were already thinking of trips going down to
South African and doing it the traditional way, but just right about that time the pandemic hit. We did both South
Africaand Egypt. Those are the two countries we did and we have to do those virtual more or |ess because then
the pandemic came and travels were literally ano-no. That led to all securing partners who we're working with
right now on potential projects in both South Africa and Egypt.

Also, following on the heels of that, we also started up a Gold Key Service with the folksin Brazil. Right now,
we're in the middle of a proposal discussion on asmall-scale LNG terminal in Brazil right now. That hasled to
projects coming along or coming on things that we are aimost in the pipeline of executing. The Gold Key
Serviceisauniquetool that not many companiesin the US are aware of. | can categoricaly say, we probably
wouldn’t be where we are right now without that service because in such a short timeframe, we' ve been able to
put in abid for a$160 million project in South Africato supply natural gasto a company in South Africa.

We have this small-scale LNG terminal that we're currently discussing in Brazil. We have aflare reduction
project that we are currently discussing in Egypt. That was as aresult of a Reverse Trade Mission that the US
Commercial Services had with folks from Egypt that was in January or February last year. Those are tools that
the US Commercia Services have made available and I’ ve seen results from them.

[00:15:42] Derrick: Did your first Gold Key meetings go as you expected, or were you surprised by anything?

[00:15:51] Peter: My first Gold Key Service was with South Africaand it went as planned and it was well done.

| was really impressed with the service. We had two companies that we agreed to do business with and were
willing to do business with us. We still stay in contact with them. One of them is still amajor player with us.
Right now, we are in process of securing an order to supply a gas turbine to South Africa, which it’s one of those
major achievements that we couldn’t have secured without the Gold Key Service.

Now, not every aspect of the Gold Key Services aways— | mean not everything goes nice and dandy all the
time. There have been times that we' ve had to circle back on Gold Key Service. One of the things | would say,
which to meis applause is having aUS Commercia Service contact like Brendan here in Houston helps push
things through. In the case of Egypt, the first go-round wasn’t satisfactory done so he had to circle back and we
had to rejig the whole process and it went well the second go-round. It’s not always perfect, but there’ ve been
one or two like that. Brazil is aso flawless. Everything went well and smooth with Brazil and all.

[00:17:56] Derrick: That brings us to some segue into any challenges you faced. Was that the biggest challenge
you faced thusfar, or have you faced any other challenges with exporting?

[00:18:09] Peter: So far that has been one of the biggest challenge. Now, when it comes to exporting, the other
challenge that most companies face isthere isalot of uncertainty out there and the risk factor with doing
businessinternational is high. That’s aknown fact. US Commercial Services helps agreat deal in reducing that
risk, but they don’t eliminate the risk. As such, when it comesto project financing, most especialy project
development financing, that’s aways a key aspect of it that is always crucia. Those have always been the
challenge that we faced.



That’ s one aspect of it that | really would hope that the US Commercial Services or that entity or that group; US
Commercial Service, USTDA or USAID asthey promote US export, we also have to look for away of funding
development. USTDA tries as much as possible with the feasibility studies and pilot projects but then for you to
get to the stage of apilot project, there' salot of development funding that needs to happen and that is some of
those funding can be quite significant for just development. That doesn’t mean the project is going to fly.

If you're spending $5 to $10 million just to develop a project, that’s a huge cost that there has to be away of

hel ping companies cross that hurdle to make projects succeed. That is one of the challenge. That initself is
another challenge we faced with some of the projects that we know very well we had not only just the technical
know-how to handle, we had the OEM backing for equipment on, we had everything in place but there' s all this
hurdle that were just alittle bit too steep for usto cross.

[00:20:52] Derrick: | want to also ask you because your story is very intricate. Y ou start off exporting or with the
global mindset from the beginning. I’ d like to ask you maybe what steps you took to get export-ready because
that’s one of the criteriafor us. We have to help anybody because we' re a government agency, but at the same
time, fully being able to get you the support you need requires you to be export-ready, requires the company to
be ready. What did you do to get ready?

[00:21:34] Peter: Thefirst thing that | did was, first of al, have a mindset of traveling, get to see the world, and
see what’ s out there. Like | said at the very beginning, if you have a pull, push versus pull, if you have more of
pulling than pushing, your chances of succeeding are higher. A lot of organizations they push. They’ve got a
product, and they’re not sure if there’s a market out there, but they want to push a market. If you push in a
market, that’s an uphill task, or when amarket is pulling you, that’ s a downhill task.

Thefirst thing in my mindset is, to be export-ready, what problem can you solve? Is the first step. What problem
internationally am | going to solve or what problem exists that | believe I’ ve got a product that can solve that
problem? That’ s the first step. For us, that was the first step in al of that whole process after the eye-opener,
after the lightbulb moment with Brendan. That was the first step that we did. Then the next step was, okay, all
right, thisis what we can do. Then the next step is, how do we go about this? What makes sense? What is that
niche? What are we bringing to the table? That was the next step, we had to figure that out. After we figured that
out, then the question, the third aspect of it is, what tools are out there that can help us? Do the research, find out
what tools are out there that can help, and we did that. We said, okay, we discovered all these other tools that are
out there, we discovered DFC, we discovered Power Africa, and we started to communicate with al of these
governmental bodies and start to have conversations with them to see how best we can get ourselves export-
ready. That was how we finally got to the point of, al right, yes, we are ready to go. Then we said okay, let’'s
start Gold Key Service.

[00:24:06] Derrick: Sounds good. Thank you. What are some of the characteristics you look for in partners or
clients overseas or internationally rather?

[00:24:18] Peter: The key things that we look for, number one is the drive. We look for partners who' ve got
drive. That's number one. Number two, we look for partners who are seeking US technology. A lot of people are
looking for things, but they’ re not necessarily looking for US technology. We don’t want partners who when we
come to them, who will say, “Oh, well, you know what? | think we can get this thing better in China.” Those are
not the partners we're looking for. We're looking for partners who are interested in US technology and who are
interested in the reliability of US technology.

Most important of all, we're looking for partners who are willing to work with us. There' s aways this stigma
that goes around with companies that are new in a business environment, and most people don’t want to touch
them with a 10-foot pole. We're looking for partners who are willing to take arisk, who are willing to look



beyond the fact that the name on the company is new, but they’ re willing to look beyond the name of the
company and look at the people behind the company. Because at the end of the day, it’s not the name that solves
the problem, is the people that solve the problem. We look for partners like that.

Because international and financing is always going to be an issue, we look for clients who' ve got projects that
are financially funded, or they’ ve got the necessary tools like bank guarantees and/or what not to back up
projects up. Those are the clients we look for. Because the projects we're looking at are small to medium, we're
not looking for very big, massive companies as clients.

[00:26:31] Derrick: Great. Y ou spoke earlier about future prospects and some dealsin your pipeline. Unless you
have some more to add to that, but if not, | also was interested, how much staff do you have that supports export
sales?

[00:26:49] Peter: Right now, we've got a staff strength of about six individuals. We' ve got three in the US and
three in Africathat are currently looking at Africa. The US folks are looking at the US itself, North America, and
South America. Now that we' ve got Brazil in, we're also looking at Brazil. We' ve got about six altogether.

Now, one of the things that we' ve done to help facilitate the work that we do is that we' ve partnered with other
companies. We' ve got the engineering EPC company here in Houston that we work with on alot of our projects.
It's given us a broader reach to alot of the things that we do, and it’sreally helped us a great deal achieve
significantly most of the stuff that we want to do.

[00:27:58] Derrick: Perfect. Good to know. Last question for you then, what advice would you give to
companiesin theinitial stages, or thinking about going international ?

[00:28:19] Peter: Thefirst advice I'll give to companies that want to go international first of al is, be open-
minded. That’s the first thing. Like my own story, what you’ ve come into, what you have in mind may not be
what you bring when you come into the room, may not be what you leave with when you leave. Be open-
minded, that’s number one. Number two, do your research. Figure out tools and figure out things and what you
need to help you succeed. Thethird thing I’ll say istravel because if you don’t travel, you would not know.
Traveling helps one discover what the problems or what you’ re trying to solve because you can only succeed
when you try to solve a problem.

[00:29:22] Derrick: Sounds good. Thank you. Hey, let the people know where they can reach you and the
company if they want to get in contact.

[00:29:32] Peter: Yes. Like | said, we're based in Houston, our officeis off of 1-45. Our URL website,
www.ippgbl.com. All of our information are there. All of our contact info it’sin our website, phone number,
email, and all that’s available. We are on Twitter. Y ou can catch us up at Twitter, follow us, get in touch with us,
we are @I ppGlobal. We're on Linkedin and all the other social media out there. [00:30:17] Derrick: This
podcast isintended to provide information that may be of assistance to US companies. Statements made by
Export Nation podcast guests reflect the views and opinions of that individual. This podcast does not constitute
an endorsement by the US Commercial Service of the individual, his or her employer, or affiliated entity. The
specific information provided, resources mentioned or products or services endorsed are offered by that
individual and his or her employer or affiliated entity.

The US Commercia Service assumes no responsibility for the accuracy, completeness, or timeliness of the
information provided by the guest or for the decisions made in reliance on any information provided by the guest
in this podcast. The information provided in this podcast does not constitute legal advice. Thank you for
listening to this episode of Export Nation brought to you by the US Commercia Service. For more information



on how you can get started exporting, please visit www.trade.gov. [00:31:21]

[END OF AUDIO]



