
NSEC 2021 Case Study – Competitor 
Version 
Background 
NextEra Energy Resources is the world’s leading generator of wind energy with operations throughout 

North America. They require replacement mainshaft bearings for their 1.5MW (Megawatt) GE (General 

Electric) wind turbine fleet in the Southwest Power Pool (SPP) regional transmission organization (RTO).  

Market: Wind Energy, renewable electrical energy generation 

Channel to Market: Manufacturer “Timken” sells to End-User Customer “NextEra Energy Resources” 

Installed Equipment Base: 980 GE 1.5MW Turbines 

Equipment Application: Mainshaft Bearing 

End-User Customer: NextEra Energy Resources, LLC https://www.nexteraenergyresources.com/ 

Wind Farm Site: Southwest Power Pool 

Original Equipment Manufacturer(s) (OEM): GE, https://www.ge.com/renewableenergy/wind-energy 

 

Opportunity 
NextEra Energy Resources GE 1.5MW Fleet 

Seeking proposals to upgrade existing turbines with a drop-in solution that minimizes field replacements 

and allows re-use of the existing shaft and housing. The desired mainshaft bearing solution will have 

minimum down-time to install, operate for a 10-year cycle with high reliability and minimal 

maintenance. An effective solution may be used on additional turbines or future new turbines. 

 

Wind Industry Information 

• Wind Turbine Cost: Worth The Million-Dollar Price In 2021? (weatherguardwind.com) 

• Wholesale U.S. electricity prices were generally lower and less volatile in 2020 than 2019 - Today in 

Energy - U.S. Energy Information Administration (EIA) 

• U.S. Electricity System (energyfreedomco.org) 

Feel free to do additional research on your own.  

https://www.nexteraenergyresources.com/
https://www.ge.com/renewableenergy/wind-energy
https://weatherguardwind.com/how-much-does-wind-turbine-cost-worth-it/
https://www.eia.gov/todayinenergy/detail.php?id=46396
https://www.eia.gov/todayinenergy/detail.php?id=46396
https://energyfreedomco.org/elec-system.php


Company Profiles 

Buyer: NextEra Energy Resources 
http://www.nexteraenergy.com/ & http://www.nexteraenergyresources.com/ 

NextEra Energy, Inc. (NYSE: NEE) is a leading clean energy company headquartered in Juno Beach, 

Florida. NextEra Energy owns two electric companies in Florida: Florida Power & Light Company, which 

serves more than five million customer accounts in Florida and is the largest rate-regulated electric 

utility in the United States; and Gulf Power Company, which serves more than 460,000 customers in 

eight counties throughout northwest Florida. NextEra Energy also owns a competitive energy business, 

NextEra Energy Resources, LLC, (NEER) which, together with its affiliated entities, is the world’s largest 

generator of renewable energy from the wind and sun and a world leader in battery storage. 

NextEra Energy Operations 

 

http://www.nexteraenergy.com/
http://www.nexteraenergyresources.com/


NextEra Energy Resources Region Map 

 

*Not shown on map: 5913 MW of total net generating capacity which doesn’t fall under the jurisdiction 

of an established RTO or ISO. 

ISO: Independent System Operator (ISO’s are usually within a single state) 

RTO: Regional Transmission Organization (RTO’s usually manage a multi-state region)  

  



Seller: The Timken Company 
www.timken.com 

The Timken Company (NYSE: TKR) designs a growing portfolio of engineered bearings and power 

transmission products. With more than a century of knowledge and innovation, we continuously 

improve the reliability and efficiency of global machinery and equipment to move the world forward. 

Timken posted $3.5 billion in sales in 2020 and employs more than 17,000 people globally, operating 

from 42 countries. 

Timken leverages its competitive differentiators and strengths to create customer value that drives 

increased profitability by performing with excellence, driving effective capital deployment, capturing 

opportunities, and expanding reach. 

Timken Strategy 
Timken strategy focuses on creating value that leads to growth and sustained levels of profitability. 

Outgrow our markets 

• Be the technical leader in solving customers’ friction and power transmission challenges 

• Expand both our product portfolio and geographic presence 

• Deliver an exceptional customer service experience using a differentiated technical sales model 

Operate with excellence 

• Drive enterprise-wide lean and continuous improvement efforts 

• Use a cost-effective global manufacturing footprint 

• Deliver efficiencies across our supply chains 

• Optimize processes efficiency 

Optimize capital deployment 

• Invest in organic growth and productivity initiatives 

• Maintain an attractive stock dividend 

• Increase strategic and financial value through adjacent acquisitions of strong companies 

• Return capital through share repurchases 

Timken Business Model 
We drive our strategy using the Timken Business Model, leveraging our competitive differentiators and 

strengths to create customer and shareholder value through increased growth and profitability. The 

Timken Business Model keeps our team centered on creating long-term value and achieving our vision 

of being the global leader in engineered bearings, mechanical power transmission products and related 

services. 

Operational Strength: The model defines the strengths that differentiate Timken: technology and know-

how in materials, friction management and mechanical systems, business capabilities that provide 

excellent customer service at world-class efficiency levels, operational excellence, and the best talent in 

our industry. 

http://www.timken.com/


Customer Focus: As this model guides us across the enterprise, the Timken team performs within an 

operating framework that drives industry-leading quality, customer service, environmental health and 

safety and cost competitiveness. Combined with our continuous improvement culture, we innovate our 

manufacturing, engineering, and quality processes to benefit Timken customers and drive 

improvements to the bottom line. 

Global Reach: To competitively address global demand, we continue to optimize our footprint while 

expanding our reach for future growth. Through our business processes and operational excellence, we 

reduce costs through productivity improvements, new manufacturing process technologies and product 

designs, lower material costs and excellent talent. 

 

 

Timken Wind Story 
https://www.timken.com/timken-world/how-timken-harnessed-the-perfect-storm-and-made-wind-

energy-more-viable/ 

Timken Wind Products 
https://www.timken.com/wind-energy/ 

  

https://www.timken.com/timken-world/how-timken-harnessed-the-perfect-storm-and-made-wind-energy-more-viable/
https://www.timken.com/timken-world/how-timken-harnessed-the-perfect-storm-and-made-wind-energy-more-viable/
https://www.timken.com/wind-energy/


Solutions Options 
Here are the three main options for bearing replacement in the wind turbines: 

1. Original OEM Specification SRB (Spherical Roller Bearing) – Timken rarely offers a standard SRB 

in the mainshaft position. Timken believes this application is too volatile for a standard SRB, and 

that has been proven with the short life of these bearings.  

2. Wear Resistant SRB Upgrades for Existing Turbines – Timken offers an ES (Engineered Surface) 

coating, known in the market as DLC (Diamond Like Carbon)  

https://www.timken.com/timken-world/timken-wear-resistant-coatings/ 

3. TDI (Tapered Double Inner) Bearing Conversion Upgrade for Existing Turbines 

https://www.timken.com/resources/timken-tdi-bearings-white-paper-improving-bearing-life-in-

wind-turbine-main-shafts-and-gearboxes/ 

https://www.timken.com/resources/timken-tdi-mainshaft-roller-bearings-brochure_10913/ 

Bearing Type Expected 
Life 

Unit 
Price 

Turbine 
Class 

Pros Cons 

Standard SRB – 
OEM Spec 

3-5 years $6K 1.5 MW Lowest Price 
Same as Original Equipment 

Shortest Life 

$12K 2.5 MW 
$18K 4 MW 

Wear Resistant 
SRB 

7-10 
years 

$13K 1.5 MW Same Envelope Dimensions** 
Improved Life 
Proven in the field 

More Expensive 
 $27K 2.5 MW 

$42K 4 MW 

TDI 

12-15 
years* 
 

$19K 1.5 MW Same Envelope Dimensions** 
Best life expected  
Decrease thrust into gearbox 
Promising results in the field*** 

Risky – new 
bearing design 
Most Expensive 

$44K 2.5 MW 

$91K 4 MW 

* Not yet proven in field use, passed laboratory validation 

** All bearings in the above table are “drop-in,” meaning they fit and are installed on the standard shaft 

and housing. They all take the same amount of time and expertise to install. 

*** Borescope testing after 2 years of runtime shows no early indications of damage. 

Spherical Roller Bearing Tapered Double Inner Roller Bearing 

  
 

 

 
 

https://www.timken.com/timken-world/timken-wear-resistant-coatings/
https://www.timken.com/resources/timken-tdi-bearings-white-paper-improving-bearing-life-in-wind-turbine-main-shafts-and-gearboxes/
https://www.timken.com/resources/timken-tdi-bearings-white-paper-improving-bearing-life-in-wind-turbine-main-shafts-and-gearboxes/
https://www.timken.com/resources/timken-tdi-mainshaft-roller-bearings-brochure_10913/


Role Play 

This case study consists of two roleplays: a discovery meeting and a presentation. In both roleplays, the 

sellers will represent the Timken company as Sales Engineers. The buyers will represent NextEra Energy 

Resources, playing several different roles. 

After the first meeting, the competitors will receive a “level-set” which will describe the key points they 

should have uncovered during discovery.  

Objectives at all meetings: 
• Determine primary social style of participants, adapt to their style 

• Build rapport and relationships with each of the NextEra Energy Resources’ representatives 

• Establish credibility and demonstrate understanding of NEER’s business and the wind industry 

• Ask questions using SPIN format: Situation, Problem, Implication, Need-payoff 

• Get a decision, advance the opportunity (if qualified), avoid any situation where the customer 

offers a “maybe” option 

Competitor Role: Timken Sales Engineer 
Uses commercial & technical skills and industry knowledge to identify customer needs and create 

solutions which provide financial benefit for the customer.  

Organization Support roles: The Sales Engineer can utilize a team approach to serve customers, acting as 

the quarterback, setting direction, and leading the plan. The Sales Engineer will coordinate teammates 

in the following areas of expertise: 

• Application Engineer: technical analytical support for product and service solution proposals 

(aka Solutions Engineer SE). Can provide in-depth analysis of technical proposals. 

• Customer Service: provides price and delivery details and ensures optimal delivery. 

• Sales Manager: leadership, coaching, management, and approval authority for sales team 

members. 

• Service Engineer: applied hands-on trouble shooting consultant, highly valuable in formulation 

of solutions and supporting field trials and validation. 

• Marketing: Provides product and service solutions targeted for various markets and customers. 

These aren’t roles the competitors will interact with during the case study, but it’s important to 

understand that the sales engineer isn’t responsible for knowing and doing everything on their own in 

real-world situations. Sales engineers must leverage other experts in their company to achieve the 

desired outcome. 

  

https://blog.hubspot.com/sales/spin-selling-the-ultimate-guide


Meeting #1 at NextEra Engineering Offices 

NextEra Energy Resources representatives 

• VP of Wind Power Operations 

• Engineering Director for Wind Power in the Southwest Power Pool 

Objectives 

• Learn about operational situation and needs 

• Determine the problems and their implications 

• Qualify the opportunity 

• Understand the decision-making process 

• Determine action plan, deliverables, and timing 

Potential Outcomes 

• No follow-up plan, no decision made in meeting (worst) 

• Unimpressed with Timken SEs, not interested in follow-up meetings (bad) 

• Willing to meet again for a follow-up discovery meeting (okay) 

• Ready to proceed to a solution presentation for original opportunity (good) 

• Ready to proceed to a solution presentation for expanded opportunity (best) 

Meeting #2 at NextEra Florida Corporate Office 

NextEra Energy Resources representatives 

• Corporate Buyer for NEER 

• VP of Wind Power Operations 

Objectives 

• Validate situation, problems, implications, and needs 

• Demonstrate understanding of desired business outcomes 

• Deliver a compelling executive presentation 

• Communicate the value and ROI of the proposed solutions 

• Overcome objections 

• Confirm proposed solution meets customer's needs 

Potential Outcomes 

• No decision made in meeting (worst) 

• Decide Timken’s solution isn’t worth proceeding with (bad) 

• Willing to order test parts on trial basis, for evaluation of solution (okay) 

• Willing to order proposed solution for entire fleet (good) 

• NEER standardizing on proposal for future equipment orders (better) 

• NEER representative ready to set up meetings with other business group leaders to investigate 

potential for improvements in NextEra’s other plants and/or equipment (best) 

  



Evaluation Criteria 
Prospecting & Getting Past the Gatekeeper 

• Asks for referrals within and beyond the customer’s organization 

• Creates and uses questions that lead to cross-selling opportunities 

• Identifies gatekeepers and uses skills to get to the decision makers 

Building & Leveraging Relationships 

• Uses appropriate rapport-building techniques 

• Uses active listening techniques 

• Uses SPIN style and open-ended questions to discover unmet customer needs 

• Transitions from casual conversation to business conversation appropriately 

Organization, Call Planning, Customer Management 

• Can describe the customer’s business, their customers, markets, and products 

• Can list most probable priorities in the customer’s industry, market, and applications 

• Demonstrates an organized process for sales calls 

Identifying Needs & Qualifying Opportunities 

• Brings critical industry insights to recognize and explore the customer’s business challenges 

• Asks effective questions to uncover and quantify the customer’s situation, problems, and 
business challenges 

• Summarizes and confirms the customer’s needs and validates decision makers and budget 
Developing & Presenting the Proposal 

• Uses the financial language of business, demonstrates business acumen, and creates a realistic 
“What Could Be” with differentiated Timken solutions 

• Creates a financially quantified analysis of Timken Value using customer information 

• Creates a ROI Proposal that is specific, conservative, and simple to understand 

• Uses effective delivery skills: voice, eye contact, and body language 

Overcoming Objections, Negotiating, & Closing 

• Frequently asks for customer feedback throughout the sales process, acknowledges the 
customer’s objections, uses negotiation alternatives effectively and probes for a root cause 

• Presents and gets confirmation of Timken Value and confirms all customer issues are 
addressed before beginning negotiations 

• Asks for a commitment to the next steps at the end of each call, demonstrating closing 
methods 

 

Evaluation Process 
As in previous years, judges will directly rank teams against each other team they met with, rather than 

give them a score. The above evaluation criteria are meant as a guide for what is expected, and as a set 

of behaviors and skills to provide feedback on. 

 


	Background
	Opportunity
	Wind Industry Information
	 Wind Turbine Cost: Worth The Million-Dollar Price In 2021? (weatherguardwind.com)
	 Wholesale U.S. electricity prices were generally lower and less volatile in 2020 than 2019 - Today in Energy - U.S. Energy Information Administration (EIA)
	 U.S. Electricity System (energyfreedomco.org)
	Feel free to do additional research on your own.

	Company Profiles
	Buyer: NextEra Energy Resources
	NextEra Energy Operations
	NextEra Energy Resources Region Map

	Seller: The Timken Company
	Timken Strategy
	Timken Business Model
	Timken Wind Story
	Timken Wind Products


	Solutions Options
	Objectives at all meetings:
	Competitor Role: Timken Sales Engineer
	Meeting #1 at NextEra Engineering Offices
	NextEra Energy Resources representatives
	Objectives
	Potential Outcomes

	Meeting #2 at NextEra Florida Corporate Office
	NextEra Energy Resources representatives
	Objectives
	Potential Outcomes

	Evaluation Criteria
	Evaluation Process



