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BESS market



New players entering the vibrant BESS
market, creating huge needs for 
services.
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How will owners and operators 
ensure the availability and 
profitability of BESS 
facilities throughout
the lifecycle?



The BESS O&M service report 2024/2025 presents a 
summary of the findings of Siemens Energy’s study 
of the battery energy storage systems (BESS) O&M 
(Operations & Maintenance) service business*. 

These insights and conclusions were derived from 
the cumulative input of over 50+ BESS market 
participants and experts in the USA and Europe.
Interviews were conducted with BESS developers, 
investors, owners and operators across many 
industry segments. These included developers and 
IPP’s (independent power producers), utilities, 
cooperatives, transmission operators, regulatory 
agencies, and financial organizations such as banks, 
private equity lenders and insurance companies. 

Besides specific findings on the service business, 
these diverse interviews yielded greater insights on 
the growth of the BESS industry, its supply chain, 
challenges and future trends. 

The service focus of this study surfaced concerns 
about the long-term viability for effective and 
efficient operations and maintenance for many 
owners and operators in the coming years. After 
initial warranties from EPC (Engineering, 
Procurement, and Construction), system integrator or 
equipment manufacturers expire, there could be
increased challenges to reliability and profit if asset 
availability declines and operations and maintenance 
expenses escalate. More details on this follow in this 
report.

While interviewees shared diverse and sometimes
inconsistent views and experiences due to the nature 
of this dynamic and evolving market, it is clear that 
most hold great optimism for the future of the BESS 
industry.

About this report

Foreword

Page 1

*) The terms O&M and service are used interchangeably in this report.



The BESS market is a very rapidly growing, dynamic 
segment of the electric power industry worldwide. 
As BESS facilities proliferate, O&M services are also a 
very rapidly growing business. 

Siemens Energy’s 2024/2025 BESS service study 
revealed some valuable insights to help owners and 
operators improve their performance. These insights 
and conclusions were derived from the cumulative 
input of over 50+ BESS market participants and  
experts in the USA and Europe. Interviews were 
conducted with BESS developers, investors, owners 
and operators across many industry segments. These 
included developers and IPP’s (independent power
producers), utilities, cooperatives, transmission 
operators, regulatory agencies, and financial 
orgaornizations such as banks, private equity lenders 
and insurance companies.

New players (owners, operators, EPCs, service
providers etc.) are entering the BESS market and
existing ones keep developing and changing, 
expanding their value chain. There are significant
differences not only between countries, but also in 
the U.S. between different states. Along with these 
trends, regulations and competitive conditions are 
evolving as well. 

of operation and experience. They expect training 
from EPCs and OEMs. Others stated a preference for 
outsourcing services.

All assets and systems need proper and consistent 
maintenance services for a safe, reliable and 
profitable operation during the complete facility 
lifecycle. After initial warranties from EPC, system 
integrator or equipment manufacturers expire, there 
could be increased challenges to reliability and profit 
if asset availability declines and operations and 
maintenance expenses escalate. Some owners and 
operators stated their intent to build or expand 
service competencies and resources after a few years

While batteries are critical for the overall system 
business case as well as financing and insurance,they 
are often not the system component causing the
most frequent downtime issues. Main O&M
challenges and operational issues and system 
unavailability are more likely caused by auxiliaries like 
HVAC, inverters and other balance of plant 
equipment. Sometimes small parts can cause major 
issues. This makes spare parts an important topic and 
not having them in stock can become expensive. 

Service vendor communication and response time 
were highlighted by several study participants. A 
more rapid and reliable process is needed to shorten 
problem solving and repair time and reduce loss of 
revenue and profits. A single point of contact  such as 
a LTSA project manager was indicated as one possible 
solution. Others mentioned vendors sending 
unqualified service technicians to their sites.

BESS owners and operators stated the benefit of 
having a single-source service supplier for their 
complete sites. This includes Balance of Plant (BOP) 
and medium and high voltage equipment and 
guarantees for their site, not limited to the BESS 
system only.

They shared that this would decrease the number of 
suppliers interfaces and consequently reduce the risk 
of delays and downtime.

While some companies prefer service outsourcing for 
efficiency and to mitigate risks, other respondents 
said they would prefer to develop and maintain 
in-house expertise and would plan to build this 
capability over time. However, some participants 
shared that it was harder and took longer to build 
up and maintain the required resources and compe-
tencies than expected. Tight labor markets and high 
turnover of qualified BESS technicians make hiring 
and retaining experts an ongoing challenge. 

The level of outsourcing vs. in-house servicing
depends on several elements around the companies’ 
core strategy, maturity, service expertise & set-up 
and requirements for guarantees and it may also 
change over time.

Modern BESS facilities need a high level of expertise 
with experienced technicians and sophisticated 
resources from grid expertise to MV to HV, battery,
inverter, analytics and operating experience. These 
sophisticated resources can offer the greatest ROI 
when spread across many projects and facilities. 
Having access to this expertise for many requires
outsourcing.

Availability and capacity guarantees are highly 
valued by many study participants and these 
guarantees are often included in LTSAs. Banks and 
lenders typically require a capacity guarantee from 
the OEM (original equipment manufacturer) or EPC/
integrator to reduce their risks in financing.

The study identified system availability and service 
response time as key drivers for BESS services and 
LTSAs. The business case for owners’ facilities is often 
based on high system availability. Therefore, solving 
onsite issues and downtime promptly, is critical. 

Most LTSAs are offered by the EPC/integrator who 
designed and built the original BESS system. Owners 
are more inclined to keep the original organization 
involved in their projects if their confidence is assured 
through the design, construction and warranty 
period. New BESS owner-operators who are risk 
averse, often decide to shift operating risks to the 
EPC-service provider through extended warranties 
and long-term performance guarantees.

While there are some third-party service providers 
active in the BESS market (mostly local & regional),
they are not yet dominant. Third-party service
providers typically don’t provide availability or 
capacity guarantees as they have not designed or 
built the system.

Executive summary

Proper maintenance is key 
for profitability

Performance guarantees are a 
big driver for Long Term Service 
Agreements (LTSA)

Challenges with O&M services 

Services for all electrical 
equipment from one 
single-source

Outsourcing maintenance 
services vs. in-house or 
self-service

Executive summary Executive summary
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A wholistic O&M approach 
with guarantees is 
attractive.
Owner & operator

The more you cover, 
the better.

All EPCs provide LTSA and 
warranty coverage for the 
batteries, PCS, MV 
transformer and control 
system, but they typically 
don’t provide the same for 
the BOP and HV. All these 
other elements, we have to 
procure.
Owner & operator

Owner & operator

It’s a gold rush 
market.

“

“
“

“

Sometimes it takes 2-3 days 
to get a service technician 
to our site.
Owner & operator

“

Market expert UK

Utility

“Availability of  spare 
parts can cause major 
issues.



Executive summary

Key takeaways

Effective and efficient operations & 
maintenance are essential for a safe, 
reliable and profitable operation during 
the complete BESS facility lifecycle.
 
The plan for O&M including required 
warranties and guarantees should be 
in place as early as possible. BESS O&M 
services may be more complex than 
expected. 

The decision to outsource or build 
internal capability depends on the 
competencies and business model as 
well as the geographic coverage of the 
owners and operators.

Many companies appreciate the value 
of LTSAs with availability and/or 
capacity guarantees from the EPC/
integrator for long-term operations.

Getting services for all electrical 
equipment (BESS core system plus 
balance of plant equipment, medium 
and high voltage) from one single-
source vendor can reduce interfaces 
and risks, resulting in greater 
efficiencies.
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Dynamic and rapidly growing 
heterogeneous market.
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Dynamic and rapidly growing 
heterogeneous market

Market
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The past 5-10 years have seen the introduction and 
rapid growth of BESS. Driven by changing electricity 
market structures, the growing share of intermittent 
renewables and advancement of new storage and 
battery technologies have created a new market that 
is not only booming in selected geographies, but one 
that is poised for growth worldwide. 

According to the international energy agency, annual 
additions increased nearly ten times between 2016 
and 2021. But this may only be the beginning. 
According to IHS Markit the installed grid scale BESS 
will grow from approximately 60GW in 2024 to up to 
approximately 400GW in 2034.

The U.S. battery storage capacity was expected to 
nearly double in 2024 as developers reported plans 
to add 15 GW of battery storage (according to the 
U.S. EIA). Significantly increased project sizes are also
occurring as sites as large as 750 MW and greater, are 
now being designed and constructed. California and 
Texas which also have rapidly growing wind and solar 
fleets, account for the greatest capacity additions of 
BESS so far. Yet, other U.S. states are showing signs

of increasing adoption as well, and broader 
geographic growth is expected.

In Europe, leading energy storage countries such as 
Germany and Italy continue to grow rapidly. The UK 
is considered to be among the most mature markets 
with more growth to come. Many other European
countries like the Netherlands are catching up. 
Eastern European countries started later than their 
Western European counterparts, however many are 
now also accelerating BESS deployments.

New market players (developers, investors, owners, 
operators, integrators, system and asset vendors, 
etc.) are continuously entering the growing market. 
Some OEMs and integrators are expanding their 
scope of supply to increase in-house value-add, 
competitiveness and profit. 

BESS is mainly an equipment and system driven 
market. Service has so far seen a lower level of focus
yet is growing rapidly as well. Most study participants 
expect that service will become a greater focus as

the number of BESS systems in operation continues 
to grow and existing BESS systems are ageing. With 
this the value of professional services to ensure safe, 
reliable and profitable lifecycle operation will become 
evident.

The overall BESS market is far from mature, even 
in the geographies with the longest history. The 
increasing number of BESS installations means 

increased demand for services, especially as 
warranties expire and aging components make O&M 
a greater need.

Market
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Figure 1: Expected development of worldwide BESS capacity acc. to IHS green rules scenario.
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Market expert UK
“It’s a gold rush market.
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2Market players
New players entering the vibrant BESS
market, creating huge needs for
services.

BESS developers, investors, owners
and operators.

Outsourcing maintenance services
vs. customer self-service.

Service providers / outsourcing.

BESS analytics software and services.
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Interviews conducted with developers, IPP’s, utilities, TSOs, 
financial and regulatory agencies showed everyone recognizes 
the need for their assets and systems to ensure proper 
maintenance services for safe, reliable and profitable operation 
over their complete lifecycle. However, there are varying 
strategies for how services can be best performed. 

A concern is that many organizations are operating their BESS 
systems for the first time or are just on the verge of operating, 
and those companies often have little to no BESS know-how 
and experience in real-life O&M for BESS systems. Many 
organizations have signed (or planning to sign) an LTSA with 
EPCs and integrators for the first years after the initial EPC or 
OEM warranties expire.

Some companies expressed interest in developing in-house 
O&M organizations and competencies that will be set up and 
trained “later”. Especially companies with existing O&M set-up, 
like renewable power players that are adding BESS to existing 
or new wind/ solar farms, are considering leveraging their O&M 
footprint and experience by adding BESS expertise and 
training. However, many organizations who are planning to 
develop BESS service know-how and capabilities during the 
next years often seem to lack a clear roadmap. 

Since many BESS owners are still relatively new to operations 
and still evaluating their strategies, they may not have a clear 
conception of the difficulties and costs of assuring these units 
are efficient and effective. While the decision to utilize in-house 
self-service is practical for some, failure to properly assess the 
risks can have serious implications for the business model and 
long-term profitability.

New players, often coming from other industries, are
discovering that BESS requirements for maintenance services 
are new or even unknown to them at first. There are many 
obstacles and potential roadblocks to developing effective and 
efficient service capabilities. This is especially true for smaller 
organizations with small and/or remote BESS locations where 
the economic feasibility of maintaining local service is a 
challenge.

Market players Market players

New players entering
the vibrant BESS market, 
creating huge needs for 
services

Page 13Page 12



Market players

Page 14 Page 11

Market players

All recognize the need for their assets and systems to 
assure proper maintenance services for safe, reliable 
and profitable operation over their complete lifecycle.  
However, there are differences within the segments.

BESS co-located sites with PV or wind:

BESS developers, investors, owners 
and operators

Renewables (solar, wind)

Transmission (TSOs, DSOs, 
utilities, cooperatives, etc.)

Large BESS systems

Stakeholders: Lenders, 
financiers (e.g., banks)

Large BESS portfolio

Remote areas

Investors

Big international companies

Trends in specific segments

Further trends and relevant 
factors

Most lenders and financiers 
require capacity guarantees

Companies often have an existing service 
arrangement in place for PV and wind assets, 
sometimes with their own dedicated service team.

Often plan to use the synergies and leverage 
existing resources and set-up for BESS services.

May require battery specific training and support 
(BESS analytics, 24/7 expert hotline, etc.).

Large companies: Many see BESS and O&M as part 
of their core competencies and want to do services 
(mostly) in-house. When they first enter the BESS 
market, many lack experience and sign an initial 
LTSA with the integrator/EPC. Medium to long-term 
many intend to perform maintenance themselves, 
at least partially.

Small companies: Typically need more service
support.

Often they have a dedicated on-site service team.

Not comfortable to take high perceived risk. Seek 
to reduce their risk to a level which “sometimes 
seems absurd” (quote from insurance company).

For most debt providers capacity guarantee is more 
like a “check box requirement” (must do), they are 
not willing to negotiate this.

Some customers with larger and/or growing 
portfolios thinking about building up more 
in-house competencies with required geographic 
reach.

Many have not yet settled their strategies and are 
keeping options open.

Owners may have service expertise and teams but 
may not be accessible for all regions/sites.

Small BESS sites with no accessible customer 
service team: Hiring an LTSA vendor is often more 
cost effective than own team (inefficient, low 
utilization rate due to long distance to other sites).

Fast & competent service response is important to 
assure asset availability.

Usually, not interested in doing O&M themselves 
and need a strong service partner.

Some large investors have  in-house competencies 
or are thinking about building this up over time, 
depending on portfolio size and location.

May have BESS competencies and teams, in the HQ 
and regionally. Often in-house competency focuses 
on analytics and asset management. 

Some choose to have LTSA vendors for a limited 
time and then potentially take over partially.
 
Depending on site location and specific regional 
requirements, often they may not be able to 
perform all services in-house at all locations and 
an LTSA vendor is often more cost efficient.

Customers are heterogeneous having 
different set-ups and expectations on 
the maintenance services they 
require from the market.

Page 15

Debt providers (third party financing from banks, 
lenders, etc.) typically require a capacity guarantee
to mitigate the highest perceived investment risk 
(= battery underperforming, batteries have the 
highest share of cost of a BESS system) and limit 
losses.



Market players
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Market players

Outsourcing maintenance services 
vs. customer self-service

Modern BESS facilities need a high level of expertise 
with experienced technicians and sophisticated 
resources from grid expertise to MV to HV, battery,
inverter, analytics and operating experience. These 
sophisticated resources can offer the greatest ROI 
when spread across many projects and facilities. 
Having access to this expertise for many 
organizations requires outsourcing.

While some companies prefer service outsourcing, 
other respondents said they would prefer to develop
and maintain in-house expertise. The level of 

outsourcing vs. in-house servicing depends on many 
elements as illustrated in the chart above.

There are many different shades of outsourcing, 
which may also change over time as the market 
and the companies are maturing. As BESS facilities 
proliferate and project size grows, the dynamics of an 
in-house service team vs. outsourced/vendor 
provided O&M services may change. 

Core strategy

BESS maturity

O&M service 
set-up and 
expertise

Need for 
guarantees
(availability 
& capacity)

BESS is business enabler
e.g., Industry, investors, etc.

BESS is part of core
 business/strategy 

e.g., utilities

Starting phase,
first few years

Mature in BESS with 
systems in operation

High to fullLow to none Have own service resources and 
experts (central and/or local):

Manage multiple suppliers and vendors.
Maintenance expertise and on-site 
maintenance staff.
Have resources and know-how for asset 
optimization and data analytics.

High 
e.g., due to lenders/
investors, back up 
business case, etc.

Low 
e.g., some utilities, 

non-critical, etc.

Resulting needs 
for service 
outsourcing 
and support

Customer service outsourcing Customer self-service

Full LTSA 
with guarantees

Service packages 
with limited guarantees

Customized services
e.g., 24/7 hotline, 
spares, supervisors,
cyber security, 
analytics

Customer development & training program

Process of 
maturing

Page 17

Flexible service concepts from 
service providers help to meet 
the different needs of BESS 
owners and operators.



Market players Market players

EPC / integrator Equipment OEM 3rd party service provider 

Service providers / outsourcing

Life-cycle partnership and 
support from EPC; Stay 
connected to the BESS 
system designer/ integrator 
and builder throughout the 
complete BESS lifecycle.

Extensive and detailed 
in-house BESS EPC & service 
know-how.

Provide performance 
guarantees for complete BESS 
system.

Service limited to own 
equipment only.

Guarantees are limited to 
OEM equipment, not the 
complete system.

Focus on the equipment only 
vs. focus on the overall 
system and performance.

No system guarantees.

General know-how yet often 
lack of expert know-how in 
all relevant areas and not all 
system specific details.

Regional/local providers may 
lack financial stability.

Best system know-how 
and guarantees.

Ideal life-cycle 
partnership for 
complete system 
performance.

Limited to OEM 
equipment know-how.

No focus on overall 
system.

Data analytics for system operation and performance 
data, especially for batteries, are high-value services 
with the potential to extend facility and battery life, 
improve utilization and strategically position a facility 
for greater availability and profitability.

Most organizations are recognizing this value and 
as in other services, are outsourcing to professional 
software and analytics vendors as well as attempting 
to develop in-house capabilities. There is a general 
recognition that industry professionals may also
offer the benefit of insights gained across dozens of 
BESS facilities with multiple generations of battery 
technologies, in multiple markets, over years of 
operation. 

Optimizing both operational performance (efficiency) 
and taking advantage of greater utilization through
accessing market opportunities and revenue streams

(effectiveness), are key factors for success and 
profitability. 

Finally, being able to monitor and understand 
batteries state of health and other issues remotely, 
without having to send a technician (sometimes 
more than once), reduces costs and improves overall 
performance.

Both established and new firms are focusing on 
digital services and software, especially in battery 
analytics.  While there are many such offerings today, 
currently this is in many cases not part of an LTSA. As 
for other services, some prefer using the original EPC 
for BESS analytics and software because the EPC who 
originally designed and constructed the facility has 
the historical understanding of the site starting with 
the cold commissioning.

BESS analytics software and services

General know-how 
available.

Often lack expert and 
specific system 
know-how.

Future Trend

Combining LTSA1) with battery analytics services could further optimize 
maintenance services and system performance.

1) LTSA: Long Term Service Agreement

Page 18 Page 19



3
Service portfolio

O&M services for reliability and 
profitability throughout the BESS 
lifecycle.

3.1



Service portfolio
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Service portfolio
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An extensive array of service possibilities was 
explored during the interviews for the BESS O&M 
Service Report 2024/2025. Questions delved into the 
services the companies are currently utilizing and 
whether outsourced or self-performed. What 
challenges are being experienced? Where are the 
deficiencies and pain points?  What do players wish 
they could have in the service arena, but don’t 
currently? 

Besides discussing each individual service area, a 
number of survey participants shared their 
experience and interest in a customized LTSA which 
combines both, the services and performance 
guarantees to help assure reliability and profitability.

O&M services for reliability and profitability 
throughout the BESS lifecycle

Monitoring, operation 
& performance

On-site maintenance

Spare parts

IT maintenance & cyber security

Performance guarantees

Augmentation & degradation

End of life services

24/7 help desk

Analytics

Web app

Optimization

Training

 Preventative maintenance

Corrective maintenance

Spare parts packages

Obsolescence management

Software maintenance

Cyber security services

Availability guarantee

Capacity guarantee

RTE (round trip efficiency) guarantee

Degradation

Augmentation

Recycling

Second life

Multiple respondents expressed interest in an even 
broader service array that could go beyond BESS core 
equipment (batteries and inverters) to the electrical 
balance of plant and medium (MV) and high voltage 
(HV) expertise as well as expert consulting services. 
All these services must be structured in a way that 
is cost-effective and provides overall benefits to the 
owners and operators.

Risk management is an important topic among 
owners and operators, and this makes warranties and 
guarantees of high importance in the BESS arena.  
Key risk areas mentioned for mitigating risk were 
availability and capacity.

A primary driver for LTSAs is the assurance of 
performance guarantees. While some may argue that 
they are not confident with the cost/benefit of these 
guarantees, when structured properly they can bring 
good return on investment. This value is derived 
from several sources: Guarantees are a backstop for 
the business model and profit plan. Additionally, in 
conjunction with a properly implemented LTSA, there 
is greater assurance that assets are properly 
maintained and optimized.

Wholistic service package

Performance guarantees are
the main driver for an LTSA

Availability guarantee

Capacity guarantee

Monitoring and 24/7 help desk

On-site maintenance services

Extended warranty

Spare parts

IT maintenance and cyber security

AugmentationAvailability is perhaps, the most highly valued 
guarantee and is perceived by some respondents as 
vital. Some owners and operators view availability 
guarantees as bringing the highest value to an LTSA 
contract. 

Regarding Capacity guarantees, debt providers (third 
party financing from banks, lenders, investors, etc.) 
typically require a capacity guarantee to mitigate the
highest perceived investment risk (= battery 
underperforming). For most debt providers this is 
more like a “check box requirement” (must do) and 
they are not willing to negotiate this. It may not be a 
“typical” risk mitigation measure with a real cost/ben-
efit comparison.

Very useful and valuable because “system down-time 
is costly and not acceptable” (quote from operator) 
and the 24/7 help desk is very valuable in solving
issues quickly and accessing expert troubleshooting 
advice.

For scheduled and unscheduled maintenance. 
Very important: Fast response times, qualified 
technicians.

Provides peace of mind. Typically focusing on major 
components, e.g., batteries, inverters. It should be 
customizable.

Many companies don’t want to deal with themselves 
and are looking for service providers who take care of 
spare parts management.

Organizations typically have existing cyber security 
arrangements for their overall IT system and network.

However, for the BESS control system and software, 
many organizations prefer the vendor/developer of 
the control system to offer IT maintenance and cyber

An effective strategy to reduce the initial investment 
or the uncertainty around the operational profile (i.e. 
cycles / day) is augmentation, which will maintain 
the required capacity over the life of the plant, by 
installing additional batteries over time. This defers 
initial investment and allows maintaining the battery 
capacity or performance at a specific level.

security services (often as part of an LTSA) as the 
control systems may contain proprietary software 
solutions.

Many study participants 
highly value an LTSA with 
performance guarantees
and comprehensive services.

A wholistic O&M 
approach is attractive
to us.
BESS operator

“
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O&M challenges

O&M challenges and pain points.

Success factors for operating BESS.
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O&M challenges O&M challenges

BESS system availability throughout the asset 
lifecycle is a basic requirement for profitability and 
return on investment.  This requires that systems be 
maintained according to the highest standards that 
assure safe and efficient operations.  Professional 
maintenance services often include 24/7 monitoring, 
data analysis, preventive / corrective maintenance 
and scheduled activities that assure quality and 
dependable outcomes.  Access to remote experts and 
technicians for troubleshooting and fast response 
(both remotely as well as rapid deployment to the 
site when required) is also vital to assure uptime, 
availability and ongoing safety.

In sharing their real-life challenges and pain points, 
a number of BESS owners and operators listed
common operating and maintenance topics. 
Across the board we heard such challenges as slow 
technician response times, equipment troubles (such 
as inverters and HVAC) and on-site delays from
unavailability of spare parts or other unexpected 
issues.  Many alluded to the need for qualified 
technicians to be rapidly deployed to their site

without extensive coordination and communication 
delays.
The awareness of the importance and criticality 
of solving issues fast and efficiently was very high 
among those companies with operating BESS 
systems compared to companies focusing on project 
development, not yet having systems in operation, 
and not putting a focus on the maintenance services 
throughout the complete lifecycle. 

Geopolitical issues: During this study, it was stated 
that the geopolitical landscape for BESS can be a 
significant risk for some project owners and 
operators. Cyber security threads, supply chain 
disruption and associated technologies can be
reduced through strategic planning and investment.

O&M challenges and pain points 

Real O&M experience is often quite 
different from expectations during 
the planning phase!

Success factors for operating BESS:

Clear and reliable process for on-site 
corrective measures.

Have a single point of contact for LTSA 
(project manager).

Quick response time & short lead time of 
qualified service technician to be on site.

On-site service technicians should not 
change all the time (employee turnover).

Qualification and experience of technicians 
can greatly vary; this may cause significant 
issues if not sufficiently qualified for the 
challenge at hand.

Availability of the right spare parts - not 
having enough spare parts can cause 
significant delays.

Service for BESS systems is not 
“rocket science”, but much more 
complex and challenging than 
initially expected by many 
owners and operators!

Response time for a 
service technician to 
be on site is critical.

“
Utility
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5
Services from Siemens Energy

Siemens Energy supports BESS owners 
and operators throughout the complete 
lifecycle.

5.1
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Services from Siemens Energy Services from Siemens Energy

Siemens Energy supports BESS owners and 
operators throughout the complete lifecycle

Siemens Energy is uniquely positioned to support customers 
globally with O&M services for increased BESS reliability 
and profitability.

Extended 
warranties &

 performance 
guarantees

BESS & 
grid experts One-stop-shop 

for customer 
tailored service

Global set-up with 
regional strengths

EPC

EPC

BESS & grid experts
Extended warranties & 
performance guarantees

One-stop-shop for customer- 
tailored service 

Siemens Energy brand 
& financial stability

Global set-up with regional 
strengths

Life-cycle partnership and support from EPC: Stay 
connected to the BESS system designer/integrator/
builder throughout the entire BESS lifecycle.

Professional and integrated BESS EPC & service 
expertise.

All O&M services for customer’s complete site: BESS 
core system (batteries, inverter, control system) 
and other electrical equipment.

Including balance of plant, medium and high volt-
age substation equipment (transformers, switch-
gear), integration in power plants, etc.

Peace of mind throughout the complete lifecycle.

Extended Product Warranty after initial EPC 
warranty period.

Performance Guarantees, e.g., support 
requirements for financing or business plan.

All O&M services for customers from one source 
with one customer interface - no need to manage 
interfaces of various suppliers and 
internal resources.

Tailored to customer’s needs and requirements. 
Customer chooses the extent of services with 
highest value added.

Siemens Energy is a global market leader serving 
the energy industry over 100 years.

Siemens Energy is a global leader in power grid 
technologies.

Highly experienced experts for BESS and
transmission assets and systems and power 
generation (conventional and renewable).

Strong global and regional presence.

24/7 remote expert team and hotline.
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