
 
 
 

George Borovas is a Partner and head of Shearman & Sterling’s Global Nuclear Group.  Mr. Borovas 
concentrates his practice on the development and financing of new nuclear power plants. He advises 
lenders, governments and sponsors on the development of civilian nuclear power programs and the 
financing and construction of new nuclear power plants. He has worked on nuclear projects and 
transactions in the U.K., the U.S., Russia, Europe, the Middle East, Japan, South Korea, Southeast Asia, 
China, Australia and South Africa.    

 
Shearman & Sterling's Global Nuclear Group is intertwined with the firm’s world-leading Project Development & Finance 
Group, with experience under English and New York law and focusing on the procurement, construction and financing of 
nuclear new build. The firm is advising on the world's largest nuclear arbitration dispute relating to the Olkiluoto 3 
nuclear power plant in Finland and recently advised Chinese state-owned nuclear energy company CGN Power Co. on its 
$3.6 billion initial public offering in Hong Kong. 
 
What is the current market trend in nuclear financing? 
 
Obviously, we are in a post-Fukushima Daiichi accident environment where the risk profile of new nuclear has been 
elevated.  Everything that is being built now really is first-of-a-kind technology, with a few exceptions. Once you have a 
few of these projects online then FOAK risk will be reduced because we'll have some proven development and 
construction projects.  Increasingly, another trend that we're seeing is the attractiveness of international joint ventures 
bringing significant operational support – which is particularly crucial for emerging nuclear countries because they don't 
have the indigenous resources. New sources of finance are being sought and right now leadership is coming from the 
export credit agencies. 
 
What are some developments you see in nuclear financing? 
 
We are starting to see the emergence of certain new models, like the prevalence of vendor financing.   In some cases 
vendors are being asked to put equity into these projects, which is not a natural place for them to be because most 
don't think of themselves as project developers.   In other cases, nuclear vendors are essentially creating their own 
customers through the vendor equity model.  Recent examples include KEPCO for Barakah in the UAE, Hitachi for 
Horizon and Toshiba for NuGen in the UK.  
 
The focus today is mostly on export credit agency finance – the commercial banks are considering lending to nuclear 
projects but the risk profile of a nuclear deal is difficult for them.   Particularly in projects in development countries, a 
natural target for financial support would be the multi-lateral financial institutions. Unfortunately most of them, 
including the World Bank and the International Finance Corporation, have written and unwritten policies against lending 
into new nuclear projects. The exception is the European Investment Bank, which can lend with an affirmative decision 
of the European Commission under the Euratom Treaty. So the key question for new projects is how are you going to 
attract other investors - with debt and equity - and what kind finance models are you going to produce to develop this 
support?  
 
What can the nuclear industry do to attract commercials banks to finance nuclear power projects? 
 
The nuclear industry should take three main approaches to attracting commercial banks to the construction phase of 
nuclear power projects – engaging with them early on, speaking “their language”, and identifying solutions to de-risk 
any given project. 
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Why is it important to engage with financial institutions early on? 
 
For all of us in the project space, we need to engage with financial institutions early on. Too many times, and we've seen 
this with our clients, we have somebody who comes in, develops a project, starts talking about technology choice, starts 
drafting and negotiating contracts and then, after two to three years, they go to a bank for help with financing. The 
banker looks at them and says, “this project isn’t bankable”, and you have to go back to the drawing board. You need to 
get a bank's input, feedback and support at the outset. 
 
Engagement with financial institutions must occur at the early stage of a project's development in order to understand 
and explain the risks of the project, to demystify issues, to speak in banking terms about the project and to apply a 
practical perspective on the likelihood and potential impact of key risks in the project. The project developer needs to 
develop risk management and mitigating solutions based on “lessons learned" and with an explanation of what they will 
do differently to avoid past challenges. Equally important, is to develop a strong relationship between the exporting and 
host governments, covering bilateral nuclear cooperation and support, nuclear liability, licensing support and 
cooperation between regulatory authorities, as well as for human resource development. 
 
Can you elaborate a bit on speaking “their language”? 
 
Bankers speak the language of “risk and return”.   Many risks in nuclear projects, some of them unique to nuclear 
projects, need to be properly understood and assessed.  Potential lenders may indeed misinterpret the kind of terms 
commonly used by the nuclear industry. For example, 'latest technology' to a banker will most likely translate into 'first-
or-a-kind risk', while 'consortium' is likely to give rise to 'interface risk'.  Speaking the language of banks and not yours is 
important when seeking finance for nuclear projects. 
 
How can project developers de-risk a project? 
 
To de-risk a project, project developers need to address two general categories of risk that a bank sees – financial and 
reputational. 
 
Financial risk – or 'Will I get my money back?' – is primarily driven by the industry's historical and current experience of 
project delays and cost overruns; long-term regulatory and power market uncertainty; the need for long-term human 
resources development; the significant amount of finance and long development and construction periods required; and 
nuclear liability.  
 
Reputational risk is primarily driven by the 'stigma' associated with nuclear power; political risk and public acceptance 
issues; heightened sensitivity to nuclear safety in the post-Fukushima Daiichi environment; nuclear non-proliferation; 
radioactive waste management and disposal; and – as with financial risk - historical and current experience of project 
delay and cost overruns. 
 
De-risking a project also means addressing the issue of delays and cost overruns. That means: 
 

 having a recently constructed reference plant using the same supply chain and construction team, to the extent 
possible;  

 engaging an integrated project delivery team with experience in building nuclear power projects and 
experienced sub-contractor networks, including an understanding of nuclear industry quality assurance 
standards and safety culture, and in addition 

 it is vital to have owner experience in managing large construction projects, with clarity of the roles of the 
owner and contractor. 
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