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Q&A

How did you come to found 3TIER?
When I was in graduate school studying atmospher-
ic sciences at the University of Washington here in 
Seattle I was thinking of ways to start a business, 
and since I’d always been interested in renewable 
energy I was drawn to the idea of using comput-
ers to create highly accurate and accessible weather 
forecasting models. And since I’d spent a lot of time 
studying the three geophysical tiers, atmosphere, 
land, and water, I decided to start a company called 
3TIER that would encompass those areas and pro-
vide Web-based weather information to developers 
and operators of renewable energy entities, such as 
solar and wind farms, among others. We refer to 
ourselves as an “information to decision” company, 
because we basically provide the data that allows 
people to make sound judgments to help ensure 
the success of their enterprise.

Do you actually create this information, 
or simply compile and organize it?
We create about half of our data by taking infor-
mation from satellites, ground observations, and 
other sources and applying algorithms that result 
in highly accurate forecasts for a year, or 30 years, 
depending on what our clients require. And the re-
sults of our computer models provide valuable in-
formation that’s available at someone’s fingertips, 
online, because you really can’t afford to wait in a 
market that’s evolving as rapidly as renewable ener-
gy. And it allows you to make informed decisions, 
as well. For instance, a wind-farm developer here in 

the Pacific Northwest might want to locate his site 
in an area that’s windier during low-water periods, 
because that energy will be more valuable when the 
local reservoirs are half empty. And if you’re in Tex-
as, where a lot of wind is generated at night, you’d 
want to know that during the early stages so you 
can factor power storage into your plans.

Explain how your services benefit a 
wind-farm developer as the project 
progresses.
We refer to the first stage in this process as pros-
pecting/prioritization, in which that developer can 
follow the “FirstLook” link on our Web site to get 
preliminary data on the wind resource at a particu-
lar location. This service is free, and we currently 
have more than 50,000 users around the world who 
access this information. The second stage is “dili-
gence/design,” where you’re gathering data in order 
to determine the design of your site... should it all 
be wind, or should you mix in some solar or hydro, 
and will the resources support your financials? And 
the third stage is operational forecasting, where we 
can tell an operator how much energy the site will 
be producing from an hour to a week ahead. And 
all of that information is important to the develop-
er as well as the operator, who needs to know when 
winds will be high or low in order to make the best 
use of the chosen site.

Is this purely an online relationship, or 
is there a hands-on component?
While our group of master’s- and doctorate-level 
atmospheric scientists spend a significant amount 
of their time running computer models, they have 
a very close relationship with our clients as well. 
The fact is, our forecasts grow more accurate over 
time, so the quality of the information we gath-
er—whether the on-site anemometers have been 
placed in the best positions, for instance—impacts 
the outcome. So we definitely rely on input from 
our clients, and I think the fact that we’re currently 
providing forecasts for about 40 percent of the 
total wind energy being produced in the United 
States right now points to the success of our busi-
ness model. And since we’re “technology agnostic,” 
servicing the wind, solar, and hydro markets, we’re 
not advocating any one area, so you can count on 
the information we provide to be objective, which 
isn’t always the case with other service providers. 
We are advocates of one thing, though, and that’s 
developing a truly smart grid, where energy de-
rived from all of these existing and developing sec-
tors can be delivered and distributed in a way that 
makes sense.  

Call (206) 325-1573 or go to www.3tier.com.
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