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It’s a financial incentive for nuclear power
Carroll, Senior Vice President and General Counsel at Terra-Gen Power, 05
(January, International Power & Utilities Finance Review, New nuclear power plants in the US: Governmental incentives for non-recourse project finance)
In its report dated January 10, 2005, the NETF identified the unavailability of financing as a significant obstacle to new nuclear power plant construction. The NETF recommended that the US government offer a range of financial incentives for the construction of the first few reactors, such as: secured loans, loan guarantees, accelerated depreciation, investment tax credits, production tax credits and government power purchase agreements.

Solves limits and precision
Webb, 93 – lecturer in the Faculty of Law at the University of Ottawa (Kernaghan, “Thumbs, Fingers, and Pushing on String: Legal Accountability in the Use of Federal Financial Incentives”, 31 Alta. L. Rev. 501 (1993) Hein Online) 
In this paper, "financial incentives" are taken to mean disbursements 18 of public funds or contingent commitments to individuals and organizations, intended to encourage, support or induce certain behaviours in accordance with express public policy objectives. They take the form of grants, contributions, repayable contributions, loans, loan guarantees and insurance, subsidies, procurement contracts and tax expenditures.19 Needless to say, the ability of government to achieve desired behaviour may vary with the type of incentive in use: up-front disbursements of funds (such as with contributions and procurement contracts) may put government in a better position to dictate the terms upon which assistance is provided than contingent disbursements such as loan guarantees and insurance. In some cases, the incentive aspects of the funding come from the conditions attached to use of the monies.20 In others, the mere existence of a program providing financial assistance for a particular activity (eg. low interest loans for a nuclear power plant, or a pulp mill) may be taken as government approval of that activity, and in that sense, an incentive to encourage that type of activity has been created.21 Given the wide variety of incentive types, it will not be possible in a paper of this length to provide anything more than a cursory discussion of some of the main incentives used.22 And, needless to say, the comments made herein concerning accountability apply to differing degrees depending upon the type of incentive under consideration. By limiting the definition of financial incentives to initiatives where public funds are either disbursed or contingently committed, a large number of regulatory programs with incentive effects which exist, but in which no money is forthcoming,23 are excluded from direct examination in this paper. Such programs might be referred to as indirect incentives. Through elimination of indirect incentives from the scope of discussion, the definition of the incentive instrument becomes both more manageable and more particular. Nevertheless, it is possible that much of the approach taken here may be usefully applied to these types of indirect incentives as well.24 Also excluded from discussion here are social assistance programs such as welfare and ad hoc industry bailout initiatives because such programs are not designed primarily to encourage behaviours in furtherance of specific public policy objectives. In effect, these programs are assistance, but they are not incentives.
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their own evidence indicates it is topical

Performance-based incentives (PBIs), also known as production incentives, provide cash payments based on the number of kilowatt-hours (kWh) or BTUs generated by a renewable energy system. 

a/t: Grant 02
“Finally and most importantly, the offer is intentionally designed to alter the status quo by motivating a person to choose differently than he or she would in its absence”

Industry thinks we’re topical
PG&E ’12 (Pacific Gas and Electric Company, “Incentives & Financial Resources”, http://www.pge.com/myhome/saveenergymoney/solarenergy/incentives/, 2012, LEQ)
Incentives & Financial Resources Solar Photovoltaic (PV) Programs California Solar Initiative Program (CSI) The CSI program provides a financial incentive for the installation of solar photovoltaic panels on a home or business. In order to qualify for an incentive, you must have a PG&E electric account. Multifamily Affordable Solar Housing Program (MASH) The MASH program provides higher incentives to offset the costs of installing solar on multi-family affordable housing buildings in California such as apartment buildings. In order to qualify, PG&E must provide electric service to the building. New Solar Housing Partnership (NSHP) The NSHP program provides incentives for the construction of new, energy efficient homes that install solar. In order to qualify for a rebate, the home with the solar panels will have to receive electric service from PG&E. (Existing homes should apply under the CSI program.) Single-Family Affordable Solar Housing Program (SASH) The SASH program provides higher incentives to offset the costs of installing solar on low-income single family homes in California. GRID Alternatives is the Program Administrator. For more information on this program, please visit their website. Solar Water Heating California Solar Initiative Thermal Program California Solar Initiative Thermal Program The CSI Thermal program offers incentives to customers who install solar water heating systems on their homes or businesses. In order to qualify for an incentive, your water heating service (gas or electric) must come from PG&E. . Wind and Fuel Cell Emerging Renewables Program (ERP) Emerging Renewables Program (ERP) The Emerging Renewables Program provides financial incentives to customers who purchase and install small wind systems and fuel cells for on-site generation. This program is administered by the California Energy Commission. For more information please visit their website. . Self Generation Incentive Program (SGIP) The SGIP program provides financial incentives for the installation of qualifying systems. In order to qualify for an incentive, you must have a PG&E electric or gas account. While residential customers are not excluded from the program, the minimum system size is 30 kilowatt (kW). Please check with your contractor about availability and other eligibility requirements for each of these programs. Other Financial Resources There are a variety of financial offerings that can make installing renewable energy more affordable. Below is a summary of incentives and other financial options that may be available to you: Expand All Collapse All Investment Tax Credit (ITC) The Federal Investment Tax Credit provides a credit of 30% of the net cost of the system installed and applies to a variety renewable energy options. Please consult a tax professional for more information before making any purchasing decisions. Local City and County Incentives A limited number of cities and counties offer rebates to help further offset the cost of installing solar photovoltaic systems on their home or business. Leasing and Power Purchase Agreements Leasing allows customers interested in installing solar to rent a system from a company while benefitting from the energy produced. This options may help you eliminate the high up-front costs as there may be little to no money down required. Similarly, under a Power Purchase Agreement (PPA) model, a third party owns and maintains the system and sells the power produced to the customer at a pre-determined annual price. Property Assessed Clean Energy (PACE) Financing The PACE programs enable local governments to finance renewable energy and energy efficiency projects on privately owned properties through an additional assessment repaid in fixed payments as part of the property owner’s property tax bill. Loans Financing can potentially be obtained from your financial institution or a commercial lender in the form of green loans, home equity loans, personal loans and other loan products. Many solar contractors also have existing partnerships with their preferred lenders. Group Buying Organizations such as One Block Off the Grid and SunShares provide an arena for customers interested in installing solar to take advantage of the power of group buying by finding other customers to band together with to get discounted pricing. For more information on these and other financial incentives for renewable energy, visit the Database of State Incentives for Renewables and Efficiency (DSIRE).

CP work
No risk of nuclear terror—means and motive
Chapman 12 [Stephen, columnist and editorial writer for the Chicago Tribune “The Implausibility of Nuclear Terrorism” May 17 http://reason.com/archives/2012/05/17/the-implausibility-of-nuclear-terrorism]
Given their inability to do something simple — say, shoot up a shopping mall or set off a truck bomb — it’s reasonable to ask whether they have a chance at something much more ambitious. Far from being plausible, argued Ohio State University professor John Mueller in a presentation at the University of Chicago, “the likelihood that a terrorist group will come up with an atomic bomb seems to be vanishingly small.”  The events required to make that happen comprise a multitude of Herculean tasks. First, a terrorist group has to get a bomb or fissile material, perhaps from Russia’s inventory of decommissioned warheads. If that were easy, one would have already gone missing. Besides, those devices are probably no longer a danger, since weapons that are not maintained quickly become what one expert calls “radioactive scrap metal.” If terrorists were able to steal a Pakistani bomb, they would still have to defeat the arming codes and other safeguards designed to prevent unauthorized use.  As for Iran, no nuclear state has ever given a bomb to an ally — for reasons even the Iranians can grasp.  Stealing some 100 pounds of bomb fuel would require help from rogue individuals inside some government who are prepared to jeopardize their own lives. Then comes the task of building a bomb. It’s not something you can gin up with spare parts and power tools in your garage. It requires millions of dollars, a safe haven and advanced equipment — plus people with specialized skills, lots of time and a willingness to die for the cause.  Assuming the jihadists vault over those Himalayas, they would have to deliver the weapon onto American soil. Sure, drug smugglers bring in contraband all the time — but seeking their help would confront the plotters with possible exposure or extortion. This, like every other step in the entire process, means expanding the circle of people who know what’s going on, multiplying the chance someone will blab, back out or screw up.  That has heartening implications. If al-Qaida embarks on the project, it has only a minuscule chance of seeing it bear fruit. Given the formidable odds, it probably won’t bother.

Remember all those 1ac reasons the dod was key? The DoE doesn’t solve any of them
Sarewitz et al ’12 (Daniel Sarewitz and Samuel Thernstrom Co-Directors, John Alic Technical Consultant, and Writer Travis Doom Research Assistant, A joint project of CSPO and CATF, We are grateful  for their time and their insights.  Fred Beach Postdoctoral Fellow,  University of Texas at Austin William Bonvillian Washington Office Director,  Massachusetts Institute of Technology  Hanna Breetz PhD Candidate,  Massachusetts Institute of Technology Kay Sullivan Faith Graduate Fellow, RAND Erica Fuchs Assistant Professor of Engineering and Public Policy,  Carnegie Mellon University Ken Gabriel Deputy Director,  Defense Advanced Research Project Agency Anthony Galasso Director of Advanced Integration Capabilities,  Boeing Phantom Works David Garman Consultant Eugene Gholz Associate Professor of Public Affairs,  University of Texas at Austin Sherri Goodman Senior Vice President, Center for Naval Analysis Kevin Hurst Assistant Director for Energy R&D,  Office of Science and Technology Policy John Jennings Deputy Director for Innovation,  Office of the Assistant Secretary of Defense, Operational Energy Todd Laporte Professor of Political Science,  University of California Berkley George Lea Military Branch Chief, Engineering and Construction,  U.S. Army Corps of Engineers Sasha Mackler Bipartisan Policy Center Jeffrey Marqusee Executive Director, SERDP and ESTCP, U.S. Department of Defense William McQuaid Liaison for DoD Energy Conservation Programs,  Office of Management and Budget Srini Mirmira Commercialization,  Advance Research Projects Agency-Energy Dorothy Robyn Deputy Under Secretary of Defense,  Installations and Environment Richard Van Atta Institute for Defense Analyses Andrew Wiedlea Defense Threat Reduction Agency Aubrey Wigner Graduate Student,  Arizona State University Project Staff and Affiliates Daniel Sarewitz Co-Director,  Consortium for Science, Policy and Outcomes,  Arizona State University Samuel Thernstrom Senior Climate Policy Advisor,  Clean Air Task Force John Alic  Consultant Travis Doom Program Specialist,  Consortium for Science, Policy and Outcomes,  Arizona State University Joseph Chaisson Research and Technical Director,  Clean Air Task Force Armond Cohen Executive Director,  Clean Air Task Force Nate Gorence Associate Director for Energy Innovation,  Bipartisan Policy Center Suzanne Landtiser Graphic Designer, Fine Line Studio, “Energy Innovation At The Department Of Defense Assessing The Opportunities”, March 2012, LEQ)
Why can’t DoD rely on the Department of Energy (DOE) to solve the commercialization and deployment problem? DOE has a mixed record in this area. Reasons for past failures at DOE are: 1) the lack of a market within DOE for the technologies; 2) overly optimistic engineering estimates; 3) lack of attention to potential economic or market failures; 4) a disconnect between business practices at DOE and commercial practices, which leads to demonstration results that are not credible in the private sector; and 5) programs completely driven by a technology “push,” rather than a mix of technology push and market-driven pull.81 Many of these issues can be viewed as arising from the first: the lack of a market within DOE. Since DOE is neither the ultimate supplier nor buyer of these technologies at the deployment scale, it is not surprising that there are challenges in creating a system that can bring technologies across the Valley of Death. DoD’s market size allows it to play a critical role in overcoming this challenge for the energy technologies the department’s installations require, as it has for environmental technologies. In addressing the barriers energy technologies face, and understanding the role DoD installations can play, it is important to understand the type and character of technologies that DoD installations need. Energy technologies span a wide spectrum in costs, complexities, size, and market forces. Installation energy technologies are just a subset of the field, but one that is critical in meeting the nation’s and DoD’s energy challenges. DOE, in its recent strategic plans and quadrennial technology review, has laid out the following taxonomy (figure 3.5): It is useful to divide these energy technologies into two rough classes based on the nature of the market and the characteristics of deployment decisions. There are technologies whose capital costs at full scale are very high, for which a modest number of players will play a key role in implementation decisions. Examples include utility-scale energy generation, large-scale carbon sequestration, commercial production of alternative fuels, next- generation utility-grid-level technologies, and manufacturing of new transportation platforms. Some of these technologies produce products (e.g., fuel and power from the local utility) that DoD installations buy as commodities, but DoD does not expect to buy the underlying technology. 
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