
 

 

 

 

 

 

 

 

 

 

 

 

 

© Renewables Academy (RENAC) AG  

This copyrighted course is part of the series of online study programmes offered by the Renewables 

Academy AG. The course materials are provided exclusively for personal or curriculum and course-

related purposes by enrolled students and registered users only. Any further use of this material shall 

require the explicit consent of the copyright and intellectual property holders, Renewables Academy 

AG. This material or parts of it may neither be reproduced nor in any way used or disclosed or passed 

on to third parties. Any unauthorized use and violation will be subject to private law and will be 

prosecuted. 

Berlin, 2019-08-29 

 
 
Online course 
 
Business plans for photovoltaic projects 
 
 



 

Page 2 of 69 
 29/08/2019 

Business plans for photovoltaic projects 
 

Table of content 

1. Business plans for photovoltaic projects ..................................................................... 4 

1.1 Introduction to the course ........................................................................................... 4 

1.2 Introduction to business plans ..................................................................................... 5 

1.3 Structure and design of a bankable business plan ........................................................ 7 

2. Key aspects of a bankable business plan in the PV market ........................................ 11 

2.1 Key aspects of a bankable business plan in the PV market 1/5 ....................................11 

2.2 Key aspects of a bankable business plan in the PV market 2/5 ....................................12 

2.3 Key aspects of a bankable business plan in the PV market 3/5 ....................................14 

2.4 Key aspects of a bankable business plan in the PV market 4/5 ....................................15 

2.5 Key aspects of a bankable business plan in the PV market 5/5 ....................................17 

3. Business plans for a new project development company .......................................... 19 

3.1 Business plans for a new project development company - example 1/3 ......................19 

3.2 The structure of the new project development company: ...........................................19 

3.3 Business plans for a new project development company - example 2/3 ......................22 

3.4 Business plans for a new project development company – example 3/3 .....................23 

4. Business plans for an investor into RE projects ......................................................... 26 

4.1 Business plans for an investor into RE projects - example 1/3 .....................................26 

4.2 Business plans for an investor into RE projects - example 2/3 .....................................28 

4.3 Business plans for an investor into RE projects - example 3/3 .....................................29 

5. Business plans for a solar EPC business ..................................................................... 31 

5.1 Business plans for a solar EPC business - example 1/3 .................................................31 

5.2 Business plans for a solar EPC business, example 2/3 ..................................................33 

5.3 Business plans for a solar EPC business - example 3/3 .................................................34 

6. Business plans for an Operation and Maintenance (O&M) contractor ....................... 36 

6.1 Business plans for an Operation and Maintenance (O&M) contractor – example 1/3 ..36 

6.2 Business plans for an Operation and Maintenance (O&M) contractor- example 2/3 ...38 

6.3 Business plans for an Operation and Maintenance (O&M) contractor- example 3/3 ...39 

7. Business plans for an independent engineer ............................................................. 41 

7.1 Business description and company structure of an independent engineer ..................41 

7.2 SWOT analysis for an independent engineer’s company ..............................................42 

7.3 Marketing plan for an independent engineer’s company .............................................43 

7.4 Financial plan for an independent engineer .................................................................45 



 

Page 3 of 69 
 29/08/2019 

Business plans for photovoltaic projects 
 

8. Business plans for a specialist for inspection and acceptance tests ........................... 47 

8.1 Business description and company structure of a specialist for inspection and 

acceptance tests ...............................................................................................................47 

8.2 SWOT analysis for a specialist for inspection and acceptance tests..............................48 

8.3 Marketing plan for a specialist for inspection and acceptance tests ............................50 

8.4 Financial plan for a specialist for inspection and acceptance tests ...............................51 

9. Business plans for a mechanical installer of PV plants ............................................... 53 

9.5 Business description and company structure for a mechanical installer of PV plants ...53 

9.6 SWOT analysis for a mechanical installer of PV plants .................................................55 

9.7 Marketing plan for a mechanical installer of PV plants ................................................56 

9.8 Financial plan for a mechanical installer of PV plants ...................................................58 

10. Business plans for a SME for service and repair ..................................................... 60 

10.1 Business description and company structure of a SME for service and repair ............60 

10.2 SWOT analysis for a SME for service and repair .........................................................61 

10.3 Marketing plan for a SME for service and repair ........................................................62 

10.4 Financial plan for a SME for service and repair ..........................................................64 

11. Business plans - Summary and further reading ...................................................... 66 

11.1 Summary 1/2 ............................................................................................................66 

11.2 Summary 2/2 ............................................................................................................67 

11.3 Bibliography and further reading ...............................................................................69 

 

 

 

 

 

 

 

 

 

 



 

Page 4 of 69 
 29/08/2019 

Business plans for photovoltaic projects 
 

1. Business plans for photovoltaic projects 

1.1 Introduction to the course 

The aim of this part of the course is to obtain an understanding of business planning for different PV 

business models.  

The course participants shall be enabled to develop business plans for the groups of actors considered 

here (project developer, investor, EPC contractor, O&M contractor). It is important to consider that 

the focus of this course is not on “how to write a business plan” but on “what are the PV market specific 

tasks to consider when preparing a business plan (BP) and entering the PV market”.  

Participants should already have some basic knowledge about the structure and content of business 

plans e.g. obtained in other courses or via internet. With the gained knowledge they will be able to 

adequately consider the special features in the development of a BP for the market of medium and 

large-scale PV plants in emerging markets. In order to increase traceability, the group of actors are 

presented and explained using an example for each group of actors. 
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1.2 Introduction to business plans 

Learning objectives: 

Upon completion of this page you should be able to… 

• list the reasons, why a BP is essential for getting a business started 

• state the different addressees of a BP and their motives and demands. 

• state the BP requirements 

 

 

A business plan is a formal statement of business goals, the reasons they are attainable, and plans for 

reaching them. It may also contain background information about the organization or team attempting 

to reach those goals. Written business plans are often required to obtain a bank loan or other financing. 

A solid business plan should present a business in a credible, understandable and attractive manner to 

someone who is unfamiliar with the business1. 

This course is mainly focussing on business plans for the establishment of potential RE service 

companies, but for reasons of completeness other business options such as component manufacturing 

or a pure play investment into an individual project are also mentioned. 

The addressees of a business plan for a renewable energy project are typically equity investors (such 

as independent power producers), banks and lenders, providers of subsidies for new economic 

activities, land owners, energy off-takers and other stakeholders with a strategic interest in the 

particular business. 
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Target group and requirements for a BP  

(Source: RENAC, 2018) 

An enterprise focused business plan would on the one hand make statements on a more super-

ordinated business activity, such as the establishment of a PV module factory or the opening of an EPC 

company. A project-oriented business plan would on the other hand reflect the planning for an 

individual solar project, such as the development and construction of a particular solar farm at a 

particular site. 
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In case of the establishment of a manufacturing or service business, the preparation of a business plan 

requires input from different disciplines, such as finance, operational planning, legal, and human 

resources. Alternatively, in the case of a project-based business plan, a more project-related set of 

information might be required such as meteorological data, soil reports, grid connection details or the 

nature of the electricity off-take agreement (power purchase agreement, PPA). 

Normally, concerned stakeholders want to evaluate the opportunities of a RE undertaking against the 

individual risk that is involved for them. Planning horizons for business plans related to the final 

operation of PV plants can be very extensive, as expected component lifetimes and associated revenue 

streams from selling the electricity generated can be up to 25 years long. For RE service enterprises, 

such as project developers, EPC providers or after sales services like O&M (Operation and 

Maintenance), the time frame to consider is much shorter and is normally in the 5 year range. 

1.3 Structure and design of a bankable business plan 

Learning objectives: 

Upon completion of this page you should be able to… 

• outline a basic BP 

• understand the different forms of BP designs 

 

The elements of a business plan are greatly determined by the need of the target group, for which the 

BP is written. As outlined in the previous chapter typical target groups can be investors, banks and 

government-agencies, but also land owners might be interested in understanding the exact purpose 

for which they are addressed to sell or rent their land on a longer-term basis. 

 In almost every case, a BP must contain the following elements as a minimum requirement: 
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1. Executive Summary 

2. Description of the business 

3. Analysis of the market and the position of competitors 

4. Marketing plan 

5. Operational plan 

6. Financial plan and financial analysis 

7. SWOT analysis 

8. Supporting documents and references 

 
BP elements. (Source: RENAC, 2018) 

Decision makers can only peruse a limited amount of business plans and a well-prepared executive 

summary can certainly encourage further involvement with the matter. It cannot always be assumed 

that the addressee of the BP is familiar with the business that is being presented, thus it is always 

helpful to add a brief description of the business activity. While larger international banks normally 

have dedicated departments for (project) finance requisitions, it should not automatically be assumed 

that all investors are completely familiar with the exact nature of the business that is being presented 

as they often have an element of diversification within their portfolio. Finally, land owners or 

government agencies may well be the target group where knowledge of RE undertakings is the least 

pronounced. 
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Operational plans and especially marketing plans are very interesting for decisions to be taken on 

manufacturing and services. If an entrepreneur wants to fabricate PV components, he needs to have 

a clear idea of his sales and manufacturing volumes to optimise his factory, whereas the owner of a PV 

project that sells electricity against a secured feed-in tariff (FIT) might not have to think too much about 

broader sales and marketing activities. The provider of a service (such as EPC or O&M) will also need 

to take a close look at his marketing plan and his positioning in the competitive landscape. 

There is also some distinction when it comes to the financial analysis. Both groups, investors and 

lenders, are principally interested in understanding their particular risk during their respective times 

of financial exposure. For example: a provider of debt will mostly care to have the debt repaid within 

the agreed tenure (say 5 to 15 years) and prefers being covered by a high DSCR (Debt Service Coverage 

Ratio). An investor, on the other hand, might have a completely different period of time in mind when 

evaluating a BP based on his individual exit strategy.  
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Some investors only get involved in a business for a short time (e.g. the construction or founding phase 

and maybe the first year of operation to demonstrate successful revenue creation) and expect to be 

rewarded for taking the construction and the early phase operational and legal risks. Their buyer, i.e. 

a longer term holding investor (such as a pension fund in case of RE projects or a strategic investor 

buying an EPC or O&M company), prefers to acquire such de-risked assets or business activities with a 

long-term revenue generation perspective. The financial plan must be addressing these individual view 

angles to make meaningful statements for the respective target group. 

A real business performance may well deviate from any initial plan and all plans are made assuming 

certain framework conditions. In order to bring the assumptions into perspective, an analysis of the 

business’s Strength-Weaknesses-Opportunities and Threats (SWOT) is a common tool that must 

normally be included in a BP. Finally, the credibility of the statements and assumptions can be greatly 

augmented with relevant support or reference documents. 
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2. Key aspects of a bankable business plan in the PV market 

2.1 Key aspects of a bankable business plan in the PV market 1/5 

Learning objectives:  

Upon completion of this page you should be able to… 

• name the main aspects and the influence on the bankability of a BP 

• understand the specific tasks within the PV market when preparing a BP 

 

Two main aspects of a solar business undertaking need to be carefully demonstrated in any BP: 

1) What are the key elements determining the inbound cash-flow and what is the risk of it falling 

short? 

2) What is the total investment over time and how safe is it to assume that all the new established 

business will be ready to provide products or services at the agreed price, quality level and time? 

Addressing the first point, the incoming monetary revenue depends on the agreed price for the 

products or services multiplied by the number of the clients’ individual orders on an annual basis.  

Related to this, there are the following influencing aspects: 

a) Marketing aspect: How many orders can the new company close? 

b) Performance aspect: How many incoming orders can the organisation work upon within the target 

for revenue and profitability? 

c) Commercial aspect: How much and when will the business get paid for the output provided and how 

safe are these payments? 

In view of the above, any BP for a PV undertaking should include a market assessment and an 

evaluation of the organisational capabilities, both ideally backed up by real-life data of comparable 

businesses in the same field of activity. Further, the nature of the underlying service or sales 

arrangement must be well explained and proven, e.g. who is buying the service, why and at what price? 

An introduction to the country specific situation of the energy sector and the role of renewables within 

the sector would certainly increase the confidence that the BP is well researched and delivers 

explanations on why the specific activity described in the BP will receive stable cash-flows. 
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Examples for risks and risk mitigation to mention in a BP 

(Source: RENAC, 2018) 

There are typical risks for providers of finance or other service providers such as project developers, 

EPC providers or O&M companies as per the subsequent (non-exhaustive) table of examples that can 

impact the aforementioned aspects, and there are proven risk mitigation activities that are worth 

mentioning in a BP to demonstrate a professional approach. 

2.2 Key aspects of a bankable business plan in the PV market 2/5 

Learning objectives: 

Upon completion of this page you should be able to… 

• understand marketing and sales related tasks within the PV market when preparing a BP 

• identify the importance of a marketing plan for any new business 

 

One main element of a BP is the approach to marketing and sales. There must be consistent answers 

as to which customers exactly will buy from the new company and why. Some answers for that can 

normally be found after a market analysis and a thorough look at the competition. Further, it has to 

be made clear how the potential customers should learn about the services offered and what steps 

they are to follow to arrive at a commercial deal.  

With respect to customer selection the solar industry is still relatively new in most countries and there 

is often not much of a rock solid and established distribution of roles & responsibilities along the value 

addition chain as yet. It is still commonplace to find EPC companies that develop their own projects, 
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PV module manufacturers that design and built their own plants, or EPC companies that include long 

term O&M services into their scope - just to mention a few examples. While all activities (such as 

project development, finance, EPC, O&M, insurance, etc.) are physically required as part of the value 

chain, the actors and stakeholders can vary and thus a customer of today can turn into a competitor 

tomorrow.  

To give an example, this can mean that an EPC company is sub-contracting O&M services for some part 

of their projects while maintaining its own portfolio of O&M deals after having completed the projects 

as an EPC. Although it is required to define the services offered and the customers targeted in the BP, 

taking a somewhat broader view on possible market dynamics and staying flexible for future 

developments will secure long term business. 

The respective business offer needs to be communicated to the target customer group and an integral 

marketing plan plays a pivotal role in the respective section of a BP. A professional internet 

representation and the use of new media are minimum activities to any marketing plan, but focus 

should also be put on referral marketing. The solar industry in most countries is still relatively small 

and it seems hard to imagine for any client to give a new order to a solar company without checking 

this companies´ reputation and its references in the market place. A strong customer referral program 

based on happy clients or personal references can increase the success of the business. 

 
Referral marketing in the solar industry  

(Source: RENAC, 2018) 

The organisational set-up of the company must consider resources for sales such as sales managers, 

sales engineers and sales support functions in both front and back offices. 
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2.3 Key aspects of a bankable business plan in the PV market 3/5 

Learning objectives:  

Upon completion of this page you should be able to… 

• describe the general structure of a SWOT analysis 

• get a first impression of typical tasks for a SWOT analysis within the PV market. 

 

As markets can develop dynamically and competition for lucrative business can built up quickly, it is 

vital to evaluate the own proposition. One common tool is to list the business’s Strengths, Weaknesses, 

Opportunities and Threats (SWOT). 

A thorough SWOT analysis will give practical guidance to the management of the new business on 

where to enhance activities, or on where to be more moderate in the employment of resources. 

Strengths and Weaknesses are focused on internal aspects, Opportunities and Threats on external 

tasks.  

A typical Opportunity in solar markets is strong growth rates, for example once a government has 

understood the benefits of solar and has implemented a conducive legal environment. Examples for 

beneficial framework conditions are feed-in tariffs, open access to the electricity supply grid, 

unbundled distribution companies, equal treatment of all players in the energy generation field, fair 

taxation and a level playing field with regards to duties on imported components. 

Power markets are normally regulated, so any Opportunity can fast turn into a Threat, when 

government support for solar is abandoned (or delayed) and other forms of energy generation are 

seen as more favourable to meet the countries energy demand and related strategic goals. One 

example for a Threat to a particular business can be changes in the macro-economic environment. 

Solar projects are cash intensive, so there can be considerable impact of currency fluctuations, interest 

rates and restrictions in capital transactions on their attractiveness to the various stakeholders. These 

Threats are normally beyond the active influence of the decision makers in the business. 

The business should emphasize its own Strength to improve its position in the market. An EPC company 

with a strong engineering department (for example) might look out particularly for more technically 

challenging projects. As another example an O&M company might want to use the cost advantage and 

the organisational synergies of a given local presence in one existing project to also serve projects at 

upcoming adjacent sites. 
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Examples of factors in a SWOT analysis 

(Source: RENAC, 2018) 

It is understandable that the reader of a BP expects a reasonable view on the companies Weaknesses. 

If a Weakness is understood, it will make a good impression to see the views of the management on 

how to overcome the particular situation. If, for example, a new team in a new company is lacking 

solar experience and knowledge, it will look good to the reader to see training plans and skill 

development schedules. 

2.4 Key aspects of a bankable business plan in the PV market 4/5 

Learning objectives:  

Upon completion of this page you should be able to… 

• understand a financial plan and some associated performance indicators 

• comprehend the added value of a sensitivity analysis 

 

A financial plan is targeted to investors and financiers as well as serving as a guideline for the 

operational administrative management once the solar business has been established. 

One key element for an annual view within a financial plan is the Operating Revenue from the business 

activity (for example the income from projects built by an EPC company, or the income from selling 

project rights of a project developer), after an initial cash-injection has been made to start the business 

(a negative cash-flow, normally consisting of both injected Equity and Debt).  



 

Page 16 of 69 
 29/08/2019 

Business plans for photovoltaic projects 
 

Further, any business activity has a Cost of Operation, such as rents, fees, wages and external services 

that need to be employed to provide the services or manufacture the goods.  

If Cost of Operation, Cost of Goods Sold (COGS) and Depreciationare deducted from the Operating 

Revenue, the Operating Profit (also referred to as EBIT which is a similar indicator) will be generated. 

Operating Profit is a main measure describing the businesses attractiveness. By deliberately excluding 

the elements of interest and tax, this indicator shows the businesses potential to generate earnings. 

Operating Profit or EBIT, is a particularly useful indicator to understand the core question of how 

effective profits are generated from business operations (independent of the individual tax or 

financing structure). 

The providers of debt do normally ask for annual repayment rates for the funds that have been 

borrowed (the Principal) next to a fee for their services, the Interest on Debt. As lenders (providing 

debt) are particularly concerned about the business’s capabilities to repay the loan, they would look 

at a performance indicator called Debt Service Coverage Ratio (DSCR) that describes the businesses 

capability to serve the debt, i.e. the repayment of principle plus interest, from its Net-Operating 

Income. 

 
Sample of EPC operating profit (EPC does not hold assets with depreciation) 

(Source: RENAC, 2018) 

A Sensitivity Analysis should complete the financial planning. A Sensitivity analysis gives an idea of how 

strong the impact of key figures is on the output of the financial model. A conservative approach would 

for example be to calculate the financial performance based on cases of reduced Operating Revenue 

and/or increasing Cost of Operations or Cost of Goods Sold (or all factors combined). The 

understanding of the robustness of the business to still deliver an acceptable financial performance, 

even when input parameters turn out to be less favourable, is an important gauge for decision making. 



 

Page 17 of 69 
 29/08/2019 

Business plans for photovoltaic projects 
 

2.5 Key aspects of a bankable business plan in the PV market 5/5  

Learning objectives: 

Upon completion of this page you should be able to… 

• figure out the focus and target of an executive summary 

• understand how to meet the expectations of the reader and how to persuade him of the 

feasibility of the business plan 

 

An executive summary, or management summary, is a short document or section of a document, 

produced for business purposes, that summarizes a longer report, proposal, or a group of related 

reports in such a way that readers can rapidly become acquainted with a large body of material without 

having to read it all. It usually contains a brief statement of the problem or proposal covered in the 

major document(s), background information, concise analysis and main conclusions. It is intended as 

an aid to decision-making by managers and has been described as the most important part of a 

business plan. 

The expected structure follows some general principles: 

- The target audience (in the case of opening a solar business this can typically be investors 

(Independent Power Producers), lenders, land owners or government entities) must be addressed in 

their professional language and with industry specific terms 

- The executive report should be readable separately and independently from the main BP 

- Even the executive summary should begin with an introduction on what the BP is all about 

- The order of the summary should be the same as used for the BP itself and references made only to 

materials presented in the BP itself 
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Main elements of an Executive Summary 

(Source: RENAC, 2018) 

The salient point is to give recommendations to the target group on what action is suggested (e.g. 

make an investment in founding a project development company, because a country market is opening 

up for solar energy and there will thus be a strong demand for projects that are both bankable and 

ready to be built). As an example, descriptions of certain changes in the political framework need to 

be provided, explaining why the time is right for the business opportunity being presented in the BP. 

A good conclusion or finish line will round the summary up and will hopefully raise an interest to read 

the main report and become familiar with the details that are presented. 
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3. Business plans for a new project development company 

3.1 Business plans for a new project development company - example 1/3  

Learning objectives:  

Upon completion of this next page you should be able to… 

• prepare the first part of an executive summary for a project development company 

• describe the business of a project developer 

• give an example of a project developers company structure 

 

1. Description of the business: 

The service offered is the development of ground mounted solar projects, including the following 

activities: 

• Acquisition and securing of land for potential sites of future solar parks, incl. rights of way for 

using adjacent land parcels for transmission lines and site access 

• Soil and water level analysis 

• Preparation of grid connection agreements, i.e. detailing the infrastructure for connection of 

the solar plant to the nearest point of connection 

• Reservation of grid connection capacity with electricity network companies 

• Completion of the entire approval process to attain building rights, incl. environmental impact 

and other relevant studies 

• Selection of the most suitable energy off-take option (e.g. government tenders, self-

consumption, feed in tariffs or private PPA’s) 

• Pre-Bid tie up with an EPC company, if required as per tender 

• Pre-Bid tie up with an EPC company, if required as per tender 

• Establishment of Special Purpose Vehicle (SPV) companies as the holder of transferable project 

rights 

• Technical and legal Due Diligence for SPV’s and their project rights 

• Provision of energy yield projections 

• Bid preparation 

• Feasibility studies and solar energy consultancy services 

• Second market activities, such as the acquisition of rights on projects in any state of progress 

(from greenfield to shovel ready) 

• The setting up and structuring of RE funds 

3.2 The structure of the new project development company: 

The company will make provisions for the following positions within the organisation and the 

respective responsibilities: 

• Chief Executive Officer (CEO): The CEO will be responsible for the direction of the business and 

for the communication with the board. He will further liaise with decision makers in central 

and local governments, electricity regulators, electricity distribution and transmission 

companies, industry associations of all kinds, EPC companies, environmental agencies, 

investors, banks and land owners. 
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• Land Acquisition Specialist: This specialist will maintain frequent contacts with land owners 

and all government agencies concerned with use of land and building permissions. He typically 

entertains a network of land surveyors and civil engineers for soil and water analysis. The land 

acquisition specialist will initiate and accomplish the transfer of title and subsequent entries 

in public land registries. The professional will orchestrate the process of permission planning 

with agencies involved. He will also be involved in the selection of feasible land, together with 

other team members of the project development company. 

• Grid Connection Specialist: This specialist will maintain frequent contacts with electricity 

companies and regulators to identify feasible connection points to the supply grid. He 

understands the (local) technical regulations for grid connection and will share his expertise in 

feasibility studies, for possible pre-bid tie-ups with EPCs and in all bid preparation activities (in 

case of tender participation for the award of a PPA from a government controlled power off-

taker). 

• Engineer for Environmental Meteorology: This specialist looks after (bankable) energy yield 

projections. This can include the acquisition (or own measurement) of irradiation and other 

longer term environmental data with subsequent data analysis and interpretation. 

• General Engineer: The general engineer is the author of specification sheets for the 

outsourcing of rather specialised external activities (such as environmental impact or grid load 

flow studies). In case of pre-bid tie ups with an EPC he would also typically manage the techno-

commercial interface with his expert knowledge for integrating the findings of the 

aforementioned specialists. The general engineer would also be the co-author of complete 

feasibility studies and sales documents (that combine the results and findings of the 

aforementioned specialists) for presentation in front of investors and lenders (together with a 

sales or management representative). 

• Financing Expert: A financing expert will manage options for funding potential projects and 

their legal structuring. 

• Marketing and Sales Manager: The marketing and sales manager is selling project rights (or at 

least the expert services for their joint development) for land, grid connection and power sales 

agreement to investors. He is in close contact with the financing experts to be able to address 

particular requirements of equity investors, being the main target group as clients for the 

project development company. 

• Support functions such as lawyers, administration and HR complete the typical team of a 

project developer. 
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Main functions of a project developer 

(Source: RENAC, 2018) 

Within this chapter, parts of a business plan for an exemplary new project development company are 

described. Due to limited space the focus is on excerpts of the executive summary of a business plan 

considering the following tasks in subsequent order:  

• Description of the business 

• Structure of the company 

• SWOT analysis 

• Marketing plan 

• Financial plan 
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3.3 Business plans for a new project development company - example 2/3  

Learning objectives: 

Upon completion of the next page you should be able to 

• prepare an element of the executive summary for a project development company 

• give an example of a typical market opportunity for a project developer 

• describe an example of a SWOT analysis as part of the executive summary on a BP for a project 

development company 

Here, a SWOT analysis for an exemplary new project development company is described. The focus is 

on excerpts of the executive summary of a business plan and not on a detailed version of the SWOT 

analysis. 

3. SWOT analysis for the new project development company: 

The typical Strength of a project developer can be the early anticipation of upcoming opportunities, 

ideally paired with financial strength and a team familiar with the concepts of project development 

(e.g. with a background in real estate development). The lacking of both conditions, on the other hand, 

must be seen as a weakness. 

Independent of the Strengths and Weaknesses of a particular company, one frequently occurring 

opportunity in the solar business is related to the dominance in value of the PV module: The cost2 of 

solar generated electricity and therefore on the feasibility of PV projects strongly depends on the 

landed cost of the PV modules. These contribute up to 60% of the overall CAPEX of a project. 

Reductions in the landed cost (i.e. imported into the country) of PV modules represents a good 

opportunity to offer cheaper solar power to the market and increase the share of solar electricity. 

There are actually two opportunities for lower landed cost of PV modules. One is the cycles of offer 

and demand in the manufacturing of solar modules, which can present huge opportunities for buyers 

in times of component over-supply (a buyers’ market). An additional opportunity lies in the application 

of taxes and duties levied by governments. Europe, for example, had imposed import duties on 

crystalline PV modules in 2013 and only recently abandoned this measure. If reductions of import 

duties fall into times of panel oversupply in the world market, both these opportunities combined will 

lead to very much reduced equipment costs and can boost the business cases for project developers. 

It should be noted though that the same mechanisms can also pose a threat when taking an opposite 

swing. 
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SWOT analysis for a project development company  

(Source: RENAC, 2018) 

3.4 Business plans for a new project development company – example 3/3  

Learning objectives:  

Upon completion of the next page you should be able to… 

• prepare another typical element of an executive summary for a project development company 

• describe one example of a marketing plan for a project development company 

• follow basic thoughts on some aspects of financial projections 

 

Here, a marketing plan and a financial plan for an exemplary new project development company is 

described. The focus is on excerpts of the executive summary of a business plan and not on a detailed 

version of the marketing and financial plan. 

4. Marketing plan for the new project development company: 

a) Target customers 

The target market/customer for the services of the project development company is financial 

investors. Depending on the own strength (for example financial), projects can be developed jointly 

with investors, i.e. with an early legal and financial tie-up for offering such exclusivity. Alternatively, 
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projects can be developed to shovel ready state on a non-exclusive basis, with the projects rights to 

be sold in the market to any interested investor and against the best offer at the time. 

b) Unique selling points 

Typical unique selling points (USPs) for a project developer are the experience on the ground and his 

financial capability. Both points determine the strategy on the target customers and the approach for 

offering exclusivity and for agreeing on development milestones. Further USPs can be the capability to 

offer a well selected portfolio of projects with variations in regions and countries, grid connection 

points, project sizes, tender and PPA offerings, client groups or even technologies (such as solar and 

wind). 

c) Pricing 

The strategic decision to offer (early phase) exclusivity to an investor has an impact on price and 

payment. Exclusivity is normally offered against an upfront share in the development budget. This 

contribution reduces the risk for the project developer. Without exclusivity, project rights can be sold 

at a higher price to just any investor in the market. The entire risk here lies only with the developer. 

The full payment without exclusivity comes relatively late and only after the rights have been fully 

developed and successfully sold. 

d) Distribution plan and promotion 

The distribution plan needs to give an overview who are the investors ready to invest in a certain area 

or country. It has to explain how these investors will be addressed and how the developers USP will be 

communicated. The number of potential investors is normally relatively small and within well-known 

circles, thus the promotion of the business proposal will be in seeking direct and personal contact with 

the decision makers. 

5. Financial plan for the new project development company: 

External costs for surveys, environmental impact assessments or land acquisition might stress the 

balance of the company. Depending on the equity position of the company, potential customers (e.g. 

investors) can already be involved at an early stage of the project development by giving them 

exclusive rights on the project or shares of the SPV in exchange for financial support. 

It would normally be expected that the CEO (and a group of founders as company owners) inject their 

own private capital into the new enterprise. This would be typically supported by additional injection 

of Venture Capital (VC), investors (purchasers of projects) and in some cases also debt from a bank, a 

development partner, or other lender. 
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Key elements of a Marketing Plan 

(Source: RENAC, 2018) 
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4. Business plans for an investor into RE projects 

4.1 Business plans for an investor into RE projects - example 1/3 

Learning objectives:  

Upon completion of the next page you should be able to… 

• prepare the first part of an executive summary for an investment company 

• describe the business of an independent power producer (IPP) as an investor 

• give an example of an IPP company structure 

 

In this chapter, parts of a business plan for an exemplary new investor are described. Due to limited 

space the focus is on excerpts of the executive summary of a business plan considering the following 

tasks in subsequent order:  

• Description of the business 

• Structure of the company 

• SWOT analysis 

• Financial plan 

 
Main functions of an Independent Power Producer 

(Source: RENAC, 2018) 

 

1. Description of the business 

The service offered is the investment into larger solar projects during their development, construction 

or operation, including the following activities: 

• Ownership and Operation of solar plants and selling power as an IPP 

• Private equity investment into individual solar projects on a world-wide basis 

• Structuring project finance, incl. the acquisition of debt 

• The active physical operation and the management of the solar plants in the ownership 

portfolio 

• Asset portfolio management exclusively for solar projects 

• Technical and legal Due Diligence for new projects 

• Acquisition of distressed assets 
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• Acquisition of operational plants 

• Acquisition of projects rights for shovel ready projects 

• Acquisition of project rights for Greenfield projects and pre-bid tie-ups 

• Provision of know-how to bring projects over the line of financial closing and commercial 

operation 

• Offer of private capital to participate in government programs to meet rapidly growing 

electricity needs without imposing large strains on a nation’s public financial capabilities 

• Expertise in Private Public Partnerships (PPP) 

•  

2. The structure of the company 

The company will make provisions for the following positions within the organisation and the 

respective responsibilities: 

• Chief Executive Officer (CEO): The CEO will be responsible for the direction of the business and 

for the communication with the board. He will further liaise with project developers and 

government offices and will be heading the investment committee of the new IPP/investor. 

Investment decisions will be made with regard to subjective preferences & goals, the 

willingness to take risks and the ability to understand and interpret the results presented by 

the following experts correctly: 

• Specialist for early phase investment: This specialist evaluates the risk associated with a 

financial engagement in greenfield projects against the higher reward of an early engagement. 

He prepares investment appraisals for the CEO and the company board. 

• Specialist of later phase investment: This specialist evaluates opportunities of a later phase 

involvement, such as the acquisition of (de-risked) running assets. For late phase investment 

a longer horizon as a holding investor is typically preferred. 

• The investment specialists’ evaluation regarding the investment is based on the results of an 

investment appraisal with regard to subjective preferences and goals, the willingness to take 

risks and the ability to understand and interpret the results correctly. 

• Specialist for operating and maintaining a portfolio of PV plants. This expert manages O&M 

and administration of the PV assets, such as the timely billing of the electricity generated and 

the correct keeping of the books. 

• A financing expert will manage project finance, interpret Due Diligence reports and structure 

funding solutions, next to being an advisor to the investment committee in all related 

questions. 

• Support functions such as lawyers, administration and HR complete the typical team of an 

independent power producer. 
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4.2 Business plans for an investor into RE projects - example 2/3 

Here, a SWOT analysis for an exemplary investor/IPP is described. Due to limited space the focus is on 

excerpts of the executive summary of a business plan and not on a detailed version of the SWOT 

analysis. 

Learning objectives: 

Upon completion of the next page you should be able to… 

• prepare a typical element of the executive summary for a project investment/IPP company 

• give an example of a market opportunity for a project investment/IPP company 

• describe an example of a SWOT analysis for a project investment/IPP company 

 

3. SWOT analysis for an investor/IPP 

We are using the example of an existing IPP in the conventional power industry that has identified a 

new business opportunity in the solar market and is setting up a new department dedicated to solar 

investments.  

The strength of an investor can be a background in the power industry and an established co-operation 

with banks. A possible weakness may be the lack of specific solar knowledge and a relatively inefficient 

structure when past transactions in the power industry have been related to more monopolistic 

organisational structures. 

In the example for the opportunity a government is issuing new tenders for IPP’s with attractive PPA 

rates. The government tender program is to attract sizeable and fast to implement direct investment 

from the private sector for overcoming a current shortage in (green) electricity generation. The offered 

rate for buying electricity from the IPP is sufficient to offer attractive Internal Rates of Return on the 

equity employed. As per the set-up and the organizational structure of the power industry IPP, all 

associated technical and commercial risks can be managed in a bankable fashion. As the IPP can 

demonstrate that his new management team has the experience from operating a larger portfolio of 

well performing operational conventional power generation assets, the IPP will have good access to 

bank loans that come with attractive conditions and thus represent an attractive opportunity to 

quickly gain (first) market shares in the solar sector. 
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SWOT analysis for an IPP 

(Source: RENAC, 2018) 

4.3 Business plans for an investor into RE projects - example 3/3 

Learning objectives:  

Upon completion of the next page you should be able to… 

• prepare an additional element of an executive summary for a project investment company 

• describe an example with aspects of a financial plan for a project investment company 

 

Here, a financial plan for an exemplary new investment/IPP company is described. Due to limited 

space the focus is on excerpts of the executive summary of a business plan and not on a detailed 

version of the financial plan. 

4. A new IPP team ... 

... has a target to add solar assets of 100 MWp to an IPP portfolio, and this team is to subsequently 

operate this portfolio as an IPP under a Build, Own and Operate (BOO) scheme within a Public Private 

Partnership (PPP). The operational cost of this IPP team and for running the IPP business is 1 Million 

USD. 
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In the first year the independent power producer would have the following expenses: He would 

purchase a first PV plant (incl. the grid connection) from an EPC provider. He would further buy an area 

of land from a land owner and he would also pay a development fee to a project developer for 

permission planning and the legal arrangements. We assume the integral and “all-included” cost of 

such a turn-key constructed PV portfolio with a 100 MWp rated capacity to be 70 Million USD. With a 

debt to equity ratio of 80 to 20, the IPP would have to inject 14 Million USD as equity into the business 

and take a loan on 56 MUSD (with an interest rate of approximately 3%). 

Assuming an annual energy yield of 150 GWh for this free field portfolio in a sun-belt country, and 

further assuming a PPA rate of 48 USD/MWh, the IPP would look at an annual income of approx. 7.1 

Million USD. We see that in its first year of operations this company is paying 1.68 MUSD in interest 

and 3.01 MUSD as loan principal payment, i.e. a total annual debt service of 4.69 MUSD for a loan 

tenure of 15 years. 

An external provider of O&M services would typically charge 1.4 Million USD for cleaning, security and 

other O&M related services. Adding the internal costs of 1 Million USD to run the IPP business, the 

business’s cash flow in this example shows a zero scenario during the tenure of the debt service (15 

years). This case represents a base case where an entrepreneur would not see profit from running his 

organization during the loan tenure, but all costs are paid for, including the wages and offices of his 

IPP company operations. In order to achieve entrepreneurial profits, the IPP business would have to 

either sell power at a higher price, generate more power with the same plant, or buy the PV plant, the 

land and the project rights at a cheaper rate. 

 
Base case financials for 100 MWp for an Independent Power Producer “all costs paid” 

(Source: RENAC, 2018) 
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5. Business plans for a solar EPC business 

5.1 Business plans for a solar EPC business - example 1/3  

Learning objectives:  

Upon completion of the next page you should be able to… 

• raise key questions for the first chapters of an executive summary for a BP on a solar EPC 

contractor 

• describe the business of an EPC company 

• give an example of an EPC company structure 

 

In this chapter, parts of a business plan for an exemplary new EPC company are described. Due to 

limited space the focus is on excerpts of the executive summary of a business plan considering the 

following tasks in subsequent order:  

• Description of the business 

• Structure of the company 

• Financial plans (both cost sheet and cash-flow plans) 

 

1. Description of the business 

The services offered are Engineering, Procurement and Construction of larger scale solar projects, 

including the following activities: 

• Full turn-key solutions for solar projects in Europe, Turkey, Middle-East and Northern Africa 

• Full scope of works for Engineering, Procurement, Project Management and Construction 

• Utility scale free field and industrial scale roof top installations 

• Bankable solutions based on the experience of our staff and the balance sheet of our mother 

company 

• Proven quality and guaranteed plant performance 

• Delivery within the agreed timeline at the agreed quality and for an attractive price 

• Full plant and legal documentation according to international standards 

• In-house expertise in lightning protection and state-of-the-art security and anti-theft systems 

• Full insurance cover against all risks during the erection of the PV plant 

• All services from viability up to successful commissioning and beyond 

• Professional project management with single point of contact and minimum owner effort 

• Attractive payment conditions with fair milestones to reduce the construction risk for our 

clients 

• Network of quality vendors for all components 

• Quality control of all material, workmanship and documentation 

• Cost effective engineering solutions for even the most complicated projects 

 

 

2. The structure of the company 
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The company will make provisions for the following positions within the organisation and the 

respective responsibilities: 

• Chief Executive Officer (CEO): The CEO will be responsible for the direction of the business and 

for the communication with the board. He will further liaise with investors and project owners, 

next to key component manufacturers. He will be heading the following management team: 

• Head of Engineering. The head of engineering guides teams of experts in mechanical, electrical 

and civil engineering to support sales, procurement and project execution functions with all 

technical input. 

• Head of Purchasing. The head of purchasing selects all suppliers and agrees on commercial 

and logistical terms. He also runs the physical procurement to make the right components 

available at the right time. 

• Head of Project Management. The head of project management leads the construction works 

within time and budget and at the right quality. 

• Head of Business Development. The head of business development and his team look after all 

existing and new clients. He directs all sales activities. 

• Support functions such as Lawyers, Administration and HR complete the typical team of an 

EPC provider. 

 
Main functions of an EPC company 

(Source: RENAC, 2018) 
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5.2 Business plans for a solar EPC business, example 2/3  

Learning objectives:  

Upon completion of the next page you should be able to… 

• describe a case study example for the financial projections in the executive summary of a BP 

on an EPC contractor (part 1) 

• discuss the meaning of cash-flow planning as part of the financial projections for an EPC in the 

executive summary 

 

Here, the cash-flow plan as an important part of a financial plan for an exemplary new EPC company 

is described. Due to limited space the focus is on excerpts of the executive summary of a business plan 

and not on a detailed version of the financial plan. 

3. The financial plan for the new EPC company (cash flow plan): 

An EPC contractor has won an order of 5 MWp to be built as a free-field plant. The contract with his 

client stipulates that payments will only be received after meeting certain milestones during the 

agreed project duration of 12 weeks and till the commissioning of the plant. The EPC calculates with a 

gross profit of 10% which he wants to achieve on the commissioning date. 

The agreed milestones and the associated injections of cash from the client are: The delivery of 

modules to the site in week 5 with 50% of project value paid (milestone 1). The deliveries and 

installation of module mounting structures and inverters in weeks 6 and 8, each with 10% of the project 

value (milestones 2 and 3). And finally, there is the complete installation and subsequent 

commissioning (milestones 4, 5 and 6) in weeks 10 to 12. 

The purchasing of the key-components (i.e. modules and inverters) follows a different pattern, as 

immediately with the purchase order advance payments have to be rendered to secure the respective 

component order. Also, some components or services (e.g. the module mounting structure or the civil 

works for site access) need to be implemented and paid for at an early phase of the project. 

The resulting cumulative cash-flow of a typical EPC project is negative in the first phase, due to the 

component orders, and only gradually shifts into the cash positive region with the ongoing progress of 

the installation works. As PV modules do normally have longer payment terms (e.g. 90 days against a 

payment security), there is often a large percentage of project value to be paid to the manufacturer 

of the PV modules towards the end of the construction phase. 

As a result, the cumulative cash-flow should be positive and in favor of the EPC after having received 

the last milestone payment and after all vendors have been compensated (10% gross profit as per the 

example). The example shows that the EPC needs sufficient credit lines to pre-finance key-

components until they are installed, and milestone payments can be received from the client. 
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Cash-flow of an EPC company  

(Source: Frank Polhaus, 2018) 

5.3 Business plans for a solar EPC business - example 3/3  

Learning objectives:  

Upon completion of the next page you should be able to… 

• describe a case study of a sample cost sheet within the financial projections of an EPC 

contractor (part 2) 

• discuss the meaning of cost sheet planning as part of the executive summary for an EPC 

 

Here, a typical cost sheet as an important input for calculating operational profits within the financial 

plan for an exemplary new EPC company is described. Due to limited space the focus is on excerpts of 

the executive summary of a business plan and not on a detailed version of the financial plan. 

4. The Financial plan for the new EPC company (cost sheets) 

To the reader of the BP the new EPC must demonstrate how the business works and how profits will 

be generated and based on what cost. We are using the example of a project cost plan for a new EPC 

project. It is obvious that the PV modules are the single biggest position and contribute with more than 

50% to the total cost.  
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The BP must thus present a conclusive strategy on how these modules are sourced and what 

competitive edge the EPC can gain from the activities stipulated in it (e.g. sourcing from tier-1 or tier-

2 vendors, sourcing local vs. international, aspects of quality and marketing, logistics, price and terms, 

etc.). 

Further, the EPC needs to understand the implications of taxes and duties to arrive at the landed cost. 

In the example the additional charges to arrive at the landed costs are approx. 3%, which is relatively 

moderate. However, this is still not to be overseen as the EPC business normally works with rather thin 

single digit profit margins. There are cases where duties and other charges can add substantially to 

the cost and can even make business unviable. 

Next to listing the components and their market and landed cost, there is a sizeable (local) element of 

Installation and Commissioning that can make quite a difference for the acceptance of the EPC’s 

offerings in the market. One salient decision to make for this point is to either provide in-house 

resources or to employ the services of a contractor. 

The cost base needs to be finished with considerations on the allocation of corporate overhead costs 

and the consideration of other soft factors such as financing (see the previous chapter on cash-flow 

planning) or contingencies. Contingencies particularly apply for less experienced project teams and 

they should be sufficiently discussed in the BP. 

Sample cost sheet of an EPC  

(Source: Frank Polhaus, 2018) 
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6. Business plans for an Operation and Maintenance (O&M) contractor 

6.1 Business plans for an Operation and Maintenance (O&M) contractor – example 1/3 

Learning objectives:  

Upon completion of the next page you should be able to… 

• raise key questions for the first chapters of an executive summary for a BP about a solar O&M 

contractor 

• describe the business of an O&M contractor as part of the executive summary 

• give an example of a structure of an O&M contractor 

 

Within the chapter, parts of a business plan for an exemplary new O&M company are described. Due 

to limited space the focus is on excerpts of the executive summary of a business plan considering the 

following tasks in subsequent order:  

• Description of the business 

• Structure of the company 

• SWOT analysis 

• Marketing plan 

• Financial plan 

 

1. Description of the business  

The services offered are Operations and Maintenance of solar projects, including the following 

activities: 

• Technical services for the optimisation of PV plant performance 

• Preventive, corrective and condition-based maintenance 

• Dedicated team of field service engineers 

• Professional module cleaning with water saving technologies and advanced cleaning 

equipment 

• Supply of demineralised water 

• Preventive and predictive Maintenance 

• Supervisory Control and Data Acquisition (SCADA) 

• Optimised plant monitoring software 

• Handling of warranty claims 

• Modern test equipment for electro-luminescence, IR and I-V curve measurement (including 

drone-based equipment) 

• Plant health check and provisions of uptime guarantees 

• Management and storage of spare parts 

• Issuing of regular management reports both technical and commercial 

• Site security service 

• Billing and cash management for electricity sales 

• Plant performance warranties 

• Anti-rodent treatment 
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2. The structure of the company 

The company will make provisions for the following positions within the organisation and the 

respective responsibilities: 

• Managing Director (MD): The MD will be responsible for the direction of the business. He will 

liaise with key account clients and project owners and he will be heading the following 

management team 

• Head of plant performance engineering: This engineer will interpret the results from 

continuous plant monitoring and from regular inspections. He will take corrective action, in 

case of underperforming components. 

• Head of monitoring solutions: This expert will set-up and run the hard- and software required 

for continuous acquisition and interpretation of plant data. 

• Head of field services. The Head of field services will run a team of service technicians and 

engineers to work at site for inspections, maintenance and repairs. 

• Head of sales: The head of sales directs the acquisition of new clients and the maintenance of 

existing clients. 

• Support functions such as administration and HR complete the team. 

 

 
 

Structure of an O&M company 

(Source: RENAC, 2018) 
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6.2 Business plans for an Operation and Maintenance (O&M) contractor- example 
2/3  

Learning objectives: 

Upon completion of the next page you should be able to… 

• describe an example of a SWOT analysis for an O&M company 

• draft guidelines for the marketing plan as part of the executive summary of a BP 

 

Here, a SWOT analysis for an O&M provider is described and a brief comment is also made on the 

basic principles of a marketing plan. The focus is on excerpts of the executive summary of a business 

plan and not on a detailed version of the SWOT analysis. 

3. SWOT analysis for an O&M company 

We are focusing particularly on one important example for an opportunity of a new O&M company 

setting-up shop in a country where solar already has numerous installations, or where the 

development is such that a sizeable amount of new solar plants will be built in the foreseeable future. 

Particularly for O&M activities there are strong organisational synergies that rise disproportionally 

with the number of projects in one area. In order to run an effective organisation, a certain minimum 

capacity of the plant portfolio under O&M is mandatory.  

Synergies from the size of the existing portfolio and additional minimum expected project sizes must 

be mentioned as the specific opportunity and should also be addressed as target capacities in the 

subsequent marketing plan. This example of an opportunity is then presented as part of the SWOT 

analysis within an Executive Summary. 

4. Marketing plan for an O&M company 

a) Target customers 

Most countries with sizeable utility or industrial scale solar markets have relatively few players (i.e. 

the owners of solar plants) to address with the companies’ offerings 

b) Unique selling point (USP) and Pricing 

One common USP in the O&M business is a competitive price that is based upon operational 

excellence and synergies from a sufficiently sized portfolio under O&M 

c) Distribution plan and promotion 

Market share and synergies beyond a certain minimum threshold are key for a successful O&M 

business. A distribution plan as part of an executive summary must introduce to the reader the key 

options to gain market share. It can be expected that solutions and processes need to be harmonised 

with a relatively low number of clients and that an individual and personal sales approach is required.  

If in an overly competitive market environment project capacities cannot be gained by conventional 

sales practices, marketing for O&M might even have to consider strategic alliances with competitors, 

or even the take-over of entire existing O&M companies. When size matters and against that backdrop 

the distribution plan has to be closely co-ordinated with top management and the company owners. 
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Example of a SWOT analysis for an O&M provider 

(Source: RENAC, 2018) 

6.3 Business plans for an Operation and Maintenance (O&M) contractor- example 
3/3 

Learning objectives:  

Upon completion of the next page you should be able to… 

• describe a sample cost sheet within the financial projections for the executive summary of a 

BP for an O&M provider 

• understand the financial synergies of having O&M contracts for projects in the same region 

• follow the potential benefits of robotic cleaning of PV panels 

 

Here, a typical cost sheet as an important input for calculating operational profits within the financial 

plan for an exemplary new O&M company is described. Due to limited space the focus is on excerpts 

of the executive summary of a business plan and not on a detailed version of the financial plan. Based 

on the cost as per the example the final sales price can be calculated by adding the profit. 

5. The Financial plan for the new O&M company (cost sheets): 

The case study as depicted in the table highlights the main aspects of financial projections for a 2 MWp 

project. In the example typical factors contributing to the cost calculation are presented for both 

manual and robotic cleaning.  
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In practice, most expenses are directly or indirectly related to staff (i.e. direct salary, accommodation, 

travel, offices, etc.) so operational excellence is key and needs to be elaborated in a convincing BP for 

an O&M business.  

If for example one site team can clean and maintain more PV modules because of their proximity, or 

because of better tools such as robots, there is a clear increase in the productivity of the team 

members because travel time, or actual cleaning time, is less. Also, for scheduled maintenance (e.g. 

annual check-ups) bigger projects and smaller distances between them will greatly contribute to 

increased productivity. Particularly with bigger projects the use of robotic cleaning can reduce this cost 

block by approximately 30%, but instead add an element of equipment cost for the robot. In addition, 

software and modern sensor solutions will help to optimise the cleaning cycles. 

 
 

Sample cost sheets for an O&M provider 

(Source: RENAC, 2018) (BudgetforPDF.pdf) 
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7. Business plans for an independent engineer 

Within this chapter, parts of a business plan for an independent engineer are described. The focus is 

on excerpts of the executive summary of a business plan considering the following tasks in 

subsequent order:  

• Description of the business  

• Structure of the company  

• SWOT analysis 
• Marketing plan  
• Financial plan  

The independent engineer provides engineering services and consultancy to different stakeholders 

throughout the PV project’s lifecycle. In this section, the focus is on the role of the independent 

engineer mainly as the owner’s engineer where the independent engineer solely acts on behalf of 

the project owner. 

7.1 Business description and company structure of an independent engineer 

Learning objectives: Upon completion of this page, you should be able to 

• describe the business of an independent engineer  

• give an example of an independent engineer’s company structure and describe the main 

positions within the organisation 

Description of the business 

As an owner’s engineer, the independent engineer can combine project development support with 

technical due diligence and/or construction supervision services (see the activities listed in the ‘PV 

project works list’). 

• Through project development support the owner’s engineer will fill the skills gaps in the 

owner’s staff and act as a partner who is intimately familiar with all aspects of the project as 

the work progresses. 

• Through carrying out a technical due diligence the owner’s engineer will identify potential 

shortcomings and risks, and will optimise the relationship between technical design and 

energy yield to produce the highest returns. In cases where debt financing is considered for 

the realisation of the project, the technical due diligence will verify or improve the project’s 

“bankability”. 

• Through construction supervision the owner’s engineer will ensure that the EPC contractor’s 

work complies with schedule and budget, while meeting the quality standards/contractual 

requirements. 

The owner’s engineer can additionally offer financial advisory including financial modelling and 

support for securing financing for the project. However, as a minimum, the owner’s engineer should 

have the economics and finance skills to evaluate the project’s commercial viability.  

Structure of the company 

The owner’s engineer can be an individual or, more commonly, a team of experts. The owner’s 

engineer will make provisions for the following positions within the organisation and the respective 

responsibilities:  
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• Managing Director will be responsible for the direction of the business. S/he will further liaise 

mainly with the customer (here the project owner) and depending on the offered service, with 

other stakeholders such as EPC/O&M companies, decision makers in central/local 

governments and industry associations of all kinds. 

• Technical team and experts to perform services related to technical aspects of the PV project 

such as feasibility study, engineering and design review under the technical due diligence, 

evaluation of technology and quality of components, solar resource assessment and energy 

yield prediction, as well as preparation of technical specifications. Additionally, experts with 

financial and economic background can add value to the team. 

• Support functions such as administration, human resources, marketing and sales complete 

the typical team of an owner’s engineer. 

 

Sample structure of a company providing owner’s engineer services. (Source: RENAC) 

7.2 SWOT analysis for an independent engineer’s company  

Learning objectives: Upon completion of this page, you should be able to 

• give examples of the strengths and weaknesses (internal factors) of an independent engineer 

• give examples of the opportunities and threats (external factors) facing an independent 

engineer 

Here we will use an example of a company providing engineering services and consultancy in a 

country with an established PV market where new projects are expected to be realised in the near 

future. It is a small company mainly performing technical review/inspection services. 

The strengths are the experience, network and references gained from previous assignments, 

besides highly qualified expert teams. 

A weakness may be insufficient financial or personnel capacity to extend the company’s range of 

services in a growing market. The staff cannot keep track of the trends and developments in 

equipment technology or special software (e.g. outdated simulation software for energy yield 

prediction). Another possible weakness is if marketing activities are provided only through the 

website and multimedia sources and are not enough to reach more customers.  

The opportunities arise in a market with very favourable conditions for PV project development, as 

project developers require independent engineers for support and risk mitigation. Besides, the 

company can add project development support to the service range to increase its share in the 
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market. Another opportunity lies with further stakeholders in the market. If the project is financed by 

debt, banks will need an independent review of the project’s technical aspects (lender’s engineer 

service). In addition, an independent engineering company can differentiate itself from its 

competitors (develop a unique selling point) by offering expertise in project finance. Usually 

engineering companies provide either technical or financial advisory.  

If there is a growing market, there will be a growing competition. Competitors will try to offer better 

services and will develop marketing strategies to take advantage of other competitors' weaknesses. 

It should be noted that extending the service range can also pose a threat as this increases the 

operational and overhead costs. For example: the company may add a new team for financial 

advisory at the risk of not being contracted as lender’s engineer.  

 

SWOT analysis for an independent engineering company. (Source: RENAC) 

 

7.3 Marketing plan for an independent engineer’s company  

Learning objectives: Upon completion of this page, you should be able to 

• name the target customer of an independent engineer 

• describe the unique selling points, pricing and distribution plan and promotion for an 

independent engineer 

 

a) Target customers  

Independent engineers should target not only the project developers/owners but also lenders and 

potential buyers/strategic investors (utilities). It is important to avoid any conflicts of interests with 

different customers within the same projects.  
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b) Unique selling points and pricing 

An independent engineer can gain a unique position in the market by tailoring different expertise for 

diverse stakeholders. By combining financial advisory with technical and meteorological expertise, 

an independent engineer can become an ideal partner for developers looking to raise capital, and 

lenders looking to finance the energy projects. It is important to maintain the independence from 

any branch, equipment supplier and technology, so that the opinions on the technical aspects of the 

project are not biased in favour of a party. Assignments from international players such as 

development finance institutes (DFIs) can be won through track record/references in the market 

and through offering competitive prices. An independent engineer can further improve his/her 

competitive position by extending into related fields such as other renewables, off-grid installations 

and battery storage.  

c) Distribution plan and promotion 

Independent engineers can attend sectoral events to expand their network, intensify their 

relationships with the project developers and aim for synergies by repeating assignments for other 

projects in a developer’s pipeline. Being awarded assignments from DFIs will help to gain a global 

reputation. Small companies can also consider strategic alliances with competitors to expand their 

service range. A strong customer referral programme based on happy clients or personal references 

can increase the success of the business. 

 

Referral marketing. (Source: RENAC, 2018) 
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7.4 Financial plan for an independent engineer  

Learning objectives: Upon completion of this page, you should be able to 

• describe a sample profit and loss statement within the financial projections for an independent 

engineer 

• explain what are some typical revenues and expenses for an independent engineer 

Here, a profit and loss statement for an exemplary new small company is described. The focus is on 
excerpts of the executive summary of a business plan and not on a detailed version of the financial 
plan. The underlying assumptions are: 

• Assumptions for revenues: the services comprise technical due diligence and construction 
supervision for a 5MWAC solar PV plant. The involved staff with intermediate and advanced 
qualification performs the services in 45 person-days from review of detailed design until the 
end of construction supervision, resulting in USD 9,400 for one assignment. Four and a half 
assignments per year are assumed. The range of services is the same for all assignments. Some 
variations are possible. However, they are not included in the calculations. Variation 1: 
Depending on the outcome of the due diligence, further checks and measurements might be 
necessary, resulting in additional days of work and thus higher revenues. Variation 2: 
Depending on the staff’s qualifications and the use of modern equipment such as drones or 
sophisticated measurement equipment, the service value will increase.  

• Assumptions for expenses: material expenses are not assumed in this case. However overhead 
expenses such as personnel, rent, insurance, etc. are an integral part of a BP. Regarding the 
variation 2 above: if sophisticated equipment or tools are employed, leasing expenses will 
increase, expenses related to the external services or trainings will occur and in the case of 
purchase, depreciation expenses will be incurred.  

• Other assumptions: there is no debt financing in the first year of operation. 

As can be seen in this theoretical example, the revenues are based solely on the provision of 

technical due diligence. Construction supervision services for 5MWAC solar PV plants could build up a 

business model, taking into consideration the fixed and variable costs but also the market 

opportunities (as in two months no revenues are made). Although the company is able to generate a 

profit, to be able to prevent negative cash flows, it would need to increase the productivity of the 

team and expand the range of services in order to grow and increase its market share. Finally, it is 

important to generate a reserve to cover the periodic losses and ensure that the cumulated cash flow 

over the whole year is positive. 
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A sample profit and loss statement for the first year of operation. (source: RENAC) 

 

 

  

Cumulative cash flows in the first year of operation. (Source: RENAC) 

 

 

all values in USD 1 2 3 4 5 6 7 8 9 10 11 12

Sales Revenues (Σ) 4,200.0 4,200.0 5,200.0 4,200.0 1,000.0 0.0 0.0 4,200.0 8,400.0 5,200.0 1,000.0 4,200.0

Technical DD and Constr. Superv. 4,200.0 4,200.0 5,200.0 4,200.0 1,000.0 0.0 0.0 4,200.0 8,400.0 5,200.0 1,000.0 4,200.0

Product 2 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Product 3 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Other Revenues (Σ) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Licence Fees 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Interest Income 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Others 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Operating Revenues 4,200.0 4,200.0 5,200.0 4,200.0 1,000.0 0.0 0.0 4,200.0 8,400.0 5,200.0 1,000.0 4,200.0

 - Material Expenses (Σ) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Material 1 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

External Trainers 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

- Personnel Expenses (Σ) 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0

Salaries & Wages 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0 2,100.0

 - Depreciation 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

 - Interest costs 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

 - Other Operating Expenses (Σ) 715.0 715.0 715.0 715.0 715.0 715.0 715.0 715.0 715.0 715.0 715.0 715.0

Rent 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0

Electricity, Heating, Water 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0

Insurance Payments 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

Office Supplies 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0 30.0

Telefon, Fax, Internet 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0

Postage 15.0 15.0 15.0 15.0 15.0 15.0 15.0 15.0 15.0 15.0 15.0 15.0

Leasing Costs 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

Vehicle Costs 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0

Sales & Marketing Costs 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0

Travel Costs 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

Legal & Consulting Costs 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0

Other 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0

Operating Expenses 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0 2,815.0

Operational Result 1,385.0 1,385.0 2,385.0 1,385.0 -1,815.0 -2,815.0 -2,815.0 1,385.0 5,585.0 2,385.0 -1,815.0 1,385.0

Year 1
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8. Business plans for a specialist for inspection and acceptance tests 

Within this chapter, parts of a business plan for a specialist for inspection and acceptance tests are 

described. The focus is on excerpts of the executive summary of a business plan considering the 

following tasks in subsequent order:  

• Description of the business  

• Structure of the company  

• SWOT analysis 
• Marketing plan 
• Financial plan  

8.1 Business description and company structure of a specialist for inspection and acceptance 
tests 

Learning objectives: Upon completion of this page, you should be able to 

• describe the business of a specialist for inspection and acceptance tests  

• give an example of a company structure for a specialist for inspection and acceptance tests 

and describe the main positions within the organisation 

 

Description of the business 

The specialist for inspection and acceptance tests provides services at the end of the PV plant’s 

construction phase. The specialist’s scope of work comprises three phases: in the mechanical 

completion phase the specialist reviews documentation and performs visual inspections to check 

EPC contractor compliance, prepare an initial list of construction defects, known as a “punch list” 

and report cases of non-compliance. In the commissioning phase, the specialist supervises the 

commissioning tests and plant performance tests. In the course of EPC contractor’s warranty period, 

commonly at the end of the first and second years after provisional acceptance, the specialist can 

carry out the intermediate and final acceptance test verifications respectively. (see the activities 

listed in the “PV project works list”). Overall, the specialist monitors for compliance with 

international and best practice requirements and standards. 

While the EPC contractor typically engages specialised companies as sub-contractors to conduct 

these services, in this section the focus is on the role of the specialist for inspection solely acting on 

behalf of the project owner. 

Structure of the company 

The specialist for inspection and acceptance tests can be an individual or, more commonly, a team of 

experts. The specialist will make provisions for the following positions within the organisation and 

the respective responsibilities:  

• Managing Director will be responsible for the direction of the business. S/he will further liaise 

mainly with the customer (here the project owner) and with other stakeholders such as 

EPC/O&M companies, decision makers in central/local governments and industry associations 

of all kinds.  
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• Engineering team and experts to perform testing and commissioning activities, as well as 

troubleshoot and resolve issues that arise with new and existing projects. Additional to the 

specialised engineers (e.g. civil and electrical engineering), experts in areas such as safety or 

meteorological equipment are also required as part of the team. 

• Support functions such as administration, human resources, marketing and sales complete 

the typical team of a specialist for inspection and acceptance tests. 

 

 

Sample structure of a company providing PV plants inspections and acceptance tests. (Source: RENAC) 

 

8.2 SWOT analysis for a specialist for inspection and acceptance tests 

Learning objectives: Upon completion of this page, you should be able to 

• give examples of the strengths and weaknesses (internal factors) a specialist for inspection and 

acceptance tests 

• give examples of the opportunities and threats (external factors) facing a specialist for 

inspection and acceptance tests 

 

In this section we will use an example of a small company providing inspection services in a country 

with an established PV market, where new projects are expected to be realised in the near future.  

The strengths are highly competent staff with experience in electrical, electronic, communications 

and mechanical troubleshooting and qualified to use testing tools and monitoring systems to 

diagnose plant problems. Network and references, especially with the grid operator, gained from 

previous assignments also contribute to the strengths.  

A weakness may be that the company cannot keep track of technology developments in PV plants 

and electrical and mechanical testing methods and tools. Another weakness may be the high level of 

specialisation that can prevent the company from diversification of services. Therefore, inspection 

and acceptance test services alone (provided for small plant portfolio) may not generate enough 

revenues for the whole year.  

In a favourable environment, where policies and schemes for the implementation of PV plants are in 

place, an opportunity arises from the requirement of investors/IPPs for independent PV plant 

inspections. The company can also cooperate with independent engineers or O&M companies in 
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cases of lack of staff or specialised services. The specialist company can also differentiate itself from 

the competition (i.e. develop a unique selling point) by offering exclusive expertise in i.e. modules 

and/or inverters testing using sophisticated systems by partnering with international specialised 

companies. 

The possible threats are the growing competition in the market resulting in competitors offering the 

same services for lower prices or in case bigger players that can offer a wider range of services (e.g. 

due diligence, construction and commissioning supervision) are preferred in the sector. It should be 

noted that extending or specialising the service range can also pose a threat as this increases the 

operational and overhead costs. In order to run an effective organisation, a certain minimum 

capacity of the plant portfolio is mandatory.  

 

SWOT analysis for a company specialised in inspection and acceptance tests. (Source: RENAC) 
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8.3 Marketing plan for a specialist for inspection and acceptance tests 

Learning objectives: Upon completion of this page, you should be able to 

• provide examples of appropriate marketing activities to be included in the marketing plan of a 

specialist for inspection and acceptance tests 

• describe the target costumer, unique selling points, pricing and distribution plan and 

promotion for an independent engineer 

 

a) Target customers  

The specialist should target not only the project owners/IPPs as costumers but also the EPC 

contractors to perform the tests under the EPC contract. It is important to avoid any conflicts of 

interests with different customers within the same projects.  

b) Unique selling points and pricing 

The specialist for inspection and acceptance tests can gain a unique position in the market by 

offering exclusive expertise using sophisticated systems. For this, it is crucial to keep track of the 

trends and technology developments. Assignments from international players such as development 

finance institutes (DFIs) can be won through track record/references in the market and through 

offering competitive prices.  

c) Distribution plan and promotion 

The specialist can attend sectoral events to expand its network, intensify relationships with project 

owners and aim for repeat assignments for other projects in a pipeline. Getting assignments from 

DFIs will help to gain a global reputation. Small companies can also consider strategic alliances with 

competitors and/or O&M companies to expand their service range and increase the market share.  
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Key elements of a marketing plan. (Source: RENAC, 2018) 

 

8.4 Financial plan for a specialist for inspection and acceptance tests 

Learning objective: Upon completion of this page, you should be able to 

• describe a sample profit and loss statement within the financial projections for a specialist for 

inspection and acceptance tests 

Here, a profit and loss statement for an exemplary small company with three employees is described. 
The focus is on excerpts of the executive summary of a business plan and not on a detailed version of 
the financial plan. The underlying assumptions are: 

• Assumptions for revenues: the services comprise commissioning, inspection, and testing for 
5MWAC solar PV plants. The involved specialists have intermediate and advanced qualification. 
The revenues comprise three segments: A. Basic services, which require 10 person-days, 
resulting in USD 2.800 for one assignment, 10 assignments per year are assumed; B. Further 
inspections, with additional 3 person-days per assignment (USD 840), four assignments per 
year are assumed and C. Premium services, with the use of more sophisticated testing 
equipment, resulting in higher person-day rates (USD 1.600 for 5 person-days), also four 
assignments per year assumed. The monthly operational revenues are calculated varying the 
number of assignments, with some months with no assignment.  
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• Assumptions for expenses: expenses related to the measurement tools are leasing costs, in 
the case of purchase, depreciation expenses will be incurred. In addition, overhead expenses 
such as personnel, rent, insurance, etc. are an integral part of a BP.  

• Other assumptions: there is no debt financing in the first year of operation. 

In this theoretical example, revenues are based on the provision of services for the commissioning of 

ten 5MWAC solar PV plants. Four further inspections and four times premium services would be 

sufficient to build up a business model. This includes consideration for the fixed and variable costs, 

and also the market opportunities (as in months when no revenues are made). On the other hand, 

the specialist should look to diversify and/or expand the range of services for instance by cooperating 

with other engineers, EPC contractors or O&M providers to secure a feasible business for the future. 

 

 

A sample profit and loss statement for the first year of operation. (Source: RENAC) 

  

all values in USD 1 2 3 4 5 6 7 8 9 10 11 12

Sales Revenues (Σ) 2.800,0 3.640,0 2.800,0 1.600,0 5.240,0 3.640,0 840,0 4.400,0 0,0 3.640,0 7.200,0 2.800,0

A. Basic services 2.800,0 2.800,0 2.800,0 0,0 2.800,0 2.800,0 0,0 2.800,0 0,0 2.800,0 5.600,0 2.800,0

B. Further inspection 0,0 840,0 0,0 0,0 840,0 840,0 840,0 0,0 0,0 840,0 0,0

C. Premium services 0,0 0,0 0,0 1.600,0 1.600,0 0,0 0,0 1.600,0 0,0 0,0 1.600,0 0,0

Other Revenues (Σ) 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

Licence Fees 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

Interest Income 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

Others 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

Operating Revenues 2.800,0 3.640,0 2.800,0 1.600,0 5.240,0 3.640,0 840,0 4.400,0 0,0 3.640,0 7.200,0 2.800,0

 - Material Expenses (Σ) 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

Material 1 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

Training 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

- Personnel Expenses (Σ) 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0

Salaries & Wages 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0 2.100,0

 - Depreciation 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

 - Interest costs 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0 0,0

 - Other Operating Expenses (Σ) 740,0 740,0 740,0 740,0 740,0 740,0 740,0 740,0 740,0 740,0 740,0 740,0

Rent 200,0 200,0 200,0 200,0 200,0 200,0 200,0 200,0 200,0 200,0 200,0 200,0

Electricity, Heating, Water 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0

Insurance Payments 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0

Office Supplies 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0 30,0

Telefon, Fax, Internet 40,0 40,0 40,0 40,0 40,0 40,0 40,0 40,0 40,0 40,0 40,0 40,0

Postage 15,0 15,0 15,0 15,0 15,0 15,0 15,0 15,0 15,0 15,0 15,0 15,0

Leasing Costs 125,0 125,0 125,0 125,0 125,0 125,0 125,0 125,0 125,0 125,0 125,0 125,0

Vehicle Costs 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0

Sales & Marketing Costs 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0 20,0

Travel Costs 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0 100,0

Legal & Consulting Costs 50,0 50,0 50,0 50,0 50,0 50,0 50,0 50,0 50,0 50,0 50,0 50,0

Other 10,0 10,0 10,0 10,0 10,0 10,0 10,0 10,0 10,0 10,0 10,0 10,0

Operating Expenses 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0 2.840,0

Operational Result -40,0 800,0 -40,0 -1.240,0 2.400,0 800,0 -2.000,0 1.560,0 -2.840,0 800,0 4.360,0 -40,0 

Year 1
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Cumulative cash flows in the first year of operation. (Source. RENAC) 

9. Business plans for a mechanical installer of PV plants 

Within this chapter, parts of a business plan for a mechanical installer of PV plants are described. The 

focus is on excerpts of the executive summary of a business plan considering the following tasks in 

subsequent order:  

• Description of the business  

• Structure of the company  

• SWOT analysis 
• Marketing plan  
• Financial plan  

 

9.1 Business description and company structure for a mechanical installer of PV plants 

Learning objectives: Upon completion of this page, you should be able to 

• describe the business of a mechanical installer of PV plants 

• give an example of a company structure and define the main positions within the company 

 

Description of the business 

The service offered is the installation of PV plants with focus on mounting structure and PV modules 
including the following activities (depending on the project specifics): 

• Preparation of the mounting structure foundations 

• Erection of the mounting structures 

• Installation and interconnection of the PV modules according to the installation manuals under 
the EPC contractor’s supervision 

• Supply of some equipment (e.g. concrete for mounting structure foundation, earth 
connection, empty conduits for string cables) if required 
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Structure of the company 

The mechanical installation company will make provisions for the following positions within the 

organisation and the respective responsibilities:  

• Managing Director will be responsible for the direction of the business. S/he will further liaise 

mainly with the customer (here the EPC contractor) and depending on the offered service, 

with other stakeholders such as the owner of the PV plant and when required, equipment 

manufacturers, decision makers in central/local governments and industry associations of all 

kinds. 

• Installation team to prepare the mounting structure foundations and perform the mechanical 

installation of mounting structures and PV modules according to the installation manuals and 

EPC contractor’s instructions.  

• Team of specialised experts, only if additional services are provided, such as mechanical 

installation of the combiner boxes, inverters or additional civil works such as building 

storehouses. 

• Support functions such as administration, human resources, marketing and sales complete 

the typical team of a mechanical installer. 

 

 

 

Sample structure of a company providing mechanical installation services. (Source. RENAC) 
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9.2 SWOT analysis for a mechanical installer of PV plants 

Learning objectives: Upon completion of this page, you should be able to 

• give examples of the strengths and weaknesses (internal factors) of a mechanical installer of 

PV plants 

• give examples of the opportunities and threats (external factors) facing a mechanical installer 

of PV plants 

In this section, we will use an example of a small company providing mechanical installation of PV 

plants in a country with an established PV market where new projects are expected to be realised in 

the near future.  

The strengths are highly competent staff with previous installation experience and qualifications to 

use the required tools to perform the mechanical installation. Network and references gained from 

previous assignments, especially from the industry’s best-known EPC contractors and a background 

in the construction industry (e.g. mastering different foundation types and experience in other civil 

works) contribute to the mechanical installer’s strengths. 

A weakness may be that the company cannot keep track of technology developments, for example, 

new types of installation tools which could reduce the required time and workforce. Another 

weakness may be the lack of certification for the installation, considering that the PV plant owners or 

EPC contractors might require certified installers to ensure the quality of the installation.  

In an established PV market, where new projects are expected to be constructed in the near future, 

an opportunity arises as the EPC contractors can choose to subcontract the mechanical installation 

which requires a lot of (local) workforce. The mechanical installer can be differentiated from the 

competition by providing high-quality work and by offering services related to the civil works.   

Another opportunity which occurs in a growing market is possible extensions into related fields. The 

extensions can be built up within the scope of mechanical installation. For example, through 

providing rooftop systems or other small installations, or can be extended to other related industries 

such as construction (e.g. providing civil works, ground investigation services), steel and iron 

industries and services related to the O&M activities of the plants. In cases of lack of financial 

capacity to expand the service range, the mechanical installer can cooperate with other installers in 

the sector. 

It should be noted that extending the service range or specialising in areas which require training can 

also pose a threat as this increases the operational and overhead costs. Another possible threat is 

the presence of bigger companies in the sector which can offer a wider range of services or lower 

prices. In order to run an effective organisation and be profitable, a certain minimum capacity of the 

plant portfolio is mandatory.  
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SWOT analysis for a mechanical installer of PV plants. (Source: RENAC) 

 

9.3 Marketing plan for a mechanical installer of PV plants 

Learning objectives: Upon completion of this page, you should be able to 

• draft guidelines for the marketing plan of mechanical installer of PV plants 

• describe the target costumers, unique selling points, pricing and distribution plan and 

promotion for mechanical installer of PV plants 

a) Target customers  

Although most of the large-scale projects are realized by EPC contractors, the mechanical installer of 

PV plants should target not only the EPC contractors but also project owners. The mechanical 

installer can be hired directly by the project owner if an EPC contractor is not assigned to the project.  

b) Unique selling points and pricing 

Typical unique selling points (USPs) for a mechanical installer are the experience and provision of 

high-quality work. Another USP can be having a background in the construction industry. 

Assignments from the industry’s best-known EPC contractors can be won through track 

record/references in the market and through offering competitive prices. Acquiring installation 

certifications from the industry-known certification authorities would also be a USP. A mechanical 

installation company can further improve its competitive position by extending into related fields 

such as providing maintenance services for the installed equipment.  
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c) Distribution plan and promotion 

An important part of every service provider’s business is customer acquisition. The mechanical 

installation company can reach out to customers by various methods, most effectively by making 

direct contact with follow-ups and networking. Networking can be done through joining a 

professional or collegiate organisation, participating in sectoral gatherings or seminars or by social 

media. Potential customers can also make first contact through the internet. It is therefore important 

to have a professional website that gives general information about the services. The mechanical 

installer can intensify the relationships with the EPC contractors and the project owners and aim for 

synergies by repeating assignments for other projects in an EPC contractor’s pipeline. The 

mechanical installation companies can also consider strategic alliances with equipment suppliers and 

can represent a particular brand for the installation. 

 

Mechanical installer’s unique selling points. (Source: RENAC, 2019) 
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9.4 Financial plan for a mechanical installer of PV plants  

Learning objective: Upon completion of this page, you should be able to 

• describe a sample profit and loss statement within the financial projections for a mechanical 

installer of PV plants 

Here, a profit and loss statement for an exemplary new small company with permanent and freelance 
employees is described. Due to limited space the focus is on excerpts of the executive summary of a 
business plan and not on a detailed version of the financial plan. The underlying assumptions are: 

• Assumptions for revenues: the revenues represent the 3 main services which are provided for 
a 5MWAC solar PV plant. A. Foundation works (pile driven), conducted by the 8 employees in 
15 days and resulting in USD 28.800, B. Installation of the mounting structures, which begins 
some weeks after the foundation works and it is assumed to be performed in 25 days by 20 
employees, resulting in USD 80.000. C. Installation of the PV modules, starting first after the 
beginning of erecting the mounting structures and performed by 16 employees in 20 days, 
resulting in USD 76.800. The involved staff for service B has basic qualification, while both 
services A and C require staff with advanced qualification. Two assignments per year are 
assumed. The range of services is the same for all assignments.  

• Assumptions for expenses: expenses related to the company’s small equipment such as 
installation tools, trainings and depreciation. In addition, overhead expenses such as 
personnel, rent, insurance, travel costs etc. are an integral part of a BP.  

• Other assumptions: there is no debt financing in the first year of operation. 

In this theoretical example, revenues are based solely on the provision of mechanical installation 

service (including foundation works) for two 5MWAC solar PV plants. It could build up a business 

model, taking into consideration the fixed and variable costs. However, there are some risks 

related to this kind of business. Low-quality work, for instance through improper handling of 

material, not respecting the installation manuals, or using inappropriate tools for the installation 

would lead a damaged reputation and negatively affect the sales. The mechanical installer must 

ensure the customer relationships by providing steady quality services for competitive prices. 

Another related risk is the dependence on the client (here the EPC contractor) who may get into 

financial difficulties or be replaced due to the change of project’s ownership, and is unable to 

meet their financial obligations.  
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A sample profit and loss statement for the first year of operation. (Source: RENAC) 

 

 Cumulative cash flows in the first year of operation. (Source: RENAC) 

 

 

 

all values in USD 1 2 3 4 5 6 7 8 9 10 11 12

Sales Revenues (Σ) 28,800.0 48,000.0 54,400.0 54,400.0 0.0 0.0 28,800.0 48,000.0 54,400.0 54,400.0 0.0 0.0

A. Foundation works (pile driven) 28,800.0 0.0 0.0 0.0 0.0 0.0 28,800.0 0.0 0.0 0.0 0.0 0.0

B. Mounting structures 0.0 48,000.0 16,000.0 16,000.0 0.0 0.0 0.0 48,000.0 16,000.0 16,000.0 0.0 0.0

C. PV module mounting 0.0 0.0 38,400.0 38,400.0 0.0 0.0 0.0 0.0 38,400.0 38,400.0 0.0 0.0

Other Revenues (Σ) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Licence Fees 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Interest Income 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Others 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Operating Revenues 28,800.0 48,000.0 54,400.0 54,400.0 0.0 0.0 28,800.0 48,000.0 54,400.0 54,400.0 0.0 0.0

 - Material Expenses (Σ) 3,000.0 0.0 0.0 1,000.0 0.0 0.0 1,000.0 0.0 0.0 1,000.0 0.0 0.0

Material 2,000.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Training 1,000.0 0.0 0.0 1,000.0 0.0 0.0 1,000.0 0.0 0.0 1,000.0 0.0 0.0

- Personnel Expenses (Σ) 20,000.0 58,000.0 40,000.0 8,000.0 8,000.0 8,000.0 20,000.0 58,000.0 40,000.0 8,000.0 8,000.0 8,000.0

Salaries & Wages 20,000.0 58,000.0 40,000.0 8,000.0 8,000.0 8,000.0 20,000.0 58,000.0 40,000.0 8,000.0 8,000.0 8,000.0

 - Depreciation 5.0 5.0 5.0 5.0 5.0 5.0 5.0 5.0 5.0 5.0 5.0 5.0

 - Interest costs 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

 - Other Operating Expenses (Σ) 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0 1,660.0

Rent 400.0 400.0 400.0 400.0 400.0 400.0 400.0 400.0 400.0 400.0 400.0 400.0

Electricity, Heating, Water 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

Insurance Payments 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0

Office Supplies 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0

Telefon, Fax, Internet 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0

Postage 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0

Leasing Costs 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0

Vehicle Costs 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

Sales & Marketing Costs 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0

Travel Costs 600.0 600.0 600.0 600.0 600.0 600.0 600.0 600.0 600.0 600.0 600.0 600.0

Legal & Consulting Costs 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0

Other 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0 10.0

Operating Expenses 24,665.0 59,665.0 41,665.0 10,665.0 9,665.0 9,665.0 22,665.0 59,665.0 41,665.0 10,665.0 9,665.0 9,665.0

Operational Result 4,135.0 -11,665.0 12,735.0 43,735.0 -9,665.0 -9,665.0 6,135.0 -11,665.0 12,735.0 43,735.0 -9,665.0 -9,665.0 

Year 1
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10. Business plans for a SME for service and repair 

Within this chapter, parts of a business plan for a SME for service and repair are described. The focus 

is on excerpts of the executive summary of a business plan considering the following tasks in 

subsequent order:  

• Description of the business  

• Structure of the company  

• SWOT analysis 
• Marketing plan 
• Financial plan  

 

10.1 Business description and company structure of a SME for service and repair 

Learning objectives: Upon completion of this page, you should be able to 

• describe the business of a SME for service and repair 

• give an example of a company structure and describe the main positions within the 

organisation 

Description of business 

The SME for service and repair provides services in the PV plant’s operational phase. The local service 

provider’s scope of work, as a subcontractor to the O&M company, comprises preventive 

maintenance, corrective maintenance and basic services such as module cleaning and ground 

keeping. Also, extraordinary maintenance services, which are not covered by a fixed fee but 

contractually agreed with the main O&M contractor form part of the local service provider’s 

activities. The SME for service and repair provides services according to local and international best 

practice requirements and standards. 

Structure of the company 

The SME for service and repair can be an individual or, more commonly, a team of experts. The 

service provider will make provisions for the following positions within the organisation and the 

respective responsibilities:  

• Managing Director will be responsible for the direction of the business. S/he will liaise mainly 

with the customer (here the O&M contractor) and with other stakeholders such as equipment 

suppliers, decision makers in central/local governments and industry associations of all kinds.  

• Engineering team and experts to perform the PV plant’s specific maintenance and general 

activities, as well as to troubleshoot and resolve issues that arise with new and existing 

projects. In addition to the specialised engineers (e.g. civil, electrical and electronic 

engineering), experts in individual areas such as mechanic, module cleaning, pest control, 

vegetation removal, security or grid equipment may also be required as part of the team. 

• Support functions such as administration, human resources, marketing and sales complete 

the typical team of a SME for service and repair. 
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Sample structure of a company providing PV plant service and repair. (Source: RENAC) 

 

10.2 SWOT analysis for a SME for service and repair 

Learning objectives: Upon completion of this page, you should be able to 

• give examples of the strengths and weaknesses (internal factors) of a SME for service and 

repair 

• give examples of the opportunities and threats (external factors) facing a SME for service and 

repair 

In this section, we will use an example of a small company providing PV plant maintenance and repair 

services in a country with an established PV market where new projects are expected to be realised 

in the near future.  

The strengths are highly competent staff with experience in electric and electronic works, 

communications, mechanical troubleshooting, and qualified to use testing tools and performance 

monitoring systems to diagnose plant problems and perform corrective measures. Good 

relationships, network and references, especially with the grid operator, gained from previous 

assignments also contribute to the strengths.  

A weakness may be that the company cannot keep track of technology developments in PV plants, 

especially in the plant’s layout and new components. Another weakness may be insufficient financial 

or personnel capacity to extend the company’s range of services in a growing market.  

In an established PV market, where investors/Independent Power Producers (IPPs) are looking to 

invest in mature assets in operation, an opportunity arises from the cooperation with other 

specialised small size enterprises in cases of lack of staff or financial capacity to offer specialised 

services. Also, the local service provider can be differentiated from the competition (i.e. develop a 

unique selling point) by offering exclusive expertise in modules and/or inverters, for instance, by 

specialising in central inventers. 

The possible threats are the growing competition in the market resulting in competitors offering the 

same services for lower prices, or bigger companies that can offer a wider range of services entering 

the sector. It should be noted that by extending the service range or specialising in areas which 

require training, there is the threat of increasing the operational and overhead costs. For example, 
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the company can hire specialists (e.g. for central inverters). However, when this specific expertise is 

not allocated continuously, the related personnel expenses will increase without generating 

sufficient revenues. In order to run an effective organisation and be profitable, a certain minimum 

capacity of the plant portfolio is mandatory.  

 

SWOT analysis for a SME for service and repair. (Source: RENAC) 

 

10.3 Marketing plan for a SME for service and repair 

Learning objectives: Upon completion of this page, you should be able to 

• draft guidelines for the marketing plan of a SME for service and repair 

• describe the target costumers, unique selling points, pricing and distribution plan and 

promotion for a SME for service and repair 

a) Target customers  

The SME for service and repair should target not only the O&M contractors as customers but, in 

some cases, investors/IPPs/plant owners as well. It is important to avoid any conflict of interests with 

different customers within the same projects.  

b) Unique selling points and pricing 

A SME for service and repair can gain a unique position in the market by its expertise, track record, 

competitive pricing, as well as fast reaction times. Offering exclusive expertise using sophisticated 

systems such as robots for module cleaning, or drones equipped with IR cameras for thermographic 

surveys can also be a unique selling point. For this, it is crucial to keep track of market trends and 
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technology developments. Offering additional services requiring local expertise such as security and 

civil engineering works, also provide a competitive advantage. 

c) Distribution plan and promotion 

The SMEs can intensify their relationships with the O&M contractors and aim for synergies by 

repeating assignments for other projects in the O&M contractors’ portfolio. The small companies can 

also consider strategic alliances with competitors to expand their service range and increase their 

market share. An important activity for every service provider is customer acquisition. The SME for 

service and repair can reach out to customers by various methods, most effectively by making direct 

contact with follow-ups and networking. Other possible actions are placing ads in newspapers and 

memberships in trade associations. Networking can be done through joining a professional or 

collegiate organisation, participating in sectoral gatherings or seminars, or by social media. Potential 

customers can also make first contact through the internet. Therefore, it is important to have a 

professional website that provides clear information about the services offered as well as references 

of past projects.  

 

Small companies can form strategic alliances with competitors to expand their service range. 

(Source: RENAC, 2019) 
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10.4 Financial plan for a SME for service and repair  

Learning objective: Upon completion of this page, you should be able to 

• describe a sample profit and loss statement within the financial projections for a SME for 

service and repair 

Here, a profit and loss statement for an exemplary new small company with 5 employees is described. 
Due to limited space the focus is on excerpts of the executive summary of a business plan and not on 
a detailed version of the financial plan. The underlying assumptions are: 

• Assumptions for revenues: the services are performed for two similar 5MWAC solar PV plants 
under long-term contracts. The involved personnel have intermediate and advanced 
qualification. The revenues for each plant comprise three segments: A. Preventive 
maintenance, which requires 3 person-days/month, resulting in USD 840/month; B. Corrective 
maintenance, also involving 3 person-days/month (USD 840/month) with additional 5 person-
days in case of extraordinary maintenance (USD 1.400) and C. Basic services, including module 
cleaning and civil engineering works in a lump sum of USD 2.000.  

• Assumptions for expenses: expenses related to the cleaning tools are external services. In 
addition, overhead expenses such as personnel, rent, insurance, etc. are an integral part of a 
BP.  

• Other assumptions: there is no debt financing in the first year of operation. 

In this theoretical example, revenues are based solely on the provision of maintenance and basic 

services for two 5MWAC solar PV plants. It could build up a business model under a long-term 

contract with an O&M provider, taking into consideration the fixed and variable costs. However, 

there are some risks related to this kind of long-term business. For instance, the dependence on 

some clients (here the O&M provider) who may get into financial difficulties and are unable to meet 

their financial obligations. Also, a change in the ownership of the PV plant can result in an earlier 

contract termination. In case of providing local security services, the specialist has to comply with 

liability issues. Overall, the SME for service and repair must ensure good customer relationships by 

providing steady, high quality services, and improving efficiency and productivity. 
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A sample profit and loss statement for the first year of operation. (Source: RENAC) 

 

  

Cumulative cash flows in the first year of operation. (Source: RENAC) 

 

 

 

 

all values in USD 1 2 3 4 5 6 7 8 9 10 11 12

Sales Revenues (Σ) 7,360.0 5,680.0 7,360.0 7,360.0 5,680.0 8,760.0 7,360.0 5,680.0 7,360.0 5,680.0 5,680.0 7,360.0

A. Preventive maintenance 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0 1,680.0

B. Corrective maintenance 1,680.0 0.0 1,680.0 1,680.0 0.0 3,080.0 1,680.0 0.0 1,680.0 0.0 0.0 1,680.0

C. Basic services 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0 4,000.0

Other Revenues (Σ) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Licence Fees 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Interest Income 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Others 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Operating Revenues 7,360.0 5,680.0 7,360.0 7,360.0 5,680.0 8,760.0 7,360.0 5,680.0 7,360.0 5,680.0 5,680.0 7,360.0

 - Material Expenses (Σ) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Material 1 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Training 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

- Personnel Expenses (Σ) 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0

Salaries & Wages 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0 5,000.0

 - Depreciation 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

 - Interest costs 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

 - Other Operating Expenses (Σ) 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0 1,200.0

Rent 300.0 300.0 300.0 300.0 300.0 300.0 300.0 300.0 300.0 300.0 300.0 300.0

Electricity, Heating, Water 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0

Insurance Payments 150.0 150.0 150.0 150.0 150.0 150.0 150.0 150.0 150.0 150.0 150.0 150.0

Office Supplies 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0

Telefon, Fax, Internet 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0 50.0

Postage 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0

Leasing Costs 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0

Vehicle Costs 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0 40.0

Sales & Marketing Costs 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0

Travel Costs 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0 200.0

Legal & Consulting Costs 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

Other 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0 20.0

Operating Expenses 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0 6,200.0

Operational Result 1,160.0 -520.0 1,160.0 1,160.0 -520.0 2,560.0 1,160.0 -520.0 1,160.0 -520.0 -520.0 1,160.0
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11. Business plans - Summary and further reading 

11.1 Summary 1/2  

Learning objectives: 

Upon completion of the next page you should be able to… 

• assume some general hints when preparing a BP 

• collect all-encompassing information during an initial fact finding mission 

• remember the target group for which the BP is written 

 

Writing a BP is much easier and will be more convincing to the reader, when the author has gained a 

good degree of knowledge on the subject and can present the relevant facts in a conclusive manner. 

Newcomers to any industry must allocate sufficient time for research. Important questions would be 

how a particular business works and who the players are. Another topic of interest is to know which 

business models are already established and which innovative concepts are still in the making. For 

most BP’s background information needs to be collected on general energy laws and regulation, even 

if its authors are no legal experts. 

A good degree of expert knowledge needs to the collected. For example, from visiting solar 

conferences and exhibitions, from making conversation with industry representatives and from 

reading guide books and PV magazines. Social Media will also play a salient role to collect and structure 

knowledge.  

Industry representatives can be anyone from persons working for component manufacturers, activists 

in the political arena, or just environmentally concerned technology users. As solar is a relatively new 

industry there are many events, activities and workshops happening that will make it relatively easy to 

get. started. 
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Sources of information for fact finding 

(Source: RENAC, 2018) 

Still, the target group for BP’s are often investors and people with a financing background so the 

content of a BP must meet their professional standards and their usual wording. Trying to think like 

the addressee of the BP is a reasonable guideline when collecting information and this approach can 

define the activities and the directions to take during the fact finding period. 

11.2 Summary 2/2  

In the sequence of this course we have gained particular insights into the main activities along the solar 

value chain such as project development, EPC, investment as an IPP, and finally O&M. As the solar 

industry is growing world-wide, and the exact market conditions for solar opportunities will greatly 

vary based on local conditions, there is no clear-cut definition on where one business activity will stop 

and another one will start.  

This course has focused on services, but this does not mean that there are no opportunities in 

manufacturing. For practical reasons this programme was limited to pure play solar PV technology, 

which does not fully reflect other, more integrated, solar related solutions that potential clients and 

users will ask for. A great part of solar applications in the future will actually be hybrid solutions, where 

solar often exclusively powers an application (such as a water desalination plant, a heat pump, a 

storage battery, or an electrical vehicle), while this application is itself being re-adapted to solar 

specific features. 

The hybridisation of solar systems does not only refer to real physical system integration. There is also 

interdependence between solar and the digital world. Current developments such as Big Data, the 

Internet of Things (IoT) [32], Energy Management and Energy Efficiency, are making headlines and 
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offer vast opportunities for entrepreneurs. Finally, there is are interesting developments combining 

solar with the financial world. Innovative concepts like crowdfunding, block-chain or third-party 

ownership (like leasing) demarcate only the beginning of ever new entrepreneurial ideas. 

Whatever your background as a course participant, one thing is for sure: Solar markets will grow 

strongly and steadily. With the right mix between innovation and proven technologies there are ample 

opportunities for entrepreneurs. One of these proven technologies is the art of writing a business plan 

as a minimum requirement for the structuring of knowledge and decision making. 
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