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− Founded 2001

− UNE Collaborating Centre

− U4E member

− Develop innovative financing 

strategies and business models

o Energy Savings Insurance

o Servitisation

o Electric Buses

o Street lighting

o Supporting Banks in building 

green services

BASE

Integration of Renewable Energy in Buildings



Evaluation of RE Technologies into Buidlings

Renewable Energy

Electricity
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Need policy and market motivation (stick and carrot)

Key market motivations (rational): 
- Risk-return trade-off
- Financing

Key market motivation (not necessary rational)

Business 
Model

How to drive the market to integrate RE in buildings in India ?



What business model/ strategy?

Tech. Provider/ESCO

Bank/ Investors

Some motivations:
− Lower energy bills
− Social status
− Comfort
− Energy security
− property future value appreciation

Some motivations:
− Competitive differentiation
− New product lines
− Climate/green funding
− Portfolio diversification
− CSR image

End-user Real estate dev.

Some motivations:
− Competitive differentiation
− Access concessional financing
− CSR image
− Reduce risks

Some motivations:
− Manage to sell more
− Competitive differentiation
− Increase client base
− Build long-term relation with 

clients

RE Technology 
characteristics Policy 

Market 
conditions
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Examples business models

− Energy Savings Insurance (16 countries)
− Servitisation (4 countries)
− PPAs with short periods

That drive the market to implement RE technological integration



Model: Energy Savings Insurance

Insurance

Contract

Financing

Validation

Technology 

Provider

Financial 

Institution

Customer

Project 

payment

Insurance/

Guarantor

Project 

performance 

risk coverage EE Project

Loan/

leasing

Validation



Model: Servitisation (pay per use)

Trust

Financial 
institution

Sale of operating equipment
(Contracts as collateral)

Payment from sale

Leaseback of equipment

Lease payments

Servitisation

Servitisation payment

Claim payment in 
case default

Premium
payment

Technology 
Provider

Contract 2 
Customer 2

Contract 3 
Customer 3

Contract 1 
Customer 1

Guarantee

RE Equipment



Customer

Model: Solar PPA short-term contract

PPA Contract
Period contract 10-20 years
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Thank You

Daniel Magallón

Managing Director

Basel Agency for Sustainable Energy (BASE)

daniel.magallon@energy-base.org

www.energy-base.org

mailto:daniel.magallon@energy-base.org
http://www.energy-base.org/

