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'Sustainable energy climbing up the corporate agenda’

Corporate buyers are increasingly accept-
ing that captive solarprojects are the most
cost-effective source o fenergy.According to
a latestreportby the WorldBusiness Coun-
cilfor Sustainable Development, corporate
buyersadopting renewablepowerin India
includeglobaltechnologyproviders (Adobe,
Microsoft), automotive manufacturers
(Volvo, Mahindra) andfood & beverages
companies (United Breweries, Coca Cola).
Andrew Hines, co-founder, CleanM ax
Solar, a solar developer, tells FE's Anupam
Chatterjee how the companyplans to tap
thistrendtoincrease itsportfolio. Excerpts:

Group captive solarplantsarebecoming
popular among sections of Corporate
India.

Energyisnolongeran expenditurecom-
ponentforcompanies.Withrisingexpecta-
tions about corporate environmental per-
formance, energy is climbing up the
corporateagenda due tosweepingenviron-

mental, social and business trends. It is
indeed an interestingemergingareawhich
comesunderthe open access system. Since
these are made oflargerinstallations, such
parkscomprise 330 MW ofthe 520M W of
our operational assets. Abig chunk was the
270 MW of large solarpark set up lastyear
in Karnataka. lwouldn’t saythatthe trendis
moving away from rooftop towards this.
Both are important parts of our business
and we see both ofthem growing.

How is this different from your tradi-
tional business model?

There are basically two business mod-
els in this system —third-party transac-
tions and group captive model. Under the
third-party sale, we sign a bilateral con-
tract with a corporate consumer, let’s say,
amanufacturing unit, foragroup captive
projectand supply power from that plant.
Inthe othersystem,we getinto a contract
withan industrial entity to build a captive

solar park. It's similar to the bilateral sys-
tem, buthere the end-userconsumerowns
a 26% equity stake inthe project.

Are there any more advantages under
this model?

There were some stateswhich had solar
policies, particularly Karnataka,which basi-
callywaived a lot ofopen access charges for
solarprojects.Butnowthat policywindowis
closed and in general, the states are not

coming down with such generous policies.
Group captives basically allow you to be
exempted from some ofthose charges,par-
ticularly the cross subsidy surcharge. The
ElectricityAct,2003, exempts these projects
from the cross-subsidy surcharge,which is
the largest of grid charges for open access
power. This makes ita suitable way for cor-
porates to access low cost power.

But doesn’t this model entail the chal-
lenges ofland acquisition?

Theway that we look at it is that when
you'resettingup alarge infrastructure pro-
jectand putting alot of investment, apart
from land, you need to do your homework
very carefully and don’t take unnecessary
risks. Soyou have to doyour legal due dili-
gence very carefully. And that takes time.
Otherwise, you may have projects where
you get started and you have to stop mid-
way because the due diligence didn’t pan
out. Wewould never invest in something

thatwe haven’t gone through thoroughly.
But, ifyou have time to do your due dili-
gence and dothe acquisition properly,then
these challenges become manageable. As
long as you have 6 to 12 months to com-
plete the process then itcan be done.

Since water supply is gradually becom-
ing an issue for solar parks, how do you
plan to address that?

Oh, yes. We always keep this in our
mind. By the way, even in the rooftop
plants,waterisbecomingan issue,particu-
larly in citieswith acute water shortages. It
wouldbe extremelyshortsighted to ignore
the water scarcity issue since we’re setting
up projects for a 25-year time period.
Robotic cleaningsolutions are fairly costly,
particularly in India, compared to the
water-based solutions because here the
labour costs are relatively low.We certainly
haveto findacombination ofthewaterand
non-water-based cleaning.



