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Challenges facing the Energy Sector
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The fundamental debate about whether or not climate 
change is really happening is considered over!
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Source: Stern, Science, IPCC 



What sort of a Race is 
Solar Business?
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Solar Business?



PV Value Chain, an approximation
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TCS Cost Silicon Cost (excluding TCS) Ingot cost excluding silicon Wafer cost excluding ingot
Cell cost excluding wafer Module cost excluding cell Inverter cost Installation cost

If excellence is captured at each stage of the 
value chain, Solar even today can be competitive.



German Feed-in-Tariff (FIT)

In Euro Cents
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Source : Seoul PV Conference, Dec 08



Grid Parity in Germany

1000
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Source : Seoul PV Conference, Dec 08



Italy, first to reach Grid Parity
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Source : Seoul PV Conference, Dec 08

Source : Seoul PV Conference, Dec 08



USA – ITC Status
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$787Bn

9
Source : Seoul PV Conference, Dec 08

AMT – Alternative Minimum Tax



Approach to Indian Solar Energy market

• Ask the right question

• Don’t ask - When will this market be ready for 
my `Global Solar Strategy’?

10

my `Global Solar Strategy’?

• Instead ask – What is the right Solar Strategy 
of the market given the competencies and 
comparative advantages?



India – Diverse in truest sense

• Recognize and accept that India is a Multi-
tiered and Multi-layered market and needs a 
Multi-pronged Strategy
– Indian consumers are very value-conscious

11

– Indian consumers are very value-conscious
– They may be poor, but are not backward
– They can make a difference to the global position 

of individual firms



The challenge of getting it right for the 
Indian market

• Create Blockbuster relevance
• Creating perceived value advantage
• Getting the business economics right

12

• `Next’ practices rather than `best’ practices

Expectation : High functionality at low cost



We are like that only!

• Consumer India requires creation of new Solar 
Solutions, rather than the transplanting of 
Strategies from Germany / Spain / Italy / Spain 
/ Greece / Korea.
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/ Greece / Korea.

• Create winning `make for India’ solutions: 
New solutions for a new and different world.


