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TH E CHALLEN G E: When a solar quotation is provided to a customer

they either buy, consider or reject. How do you
convert more of the considerers and rejectors?

What is the real reason they don’t buy? There is a
substantial body of survey and academic research
on this question and the findings are consistent. The
three main reason people don'’t install Solar panels
are:

1. Affordability and uncertainty in relation to the real
payback period

2. Lack of trust in the industry or the sales process

3. Perceived and real, roof and property
constraints.

The Sunshine Guarantee directly addresses
both financial uncertainty and lack of trust.
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Figure 4: Considerer and Rejector motivators and barriers mapped to the COM-B Model:

capabilities and motivations.
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Base: All respondents: Considerers (300), Rejectors (295). Source: Q15. How much do you agree or disagree
with the following statements about solar panels?



A Sunshine
Guarantee could
move the needle

Figure 5: Top 3 measures to encourage solar installation amongst Considerers and

Rejectors.
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Base: All respondents: Considerers (300), Rejectors (295). Source: Q16. Of the following, what are the top three

incentives to encourage you to buy solar panels?

Source: UK Rooftop Solar Behavioural Research 2021
Department for Business, Energy & Industrial Strategy




THE SOLUTION:

* A ‘Sunshine Guarantee’ from Solvera, an FCA
regulated firm, backed by Hiscox

« Solar customers are given a guarantee, so if the
amount of irradiation is less than predicted, Solvera
will pay out for any shortfall.

» Features:

« Guarantee is for a fixed term of 3 years

« Guarantee is paid annually automatically to the
homeowner, so no extra work for installers, no
claims process for customers

« Guarantee is backed by Hiscox a known and
trusted brand

« Guarantee is included in the customers solar
contract — so no additional paperwork needed




How it works?

01

Homeowner receives a
proposal with a target annual
power generation amount
included, say 3,800 kWh

02

Homeowner accepts the
proposal and the installation is
completed. The month after
installation the homeowner’s
information flows automatically
from the installer to the insurer
(via an API provided).
Insurance is effective from the
first of the following month.

03

Solvera monitors the amount of
irradiation via the EU weather
satellite system, Copernicus
and at the end of year 1, if the
volume of irradiation is less
than predicted, the insurer will
automatically pay the value of
the shortfall to the homeowner
and same for Years 2 & 3.

Solar
Nation

www.solar-power.co.uk
Monitor your solar energy

& analysis

Your Solar Irradiation Morthly ~
b

Total expected solar energy this month
219 h

Your data Month -

< SHARE ®

4,080 kWh

€1,520.00

210.6%

€11,500.00

€11,500.00



How it works?

What does the portal do
for the homeowner?

— Tracks the volume of energy
generated and any shortfall.

— Has an update option for
customer details (including
bank details).

— Receive periodic offers
from their installer for
further energy devices eg
batteries, car chargers,
heat pumps

How much does the
insurance pay?

— Based on the ratio split between

what is normally consumed
and what is normally sold back to
the grid.

In this context, homeowners with
batteries use 70% of what’s
generated and export 30% (it's
the opposite for those that don’t
have a battery).

— Customer is told the expected

energy is 3,800kWh. So, if the
system produces only
3,600kWh in Year 1, and the
homeowner had a battery, they
will receive £46.55 directly into
their bank account (or

£38.77, if the homeowner doesn’t
have a battery).

This is based on a price cap of
26.11p on the cost to buy
electricity, and 16.5p, which is
currently the maximum feed-in
tariff currently on the market.

Solar
Nation ‘ '
\w:n:wtsolar power Co.! uk

Your Solar Irradiation Monthly ~
Total expected solar energy this menth
219KWh

Month:
s 52% of the total

Your data Month +



A simple, fully brandable Claimant Experience

Security

Solar il
Nation

Choose your insurance claim
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Solar Nation Members — Trust, Local, Community, Quality

Extend the customer journey beyond the initial install

Solar Installer

Solar
Panels

Batteries

Heat pumps

EV Chargers System
Maintenance

Referral

ENGLAND

Greenwire Solar

Ecocetera

Next Generation

CRC

TB Electrics

Verde Power

The Solar People
Kembla
GB Solar

Solar Shed

SCOTLAND

RIW

Gensource

WALES

Zero Carbon Renewables

SPECIALIST

RenEnergy

Nulok Roofing

Source: Company Websites
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How it works?

01

The installer purchases
the guarantee from
Solvera, the
beneficiaries of which
are their homeowners.
Then pays a premium
per install. In the
example of a 3,800
kWh system the
premium would be
£196.

02

The Sunshine
Guarantee is NOT sold
to the homeowner, as
this would require the
installer to be regulated
to sell an insurance
product, BUT details
should be be included
by the installer in their
proposal.

03

The installer must
provide this sunshine
guarantee to all their
customers

i.e. they cannot limit it
to select homeowners
only, as this invalidates
the guarantee.

04

Each month the
installer provides data
for prior month
installations to
Solvera together with
the premium.

05

All documentation
(sales, contract &
legal) is provided to
the installer to insert
into the homeowner’s
proposal or online
quote system, contract
& other
sales/marketing
materials (e.g. trade
show stands).
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Why this is a winner for installers...

The *from
Solvera increases closing rates,
as it takes the risk away from the
customer, especially those that are

cautious given the lack of irradiation.

Solvera makes the process

, SO there’s no
additional workload on an already
overstretched installer.

Sales funnels are filled at the top by
google ads, SEO, click through, paid
advertising, email campaigns, door to
door, referral and affinity programs —
these are all adding to increased
customer acquisition costs.

Shortfalls are paid automatically
into the homeowner’s account —
no fuss, no paperwork

A "is a closing
tool that gives a higher conversion
rate, so instead of spending more
on filling the funnel, spend
marketing funds on closing more
deals.

Extend the by
creating repeat customers for
batteries, heat pumps, EV
chargers
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Any Questions ?

Mark Sherwood - Customer Director
E: mark@solveraunderwriting.com

M: 07771 984262

David Gallagher - Founder and CEO

E: David@solveraunderwriting.com

M: 00 353 (87) 989 0577

Higher Enquiry Levels
Significantly Enhanced Conversion Ratio

Greater numbers of customer led referrals



	Slide 1: Solar energy with certainty built-in 
	Slide 2: THE CHALLENGE:
	Slide 3: Weather and payback hesitancy a major concern
	Slide 4: A Sunshine Guarantee could move the needle
	Slide 5: THE SOLUTION:
	Slide 6: How it works? For the homeowner
	Slide 7: How it works? For the homeowner
	Slide 8
	Slide 9: Solar Nation Members – Trust, Local, Community, Quality Extend the customer journey beyond the initial install
	Slide 10: How it works? For the installer
	Slide 11: Why this is a winner for installers…
	Slide 12: Higher Enquiry Levels    Significantly Enhanced Conversion Ratio          Greater numbers of customer led referrals 

