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The Myth of “Free” Solar Panel Installations

Chapter 1

The Myth of “Free” Solar Panel Installations

Solar energy companies often sell systems as “free.” Ads and salespeople
promise zero cost, zero maintenance, and zero risk. For business owners facing
high electricity bills, the offer sounds irresistible. A developer or solar power
company installs the system, pays for everything, and you buy energy at a lower
rate than your utility charges. On paper, it looks like the perfect deal. In practice,
it's very rare.

The Hidden Price of “Zero Cost” solar energy solutions

When you sign a Power Purchase Agreement, or PPA, the solar panel installation is
not yours. The panels sit on your roof, but you do not own them. You are buying
electricity from a private company that owns your hardware and controls your
power supply. Every kilowatt-hour you use comes with a long-term payment
attached. Often, capital is sourced overseas.

Developers recover their investment through contracts that often run for 15 to 20
years. Most of them include yearly price increases, minimum purchase
requirements, and buyout penalties. Even if the system is sitting on your property,
you pay for it many times over. By the time the agreement ends, the total amount
paid is always higher than the full cost of owning the same system outright, even
when financed through a bank loan. You have effectively rented your own
sunlight.

Why PPAs Still Exist

PPAs began as a way to finance large utility projects when solar power companies
saw that equipment was expensive and few lenders understood the technology.
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Why PPAs Still Exist

PPAs began as a way to finance large utility projects when solar power companies saw
that equipment was expensive and few lenders understood the technology. In that
setting, developers carried the cost and sold power to the grid over the course of
decades. That model made sense when panels cost four times what they do today.
Prices of a typical commercial solar panel installation have fallen by more than 80%
over the past 10 years, and commercial loans are now eadsy to secure. Many local
banks offer clean-energy financing with interest rates around five to seven percent. A
typical factory, food producer or cold-storage facility can achieve payback in less than
five years. After that, the energy it produces is essentially free.

So why do PPAs still exist? Because “no capital outlay” is a powerful sales phrase. It
removes fear from any purchase decision. Managers can approve a solar project
without touching budgets or seeking board approval. The problem is that avoiding
short-term spending locks them into far greater long-term costs.

The lllusion of “No Capex”

The appeal of zero investment is psychological. It feels safe. But safety is not the same
as value. A company that owns its system under an Owner’'s EPC arrangement pays
once and benefits for twenty-five years or more. Its cost per kilowatt-hour drops every
year after payback. A company that signs a PPA keeps paying forever. The contract
that once looked like a discounted electricity bill quickly becomes more expensive than
the grid itself. At this point, an end-user is less likely to be speaking with a solar
company in the Philippines and more likely to be speaking with an overseas
investment fund.

A Simple Comparison

Picture two identical factories. Each installs a one-megawatt solar system. One signs a
PPA at £5.50 per kilowatt-hour, with a 4% annual increase. The other buys the same
system for about #35-36 million through bank financing. If both consumed grid power
at P10 per kilowatt-hour, the ten-year bill would reach #135 million.

Factory A (PPA): pays #89 million under the PPA. Net saving versus grid: #46 million.
Factory B (Owner): spends #53 million, including the system, financing, and
maintenance. Net saving versus grid: #82 million.

Difference: Factory B ends the first decade #36 million ahead of the PPA client, owns
the system outright, and continues saving about #8 million per year for another fifteen
years.

The figures are not estimates. They mirror real contract terms. “Free” solar always costs
more in the end. This figure includes all lifetime costs, maintenance, and panel
degradation
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The Myth of “Free” Solar Panel Installations

The Value of Ownership

This is not only a financial issue. It defines how a
company thinks about energy. Leasing solar
means a recurring expense, no different from a
utility bill. Owning it turns it into a productive asset
that adds value to the business. Ownership gives
transparency over equipment and warranties. It
also ensures that maintenance decisions are
made for performance, not profit.

When you own your system, every improvement in
output benefits you directly. When someone else
owns it, every improvement benefits them.
Solaren’s view is simple. True energy
independence comes from ownership, not rental.
The technology is mature, the economics are
proven, and the financing options are available.
The only solar power that is truly free is the power
you own.
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Understanding the Two Models

Chapter 2

Understanding the Two Models

Every commercial solar panel installation project begins with a choice that shapes
everything that follows. The same panels, inverters, and cables can lead to entirely
different outcomes depending on who owns them. To understand why, you need to
look closely at how the two main models actually work: the Owner—EPC model and
the Developer-PPA model.

The Owner-EPC Model

Under this structure, a company buys its solar system as a long-term asset. The
EPC, or Engineering, Procurement, and Construction partner, designs and installs it
to the client’s specifications. Once completed, ownership transfers entirely to the
client. The system is listed on the company’'s balance sheet, depreciation is
accounted for, and savings appear on the income statement through their reduced
power expenses.

Everything about this model encourages quality. Because the owner pays for the
system, it is in their interest to demand high-grade components, solid warranties,
and dependable after-sales support. A good EPC partner welcomes that scrutiny
because its reputation depends on the system'’s long-term performance. Trust is
everything, not just price.

In practical terms, the Owner-EPC model functions like building a small power plant
that belongs entirely to you. You control the equipment, the monitoring, and the
maintenance schedule. The savings are direct and permanent. Once payback is
reached, the system continues to produce free electricity year after year.

This is the approach on which Solaren was founded and built. It rewards
transparency, engineering discipline, and trust between client and installer. It is also
the model that delivers the lowest long-term energy cost. Nobody can question this.

The Developer—PPA Model

The PPA, or Power Purchase Agreement, follows a very different path. The solar
power company in the Philippines, or the developer, finances the installation, owns
the equipment, and sells the generated power to the client. The client signs a long-
term contract to buy electricity from the system at a rate that is always lower than
the utility grid's rate for the first few years.
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Understanding the Two Models

Because the client does not own the system, they have little say in what technology
is used or how it is maintained. Decisions about panel type, inverter brands, and
roof mounting quality are driven by cost reduction, not by lifetime performance.
The developer’'s goal is to maximize the return on their investment. Every peso
saved on materials or labor improves their margin.

This structure creates a split in incentives. The client wants a stable power output
for decades. The developer wants a system that meets its financial model. Once
the PPA term ends, the client might be offered the option to buy the equipment at
its residual value, but by then, the technology will be outdated, and warranties will
often be close to expiry.

Many businesses agree to PPAs, thinking they are avoiding risk, when in reality they
are accepting a different kind of risk: dependence. Their energy supply, their data,
and their savings are tied to a contract written to favor the party that owns the
equipment.

Two Models, Two Outcomes

The difference between the two models becomes clear after five years of
operation. The Owner—EPC client sees their effective power cost fall each year as
they recover the investment. The PPA client sees their rate rise with annual
escalations. After a decade, the gap can be enormous. The Owner—EPC user pays
£2.00-P2.50 per kilowatt-hour. The PPA customer pays much more, and still does
not own the system.

Ownership delivers total control and certainty. It lets a company decide when to
upgrade, how to maintain, and how to reinvest the savings. It also provides
freedom from third-party interference. Once you own your system, you no longer
have to negotiate energy terms every few years. You have secured your own power
source.

The Future Is Ownership

In Asia, more companies are moving away from developer-run PPAs and toward
direct ownership. Financing has become simpler, and the cost of capital has
dropped. Banks understand the reliability of solar assets. The numbers are now too
strong to ignore.

In 2015, PPAs were the only path for most commercial installations. By 2025, the
balance has shifted. Most leading manufacturers, logistics firms, and retail chains
now prefer to own their systems outright. They understand that every peso spent
on energy ownership is an investment that compounds over time.

The lesson from a decade of solar growth is clear. The company that owns its
system wins twice: once through savings and again through independence. A PPA
might look easier at the start, but ease is not the same as value. In energy, the best
return comes from control, and control only comes with ownership.
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Chapter 3

LCOE: The True Cost Metric

When people talk about the cost of solar, they usually
mean the cost of installation or the time to reach
payback. Those figures matter, but they only show part
of the story. The real question is not how much you
spend, but how much each unit of power costs over
the life of the system. That is what the Levelized Cost of
Energy, or LCOE, reveals.

What LCOE Means
LCOE is a simple idea with powerful implications. It measures the total lifetime
cost of a solar system. Purchase, installation, financing, maintenance, and !
divide it by the total energy the system produces. The result is the actual cost \
per kilowatt-hour over its useful life.

For a high-quality commercial rooftop system using premium equipment, that

number can be remarkably low. Lower than a cheap, low-quality system. Once

the system has been paid for, every kilowatt-hour it generates continues to

reduce your overall average cost. The longer and more efficiently the system

runs, the cheaper your power becomes.

Why LCOE Tells the Truth

LCOE works realistically because it looks beyond the upfront bill. It captures the effect of
performance, degradation, maintenance, and time. A system that produces more
energy or lasts longer delivers a lower LCOE, even if it costs slightly more to build. It is a
more accurate way of measuring value than payback or headline savings because it
includes everything that matters.

Payback only tells you when you recover your investment. LCOE tells you what your
electricity will cost over 25 years. For companies making long-term decisions about
cost and reliability, that difference is critical. Few people ask us the LCOE question

Direct Ownership

Imagine a factory installing a one-megawatt rooftop solar system through
direct ownership.

The total installed cost is about 34 million, covering high-grade, IBC
bifacial panels, SMA inverters, structures, and cabling.
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The project is financed over five years at seven percent interest, with total
payments of about #40 million. Add around £#300,000 per year for cleaning and
maintenance, and allow for a #4 million inverter replacement in year twelve.

Over twenty-five years, the complete lifetime outlay, including financing,
maintenance, and replacement, comes to about #47.5 million. The system
generates roughly 1.4 million kWh per year, or 35 million kWh over its lifetime,
after accounting for expected panel degradation. That brings the actual
blended energy cost to about £1.35 per kWh.

This figure includes all lifetime costs, maintenance, and degradation, because
the solar power offsets grid electricity from the start, and loan repayments are
primarily covered by savings. Cash flow stays positive throughout the term,
and once the loan is cleared after year five, every kilowatt-hour produced is
effectively free. From that point, the system becomes a cash generator, cutting
the factory’s electricity costs for the next twenty years or more.

Power Purchase Agreement

Now consider the same factory under a Power Purchase Agreement.

The developer offers solar power at #5.50 per kWh, with a 4% annual increase.
The rate climbs to £8.14 by year ten and £9.90 by year fifteen. Over the past 10
years, the client has paid about #92 million. By year fifteen, the total reaches
£151 million, and by year twenty-five, it exceeds #289 million.

Every payment goes to the developer, and the client ends the contract with no
assets to show for it.

Comparison

The difference is abundantly clear. The owned solar panel installation costs
about P1.35 per kWh, while the PPA costs six times that over the same period.
Ownership produces savings from day one and delivers long-term financial
control that a PPA can never match.
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The Role of Engineering and Equipment

The LCOE advantage really depends on design quality. A well-
engineered system with durable components performs consistently and
maintains output for decades. High-quality inverters and modules lower
the cost per kilowatt-hour by generating more power from the same
roof area. Poor design or cheap equipment increases LCOE by causing
the system to degrade faster or requiring earlier replacement.

Solaren builds systems that are designed for life, not for contracts. Every
project uses equipment with long service histories and verifiable
warranties. That consistency is what allows clients to achieve a true cost
of energy far below what any developer can sell through a PPA.

Why LCOE Should Guide Every Decision

Once a company understands its LCOE, the decision between ownership
and a PPA becomes simple. LCOE is the bridge between engineering and
finance. It translates technical performance into a number that every
business owner understands. It also exposes the illusion of “free solar.”

If your LCOE is £1.35 and your grid rate is P10, there is virtually no financial
argument for renting energy at £#5.50 with yearly increases. The only
rational choice is ownership, unless your company cannot raise capital.

When you own your solar plant, you own your future energy price. That is
what LCOE really measures. This is not just cost, but control.
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Chapter 4

The PPA Equation:
Hidden Escalators
and Lost Value

Power Purchase Agreements are often presented as simple, predictable solutions.
You sign a contract, a Solar Power Company or developer installs a solar system at
no cost, and you buy electricity at a discount. The numbers look good on the first
page, but what matters most is hidden in the following twenty pages.

The structure of a PPA is designed to protect the solar power company or
developer’s investment, not the client’s long-term interest. It turns your roof into a
revenue stream for someone else, in quiet, incremental ways. That person has had
their spreadsheet open from day one of your negotiation.

The Escalator Trap

Most PPAs in the Philippines start with an attractive tariff, often ten to twenty percent
lower than the utility rate. The catch is that nearly every contract includes an annual
escalation. These increases are framed as “inflation adjustments” or “index-linked
revisions,” but in practice, they guarantee the developer a growing return while your
savings shrink year after year.

A PPA that starts at £#5.50 per kilowatt-hour with a four percent annual increase will
reach about £#6.60 by year five, £8.10 by year ten, and nearly £#9.90 by year fifteen.
The original discount disappears long before the midpoint of the contract, and by
the end, you are paying more than the current grid rate for power produced on your
own roof. It is a financial trap that looks harmless because the increases are
gradual. The first few years deliver savings, and by the time the cost curve flips, the
contract is locked in.
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The PPA Equation: Hidden Escalators and Lost Value

The lllusion of Risk Transfer

Developers and solar energy companies often describe and frame PPAs as a way to
avoid risk. They claim to take responsibility for equipment, performance, and
maintenance. The reality is that those obligations are carefully defined to protect the
investor.

Performance guarantees are usually based on very conservative assumptions. If the
system underperforms by a few percent, the client receives little or no compensation. If
a significant failure occurs, downtime provisions often allow the developer to repair the
issue without refunding lost savings.

At the same time, the client carries hidden operational risks. If the factory or facility
reduces consumption, there is usually a “take-or-pay” clause that requires the client
to pay for unused energy. If the building changes ownership or use, the contract must
be bought out. This is often at a price that covers the developer’s remaining projected
profit.

The promise of “no risk” really means “no risk for the developer.”

Equipment Without Oversight

Because the Solar company in the Philippines, or overseas developer, owns the system,
clients rarely know, let alone dictate, what equipment has been installed.
Specifications in the contract might name a brand or rating, but the actual
components can vary as long as they meet basic standards.

This is where quality quietly disappears. Many developers use entry-level inverters,
thinner cabling, and lightweight mounts to reduce cost. None of this is visible to the
client. The result is a system that performs adequately in the early years but degrades
faster, loses yield, and faces a higher risk of inverter or other failures.

The long-term loss falls entirely on the client, who continues to buy power at
escalating rates while the equipment that generates it ages prematurely.

The Buyout lllusion

Almost every PPA includes a buyout option. It sounds like flexibility, but the terms are
rarely favorable. The buyout price is typically set at a percentage of the system'’s
remaining book value, not its market value. In practice, this means you pay most of the
depreciation cost twice. First through your electricity payments, and again through the
buyout itself.

By the time you reach the end of a fifteen- or twenty-year term, the panels are nearing
the end of their warranty, and the inverters may need to be replaced. You have paid
several times the system’s original cost, yet you receive a used asset with limited life
left.
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The Portfolio Problem

Another overlooked risk is what happens when developers sell their PPA portfolios.
Solar developers often package multiple contracts and sell them to investment funds
or secondary operators. When that happens, your contract changes hands without
your input. You continue paying, but now to a company you have never met and that
may not even be based in the Philippines.

Any potential transfer can complicate service, warranty claims, and compliance. The
local installer may no longer be responsible, and the new owner is focused solely on
maximizing cash flow. For clients who value stability and transparency, this shift can
turn a once-straightforward agreement into an administrative nightmare.

The Cost of Lost Ownership

The most damaging cost of a PPA is invisible. It is the loss of ownership. Your own
system could have produced every kilowatt-hour you buy under a PPA for a fraction of
the price. Every year you remain under a fixed contract. You miss the opportunity to
lock in your own LCOE and free yourself from ever-escalating energy costs.

A PPA converts your potential long-term savings into someone else’s recurring income.
The developer gets a guaranteed yield. You get a fixed discount that erodes with time.
When the contract ends, you start again from zero.

A Lessonin Value

The more you study PPA contracts, the clearer the pattern becomes. The benefits flow
in one direction. The model rewards financial engineering rather than technical
performance.

Solar power is supposed to create independence. PPAs do the opposite. They create
dependence that lasts for decades.

The smarter path is to invest once, own the system, and keep the returns where they
belong. With you.
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Chapter 5

Why LCOE Wins for
Business Owners

The financial case for solar is no longer an environmental argument. It is a
cost argument. Every kilowatt-hour produced on your roof replaces one
bought from the grid, and that difference relentlessly compounds over time.
For business owners, the real question is not whether solar makes sense, but
which model produces the most reliable long-term return.

When that question is measured correctly, the answer is always ownership.

Seeing Energy as a Financial Asset

Business owners manage capital, not equipment. They focus on return, stability, and
control. Solar fits naturally into that framework when viewed through the lens of the
Levelized Cost of Energy. Once the numbers are modeled correctly, solar becomes one of
the highest-yielding capital projects a business can undertake. A solid system will always
save a business money.

An owned solar system behaves like a fixed-income asset. The upfront cost is the
investment. The energy savings are the cash flow. After the financing term ends, those
cash flows continue for twenty more years with no additional debt service. Unlike most
investments, the returns are not exposed to market swings or currency movements. They
are linked directly to the sun. Like your equipment, this should be both stable and
predictable.

This is why LCOE resonates so strongly with finance professionals. It distills engineering
performance into a financial language they understand. It turns panels and inverters into
a balance sheet asset that lowers operational costs every month.

What the Numbers Tell You

For a one-megawatt owned system costing about #34 million, the lifetime LCOE sits near
P1.35 per kilowatt-hour. Compare that to an average commercial rate of #10.00. The gap
between those numbers represents pure margin recovery. Each kilowatt-hour generated
internally saves £8.65. Multiply that by 1.4 million kilowatt-hours per year, and the system
saves roughly #12 million annually after payback .l
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In accounting terms, that is a perpetual yield of more than thirty percent
once the loan is retired. Few financial instruments can match that level
of certainty. The system generates energy that offsets a recurring
expense, which means its return is not subject to sales or market growth.
It delivers a measurable cost reduction every day it operates. Provided
it's reliable.

Why PPAs Fail the Financial Test

The PPA model is attractive to those who treat solar as an expense rather than an asset.
The zero Capex pitch simplifies budgeting, but it shifts all long-term value to the
developer. The client trades asset ownership for a series of escalating payments that
stretch over fifteen or twenty years.

When analyzed with even basic financial tools, PPAs perform poorly. The net present value
is negative because the payments exceed the cost of ownership. The client's internal rate
of return is effectively zero because the contract caps the savings. The only party earning
a decent return is the Solar Power company or developer.

No business owner would sign a lease on machinery that costs five times its market price
over its useful life. Yet that is precisely what happens with “free solar.” The terminology
changes, but the economics do not alter.

The Power of Predictability

Ownership delivers something PPAs can never offer: control over future costs. Once a
system is installed and financed, your energy costs are fixed for its entire life. You know
precisely what each kilowatt-hour will cost in ten, fifteen, or twenty years. That level of
predictability simplifies planning, stabilizes budgets, and shields a company from tariff
volatility.

For energy-intensive operations such as factories, warehouses, and food processing
plants, this stability can mean the difference between profit and loss in inflationary years.
When grid rates rise, owned solar stays steady. Over time, the difference compounds
silently in your favor. Solar power is a solid hedge against surprises.
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The Strategic Value of Independence
Business owners are concerned not only with costs but also with
risk. Energy is one of the most significant operational risks for
Philippine businesses because prices fluctuate and supply
interruptions are beyond your control. Solar ownership reduces
that exposure.

Every company that owns its solar system becomes less vulnerable to future rate shocks
and policy changes. The savings are financial, but the benefit is strategic. It strengthens
cash flow resilience, improves creditworthiness, and demonstrates sustainable
governance to investors and auditors.

The Shift Happening Now

Across Asiq, financial leaders are moving away from leased solar models and toward full
ownership. The reasons are simple: financing is accessible, hardware is proven, and the
LCOE advantage is too large to ignore. Companies that once signed PPAs are now
terminating or buying out those contracts to regain control of their energy costs.

Banks have also evolved. Clean energy projects now qualify for green financing with lower
interest rates and faster approvals. That shift has removed the last justification for PPA
dependence. In many cases, the after-financing cost of ownership is already below the
tariff developers charge for the first year.

The Business Owners’ Decision

When viewed purely in terms of numbers, solar ownership is one of the strongest financial
decisions a company can make. It replaces a variable expense with a stable asset. It
generates savings that grow in value as grid prices rise. And it aligns perfectly with every
principle of sound financial management: efficiency, control, and transparency.

The actual cost of energy is not what you pay today. It is what you lock yourself into paying
tomorrow. LCOE exposes that truth. Ownership captures it.
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Chapter 6

Equipment and Warranty
Control

In every solar project, equipment choices decide
how well the system will perform and how long it will
last. Panels, inverters, cabling, and mounting work
together as one functioning machine. When you
own the system, you set the standard for that
machine. When you sign a PPA, someone else sets it
for you.

That is the practical difference between long,
steady output and a slow decline that starts earlier
than it should.

The Problem with Hidden Choices

A typical PPA promises a system that meets a basic
specification. On paper, that sounds fine, but the
details are vague. You might see wattage and
inverter ratings, but the exact models, degradation
profiles, connector types, and equipment lifetimes
are rarely listed. The developer makes those
decisions to fit a financial model. If a cheaper
option still meets the minimum requirement, it
tends to win.

The result usually looks acceptable at
commissioning. Generation meets the guarantees.
Over a short period of time, the shortcuts lead to
faster degradation, nuisance faults, and a higher
failure risk at connectors and inverters. The client
keeps paying the tariff while the underlying asset
ages in ways they cannot see.

Ownership Means Oversight

Ownership changes the incentives. When you own
the plant, you decide what sits on your roof, and you
live with the results. You can have skilled personnel
review data sheets, specify brands, and demand
accountability.
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You can require installation photos, detailed
logs, insulation resistance tests, IV-curve
records, and commissioning reports. You
can choose equipment with proven service
records rather than chasing the lowest price
on the day.

Solaren builds to that standard. We design
around reliable systems with long design
lives and strong local support. We always
opt for premium modules that resist
moisture and microcracks and maintain
output in hot, humid conditions. We
standardize on cable and connector
families that are rated for local
temperatures and UV exposure. We
document everything so the owner has a
complete record from beginning to end.

The Mounting Reality

Mounting defines structural integrity and ongoing yield. For rooftop systems, the structure
is aluminum. It is always aluminum, high-grade, not thin. Aluminum has the right balance
of strength, weight, and corrosion resistance for metal and concrete roofs in the local heat
and humidity. It avoids galvanic issues on roof sheets and keeps dead load low. This
protects roof life and reduces fastening stress. Fixation methods are stainless. Fasteners,
clamps, and brackets use stainless steel to control corrosion at critical points and to
maintain clamping force over years of thermal cycling.

Other structures are different. For ground mounts, carports, and canopies, the prominent
steel members should be hot-dip galvanized. Those sections face wind, rain, and runoff in
ways a roof rail does not. Hot-dip galvanizing creates a durable zinc coating that resists
corrosion in exposed environments and extends service life far beyond that of painted
steel. In short, aluminum on roofs, stainless steel for fixations, and hot-dip galvanized steel
for carports and similar structures. That is the mix that lasts.

The Value of Transparent Warranties

A solar plant is a promise that stretches across decades. Warranties make that promise
real. Panel coverage should include both product and performance. Inverter coverage
should be clear on parts, labor, and turnaround. Under a PPA, those documents often sit
with the Solar Energy Company in the Philippines, and claims move through their process. If
portfolios are sold, the paperwork and responsibility can shift, and the client loses leverage.

When you own the system, warranties are issued in your name. You have standing with the
manufacturer. You can file claims directly, track replacements, and keep a clean service
history for audits and insurers. That transparency is not a footnote. Financial protection
preserves asset value.
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Equipment and Warranty Control

The Cost of Quality vs. the Price of Failure

It is common to ask whether premium equipment is worth the extra cost. It is, because
the price of failure is always higher than the cost of quality. A cheaper inverter might save
money on day one, but costs more in lost production and emergency replacements over
its life. A lower-grade module might pass factory tests yet lose output faster in high heat,
salt, or dust. One bad junction box or a poor connector family can wipe out months of
savings in a single event.

Quality lowers your lifetime energy costs. It also reduces the risk of interruptions,
protecting operations. In financial terms, better equipment tightens the range of
outcomes. That stability has value of its own.

Closing the Accountability Gap

PPAs separate the owner of the asset from the user of the energy. That separation
creates an accountability gap. The developer’'s goal is to meet a contract. The client’s
goal is to maximize performance. Those goals are not the same. With ownership, the
goals are aligned. Every improvement in performance benefits the owner, so
maintenance becomes proactive, monitoring is taken seriously, and upgrades are
evaluated on their actual payback, not on a contract boundary.

Built for the Long Run

Solar is infrastructure. The systems that look almost new after ten years share the same
traits. They use good inverters with clean thermal design and serviceable components.
They use premium modules with tight tolerances. They sit on the proper structures for the
environment, with stainless fixation and the correct separation of aluminum and steel.
They are installed by teams that log every torque and test, and maintained by people
who care about the next decade as much as the next month.

That is what ownership lets you enforce. You choose the equipment. You hold the
warranties. You control the maintenance. You protect the yield that drives your business.
Ownership is not only a financial model. It is a standard of care.




Risk and Regulation

Chapter /7

Risk and Regulation

Solar power is an engineering discipline first and a regulatory one second.’2
Both of these matters. The technical work produces energy, but the paperwork
determines who can legally sell, install, and connect it to the grid. When a
company chooses between ownership and a PPA, it also chooses between
different regulatory exposures.

Many businesses overlook this. They assume the paperwork is routine or that
the Solar Energy Company handles everything. That assumption can turn into a
real and serious liability.

Licensing and Compliance

In the Philippines, solar installations fall under the oversight of the Department
of Energy and the Energy Regulatory Commission. Engineering contractors must
also be licensed with the Philippine Contractors Accreditation Board. These are
not formalities. They are legal requirements.

A direct ownership project, handled by an accredited EPC such as Solaren,
provides clear compliance throughout. The owner is registered as the end-user,
the EPC is accredited, and all net-metering or interconnection work is
documented under that partnership. Responsibility is straightforward. The
system is yours; the operation is yours, and the paperwork sits in your name.

Under a PPA, the situation is more complex. The developer effectively becomes
a private power producer. That places them under a different category of DOE
and ERC oversight. Not all developers meet those conditions, and some operate
without proper registration, using short-term permits or third-party
partnerships. If a regulator questions the setup or if the utility audits
connections, the client’s site becomes part of that investigation.

That risk is not theoretical. DOE has already issued circulars tightening
requirements for distributed energy providers, including those selling power
through private agreements. When the rules evolve, the compliance gap falls
on the parties physically hosting the systemsl

Contractual Risk

A solar plant lasts twenty-five years, but few PPAs guarantee stability for that
long. Contracts often allow developers to assign or sell their rights to another
entity2l Once that happens, the client is left with a new owner. One who might
not share the same standards or even have a local presence.
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Risk and Regulation

If disputes arise, they fall under the jurisdiction set out in the contract, which is often
foreign. The simple energy agreement turns into a cross-border legal process. Clients
rarely notice this clause until they try to enforce performance guarantees or warranty
claims years later.

Ownership avoids this problem. The only contract is between the owner and the EPC.
The warranties sit with global manufacturers. There are no middlemen to transfer, no
developers to dissolve, and no third-party investors to satisfy.

Financial and Regulatory Overlap

Because PPAs combine financing and energy sales, they fall under both energy and
financial regulation. In many cases, developers and solar energy companies are
effectively operating private power utilities without the same level of oversight as
public utilities. That creates uncertainty in how those contracts will be treated under
future ERC or DOE rulingsis!

For clients, this means exposure to potential retroactive changes, such as taxation,
compliance audits, or connection reviews. The more the industry grows, the more
attention it draws from regulators. Ownership eliminates that uncertainty because you
are producing power for your own consumption, not for resale. The model is clean and
clearly defined in the existing policy framework.

Grid and Net-Metering Approvals

Every grid-connected system must pass utility approval, regardless of who owns it.[%
Under ownership, this process is direct. The client signs the interconnection agreement,
the EPC manages technical submissions, and the authority-to-connect is issued to the
rightful owner.

In a PPA, the developer usually signs the documents in their own name, which means
you are hosting someone else’s grid connection on your roof. If the relationship ends or
the system is removed, the site must go through another full round of approvals to
restore the original service configuration. It sounds procedural, but for large sites it can
mean months of delay.

The Stability of Direct Ownership

Every risk in a PPA-from licensing and contracts to regulatory changes and operational
transfer-stems from one simple fact: the client does not own the system. The
developer or solar company in the Philippines controls the paperwork, the equipment,
and the legal structure. The client controls none of them.

Direct ownership eliminates that uncertainty. It simplifies regulation, localizes control,
and keeps every document, permit, and warranty in the hands of the people who pay
the power bill. When the system is yours, the risk profile becomes transparent and
manageable.

The safest solar project is the one where compliance and operation are aligned. That
happens only when the same company owns the system and the responsibility.
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Chapter 8

The Shift to Ownership in
Asia

A quiet shift has been underway across Asian
markets. Companies that once accepted
leased solar as the default are choosing to own
their systems. The reasons are practical. Capital
is more available. Hardware is better and
cheaper. Finance teams now understand how
to measure energy as an asset instead of an
expense. What began as a niche choice a
decade ago is turning into the standard for
serious operators.

The Shift to Ownership in Asia

The first driver is cost. Panel prices fell for years, and installation practices improved
with experience. Roof integration is cleaner. The electrical balance of system parts
lasts longer. Monitoring is simpler to deploy and easier to read. When the installed
price drops and the yields rise, ownership becomes hard to ignore. A plant that used to
demand a payback measured in long cycles now returns capital in a handful of years

and then keeps producing for decades.

Financing followed that curve. Banks in the region learned the risk profile of rooftop
solar and began offering clean energy facilities with terms that match the technology.2
Credit committees now treat a well-engineered one-megawatt plant as predictable,
especially when it sits atop a stable manufacturer or logistics hub. What used to
require a developer’s balance sheet is now accessible to the end user on reasonable
terms. Once that door opens, the logic of renting power loses momentum.
Regulation also plays a part. Utility interconnection and net metering rules matured.
Approval pathways that once felt experimental became routine. When a company
owns its system, the paperwork is straightforward. The owner
interconnection, carries the responsibility, and enjoys the savings. By contrast, a
private rooftop power sale raises additional questions from regulators because it
combines energy and finance in a single contract. Few business owners want to be the
counterparty in someone else’s regulatory experiment.

signs the

Another reason is control. Owners want certainty about the equipment installed on
their buildings. They want to know precisely which inverter family is installed, what the
module glass and encapsulant are, and how warranty claims will work in year twelve.
Ownership gives that control. It allows the choice of inverters with a long design life
and proven service networks. It provides clarity on every connector, junction, and cable
run. When uptime matters, that clarity is worth more than a headline discount.
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The Shift to Ownership in Asia

The market is responding in visible ways. Large firms that once signed power
purchase agreements are buying out those contracts and commissioning
their following sites as owned plants. Multisite retailers are standardizing
designs across branches so maintenance and monitoring behave consistently
everywhere. Export manufacturers are adding storage to stabilize captive
demand and to protect processes from short interruptions. These are not
symbolic moves. They are operational decisions born from years of learning
what works and what does not.

There is also a change in how business leaders talk about energy. The
conversation is no longer about being green. It is about margin and resilience.
Owned solar reduces cost per unit produced and improves predictability
during volatile years. It strengthens bids, smooths budgets, and lowers the risk
of sudden price shocks. A PPA cannot deliver those outcomes because the
terms are fixed to someone else’s return. Ownership aligns incentives with the
only party that matters. The business owner.

The technology landscape supports this shift. Monitoring platforms are mature
and can detect small drifts before they turn into failures. Inverter firmware can
be updated safely and remotely. Premium modules hold their performance in
heat and humidity. When a system meets that standard, the lifetime energy
cost falls to levels that a developer's tariff cannot match. Once a
management team sees those numbers from their own roof, the decision
tends to repeat across their portfolio.

Transitioning from a leased model to ownership is not complicated. Many
companies begin by targeting their largest single site for a wholly owned plant
to establish process and internal confidence. They document everything from
structural checks to commissioning reports. They map the energy profile and
tune loads once the monitoring data begins to flow in. They develop a minor
in-house cadence around cleaning, visual inspections, and ticketing with the
EPC. After 12 months of stable performance, they roll out the same design to
the next two or three sites and negotiate better terms on equipment, since the
specification is now proven. What starts as one project becomes a program.

Storage enters naturally once ownership is established. Batteries make the
most sense when the energy source is yours and the duty cycle is clear. Cold
storage, process heat management, and shift changes are all easier to
stabilize when you commmand both generation and storage policies. The same
thinking applies to future upgrades. Owners can add capacity, adjust
stringing, or refresh an inverter family on their own schedule. None of that is
simple under a PPA because the asset and the cash flows belong to someone
else.
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The Shift to Ownership in Asia

There will always be cases where a lease looks simple, especially for tenants
with short horizons. But the regional trend points in one direction. The most
disciplined operators now prefer to own the generating plant that powers their
operations. They have learned that the actual cost of energy is measured over
decades, not in the first year’s discount. They want a number they can rely on
and a system they can steer. Ownership provides both.

The shift to ownership is not a slogan. It is a result of better engineering, better
financing, and better understanding. The companies that make the change
rarely go back. Once you see energy as an asset you can medsure and
manage, you stop renting it. You buy it, you care for it, and it pays you back
every day it runs.

The market's direction is already clear. Energy independence has become part
of financial strategy, not environmental policy. The companies that act now will
own their costs, their risks, and their future. Those who delay will end up paying
others to control what should have been theirs.

Solaren continues to lead this transition. Every system is engineered, installed,
and supported in-house, using proven equipment and full regulatory
compliance. We help clients move from dependence to ownership. We turn
power generation into a predictable, measurable asset.

If you are reviewing energy options for your facility, start with a question that
reframes the decision. Do you want to buy electricity, or do you want to own the

means to produce it?

The next solar revolution belongs to owners.
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Glossary

. Glossary ",

4

Capex (Capital Expenditure)

e The upfront investment cost of purchasing and installing a
solar power system, including equipment, design, and
construction.

DOE (Department of Energy)

e The Philippine government agency responsible for energy
policy, regulation, and oversight of renewable energy
installations.

EPC (Engineering, Procurement, and Construction)
e A project delivery model where a single contractor designs,
procures, and installs a complete solar power system on behalf &
of the client.

P e

ERC (Energy Regulatory Commission)

e The regulatory body that enforces electricity market rules,
oversees pricing, and ensures compliance with distribution
utilities and power producers.

IPP (Independent Power Producer)
e A company that generates electricity for sale to utilities or
private clients rather than for its own consumption.

kWh (Kilowatt-Hour)
e A unit of energy equal to one kilowatt of power used for one
hour. The standard measure of electricity consumption or
generation.

LCOE (Levelized Cost of Energy)
e The total lifetime cost of building and operating a solar system
divided by the total energy it produces. Used to compare long-
term cost efficiency.
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Net Metering
e A policy allowing owners of solar systems to export excess
electricity to the grid and receive credits on their electricity
bill.

O&M (Operations and Maintenance)

e The ongoing activities required to keep a solar system
operating efficiently, including cleaning, inspection, and
preventive servicing.

PPA (Power Purchase Agreement)
e A contract under which a developer finances, installs, and
owns a solar system, selling the electricity it produces to the
client at an agreed rate.

PV (Photovoltaic)
e Technology that converts sunlight directly into electricity
using semiconductor materials.

ROI (Return on Investment)
e A measure of financial performance that compares the gain
from an investment relative to its cost.

Warranties — Product vs. Performance
e Product warranties cover defects in materials and
workmanship.
e Performance warranties guarantee the percentage of power
output over the system’s life.
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