SOLAR PANELS 

EXECUTIVE SUMMARY 

The business of Solar Panels in Peru is very incipient, due to the lack of a government policy regarding the country electrification using photovoltaic systems.

The projects carried out in Peru have been mainly on telephony, lighting, education and health.  

There is no private investment in the country in this sector.

There are, though, a few massive importers of this product: Cime Comercial, Acumuladores Latinoamericanos, Total Energy (recently created).  

The import of other photovoltaic cells for their application in security (alarms) has to be taken into account. 

The government has designed projects of Rural Electrification up to 2012 for buying 122,000 panels, investing US$ 96 billions in all, but this is subject to the budget availability since the GEF demands the Government to invest 50% of the investment in each project. 

Shell took over Siemens and now the most popular brand of solar panels in Peru is Shell Solar.

No special tariff to solar panels coming from India is applied. 

No antidumping rights are applied to this product.

CONCLUSION 

 Peru is a country that depends on the government investment for applications of solar energy and it is used only in social projects. The population lacks of purchasing power to afford the costs of a solar module for a house. Currently, there are 3 important companies that import branded panels. 

Because the government projects have a strong political charge and Peru lacks of necessary economic resources, we consider that the solar panels represent an attractive but irregular market, and that any new supplier must be well positioned in the government in order to assure the completion of each project and have enough economic resources to finance a permanent office in the country.  The office can be dedicated to promote the sale of photovoltaic cells for security purposes.  

DISTRIBUTION AND MARKETING 

This is a product that moves in function of personal contacts.  It is required to have contacts in the government and ministries in charge of calling for international bids on panels (Education, Transports and Communications, Energy and Mines, Health etc.), and also to have a permanent contact on the manufacturers side for having enough supply when necessary. It might be a good idea to make alliances with these manufacturers.

Another alternative would be integrating everything with products imported from India. It would be more expensive, though.

This type of office demands a high budget regarding Representation expenses, which means spending money without obtaining immediate results. 

The beneficiaries from this type of products do not have opinion on the product brand since they only receive the profits.  

When the solar panels for rural telephony started to be implemented, the self-financing system was used, which implies the use of pre-paid phone cards by the user in order to make telephone calls.  

The Aeolian energy would be good for exploring a little since to date no one has been interested in this segment.  

INTERVIEWS 

I. – SPECIALIZED MEANS 

1. - 
POLEMICA MUNICIPAL: 

Mr. Edgard Naola Ordóñez 

It is a bimonthly, nationwide circulation newspaper, mainly in the governmental environment. It widely works with municipalities of all towns. 

Its main knowledge is the needs of municipalities, regional governments and their economic limitations.  

He considers that the country has electrification needs, but municipalities do not listen to the population.  

He thinks that the solar panels are a product of low rotation. 

His opinion must be considered like something eminently journalistic and not technical and less commercial.  

2. - 
AMERICA RENOVABLE:  

Mr. Carlos Hadzich (Engineer) 

It is a small quarterly magazine; its readers are specialized practitioners and importers of solar panels. It has been doing business for 4 years.  

He considers that the market of solar panels is still very young and 3 important phases would be part of it during its development. The countryside is considered in the first place having economic support of the state, great buildings with ecological approach and countryside houses in the private sector.  

His opinion is important because besides from being the magazine director, he is a skilled practitioner who takes part in many projects in the country.  

II.- SPECIALIZED PRACTITIONER
Mr. Aníbal Valera Palacios (Engineer)

Universidad Nacional de Ingeniería 

Department of Sciences 

They have participated directly in electrification projects in Taquille, Lago Titicaca, Iquitos, Pucallpa (San Francisco), Cajamarca (Chetilla) 

He considers that the brands of greater prestige are Siemens from Germany; Kiocera from Japan; and Arco Solar from North America.  He considers them of good quality since they offer several varieties according to each climate need for not all zones have a strong solar presence. 

 

He is aware of solar panels from India, but he has not had the chance to try them.  

The recommendations he gives to any exporter are as follows:  

To take care of the parts that belong to the installation process (accessories), electrical items, batteries etc.  

To have personnel highly qualified for the installation and maintenance service.  

Mr. Carlos Hadzich (Engineer)

Pontificia Universidad Católica del Perú 

Ecological House – Support to the Rural Sector 

He participates directly in many projects of solar panels’ installation in different regions from the country. He knows about this product because they are dedicated to the investigation of renewable energy. 

He has participated in installation works for the Ministry of Health, Ministry of Energy and Mining, Ministry of Education and Foncodes.  

The current project he is developing is ‘Plan Huascarán’ from the present government.  

He believes that an exporter must consider that the product does not have problems in its operation and that the person who is going to install it uses the right parts adapted to the requirements of each zone.  

He has lately received the visit of Mr. Amancio Diaz Oré from the company ADO SRL offering solar panels from India.  

He considers that there is a great potential to use Aeolian Energy since there are some windy zones in Peru that can generate between 80 to 100 mw.  

III - IMPORTER 

ACUMULADORES LATINOAMERICANOS S.A.C.  

General Manager: Mr. Jorge Villarreal Pérez

This company has 5 years of experience in the market of solar panels and 40 years in the business of the automotive, stationary and industrial batteries.  

From 2003 to 2004, 104 panels have been imported. 

The brand they represent is BP Solar.

He says having received solar panels from USA, Australia and India at some point because BP Solar’s policy is to get products from different countries, but ignores the quality of the panels from India.  

The reason why he works with BP Solar is the quality of their panels and because he receives good credit according to the project up to 120 days.  

He has not imported panels from India in a direct manner. 

He considers that India is a country with technology, but the tires he used were not good.  

He suggests the exporter to have good technical support and very good relations with the government since during the auction public relations and good prices are important. There are always some requirements to meet. 

