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Executive Summary

The European project FINA-RET intends to identify and package financing products for small scale investments dealing with Renewable Energy Technologies (RET) and Energy Efficiency Technologies (EET). It is an integrated approach targeting small and medium sized end users (residential, commercial, agricultural and small industrial) dealing or affected by these investments.

The objective of this document is to present the synthesis of the results derived from the surveys performed in the five consortium countries (i.e. Austrian, Cyprus, France, Greece and Italy) aiming to identify the perception of the general public and of the market actors on financing products for small-scale investment on RET and EET applications. More specifically, the objective of this report is twofold: a) to present the synthesis of the results per country, providing information of the financing products characteristics and on market potential of these technologies and of the related financing products correspondingly, a the methodological approach adopted for the elicitation of the requirements, b) to present a cross-country synthesis with regards to the development of financing products, incentives and measures for small-scale RET and EET investments, both from public and private sector.

The report is organized in nine sections. Section one is an introductory part to FINA-RET project and to WP3 objectives, section two presents the approach used for synthesizing the surveys’ results. Sections three to seven presents the synthesis per country, while section eight presents the overall synthesis and recommendations. Finally section nine provides some concluding remarks.
1. Scope and Objectives of the document
1.1 The WP3 context in the FINA-RET development

The main objective of the FINA-RET project is to work on the identification and packaging of financing products for small scale investments dealing with Renewable Energy Technologies (RET) and Energy Efficiency Technologies (EET). The potential investors targeted by the project are small and medium size ones – residential end users, commercial, agricultural and small industrial investors. 

In order to achieve this objective, a systematic process of eliciting the user requirements and characteristics of the financing products that are to be designed within the context of FINA-RET project, has been identified. This process involves a) the categorization of RET and EET based on their investment requirements, b) the review and assessment of the available RE & EE technologies financing mechanisms, c) the development of a methodological framework for user requirements elicitation (including a user requirements and market assessment survey in the member states involved in the project), and c) the development of an effective communication strategy, that involves dissemination events and interaction with stakeholder groups involved in or affected by the financing of RET and EET investments. 

More specifically, the third Work Package (WP3) entitled “RE & EET Financing Products’ Requirements Elicitation” aims to identify the characteristics that potential financing products should have in order to support the implementation of investments on small-scale RE and EE technologies applications. To achieve this objective three main steps have been identified: (i) development and operationalization of a methodological framework for eliciting the perception and requirements of the market actors and of the potential investors, (ii) the implementation of this framework through the realisation of a survey on households and SMEs as well as a survey on Construction Industry, RET and EET Industry and Policy Makers in Austria, Cyprus, France, Italy and Greece and (iii) analysis and synthesis of the surveys results in order to reach meaningful conclusions on what are the requirements and characteristics that potential investors need for a financing product.

The process, methodological tools and findings of each methodological step mentioned above are presented in the corresponding Deliverable of WP3, i.e. D3.1 on the Methodological Approach, D3.2 on survey implementation and results, D3.3 on synthesis of results. As it became apparent the implementation of each methodological step requires the information identified in the previous steps of WP3 as well as the findings of WP2. 
1.2 Objective of the task 3.3 and related deliverable D3.3

The present document includes the synthesis of the results derived from the five different surveys, i.e. to households, SMEs, construction industry, RET and EET industry and policy makers, that were developed in Austria, Cyprus, France, Greece and Italy. The description of the surveys performed and the analysis of the data collected has been presented in deliverable D3.2 titled “User Requirements Analysis and Synthesis Report” that constitute the main source of information for the findings presented in this deliverable along with deliverable D2.2 titled “Review of existing financial products/mechanisms for RE and EE Technologies applications”. The synthesis approach developed and implemented in order to lead to the conclusions presented in this report has been originated within the work performed in task 3.1 on the overall methodological approach of the surveys and user requirements elicitation, which is reported in deliverable D3.1 titled “User Requirements Methodological Approach”.
The synthesis presented in this deliverable takes place into two levels, i.e. on a country level and on a cross-country level and aims to identify: (i) the financing products characteristics, (ii) the characteristics and prospective of the market that the financing products will be launched to and (iii) the characteristics of an effective promotion approach for the financing products. Furthermore, as a result of the synthesis conclusions and recommendations as to haw certain non-technological barriers to RET and EET implementation can be overcome are identified and presented.

The outcome of this work, with the findings of work package two on RET and EET technologies categorization and on past and on going financing products, measures and incentives, will provide the necessary input for the specification of cost-effective financing products and of their promotion strategy characteristics within the works of the fourth work-package of the project.
It must be mentioned that this version of the report has been enhanced with the Consortium comments and the comments of the external reviewer that D3.3 has been assigned, the review results of whom are presented in Appendix A of the report. 

2. Synthesis Approach

The synthesis of the results of the surveys performed in the five countries involved in the project will take place into two levels, i.e. on a country level and on a project level. As explained in the synthesis section of the methodology in deliverable D3.1 titled “User Requirements Methodological Approach” the synthesis on the country level will aim to provide information on:

1. the financing products characteristics 

2. the characteristics and prospective of the market that the financing products will be launched to

3. the characteristics of an effective promotion approach for the financing products.
In order to identify those features and attributes of a financing product that is of importance to the potential investors, the opinions and considerations raised from those interviewees that: (i) have already taken a loan, (ii) intent to apply for a loan and (iii) will never apply for a loan will be taken into account. Furthermore, an attempt will be made to correlate the above findings with the age, educational level, gender, etc. of the responders in order to explore any meaningful conclusion with regards to the financing products characteristics.
To assess the market’s potential the following issues will be discussed: 
· the profile of the potential investors, 
· the size of the market, 

· the characteristics of the most promising for investing technologies and 

· the competition available in financing products for energy related investments.
In order to analyze in a systematic way competition the five forces model of Porter (Figure 1) may be used. The Competitive Forces analysis is made by the identification of five (5) fundamental competitive sources:

1. Entry of competitors

2. Threat of substitutes

3. Bargaining power of buyers

4. Bargaining power of suppliers

5. Rivalry among the existing players,

And sometimes a sixth competitive force is added:

6. Government

The use were feasible of this analysis will be rather useful since it will provide in a systematic way results on the characteristics and prospects of the market of financing products fro energy investments. 



Figure 1: Porter Five Forces analysis
Finally, synthesis will also lead to the characteristics of the financing products promotion strategy. The surveys performed have been designed in such a way as to provide primary data and information needed in order to identify the characteristics of an appropriate promotion strategy that will communicate the competitive advantage of the financing products and the cost effectiveness of the investments that they are addressed to (i.e. small-scale RET and EET investments). More specifically, the survey results along with an analysis of the socio-economic and cultural settings of the market will provide information on the following attributes of the promotion strategy:

· main message

· campaign person

· promotion channel.
Following the synthesis on the country level the project will attempt to integrate results to one level more and draw more generic conclusions with regards to the financing products design and promotion in different markets (i.e. in terms of their degree of development and prospect). In addition, conclusions on non-technological issues related to RET and EET market take-off will be presented and discussed.
3. Synthesis of surveys’ results in Austria

3.1 Characteristics of FINA-RET’s Financing Products

3.1.1 Preferable Characteristics for a financing product

Within the framework of the survey that was conducted among a few thousands of Austrian households and hundred SMEs, the interviewees were asked to prioritize the features that a financial product should have in order to make them apply for it. The majority of the interviewees – households and SMEs alike - that had already applied for a loan in the past said that the most important features of a financing product are:

· The lower interest rate 

· 1st most important feature: 51,1% households, 50,0% SMEs

· 2nd most important feature: 68,9% households, 71,4% SMEs

· The accessibility of the loan

· 1st most important feature: 18,9% households, 18,9% SMEs

· 2nd most important feature: 14,3% households, 21,4 % SMEs

Furthermore, the questionnaire included questions not only about the past behavior when investing into RET/EET but also their future behavior towards a potential investment. The vast majority of the interviewees were rather positive to an investment in RET and EET and a great percentage felt that they would apply for a loan in order to meet their need for financing. When comparing the results of the selected loans to the desired features of future loans, one can notice that a low interest rate is still most important, but the link of level of installment with the energy savings becomes much more valued in comparison to e.g. the accessibility of the loan. Among the households for instance this feature ranges third among the 1st most important features with 9,4% and second among the 2nd most important features with 25,7%, while beforehand only 7,8% respectively 13,3% were attributed to this characteristic. This leads to the conclusion that financing offers by private or public institutions could attract potential customers by rewarding them through their energy savings achieved. 
3.1.2 Satisfaction Obtained from Existing Loans

As it was already mentioned, there were some households and SMEs that had already invested in one or more RET/EET and an important part of them had applied for a loan in order to meet their needs for financing. This group of interviewees was asked to further comment on the financing terms and the procedure needed for obtaining the loan. It came out that most of the interviewees were satisfied with the application and obtaining process for the loan that finally had decided to apply for. However, most of them were moderately satisfied as regards the loan’s terms even though they would reapply for a loan in order to invest in RET/EET solutions.

Comparing the results between SMEs and households it can be stated that SMEs tend to be slightly more satisfied with the terms of the loan in comparison to households (SMEs: 0.0% very dissatisfied; 7.1% rather dissatisfied; 50.0.1% moderately satisfied; 35.7% quite satisfied; 7.1% very satisfied; households: 10.0% very dissatisfied; 15.6% rather dissatisfied; 31.1% moderately satisfied; 26.7% quite satisfied; 13.3% very satisfied).

3.1.3 Reasons for not applying for a financing product

The question why households and SMEs in Austria did not apply for a loan in order to cover the (matching) fund of their investment did unfortunately not provide any conclusions. Some of the respondents answered that the process of applying for the loan was too complex and confusing; that there was no loan customized to their needs or that there they do not trust banking institutions. Nevertheless, the great part of both interviewed parties indicated “other reasons”.

Interestingly the majority (56%) of SMEs indicated that they would be able to cover the total investment cost and this seems to be the most significant reason. Other options such as: “applying for a loan is a complex and confusing process” or “the company does not trust banking institutions” received relatively low scores with 5% respectively 3%.

3.1.4 Willingness to invest in RET/EET

In summary Austrian households and SMEs tend to be positive towards obtaining loans, since e.g. 79% of the households that already applied for a loan would do so again in future. Moreover, the households and SMEs seem to be rather positive to invest in RET/EET. The greater part (19.6%) of the households would be willing to pay €10.000 – €15.000 more in order to have a RET or/and EET application as a standard to their building. Also, the majority of household indicated as a payback period for their investment between 10 to 15 years. Generally speaking the smaller the amount respondents were willing to invest “something more” the quicker they expected the money to be refunded. 

Generally speaking SMEs are willing to invest more, the higher the energy reduction (31.0% would pay between €15.000 to €20.000 for a 30% reduction). Payments of up to €20.000 most probable correspond to investments taken by smaller SMEs and companies with comparable low energy consumption. However, an SME in the manufacturing sector is most probably not able to reduce its energy cost by 30% with an investment of up to €20.000, since their energy costs are relatively high with up to €50.000 annually. Although SMEs are willing to invest more for more energy savings, little difference can be noted in the expected return on the investment i.e. investments leading to a 30% energy reduction should equally be refunded within 5-10 years as investments leading to a 10% energy reduction. This is particularly remarkable since the willingness to invest differs significantly with the amount of energy savings, i.e. the more the energy savings the higher the investment that SMEs expect to make.

Comparing the willingness to invest from Austrian households and SMEs to the other countries of the FINA-RET project (Cyprus, Greece, France and Italy), interviewees in Austria stated by far the highest amounts. This is most probable due to the fact that there is a relatively good knowledge about the actual cost of technologies among the general public. 

3.1.5 Concluding Remarks on the characteristics of FINA-RET’s Financing Products

After taking into account the above findings, it can be concluded that households and SMEs do not choose among the available financing products based only on the interest rate, although interest rate was considered as the most important factor while deciding for which loan they would apply. As it was mentioned in the previous sections, a low interest rate could be the “carrot” for attracting the potential investors but not necessarily the deciding factor. Namely, even if a loan has low interest rate, other features such as the obtaining process that were considered by the interviewees less important while choosing a loan can prevent the investor from applying for the financing product. It has emerged from the survey that households and SMEs would value a link of the level of installments with energy savings as a very attractive feature of a financing product for any future loans. 

3.2 Characteristics of the market of FINA-RET’s Financing Products

3.2.1 Profile of the potential investors

Households

The following table shows the distribution of respondents in relation to the overall population. The most densely populated regions Vienna, Lower Austria and Upper Austria, making up 4.6 million of the population, accounted for about 60% of the sample. 

	Region
	total inhabitants*
	% of respondents
	total numbers

	Burgenland
	280.082
	2,80%
	29

	Carinthia
	559.698
	4,60%
	47

	Lower Austria
	1.587.651
	25,50%
	260

	Salzburg
	525.859
	6,20%
	63

	Styria
	1.203.036
	9,80%
	100

	Tyrol
	696.049
	9,30%
	95

	Upper Austria
	1.403.762
	18,50%
	189

	Vienna
	1.661.206
	19,00%
	194

	Vorarlberg
	363.952
	3,90%
	40

	n.s.
	 
	0,40%
	3

	Total population
	8.281.295
	100,00%
	1.020


Source: Statistik Austria, 2006
Distribution of households per region

As it appears from the above table, all age groups were represented in the sample the dominant one being the one of 35 – 49 years old. Furthermore, the size of the majority of the households was between 3-4 persons and had an annual income of 10.000€ – 30.000€. Regarding the educational level of the interviewees, the majority was graduates of higher education followed by graduates of secondary education. 

Taking into account the synthesis of the sample and the answers given while conducting the interview, it seems that people with higher educational level are more aware of the available RET  and EET applications and more determined to invest on one or more of these technologies. Furthermore, people of 35 – 49 years old are most likely to invest and also dispose of sufficient means for investment. Moreover, households only disposing of €5.000-€10.000 show an exceptional motivation to invest above €15.000 for the installation of RET/EET in their homes. This number is probably influenced by students who on the one hand show great motivation and education and on the other hand expect to have a reasonable income in future. 

Surprisingly households already using energy from renewable sources showed a higher willingness to invest “something more” than households still highly depending on fossil fuels such as oil.

Finally, the majority of the interviewees (and thus of the potential investors) seem to be concerned about climate change and consequently try to reduce their energy consumption and their overall energy cost. 
SMEs

The sample of the survey included a few hundreds of SMEs in all federal provinces of Austria and in the following table shows the percentages of interviewed companies included in each of the identified type of activity groups. 
	Core Activity
	%

	Manufacturing           
	27%

	Commerce               
	16%

	Services                 
	32%

	Tourism                    
	19%

	Farming    
	6%


SMEs presented by core activity
38% of the SMEs interviewed employ up to four persons and only 11% employ between 50-249 employees. Hence the majority of 51% of the SMEs are employing to 4-50 workers. Furthermore 85% of the responding SMEs operate their business at only one branch. SMEs having two branches range second, but account for 5% of the sample only. Only two of the companies interviewed operate more than five branches.

Regarding the turnover of the businesses interviewed, the larger part (33%) reports an annual turnover of up to € 300.000. Since the greater majority of SMEs interviewed is rather small with up to four employees operating at one business unit the relatively low amount of turnover can easily be explained.

Although 45% of the respondents already cover their energy demand (partly) from renewable energy resources the energy received from fossil fuels such as oil (44%) and gas (45%) still receives considerable importance. 

Finally, 95% of the SMEs interviewed are to a very great or great a extent concerned by climate change and global warming and are willing to invest on RET/EET.

3.2.2 Predominant Technologies in Austria

Households

Within the framework of the survey, the interviewees were asked to state if they have inquired and then used one or more RET and EET (see Table 3 below). 

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	· Solar thermal water heater
	49%
	36%

	· Geothermal heat pump
	22%
	7%

	· High Efficiency Air Heat Pump
	18%
	4%

	· Biomass boiler
	39%
	27%

	· Condensation boiler
	15%
	7%

	· Grid Connected Photovoltaic
	21%
	7%

	· Stand alone Photovoltaic
	17%
	3%

	· Micro - hydro
	13%
	2%

	· Micro wind turbine
	15%
	1%

	· Insulation of envelop (walls and roof)
	65%
	59%


Awareness and use of RET/EET households

The results of the surveys revealed that households are to a satisfied level aware of the available RET and EET applications but most of them have mainly invested in insulation of envelop, solar thermal water heater and biomass boiler. Further, those that had already invested in any RET or / and EET stated that are satisfied with their investment. 

Moreover, the use of these technologies in Austrian households is reflected by the public grant schemes and the initial costs of the investment. In the case of solar thermal water heaters, the investment cost starts at a comparable low amount of €6.000 and investors can anticipate an up to 30% public one-off subsidy. Although in the case of thermal efficiency the initial investment is much higher starting at about €15.000 for the insulation of walls up to €75.000 for a complete insulation of walls, roof and the exchange of windows (example of a one-family detached building) the subsidy granted still amounts to up to 30% of the investment.

Consequently, it can be concluded that even though Austrian households are aware of the full range of RET/EET solutions, there is a tendency to invest in technologies that are highly subsidized by the government. Finally, both the Construction and RET/EET Industry agree that public subsidy schemes should be designed in favor of an overall strategy. Namely, the schemes should support a mix of technologies in the sense of ensuring a sustainable development and the highest energy efficiency possible. 

SMEs

Also, SMEs were asked to state if they have inquired and used one or more RET/EET. 

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	· Solar thermal water heater
	89%
	33%

	· Geothermal heat pump
	83%
	8%

	· High Efficiency Air Heat Pump
	81%
	8%

	· Biomass boiler
	90%
	33%

	· Condensation boiler
	71%
	3%

	· Grid Connected Photovoltaic
	85%
	4%

	· Stand alone Photovoltaic
	88%
	14%

	· Micro - hydro
	82%
	0%

	· Micro wind turbine
	82%
	0%

	· Insulation of envelop (walls and roof)
	65%
	7%

	· Fluorescent bulbs program collective
	96%
	82%

	· High efficiency electrical motors
	94%
	67%

	· Heat recovery system for compressed air machine
	72%
	12%


Awareness and use of RET/EET SMEs

The level of knowledge about the technology is very remarkable. 10 of the 14 technologies mentioned have been inquired by over 80% of the SMEs interviewed. Generally speaking, the inquiry about a technology does seem to lead to knowledge but not necessarily to use and implementation of the technology. Namely, most of the companies have mainly invested on solar thermal water heater, insulation of envelop, biomass boiler and fluorescent bulbs program collective. Stand alone photovoltaic and high efficiency electrical motors are also used by Austrian SMEs but to a smaller extent. 

Furthermore, the SMEs that installed RET/EET tend to be very satisfied with the functioning of the technology. Condensation boiler, grid connected PV and insulation of envelop receive the highest satisfaction levels. The highest level of dissatisfaction can be noted with high efficiency air heat pumps. Nevertheless two third of the users are still very satisfied with this technology.

Regarding the sector of activity, manufacturing companies are clearly the leaders in installing and using RET/EET. Next follow SMEs operating in the service sector, before companies in tourism, commerce or farming. When looking at the type of technologies that are applied by the manufacturing sector in comparison to the services sector, it can be stated that the take up of technologies that require less technical involvement, respectively have a lower average production power (kwh) are more applied by the service sector. For example a fluorescent bulbs program is rather installed by SMEs in services sector (31%) than by SMEs in manufacturing sector (27%). On the contrary the latter would rather rely on high efficiency electrical motors (33%) than the service sector. Since SMEs in the service sector require less energy on the average than SMEs in the manufacturing sector this can easily be explained. Looking at a sector that in the survey indicated only little implementation of RET/EET – like tourism – the predominant technologies in use are insulation of envelop, biomass boiler and fluorescent bulb program. In farming, cogeneration gas, high efficiency electrical motors and heat recovery system compressed air machines receive the highest scores. Here again a difference between a technical non-intensive and technical intensive sector can be noted. 

Furthermore, the above mentioned results are also validated through the interviews with the Austrian experts in the construction and RET/EET industry. They both stated that, SMEs only take the investment if it is financially attractive and if it is pays off in a short period of time. Therefore, in bigger production units, there is a more need to invest in RET/EET. 
3.2.3 The Market’s Potential

Households

From the previous section it became apparent that the market for RET/EET in Austria is growing. Furthermore, the surveys conducted among households, Construction Industry and RET/EET industry revealed that the households show great interested in the technologies and are highly willing to invest. When the interviewees were asked to explain why they haven’t invested yet on any RET/EET since they seem interested in them, they gave the following reasons:

· High initial investment cost

· Lack of interest

· The still low priced energy and the therefore still unimportant reduction in costs

· Comfort (households do not want to take the effort of e.g. applying for the grant)

· Lacking service or consultancy by the provider

· Prejudices regarding the technology as such

· Resentment to take up a loan

· The current economic situation. 
According to the D2.2 “Review of existing financing products/mechanisms for RE and EE Technologies Applications”, the market of RET/EET is well developed in Austria as there is a wide offer of financing products coming mainly from the public sector. As a result, it seems reasonable that the households that had not invested in RET/EET either would not afford it in terms of finance (as the public aid was not sufficient) or they were not interested in these solutions.
Furthermore, private households do not take their decision to invest in RET/EET according to rational investment criteria such as amortisation time etc. There is a tendency that households rather choose their ideal RE/EE technology after the public subsidies on offer (“what the states supports has to be a good technology”) or according to recommendations or experience of their close environment such as friends, relatives). Therefore public subsidy schemes have a significant influence on the market. Besides the public subsidy scheme offered for a certain technology, households also appreciate attractive measures such as solar or photovoltaic, since they signify an obvious visible sign to the outside. Moreover, the price of fossil fuels has also an impact on whether or not households invest in RET/EET. Namely, the higher the price for oil or gas goes up the better it is for the market of renewable energies.

Consequently, it seems that there is a market for FINA-RET products, given that the financing products of the project would be linked to the public subsidy schemes. Additionally, FINA-RET products should also convey the message that fossil fuel sources are not inexhaustible and their value will increase in the following years. Such a message should convince even the consumers that are not interested in RET/EET solutions. Also, FINA-RET products should inform the public on the benefits of EET solutions. 

As it was already mentioned the market is well developed in Austria and generally seems to have great potential due to the high concern of the public on climate change. Thus it is considered as an appropriate time for the project’s financing products to enter the market since FINA-RET products will be designed according to the needs of Austrian households. 

As stated above, there are not many “substitutes” and “competitors” and the rivalry among the existing players would be limited since the private offer of financing products is almost inexistent. Thus FINA-RET products would be complementary to the subsidy schemes already offered by the public sector up to now. In order to be attractive, FINA-RET products should have the following characteristics:

· Lower interest rate

· Easily accessible

· Linked with the public subsidy schemes

· Inform on the benefits of EET

· The cost of the investment, level of instalments and future energy bill shall not considerably exceed the current costs (here, a general increase in energy costs would of course facilitate the take up)

· There is a need for offering complete and service-oriented packages to the customers since respondents stated that they lack consultancy by the provider of RET/EET and have some prejudice regarding the technologies

· Directed towards the entire energy concept of the building or the operating business (and not only towards certain technologies)

SMEs

From the previous section it appears that the market for RET/EET in Austria is growing. Furthermore, the surveys conducted among SMEs, the Construction Industry and RET/EET industry reveals that companies are strongly interested in subsidized technologies
. 

Concretely, when the interviewees were asked to explain why they haven’t invested yet on any RET/EET since they seem interested in them, they gave the following reasons:

· Lack of incentives

· Lack of funds

· Lack of interest

· Lack of time

· The still low priced energy and the therefore still unimportant reduction in costs

· Lacking service or consultancy by the provider

· Prejudices regarding the technology as such

· Resentment to take up a loan

· The current economic situation. 
As previously mentioned, SMEs would rationally decide upon an investment in RET/EET by considering the amortization time of the technology. The time horizon for investment in businesses ranges about 2-5 years. Additionally, some experts stated that energy efficiency of production processes in SMEs bear significant saving potential, but that most firms are not aware of their energy consumption in general.

Furthermore, another study concerning the use of RET/EET solutions that was conducted in Austria found out the following criteria in regard to the investment:

· Economic factor: price

· Long life cycle

· Reliability

· Assembly effort.
Once customers have positively decided upon these criteria and move ahead with the implementation of the technology a very high satisfaction can be noted.

Consequently, it seems that there is a market for FINA-RET products, given that the related investment would be in line with the above mentioned criteria. Additionally, FINA-RET products should also convey the message of the importance in investment in RET/EET so as to persuade the companies that show a low interest in such solutions to proceed with the investment. Also, FINA-RET products should inform the public about the benefits of EET solutions. Since the market is well developed in Austria, it generally seems to have great potential due to the high concern of the public on climate change. Thus it is the most appropriate time for the project’s financing products to enter the market given that FINA-RET products will be designed according to the needs of Austrian companies. 

As stated above, there are not many “substitutes” and “competitors” and the rivalry among the existing players would be limited since the private offer of financing products is almost inexistent. Thus FINA-RET products would be complementary to the subsidy schemes already offered by the public sector up to now. In order to be attractive, FINA-RET products further to the features mentioned in the case of households an extra characteristic to be considered in the case of business loans is:

· Short amortization period

Moreover, it must be noted that the project’s financing products are not addressed to limited buyers but to a wider part of the general public. Once, the project’s products aim to cover the needs of their target group and thus be customized to the specific needs of the client chances are that FINA-RET products would have a successful take-up.

Finally, it must be said that the public sector in Austria is one of the most active on the promotion of energy efficiency and renewable energy grant schemes. However, the public/private hybrid nature of the national grants might affect the success of FINA-RET products. Thus, there should be cooperation between FINA-RET products and the pubic sector and FINA-RET products should be linked to the grants. Consequently, the project’s financing products will inform the customer on the available grants and therefore offer complete service oriented packages.
3.3 Characteristics of the promotion approach
3.3.1 What should be the main message?

Households and SMEs

After having taken into account the conclusions provided from the previous sections, the promotion campaign should focus on the low interest rate and the accessibility of the loan. Moreover, the promotion campaign should emphasize on the installment of the loan which can be linked with the energy savings. 

Nevertheless, experts from the RET/EET industry or construction industry do not see an involvement of financing institutions in terms of relating the level of installments to the energy savings, due to the high administrative procedures required. Therefore, FINA-RET products should be designed so as to limit administrative procedures related to the installments and the energy savings.

The promotion campaign should clearly show the benefits that the investors gain from their investment in RET/EET (especially energy saving and economic advantages) and how these benefits are linked with the promoted financing product. Furthermore, it must be stressed how important the contribution of RET/EET can be against environmental problems and thus convey the message that if they decide to invest in RET/EET they will also contribute to the “fight” against climate change. 

Moreover, emphasis should be placed on the procedures needed for the applying and obtaining process and make understandable how easy and quick is to obtain the promoted financing product. Finally, if there are any governmental incentives – initiatives for investments in RET/EET, the promotion campaign should link the financing product with these incentives provided by the state. 

3.3.2 Who should be the “key” person (promoter) of the financial product?

Households and SMEs

The questionnaire included a question about the sources of information that they trust most in regard to energy issues. Namely, the interviewees were given a list of information sources and they were asked to state to what extent they trust them for their information on energy matters. The list that was provided to the interviewees included the following sources of information:

· Political Parties

· Government

· Journalists

· Electricity, gas and other energy companies

· The European Union

· Environmental protection organizations (NGOs) or consumer associations

· Scientists

· RET / EET Industry

· Energy management services consulting companies.
The Austrian population and SMEs considers environmental NGOs or consumer associations, scientists and the RET/EET industry to a very great or great extent as a credible source of information in regard to RET/EET. Political parties, the government and journalists receive the highest share of mistrust (not at all and to a slight extent). The European Union and Energy management services consulting companies enjoy between a moderate to a great extent of credibility.

Consequently, the promotion campaign of the financing products for investments in RET/EET should be promoted by the informational sources that households and SMEs consider unbiased and trust the most in order to be successful and finally manage to make the potential investors to apply for the financing products.

The promotion campaign could include results of researches and presentations of scientists workings. FINA-RET products would be promoted by the most trusted sources of information it could be easier to mobilize the investors to apply for the financing products addressed to investments in RET/EET.
3.3.3 How should the main message be transferred?
Households and SMEs

According to the RET/EET Industry public awareness activities realized by associations and energy consultants, especially under the national program klima:aktiv are very attractive. Such activities include participation in fairs, media mobilization, promotion through the internet etc. In fact, the internet is considered one of the most important sources of information by ¼ of the Austrian population.

Finally, some experts consider personal consultation one of the most effective methods to provide information to the customer and convince them about the viability of the investment.

3.4 Overall Conclusions

Households

In conclusion, in the case of Austria private offer in terms of financing schemes for investment on RET/EET addressed to households, is almost inexistent. On the contrary, it is the public offer that predominates the market of financing, in terms of grants, for investment in RET/EET. Given this fact, FINA-RET products could be a substitute to the public grants. 

Additionally, FINA-RET products would be designed and promoted according to the conclusions drawn through the user requirement and experts’ surveys. Consequently this enhances the chances that the project’s financing products will be successfully diffused to the Austrian market.
SMEs

In conclusion, in the case of Austria financing schemes addressed to companies for investment in RET/EET should bear a hybrid character of public/private offer. The public offer at the moment predominates the market of financing in terms of grants for investment in RET/EET. 

Additionally, FINA-RET products could be designed and promoted according to the conclusions drawn through the user requirement and experts’ surveys. Consequently this enhances the chances that the project’s financing products will be successfully diffused to the Austrian market.
Households and SMEs

Summing the results of the survey among households and SMEs as wall as the comments made by policy makers as well as the comments received in the expert interviews with experts in the construction industry and RET/EET industry in Austria, the FINA-RET financial products should:
· rather be directed towards the entire energy concept of the building or the operating business (and not only towards certain technologies)

· relate to national programmes and public grant schemes on offer

· place a focus on energy efficiency of buildings

· be designed as a complete and service-oriented packages to the customers.
4. Synthesis of surveys’ results in Cyprus

4.1 Characteristics of FINA-RET’s Financing Products

4.1.1 Preferable Characteristics for a financing product

A survey was conducted in Cyprus households and SMEs between November 2008 and January 2009. One of the objectives of the survey was to identify the characteristics that a financial product should have in order to be attractive to the interest parties. 

Cypriot households that had applied for a loan in the past stated that the most important features when deciding for which financing product to apply, were the following:
· Interest rate.

· Flexible repayment period.

On the contrary, for the interviewed SMEs the financial products’ characteristics that were considered to be the most valued, when applying for a loan, were:

· Repayment period and link of the repayment terms/ level of installments with the energy savings.

· Interest rate.

When Cypriot households and companies were asked if they would be willing to re-apply for a loan in order to invest in RET/EET applications, most of them were very positive. However, it was indicated that when it comes to the actual application for a loan and the implementation of the technologies not so many of them would proceed. It is worth mentioning that SMEs’ responses could be considered more reliable than the households’ ones, as they are taking under consideration in a more orderly fashion the importance of the investment.  

Furthermore, those that have a positive attitude towards a future investment in RET/EET seem to reconsider the prioritization of the features that a financial product should have in order to be attractive. More precisely, the lower interest rate is still considered, by the majority of interviewees, the most decisive factor when applying for a loan, while it is the possibility of linking the level of installments with energy savings, and not the flexible interest period, that is perceived as the second most important loan feature.

At this point, it would be useful to note that the number of the interviewees that would apply for a loan in the future decreases by 20% for the households and by 30% for the SMEs, in comparison with the number of households and SMEs that had applied for a loan in the past. A possible explanation of this change in attitude could be the current financial crisis.
4.1.2 Satisfaction Obtained from Existing Loans

Once the group of households and SMEs that had already applied for a loan in order to invest in RET/EET was identified, it was asked to express its opinion regarding the financing terms and the procedure needed to obtain the loan. Due to the previous tradition of Cypriot Banks to easily approve a loan application, it came out that most of the interviewees were satisfied with the application and obtaining process of the loan.

It should be mentioned that, since the latest financial crisis, Cypriot banks tend to impose more rigorous standards regarding approvals for loan applications. This could be considered one of the reasons why the percentage of households and SMEs that would apply for loan decreases, as Cypriots prefer avoiding complicated and demanding loan procedures. 

4.1.3 Reasons for not applying for a financing product

As previously mentioned, due to the easy access to financing products the majority of the interviewees that had already invested in RET or/and EET did apply for a loan in order to realize the investment.

However, as reported before, the number of the interviewees that would apply for a loan in the future, in comparison with the past, decreases, even though most of the interviewees were satisfied with the loan’s terms and procedure.

The main reason for the above attitude is the fact that households and SMEs are not able to invest. The second reason that prevents households from applying for a loan is their ability to cover the total investment cost, while for the SMEs the fact that there is no technology adapted to their special needs is one of the main reasons that can prevent them from proceeding to a loan application. 

The aforementioned trends reflect the current situation in the Cypriot market, as many interviewees are skeptical to invest given the already heavy households’ debt burden and the world financial crisis, which is said to hit Cyprus by the end of the current tourist period. Moreover, Cypriot banks have stringent the procedures for obtaining a loan and since the survey has been conducted in a period where the world economic crisis was at its peak, the responses of the interviewees have probably been influenced by the crisis itself.

4.1.4 Willingness to invest on RET/EET

It seems that Cypriots become more aware on Renewable Energy and Energy Efficiency technologies and more concerned about environmental issues and ways of dealing with the climate change, year by year. This attitude was observed and reported during the RET/EET survey since interviewees had mentioned that the number of visitors to the “SAVEnergy”
 increases year by year and that the types of inquiries that are received from the visitors change. For instance, in the case of PV, during the previous years information about the technologies per se was inquired, whereas now information on how to implement those technologies is asked. 

Additionally, Cypriot households -that are willing to invest in RET/EET in the future- estimated the amount of money to be invested between €7.000 – 10.000 in order to have a RET or/and EET application as a standard to their building. It should be mentioned that, the amount to be invested represents around half on the amount of the annual per capita income (19.380€ in 2008). Moreover, the majority of the interviewees would rather prefer a direct payback of the investment as they have indicated a period of 1 to 5 years for the return. The payback time is being slightly increased when the households are willing to invest higher amounts of money, which leads to the conclusion that the return of the investment (in terms of time) is linked to the amount of the investment (in monetary terms). 

Consequently, it seems that most households are willing to invest more than the amount of money that they usually pay for their annual energy needs, for an investment on RET/EET. This is to verify a general trend for Cypriot households to spend more than they can afford in many aspects of their daily life. Again, it should be mentioned that when it comes to the actual investment many of the households might not proceed with it. 

On the contrary, SMEs are more reticent than the households as to the amount they would invest, since they would be willing to pay up to €3.000 with a pay-back period of less than 5 years even if their investment would lead to a 10% or 30% reduction on their energy bill.

As a result, it could be said that SMEs are relatively reticent in investing large amounts of money. This could be related to the fact that the companies are only interested in small-scale applications (which is the purpose of FINA-RET products). Additionally, SMEs in Cyprus are mainly small companies with few employees and, even if they have a good turnover, they are not willing to invest more because they have already borrowed heavily in the past. 

Moreover, there seems to be a strong relationship between the amount that SMEs pay each year in order to cover their energy needs and the amount they are willing to invest on RET/EET solutions. 

Finally, Cyprus companies have a more conscientious attitude towards investments than the households. Again, this is due to the fact that Cyprus companies are considering more thoroughly the importance of the investment than the households. 

4.1.5 Concluding Remarks on the characteristics of FINA-RET’s Financing Products

The first part of the survey leads to the conclusion that the market of RET/EET is under development since people become more aware of the current solutions year by year. Furthermore, it seems that households and SMEs have decided to make more rational investments as they do not only consider the interest rate of a financing product, but also the level of installment with the energy savings.

Finally, the need to convey information on the benefits that households and SMEs could gain from an investment in RET/EE has emerged. This is because they will not proceed with the investment unless it is proved to be economically viable.

4.2 Characteristics of the market of FINA-RET’s Financing Products

4.2.1 Profile of the potential investors

Households

The sample of the survey included a few hundreds of households in all districts of Cyprus. In the table that follows the percentages of interviewees included in each of the identified age groups (i.e. 18-24 years old, 25 – 34 years old, 35 – 49 years old, 50 – 64 years old and over 65 years old) are presented. 

	Age of the interviewee
	%

	18 – 24 years old
	13%

	25 – 34 years old
	21%

	35 – 49 years old
	35%

	50 – 64 years old
	19%

	65 + years old
	12%


Interviewees Age
All age groups were interviewed during the survey, with the dominant one being the group of 35–49 years old. Furthermore, the majority of the households were consisted of 3-4 persons and had an annual income of €10.000–€30.000, which is ranked among the average per capita income. As far as the educational level of the respondents is concerned, most of them were graduates of secondary school followed by graduates of higher education, which reflects the educational level of the majority of the people who belong to the group of 35-49 years old.

Taking into account the synthesis of the sample and the answers given while conducting the interviews, it seems that people with higher educational level are more aware of the available RET and EET applications and more determined to invest in one or more of these technologies. It is a fact that younger generations in Cyprus, are preoccupied with other issues such as studies, job search, personal life etc. and as a result they are not very concerned on “green” technologies. This attitude can also be explained by the fact that most of the young people have a comfortable life and they live with their parents until the late 20s or early 30s.

The aforementioned social trend explains, up to a certain extent, the fact that people who belong at the age group of 35–49 years old are the most likely to invest in RET/EET. This is because, at this stage of one’s life-cycle it is probable that he/she has settled down, having a permanent job and starting his/her own family life. As a result, it is most probable that he/she is able to proceed with such an investment. Additionally, when it comes to the design of a first household, chances are high that the owner will implement RET/EE technologies as it is much easier to proceed with them when the house is being built than refurbished. Since most of the Cypriots tend to buy a house at the age of 35-49 when they are planning to have a family the possibilities that they will invest in “green” technologies increase.
SMEs

The sample of the survey included a few hundreds of SMEs in all districts of Cyprus. In the table that follows the percentages of companies according to their sector of activity (i.e. manufacturing, commerce, services, tourism, and farming) are presented. 

	Economic sector of SMEs
	%

	Manufacturing
	36%

	Commerce
	20%

	Services
	24%

	Tourism
	15%

	Farming
	4% 


Distribution of SMEs per sector
As it becomes apparent from the above table, all economic sectors were represented in the sample with the dominant one being the sector of manufacturing. Furthermore, the majority of the SMEs were employing between 10-49 employees and had an annual income of €2.000.000– €5.000.000. 

Taking into account the synthesis of the sample and the answers given while conducting the survey, it seems that manufacturing, tourism and services companies are the ones that are willing to invest the greater amounts on RET/EET, possibly because of their increased annual turnover.

Finally, most of the interviewees both from households and SMEs seem to be concerned about climate change and global warming and they tend to adopt a more environmentally friendly attitude. 
4.2.2 Technologies Positioning in the Cyprus Market

The survey also proposed a list of some RE/EE technologies from which the interviewees were asked to state whether they have inquired or used them. 

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	· Solar thermal water heater
	97%
	97%

	· Geothermal heat pump
	0%
	0%

	· High Efficiency Air Heat Pump
	0%
	0%

	· Biomass boiler
	2%
	2%

	· Condensation boiler
	52%
	52%

	· Grid Connected Photovoltaic
	1%
	1%

	· Stand alone Photovoltaic
	6%
	1%

	· Micro - hydro
	0%
	0%

	· Micro wind turbine
	0%
	0%

	· Insulation of envelop (walls and roof)
	85%
	85%


Awareness and use of RET/EET in households

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	· Solar thermal water heater
	73%
	72%

	· Geothermal heat pump
	2%
	0%

	· High Efficiency Air Heat Pump
	7%
	7%

	· Biomass boiler
	30%
	28%

	· Condensation boiler
	7%
	1%

	· Grid Connected Photovoltaic
	11%
	0%

	· Stand alone Photovoltaic
	3%
	0%

	· Micro - hydro
	1%
	0%

	· Micro wind turbine
	56%
	55%

	· Cogeneration Gas
	53%
	51%

	· Insulation of envelop (walls and roof)
	4%
	4%

	· Fluorescent bulbs program collective
	7%
	7%

	· High efficiency electrical motors
	73%
	72%

	· Heat recovery system for compressed air machine
	2%
	0%


Awareness and use of RET/EET in SMEs

The results of the surveys revealed that households are not sufficiently aware of the available RET and EET applications. Even if the feedback gathered from the RET/EET industry survey led to the fact that Cypriots are more informed year by year on these technologies, the percentage of inquiries on RET/EET remains low. 

On the contrary, SMEs seem to be more aware of the available solutions, even though only a limited number of applications are being implemented.

Furthermore, those that had already inquired on most RET/EET, had also proceeded with the installation of the respective application. For instance, almost all of those that had invested in RET/EET they had chosen the solar thermal water heater (STWH), the condensation boiler, the insulation of envelop and the fluorescent bulbs program collective (only for the SMEs).

Regarding the solar water heaters, a subsidy programme has been in place for many years with the Government currently considering its obligatory use on all buildings, while  for the insulation of envelop, a set of minimum requirements is already obligatory by law.
Moreover, in the case of households it appears that those interested in holiday homes are less sensitive to the need for RET/EET than those interested in buying permanent residences or residences for commercial use. Due to the fact that there is a large number of holiday homes in Cyprus, the total number of houses that use RET/EET decreases.
Regarding the other RET/EET applications, there is a general concern, shared by all Construction Industry  interviewees, that the cost of investing in RET/EET cannot be passed down to the final customer, especially under the current economic climate and market pressure for price reduction. The Government subsidy programmes for the implementation of these new technologies are not considered to be a measurable incentive in their decision, while a concern was voiced on the inappropriateness of these measures as there appears to be a miss-match between the subsidies and the technologies (e.g. on pay-back period).

Finally, it can be concluded that the ratio between technologies inquired and used is very high. This is to confirm the word-of-mouth effect which has an impact on the investment in RET/EET. Also, the trend for Cypriot consumers to adopt identical behavior has influenced the adaptation of “green” technologies. 
4.2.3 The Market’s Potential 

From the previous section it appears that there should be more information on RET/EET addressed to the public so that financing  products for RET and EET investments to be successfully introduced to the market. 

In fact, when households were asked to explain why they have not invested yet on any RET/EET since they seem interested in them, they gave the following reasons:

· There was no loan customized to their needs

· Other non financial issues preventing them from investing, such as lack of awareness, legislation issues and bureaucracy.
Considering the fact that the Cypriot market offers financing products for RET and EET investments it becomes apparent that raising awareness is of paramount importance before any further intervention or investment by the state, the industry or the private banking.

Last but not least, Cypriot population tends to think and consider in monetary terms due to the hard times of the past. So the ideal approach to adopt in order to persuade potential investors to implement RET/EET applications is to provide them information on the benefits of such an investment.  

On the contrary, when SMEs were asked to explain the reasons for not investing in such solutions they stated the following:

· Lack of technology adapted to my case

· Lack of awareness

· Lack of funds

From the above answers, it seems that Cypriot SMEs are not aware of all the available RET/EET offered by the market, since almost all previously mentioned technologies are available in Cyprus.

Moreover, the fact that almost all households and SMEs have installed solar thermal water heaters is linked neither with any environmental concerns of the respondents nor with their intention to reduce their energy bill. According to them they have proceed with the installation of STWH because it is a common practice in Cyprus. Most of them had not even mentioned that the installation of STWH is subsidized which shows that the word-of-mouth effect has an impact on the behavior to be adopted.

As already mentioned above, although there are some “substitutes” to the FINA-RET products, there are not well promoted and the public is not informed about them. Thus, FINA-RET products could successfully enter the market, provided that there will be a strategic promotion campaign for them. The lack of a good marketing promotion, also, explains why the performance of the already existing products is not the expected one. Additionally, as previously mentioned the public should be informed on the benefits it will get from the investment.

Unfortunately, the fact that investing in RET/EET will improve the quality of life of people will not be a decisive factor for the majority of the Cypriot public. Cypriots yet have a relatively comfortable way of life and unless they would gain financial benefits from such an investment they will not proceed with it.

Moreover, the project’s products aim to cover the needs of their target group and thus would be customized to the specific needs, see loan characteristics, of the client while being well defined and organized. Consequently, by providing a product tailored to the requirements of the client and by adopting a dynamic promotion campaign, chances for the client to switch to another product are limited.

As regards the structure of competition and given the growth in the market, it is expected to be fairly strong amongst the providers of financing products, which would include the Co Operative Banking Institutions. According to the RET/EET Industry and Construction Industry most households are not aware of the existing “green products”. Therefore, a dynamic promotion is required for FINA-RET products and their benefits, so as to successfully penetrate the market. Moreover, the lack of promotion strategy is one of the failure points of the competitors.

In addition, the Construction Industry survey has given some characteristics which a potential financing product may include in order to be more attractive and thus competitive:

· Because developers already collaborate with banks for the provision of mortgage loans to the final customers for the acquisition of their properties, they consider the financing of RET/EET investments being part of the mortgage loans provided and not through separate financing facilities. 

· There was a proposal, however, that perhaps there could be a need for specialised financing schemes for investments in RET/EET to households & SMEs in the case of existing buildings.

With regards to specialized loans for implementing RET and EET to new constructions, there has been an argument between engineers and project owners related to the increase of project’s budget and the anticipated benefits from the extra investment cost.
Furthermore, regarding the sixth power (i.e. porter model) – the Government – it must be said that up to now a number of efforts was placed on the promotion of energy efficiency and renewable energy. Thus, several incentives have already been announced in order to promote energy efficiency and renewable energy. On the other hand, households are skeptical as to applying for incentives because of the long and complicated bureaucratic procedures. Additionally, in the case of PV, the feed-in tariff contract is considered to lack strong legal enforcement. Consequently, it seems that the project’s financing products should also deal with the problems arising from the governmental procedures. 

Finally, Construction Industry suggested that the installation of some RET/EET should be made compulsory by law, otherwise they cannot pass the cost of these technologies down to the client and thus they are not willing to include RET/EET solutions in their constructions. RET/EET Industry merely agrees with the construction industry. On the other hand, they also raised the principle of the free market which will be contradictory to potential legal obligations for RET/EET installations. 
4.3 Characteristics of the promotion approach
4.3.1 Which should be the main message?

Due to the fact that most of the households and SMEs are not aware of the available RET/EET, the marketing campaign should have the ability to capture the public’s attention. Then, the promotion strategy should incite potential investors to get more information on the financing product. Since 63% of the respondents reported that the main reasons for investing on RET/EET was the energy price, the campaign message should be focus on the concept of energy saving and decreased energy bills. 

The promotion campaign should emphasize the financial benefits and even the improvement of the quality of life that Cypriots would gain from such an investment. Then, it should link the repayment of the loan with the energy savings because, as reported above, the households link their energy expenditures with the amount of money that they would be willing to invest on a RET/EET. 

Furthermore, it must be stressed how important the contribution of RET/EET can be against environmental problems and thus make them understand that if they decide to invest in RET/EET they will also contribute to the “fight” against climate change. At this stage the example of the heavy polluted countries which will have to pay penalties through the tax collected among its population should be mentioned so as to emphasize on the need to reduce environmental pollution.

Moreover, the procedures needed for applying for loans and obtaining them should be stressed and make understandable how easy and quick is to secure the promoted financing product. Finally, as mentioned above, Cyprus government offers a wide range of incentives. Consequently, the promotion campaign should link the financing product with these incentives provided by the state. This will prevent the public from searching for the ideal incentive program and applying for it. In any case, Cypriots do not seem willing to make effort to apply neither for the incentive nor for the loan. As a result, a completed financing package with all the information required will be more attractive for them.

4.3.2 Who should be the “key” person (promoter) of the campaign?

The Cypriot households and SMEs were asked among others to comment on the level of credibility they assign to the following organizations and/ or bodies:

· Political Parties

· Government

· Journalists

· Electricity, gas and other energy companies

· The European Union

· Environmental protection organizations (NGOs) or consumer associations

· Scientists

· RET / EET Industry

· Energy management services consulting companies.
Most of the interviewees have reported that government and political parties are not credible sources of information. Also, journalists, the RET/EET Industry and energy management consulting companies seem to be assigned a low level of credibility as only a minority of the households and SMEs stated that trusts them to a great extent. On the contrary, scientists, NGOs, consumer associations and European Union are the most trusted sources of information since it is believed that they can provide the public with independent and unbiased information on energy related issues. 

Consequently, the promotion campaign of the Financing products for investments on RET/EET should be promoted by the informational sources that households consider unbiased and trust the most in order to be successful and finally manage to make the potential investors to apply for the financing products.

The promotion campaign could include results of EU researches. During the workshop to be organized for the purpose of the promotion campaign, which will be covered by the press, a scientists or an expert in energy issues might could present his/her own point of view. Moreover, given the credibility assigned to the consumer associations, the Cyprus Consumer association should have an active role in the marketing campaign.

4.4 Overall Conclusions

Given the positive attitude of the respondents to invest in RET/EET solutions, it seems that FINA-RET products could turn into a success story for Cyprus given that an ideal marketing strategy is followed. 

Some tips for these products to succeed are the lower interest rate and the link of the level of installments with the energy savings. Also, FINA-RET products should be quick and easy to obtained and linked with the subsidies schemes proposed by the government. 

Finally, the economies that will be achieved through the implementation of such solutions should be emphasized so as to encourage the public to invest in these technologies.

5. Synthesis of survey’s results in France

5.1 Characteristics of FINA-RET’s Financing Products

5.1.1 Preferable Characteristics for a financing product

The interviewees of the survey -that was conducted among a few thousands of French households and a hundred of SMEs- were asked to prioritize the features that a financial product should have in order to be attractive. The majority of the interviewees that had already applied for a loan in the past revealed that the most important feature of a financing product is its interest rate. This means that, for both households and SMEs, the level of the interest rate was the most important determinant as far as choosing the right financial product was concerned. It must also be noted that households valued the link of the repayment terms to the level of installments with the energy savings as the second most important feature of a financial product whereas for the SMEs quick response was more significant.

Regarding the future behavior towards a potential new investment in RET/EET, the vast majority of households was rather negative to apply for a loan in order to meet their needs for financing an RET/EET investment (46,6% of the respondents, instead of 80% that had applied in the past), while a slim majority of SMEs was rather positive (51% of the respondents, instead of 95.2% that had applied for a loan in the past).

It must be noted that the interviewees seem to have a consistent behavior against the preferable features since the interest rate remains the most important loan feature followed by the link between the repayment terms and the energy savings. The latter seems to have become an important decision-making factor for both households and SMEs, indicating the preference towards low-risk investments with “secured” results. 

5.1.2 Satisfaction Obtained from Existing Loans

As it is already mentioned, there were some households and SMEs that had already invested in one or more RET/EET and an important part of them had applied for a loan in order to meet their need for funds. This group of interviewees was asked to further comment on the loan’s terms and the degree of satisfaction they obtained by using it.  

In this respect, SMEs claimed a medium level of satisfaction regarding the financing terms and the procedures needed in order to obtain the loan, while households exhibited greater satisfaction. In more details:

· More than 50% of the respondents claimed to be “quite satisfied” regarding the loans’ terms. 

· Almost 75% of the respondents claimed to be “quite satisfied” regarding the loans’ application and granting procedures.
5.1.3 Reasons for not applying for a financing product
The most prevailing reasons that would prevent households and SMEs from applying for a loan while investing on small-scale RET/EET in the future are the following:

· The household/ company is not about to invest.
· The household/ company is able to cover the total investment cost.

It is worth mentioning that the worldwide financial crisis has cultivated many doubts and apprehensions to the French market regarding banks’ products.  This general context can explain, up to a certain extent, the difficulty interviewees were facing while trying to provide clear answers as far as the reasons for not applying for financing products are concerned.
5.1.4 Willingness to invest on RET/EET
Households seem to be rather willing to invest in RET/EET. More precisely, 50% of the French households are interested in relatively low-cost investment projects (<€5.000) with a quite short direct payback period (almost 50% of the respondents expect their investment to be refunded after five years). The awaiting time for the investment to be refunded is slightly increased when the households decide to invest higher amounts of money. This finding signifies a correlation between the amount of money households are willing to invest and the payback period of this investment.

Concerning SMEs, 25% of the French companies are interested in medium-level investment costs. More precisely, they are willing to invest €5.000-€10.000 with a payback period less than five years for a 10% reduction on their energy bill, while they are willing to invest the same amount of money with an extended payback period (5-10 years) for a 30% reduction on their energy bill. Thus, it can be concluded that it is the payback period of the investment in RET/EET solutions (not the amount of money) that is related to the percentage of reduction on the SME’s energy bill. 

When it comes to the amount the potential investors are willing to invest in RET/EET applications, most households seem willing to invest the equivalent amount of money they usually pay for their annual energy needs, while SMEs are willing to invest more than the amount of money they usually pay for their annual energy needs.
At this point, it must be noted that one out of five (5) households and one out of three (3) SMEs were not able to make an estimation of the amount of money needed to make an investment in RET/EET applications. This finding may indicate either a lack of interest for investing in RET/EET and/or an information gap regarding the potential investment costs. 
5.1.5 Concluding Remarks on the characteristics of FINA-RET’s Financing Products
Based on the above findings, it can be concluded that households and SMEs do not choose among the available financing products based only on the interest rate. Although interest rate was considered as the most important factor while deciding for which loan they would apply for, it became obvious from the survey that, even if a low interest rate can attract the potential investors, other features (such as the obtaining process) may be more valuable for the actual realization of the investment. The possibility of combining loans with national and/or regional incentives (e.g. tax credit) is also a crucial point in the French context.
The number of households and SMEs willing to apply for a loan in order to invest in RET/EET is reduced, compared to previous years. Financing products addressed to the French market should be designed in an attractive manner in order to convince households to apply for them and reinforce the willingness of SMEs to invest more than the amount of their energy consumption.
5.2 Characteristics of the market of FINA-RET’s Financing Products
5.2.1 Profile of the potential investors
Households

The sample of the survey included a few thousands of households in all districts of France. The following table presents the percentages of interviewees per identified age group (i.e. 18-24 years old, 25-34 years old, 35-49 years old, 50-64 years old and over 65 years old). 

	Age of the interviewee
	%

	18 – 24 years old
	2%

	25 – 34 years old
	7%

	35 – 49 years old
	31%

	50 – 64 years old
	34%

	65 + years old
	26%


Interviewees Age
As it becomes apparent, all age groups were represented in the sample with the dominant one being the group of 50-64 years old. Furthermore, the majority of households consisted of 2-4 persons and had an annual income of 10.000€ - 30.000€. Regarding the educational level of the interviewees, the majority were graduates of elementary school or less (42% of the panel), followed by graduates of higher education (38%).
Taking into account the synthesis of the sample and the answers given while conducting the interview, it seems that:

· The greater the level of awareness regarding the available RET and EET applications, the more determined the interviewees are to invest in one or more of these technologies.

· People of 50- 4 years old are most likely to invest and are also able to do so. 

The profile of French potential investors differs from all the other countries in which the FINA-RET was conducted, mainly due to the fact that French are more willing to invest when they become older. This finding can be partially explained by the existing conditions of the banking industry in France. Indeed, financial institutions in France are quite rigorous when delivering loans, asking for many financial guarantees such as a stable employment. Therefore, it is expected that young people -who are at the beginning of their professional career- will not apply for a loan on such products since they are aware that their profile does not meet the bank’s criteria as well as because they need to make investments in other items they consider of higher priority.

SMEs
The sample of the survey included a hundred of SMEs in all districts of France. In the following table the percentages of companies according to their sector of activity (i.e. manufacturing, commerce, services, tourism, and farming) are presented. 

	Economic sector of SMEs
	%

	Manufacturing
	37.3%

	Commerce
	31,4%

	Services
	26,5%

	Tourism
	1%

	Farming
	3,9%


Percentage of SMEs per sector
As it becomes apparent, almost all major business sectors were represented in the sample, with the dominant one being the sector of manufacturing. Furthermore, the majority of the SMEs were employing 5-9 employees and had an annual turnover higher than 50.000.000€.  Regarding the educational level of the interviewees, the majority were graduates of elementary school or less, followed by graduates of higher education. 

Taking into account the synthesis of the sample and the answers given while conducting the interview, it seems that manufacturing and services companies are the most willing to realize investments of higher value on RET/EET, possibly because of their increased annual turnover.

Finally, the majority of the interviewees (both SMEs and households) seem to be concerned about climate change and consequently they try to reduce their energy consumption and their overall energy cost. 
5.2.2 Technologies Positioning in the French Market 
Within the framework of the survey, the interviewees were asked to state if they have inquired and then used one or more RET/EET. The interviewees were asked about the following RET and EET applications:

· Solar Thermal water heater

· Geothermal heat pump

· High efficiency air heat pump

· Biomass boiler

· Grid Connected Photovoltaic

· Stand Alone Photovoltaic

· Micro – Hydro

· Micro wind turbine

· Insulation of envelop

· Fluorescent bulbs program collective

· High efficiency electrical motors

· Heat recovery system for compressed air machine

Regarding households, the results of the survey revealed that they are to a satisfied level aware of the available RET and EET applications. However, they do not tend to turn inquiries into concrete investments. Namely, the ratio between the level of inquiries and the level of usage of these technologies is relatively low.

The great majority of those households that had already invested in RE/EE technologies has chosen applications that ensure energy efficiency, while only a few of them has chosen renewable energy technologies. Irrespectively of the specific RET/EET application, households that had already initiated a “green” investment stated that they are to a great extent satisfied with their investment. 

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	· Solar thermal water heater
	50%
	2%

	· Geothermal heat pump
	50%
	7%

	· High Efficiency Air Heat Pump
	30%
	3%

	· Biomass boiler
	11%
	0%

	· Condensation boiler
	16%
	7%

	· Grid Connected Photovoltaic
	32%
	1%

	· Stand alone Photovoltaic
	16%
	0%

	· Micro - hydro
	6%
	0%

	· Micro wind turbine
	19%
	0%

	· Insulation of envelop (walls and roof)
	89%
	66%


Awareness and use of RET/EET in households

Regarding SMEs, the results of the surveys revealed that insulation of envelop, fluorescent bulbs, geothermal heat pump and solar thermal water heater are the “most attractive” RET/EET small-scale applications, at least concerning the amount of inquiries. Regarding the actual realization of “green” investments, energy efficiency technologies (namely, insulation of envelop and fluorescent bulbs) are the top-ranked solutions, while renewable energy technologies (namely grid-connected PV, micro-wind, micro-turbine and micro-hydro) are not considered to be among SMEs’ priorities. The above finding was expected if we consider: (i) the efficient communication policy regarding EET applications and (ii) the higher complexity of buying and implementing renewable energy technologies compared to energy efficiency technologies.

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	a) Solar thermal water heater
	27%
	3%

	b) Geothermal heat pump
	34%
	9%

	c) High Efficiency Air Heat Pump
	22%
	5%

	d) Biomass boiler
	11%
	5%

	e) Condensation boiler
	14%
	10%

	f) Grid Connected Photovoltaic
	22%
	1%

	g) Stand alone Photovoltaic
	13%
	2%

	h) Micro - hydro
	10%
	1%

	i) Micro wind turbine
	19%
	0%

	j) Cogeneration Gas
	9%
	2%

	k) Insulation of envelop (walls and roof)
	75%
	65%

	l) Fluorescent bulbs program collective
	49%
	40%

	m) High efficiency electrical motors
	12%
	8%

	n) Heat recovery system for compressed air machine
	13%
	8%


Awareness and use of RET/EET in SMEs
After taking into account the above findings, the following initiatives are to be taken:

· Focus of FINA-RET financing products on EET, due to the increased demand for this kind of solutions in the French market. 

· Stronger promotional campaigns to support RET solutions. 

· Information of SMEs regarding the benefits of RET applications, in order to boost the investments in these technologies.
5.2.3 The Market’s Potential 
Currently, the French market of RET and EET is one of the most developed among the surveyed countries. Furthermore, out of the surveys conducted to Construction Industry and RET/EET industry came out that when decisions have to be taken to build new properties or retrofit the old ones, basically the only issue is the promotion of RET/EET solutions. End-users are reported not to be very concerned about the price as there is a wide offer of subsidy schemes and financing products. 

When interviewees were asked to explain why they haven’t invested yet on any RET/EET since they seem interested in these technologies, households presented the high initial investment cost as the main reason, followed by the lack of interest. Regarding the reasons why SMEs have not applied for a loan in order to invest in RET/EET, conclusions cannot be drawn due to the limited number of answers.

Taken into consideration the current situation of the RET/EET industry, some measures that can be taken in order to enhance its potentials are the following: 

· End-users should be more informed on the benefits they can gain from investing in small RET/EET. 

· The genuine prices of available technologies should be greatly disseminated. 

· The administrative procedures concerning subsidy schemes should be simplified.

· Regulatory initiatives are needed to cultivate a long term perspective of these schemes.

· Regarding financing products addressed to RET/EET solutions, flexible loan terms and alignment between the cost of repayment for the RET/EET solution and the cost of their energy consumption is advisable.

France is a very mature and aware market. Both households and SMEs are highly responsive to the environmental issues. The financial market is very developed in this particular segment and benefit from a strong action of the government which is highly committed in favouring the diffusion of RET/EET (Grenelle de l'environment). 

As a result, all new financing tools will enter into an intense competition. In order for the FINA-RET financial products to overcome the entrance barriers and compete successfully not only with the existing similar products but also with all the potential substitutes, they should offer differentiated financial solutions that meet the needs of the target-markets. More precisely, for FINA-RET products to make a successful market entrance should:

· Propose lower interest rate.

· Link the monthly installment of the loan with the energy savings obtained or the worth of the energy produced.

· Be in alignment with the available subsidy schemes, so that the end-user can avoid any bureaucratic procedures related to the subsidies’ applications and maximize the overall benefit.

· Provide complementary services like certification or consultation.

Generally, FINA-RET products should be designed in order to meet a twofold objective which is to compensate any doubts investors may have and encourage them to actually implement the investment and to ensure its competitiveness.
5.3  Characteristics of the promotion campaign
5.3.1 Which should be the main message?
As previously mentioned, there is a wide variety of financing products and subsidy schemes in France. However, households are still facing some problems when it comes to apply for them. The main reasons explaining this difficulty seem to be both the individual financial situation of households and the heavy bureaucratic procedures for applying for a loan or getting subsidies.

Consequently, the campaign should mainly focus on the fact that with FINA-RET products:

· The repayment amount cost is equal to the energy savings bill.

· The financing terms are flexible.

· There is a facilitated link with available incentives so that the consumer will avoid complicated and bureaucratic administrative procedures.

5.3.2 Who should be the “key” person (promoter) of the campaign?
Most sources of information proposed during the survey seem to enjoy a moderate level of credibility among the French households and SMEs. Namely, French government, journalists, energy companies, the EU, RET/EET industry and energy management consulting services face a moderate extent of credibility, while political parties face an even lower level of credibility.

On the contrary, NGOs and scientists seem to be perceived as the most trustful sources of information on energy issues. Thus, the campaign should be promoted by the scientific community and civil society organizations such as environmental protection associations or consumer associations, who seem to be considered as the most unbiased sources of information.

Consequently, the promotion campaign should provide information on scientific research findings and there should be a dynamic promotion of FINA-RET products through civil society organizations.
5.4 Overall Conclusions
As stated above, the French market is one of the most developed among the surveyed countries in terms of subsidy schemes and financing products regarding investments in RET/EET. As a result of the advanced market conditions, FINA-RET products on the one hand, will enter into an intense competition with already existing similar products, while on the other hand, they will benefit from existing experience on financing tools (for example, the eco-loan comparison’s tool elaborated by ADEME and “Testé pour vous”).

To conclude, if FINA-RET products are designed so as to fulfill customers’ expectations and if promoted following a dynamic marketing strategy through the scientific community and civil society organizations, there are a lot of chances for a successful entrance in the market.

6. Synthesis of survey results in Greece

6.1 Characteristics of FINA-RET’s Financing Products

6.1.1 Preferable Characteristics for a financing product

Within the framework of the survey that was conducted among a few thousands of Greek households and a hundred of SMEs, the prioritization of the features that a financial product should have in order to be attractive for the interviewees revealed to be: 

· Interest rate

· Repayment period

Namely, the interviewees already applied for a loan stated that when deciding for which financing product to apply, the interest rate and the flexible repayment period were the most important determinants for them.

These two characteristics revealed to be as the most important ones and for the case of an imminent investment, followed by the:

· flexibility of the loan terms

· link of the level of installments with energy savings.

More specifically, they consider rather “attractive” a financing product with low interest rate, flexible terms and repayment period that the level of installments is linked with the energy savings, since people more than ever prefer to make low-risk investments with “secured” results.

It must be noted, that interviewees seem to have a consistent behavior against the preferable features and that their vast majority were rather positive to an investment on RET and EET while a great percentage felt that it would apply for a loan in order to meet its need for funds. 

6.1.2 Satisfaction Obtained from Existing Loans

As it was already mentioned, there were some households that had already invested in one or more RET/EET and an important part of them had applied for a loan in order to meet their need for funds. This group of interviewees was asked to further comment on the loan’s terms and the degree of satisfaction they obtained by using it. It came out that most of the interviewees were dissatisfied with the: 

· Application and obtaining process of the loan 

The difficulties created in this phase were too important so as to make the interviewees very skeptics against another application for a financing product. 

Furthermore, there was a significant number of interviewees that felt rather dissatisfied from the 

· Flexibility of the terms of the loan

As they explained the loan terms were closer to those of a consumer loan than to a loan for an actual investment. 

Regarding SMEs, a considerable percentage of the interviewed companies had already invested in a RET or EET (the majority had invested in EET) and in order to realize their investment only a few of them applied for a loan. This is in a several extent rational since the majority of SMEs had made small investments in RET and EET and they preferred to use their own resources than to apply for a loan. Furthermore, even the SMEs that had applied for a loan in order to finance their investment stated that are rather dissatisfied from the loan terms and from the application and obtaining process needed. Finally, most of the SMEs did not know any financial product designed specially for “green” investments. 

6.1.3 Reasons for not applying for a financing product

Four major reasons were identified as the most prevailing ones that prevent households from applying for a loan while investing on small scale RET and EET applications:

· Distrust towards banking institutions

· An attitude against borrowing

· Ability to cover the investment cost

· Too complex and confusing applying procedures

These reasons were identified from both categories of interviewees, i.e. those with already a past experience on investing on RET and EET using or not a loan and those that intent to invest on RET and EET. 

On the contrary, SMEs are more willing to apply for a loan while realizing an investment, in case of course that this investments cannot be covered by own resources. This difference in the behavior of the two interviewed groups (households and SMEs) was expected since they have totally different characteristics and nature.
6.1.4 Willingness to invest on RET/EET

Considering the Greek market it is worth mentioning that a bigger number of people and SMEs have already become aware of the Renewable Energy and Energy Efficiency technologies and are concerned about environmental issues and ways of dealing with the climate change. 

More specifically, households seem to be rather willing to invest on RET/EET. The survey revealed that the majority of the Greeks interviewed are willing to invest 3.000 – 5.000€ in order to have a RET or/and EET application as a standard to their dwellings, i.e. an amount close to their annual cost of energy. Furthermore, it seems that they are quite conscious on the investment characteristics since they are willing to wait up to 5 years for their investment to be refunded. The awaiting time is being slightly increased when the households are willing to invest bigger amounts of money. 
However, there was a dispute on the above outcome between the construction industry stakeholders and the RET & EET industry, since the later believe that the above described result is indeed the current situation with households, while major part of the former stakeholder group believes that they only thing that actually matters for house owners is development cost and therefore the implementation of the majority of RET and EET is out of their scope. A further discussion with associations of all stakeholder groups considered within FINA-RET in Greece (i.e. householders, construction and industry associations and policy makers) revealed that general public is ready to invest and that lack of awareness -concerning also construction industry, on the actual cost-effectiveness or sometime existence of technologies is the main drawback.    

On the other hand, the majority of the SMEs would be willing to invest 3.000 – 10.000€ in order to have a RET or/and EET application as a standard to their premises given that this investment would ensure a 10% reduction of their annual energy cost. In the case that the investments would ensure a 30% reduction of energy cost, SMEs would be willing to invest even higher amounts of money (reaching up to 50.000€). Regarding the awaiting time for the investment to be reimbursed, it seems that SMEs are not willing to wait more than 5 years in both cases. This attitude of the SMEs can be to a certain extent be justified after taking into account the period that the survey took place and the general financial condition of the majority of SMEs in Greece.

6.1.5 
Concluding Remarks on the characteristics of FINA-RET’s Financing Products

There is indeed an emerging market in Greece for small-scale RET & EET applications in the residential and office-building sector that involves both refurbishment as well as development of new buildings. Currently, there is a lack of effective communication on the costs and expected  benefits of renewables and energy efficiency technologies applications in the buildings. This lack of awareness and understanding is also apparent on the effectiveness of the characteristics of the financing products available in the Greek market.

The above analysis revealed that households as well as SMEs do not choose among the available financing products based only on the interest rate, although interest rate was considered as the most important factor while deciding for which loan they would apply. As it was mentioned in the previous sections, a low interest rate could be the “carrot” for attracting the potential investors but solely could not manage to make the investors apply for the financial product. Namely, even if a loan has low interest rate, other features such as the loan terms flexibility and its level of adaptation on the investment characteristics (i.e. pay-back time, loan size, size of installment, etc.) or even on characteristics acquired less importance by interviewees like the applying process, are finally guiding investors decision on either choosing among different loans, or generally borrowing or even investing in the case of the lack of funds.

Therefore, the critical success factor for this category of loans in Greece is not laying on the identification of the competitiveness of each of the above stated loan features but on the identification of the appropriate “loan concept” that could trigger the interest of the Greek market, i.e. a market of certain socio-economic and political characteristics.

Considering the above a cost-effectively designed loan for small-scale RET and EET investment should be focused on the added value of each technology on the operation of a building. In other worlds, the loan should be developed based on the expected operational performance of the technology and on the fact that it is addressed to a secured investment (i.e. an enhancement of the installations of a building). 

An important issue to be addressed in the design of these loans’ category is the “secure” characteristics of the investment. While in the case of mortgages the collateral   is the building by itself, in the case of RET and EET the collateral can be achieved through a Third Party. This Third Party can be either private initiatives, i.e. ESCOs or public initiatives, i.e. subsidies, provision of secured loans, etc. 
6.2 Characteristics of the market of FINA-RET’s Financing Products

6.2.1 Profile of the potential investors

Households

The sample of the survey included 1.600 households. In the table that follows (Table 13) the percentages of interviewees included in each of the identified age groups (i.e. 18-24 years old, 25 – 34 years old, 35 – 49 years old, 50 – 64 years old and over 65 years old) are presented. 

	Age of the interviewee
	%

	18 – 24 years old
	4,8%

	25 – 34 years old
	13,9%

	35 – 49 years old
	37,7%

	50 – 64 years old
	28%

	65 + years old
	15,6%


Interviewees Age
As it becomes apparent from the above table, all age groups were represented in the sample and the dominant was the one of 35 – 49 years old. Furthermore, the majority of the households were consisted of 3-4 persons and had an annual income of 10.000€ – 30.000€. 

Regarding the educational level of the interviewees, the majority was graduates of secondary school followed by graduates of higher education. 

Taking into account the synthesis of the sample and the answers given while conducting the interview, it seems that: 

1. People with higher educational lever are more aware of the available RET and EET applications and more determined to invest on one or more of these technologies. 

2. People of 35 – 49 years old are most likely to invest and are also able to do so. 

The above conclusions are rather expected in the sense that education increases knowledge and the capacity of persons to identify and understand information, while the socio-economic and cultural settings in Greece are such as that adults are in the position to start taking decisions related to investments around the age og 30 years old 

Finally, the majority of the interviewees (and thus of the potential investors) are concerned about climate change and try to reduce their energy consumption for both environmental and economic issues.

SMEs

The sample of the survey included 100 SMEs. In the chart that follows the sectors that the interviewed enterprises belong are presented.
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Furthermore, the majority of the SMEs are operating for more than 10 years while 19% operates for 5-10 years, 12% for 3-5 years, 9% for 1-3 years and 1% for less than a year. In addition, the following chart presents the annual turn over of the interviewed SMEs.
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Taking into account the synthesis of the sample and the answers given while conducting the interview, it seems that: 

1. SMEs that operate for more than 10 years or are newcomers in the market are more aware of the available RET and EET applications and more determined to invest on one or more of these technologies. It must be also noted that companies that are located in Northern Greece or the islands seem to be more determined to invest in these technologies since they are to a satisfied extent aware of their characteristics and benefits.  

2. Most SMEs have invested or would be willing to invest preferably in EET since they seem to be aware of their characteristics and function and believe that can be easily incorporated in their premises. 

3. The SMEs that had already invested in an EET/RET was mobilized by the high energy prices.

4. The Companies with higher annual turn over consider as the most important characteristic of a loan the link of its characteristics with the performance of the investment.

Finally, the majority of the interviewees (and thus of the potential investors) are concerned about climate change and try to reduce their energy consumption for both environmental and economic issues.

6.2.2 Technologies Positioning in the Greek Market

Within the framework of the survey, the interviewees were asked to state if they have inquired and then used one or more RET and EET. The interviewees were asked about the following RET and EET:

· Solar Thermal water heater

· Geothermal heat pump

· High efficiency air heat pump

· Biomass boiler

· Grid Connected Photovoltaic

· Stand Alone Photovoltaic

· Micro – Hydro

· Micro wind turbine

· Insulation of envelop

The results of the surveys revealed that households are to a satisfied level aware of the available RET and EET applications but just a small minority has invested on any of these. However, those that had already invested on any RET or / and EET stated that are to a great extent satisfied with their investment. Furthermore, from those that had already invested on RET/EET the great majority has chosen applications ensuring energy efficiency and only a few of them have chosen renewable energy technologies. This result is rather consistent with the Greek case since on the one hand awareness on efficient energy technologies is higher and on the other hand up to one month ago (i.e. August 2009) there was no legislation available for RET  in Greece. The results of the surveys addressed to SMEs led more or less to the same conclusions with those acquired by the surveys conducted among households.

An attempt to correlate the level of awareness and the investments realized on RET/EET, is presented in Table 14 for households and Table 3 for SMEs. However the reasons behind the differences between the percentage of inquirement and use are more complicated than the efficiency and effectiveness of the technology and are highly depended on the socio-economic and institutional context of the country or even sometime of a certain area. 

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	· Solar thermal water heater
	99,1%
	76,6%

	· Geothermal heat pump
	38%
	1,2%

	· High Efficiency Air Heat Pump
	42,6%
	6,5%

	· Biomass boiler
	48,6%
	4,8%

	· Condensation boiler
	58,3%
	23%

	· Grid Connected Photovoltaic
	71,8%
	3,9%

	· Stand alone Photovoltaic
	58,3%
	7,9%

	· Micro - hydro
	27,8%
	0%

	· Micro wind turbine
	70,4%
	2%

	· Insulation of envelop (walls and roof)
	99,1%
	82,2%


Awareness and use of RET/EET in households

	Renewable Energy Technologies & Energy Efficiency Technologies
	I have inquired on it
	I use it

	· Solar thermal water heater
	100%
	14%

	· Geothermal heat pump
	59%
	0%

	· High Efficiency Air Heat Pump
	63%
	20,6%

	· Biomass boiler
	64%
	3,1%

	· Condensation boiler
	69%
	4,3%

	· Grid Connected Photovoltaic
	89%
	0%

	· Stand alone Photovoltaic
	89%
	1,1%

	· Micro - hydro
	51%
	2%

	· Micro wind turbine
	90%
	0%

	· Cogeneration Gas
	38%
	0%

	· Insulation of envelop (walls and roof)
	97%
	82,5%

	· Fluorescent bulbs program collective
	100%
	96%

	· High efficiency electrical motors
	28%
	28,6%

	· Heat recovery system for compressed air machine
	18%
	5,6%


Awareness and use of RET/EET in SMEs

More specifically, with regards to the solar-thermal water heaters a systematic approach on behalf of the industry and many years ago on behalf of the state led to the implementation of this technology to the overwhelming majority of new constructions and refurbished dwellings. The technology was promoted by emphasizing both the savings in energy cost, as well as the comfort of having warm water on the spot.

Similarly, insulation of envelop became a standard in new constructions. Climate change and the high urbanization (i.e. high level of noise) in Greece make it a very promising EET. The installation of double glazier windows seems to be the standard implemented technology in all refurbishes.

Geothermal and High Efficiency Air Heat Pumps have started gaining place, however mainly in commercial installations and hotels. The use of biomass boilers has also started to rise, however as has been stated by the respective industry, Greeks still require a lot of education to understand that a biomass boiler can be efficient and be installed in any building. 

Condensation boilers seems to gain substantial room since when someone is aware on them it is easy to be convinced that the extra cost needed for its installation can be very fast depreciated by the energy savings it generates, especially in multi-residential buildings.

The major problem for the actual take-off of these technologies in Greece seems to be a part of the construction industry that on the one hand lack of knowledge and on the other hand is stuck  on the perception that all matters is less cost.

Stand alone PV have several applications in Greek islands, however regarding grid connected PV there is just available a legal framework within which build PV can be incorporated in buildings and connected to the network.

6.2.3 The Market’s Potential 

From the previous section became apparent that the market of RET and EET is under development in Greece. Furthermore, out of the surveys conducted to households, SMEs Construction Industry and RET/EET industry came out that the households as well as the SMEs are strongly interested in these technologies and would be willing to invest on these technologies of course under certain preconditions. 

Concretely, when the interviewees were asked to explain why they haven’t invested yet on any RET/EET since they seem interested in them, they gave the following reasons:

· Lack of incentives

· Vague economic and environmental benefit

· Other non financial issues preventing them from investing, such as legislation issues and bureaucracy.
The above stated issues provide a quite precise description of the current situation:

· No systematic attempt on behalf of any of the stakeholder groups to provide information to the general public.

· No measures on behalf of the government to support the market development, along with a legislation gap

· Technical and bureaucratic difficulties to implement RET in the urban environment

· Banking products with conceptual mistakes and misplacement in the market.
However, within the last couple of months with “green development” viewed as the mean to get out of the economic crisis and the European Directives on buildings, energy services and renewables leaving no room any more to the Greek government for lapse from its duty to develop a framework for RET and EET market, the multidimensional gap described above by the interviewees seems that is getting narrower. To this direction a national legislation for build PV has been developed and subsidy programmers for refurbishing both residential and commercial buildings have been launched. These policy means already have mobilize all market actors, i.e. construction and technologies industries and banks towards establishing relationships capable to develop a win-win environment for them yet attractive to the potential investors.

In order to make an analysis of the potentials of a financing product for small-scale RET & EET investments in Greece the five forces model of Porter will be used as mentioned in section 2 of this report
As resulted from the survey to households 46,8% of the intervieweed households stated that would apply for a “green” loan if they were about to invest on RET and EET, while   14,5 % of the interviewees intent to invest on RET and EET in the immediate future. Therefore, is seems that there is a market for financing products addressing small-scale RET and EET investments. Furthermore, the majority of the interviewed SMEs seem to be interested and willing to invest in RET/EET that can assure an important reduction of their annual energy cost.

At this certain point competition in the Greek banking products market is limited, in the sense that as identified in task 2.2 of FINA-RET the available “green” loans for small-scale investment are a few, with limited promotion and publicity (most interviewees were not aware at all). Nevertheless, the attractiveness and effectiveness of these products is marginal if at all since they have been designed based on the profile of investors and not on the profile of the investment. Banks are not actually aware of the RET & EET and they have not realized what can be actually expected by these investments. Therefore, considering the fact that the market is under development this is considered to be an appropriate time to enter and make the appropriate alliances, i.e. a coordinated approach with other market actors in order to secure the expose and distribution channel required for a successful financing product.

The Greek financing market may considered wide and in a sense stabilized, since the majority of new entries is a result of merges and acquisitions. Competition is working quite well as long as customers realize that banks like any other business. Past experience in the area of consumer loans and mortgages revealed that negotiations along with intense competition can work surprisingly well on behalf of the customer. Therefore, given the fact that due to the economic crisis banks should recast their products to more secure and if possible trendy “green”, it is expected that the competition will be high. This will be further enhanced in the coming two to three years since all the subsidy programmes announced by the government will be assessed and managed by the banking system increasing in this way the capacity of the banks for side sales of their products. 

Considering the introduction of “substitutes” this is rather difficult in the sense that the major financing tool for funding household’s investments is loan. 

Finally, regarding the sixth power – the Government – it must be said that up to now very little efforts were placed on the promotion of energy efficiency and renewable energy. However, it seems that over the last months the Greek government has turned the attention to green economy. Thus, several incentives have been already announced and placed in order to promote energy efficiency in the residential sector, while incentives about renewable energy are expected to be announced within the next months. Consequently, it seems that project’s financing products will come out to the market.

Summarizing the above can be concluded that Greek market of RET & EET is emerging and the timing for an appropriately conceptually designed and implemented financing product can be considered just perfect.

6.3 Characteristics of the promotion campaign

6.3.1 Which should be the main message?

Going through the results of all surveys performed within FINA-RET it become clear that in order to promote any financing product including a subsidy programme one has to identify a way to promote the expected benefits of the investment and a long with it the way to implement. 

Considering the economic crisis and the fact that banks, as well as politicians and governments –i.e. were funding comes from, acquire minimum trust by the Greek households and SMEs one has to convince them for the performance per se and not to attempt them by providing them with the funds to invest. Therefore, according to interviewees what is needed is the promotion of the total product, i.e. a technology and the way to obtain it, through an awareness channel that wil inform potential investors on the:

1. expected savings in energy

2. expected increase in comfort

3. contribution in the increase of the quality of life and fostering of health

4. contribution in saving the environment 

5. actual problems that one has to overcome in order to implement the investment.

Households and SMEs educated on the above issues seem to be willing to identify the funds to invest with or without a subsidy programme.  

Another important issue is the loan to be designed based on the specific technology and on the expected benefits by its implementation. This specialization of the loan must be clearly stressed in the promotion strategy such as to reach the investors’ subconscious. Namely, the promotion campaign should emphasize for instance on how the installment of the loan can be linked with energy savings, i.e. that for the period of the loan the cost of installment and the energy bill will be more or less at the same level with the energy bill prior to the investment. 

Finally, the loan product should capitalize on the existing subsidies either on its concept or definitely on its promotion demonstrating the fact that combining the two sources the profit expected from the investment can be immediate. 

6.3.2 Who should be the “key” person (promoter) of the campaign?

The questionnaire that was prepared for the purposes of the survey that was addressed to households and SMEs included a question about the sources of information that they most trust especially for energy related issues. Namely, the interviewees were given a list of informational sources and they were asked to state to what extent they trust them for their information on energy related issues. The list that was provided to the interviewees included the following sources of information:

· Political Parties

· Government

· Journalists

· Electricity, gas and other energy companies

· The European Union

· Environmental protection organizations (NGOs) or consumer associations

· Scientists

· RET / EET Industry

· Energy management services consulting companies

The vast majority of the interviewed households and SMEs believe that government and political parties are not credible sources of information and thus do not trust them and prefer not to ask from them information about energy related issues. Also, journalists seem to face important credibility problems as only a minority of the households and SMEs stated that trusts them to a great extent. On the contrary, scientists, NGOs and European Union are the most trusted sources of information as households and SMEs believe that they can provide them with independent and unbiased information on energy related issues. Also, they seem to trust to a great extent the RET and EET industry.

Consequently, the promotion campaign of the Financing products for investments on RET/EET should be promoted by the informational sources that households and SMEs consider unbiased and trust the most in order to be successful and finally manage to make the potential investors to apply for the financing products.

The promotion campaign could include results of EU researches that a scientist could present them that are the most trusted sources of information and thus could easier mobilize the investors to apply for the financing products addressed to investments on RET/EET.
6.4 Overall Conclusions

As it becomes apparent from the above analysis, Fina-Ret products can have high possibilities not only to reach those interested in investments on RET/EET but also to mobilize those who haven’t yet thought about an investment on RET/EET.

The time that the project’s products are scheduled to be “launched” is the most appropriate for Greece since several governmental incentives are to be announced within the next months. Furthermore, the market of these financing products, as described in a previous section, is still under development and thus is not so difficult to enter it.   

Finally, given that while designing and packaging the financing products the results obtained by the surveys addressed to households, SMEs Construction Industry and RET/EET Industry will be taken into account and the project’s product will be customized to the Greek market’s needs, the possibilities of a successful entrance and development in the market are well increased.

7. Synthesis of survey’s results in Italy

7.1 Characteristics of FINA-RET’s Financing Products
7.1.1 Preferable Characteristics for a financing product
Within the framework of the survey that was conducted among approximately two thousands of Italian households, the main features that the FINA-RET dedicated financial products for RET/EET should have are the following: 

· Lower Interest rate

· Flexibility of the loan’s terms

· Level of installments related to energy savings

These three main desired characteristics reflect some general outcomes which have been suggested by all the surveyed targets:

i) in Italy the general attitude towards banks is not very positive: both SMEs and households very rarely look at banks as partners for their investments and the mistrust in the banking sector results into a narrowing of the RET/EET investment area;

ii) the main concern of the demand is in the initial investment cost: due to a generally limited financial culture, investment decisions are not often taken on the basis of the overall evaluation of the whole life-cycle performance, so that the cost of the capital (interest rate) to make the initial investment is the most important characteristic for a forthcoming dedicated loan;

iii) a poor technical and environmental culture limits the scope and the width of the RET/EET solutions actually taken into account by the final demand. The presence of a strong subsidy programme for the PV installations (the feed-in mechanism “conto energia”) has generated an important flow of demand (at least in terms of getting information on the possibility to install PV systems), which proved to be scarcely aware and in the end more interested in grabbing the financial opportunities coming from the incentives rather than in improving the addressing of their energy needs 

Therefore, the above considerations would suggest that in order to have an actual impact on the market take-up of small-scale application of RET/EET, an “attractive” financial product should have at least the following  features:

1. Hide the initial investment”

2. Be brought to the market not through banks

3. Be more specifically tailored on the features of the single investment in technology they address. 

4. Capitalize on the existing public incentive programmes to reduce the overall financial risk and widen the area of the financially viable investments.
7.2 Satisfaction Obtained from Existing Loans
As it was already mentioned, the Italian market is hugely affected by a form of mistrust toward banks: The latter, combined with i) the presence of strong public incentivizing programmes (tax credit of 55% for investments in barely all typologies of REì/EE technologies), ii) a poor financial culture and iii) a generally scarce awareness on the width of the spectrum of the available technology solutions often bring the final demand to adjust the size of the investment made not to pursue the optimization of the energy performance, but to avoid borrowing financial resources. This often leads to the adoption of sub-optimal RE/EE technical solutions that have resulted in a very peculiar outcome of the survey of the Italian market: Italian households and SMEs that have actually invested on RE/EE technologies report a degree of satisfaction which is substantially lower than the one registered in the other Countries surveyed by FINA-RET.

According to the results of the survey only 2% of households and 2% of SMEs took a loan to invest in RE/EE technologies. If this result, on the one hand, plainly confirm the above considerations made on the Italian market, on the other hand, although respondents reported to be satisfied by the terms of the loan they had, it doesn’t allow distilling any general conclusion on the degree of satisfaction of the Italian demand with the existing loans.
7.3 Reasons for not applying for a financing product

Approximately 70% of the Italian demand reported they would not apply for a loan in the case of future investments in RET/EET.
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Italian banking institutions are facing a serious crisis of credibility, particularly among households and SMEs.
Households
Approximately 58% of respondents do no have and do not want to develop a relationship with banks, because they “never apply for a loan“ (35,7%), “want to cover the cost on their own” (11,4%), “do not trust in banks” (10%). 
SMEs
Asked to provide for the main reasons they identify as the main barrier to apply for a loan to invest in RET/EET, nearly 1/3 of respondents didn’t indicate any of the available answers. Among those that have given their answers, approximately 26% state that in any case the “company is not about to invest”, while a notable 23% say that “the company never applies for a loan” and more than 17% simply “do not trust banks”. The technical features of the loan are at the bottom of the ranking of the reasons for not applying to a loan, confirming that the issue of a poor demand for financial support for investments in RET/EET cannot be entirely tackled by acting solely on the supply side.

These results are confirming that the negative attitude of Italian households and SMEs towards banks is something that could hamper the capability of the FINA-RET product to penetrate the market, even despite their quality.
Thus, it emerges as a crucial issue the capability to integrate the FINA-RET financing products within a “complete package” combining advice, technical and financial solutions to be developed jointly with the interested stakeholders (Construction and RET/EET Industry as channels to market the financing products directly with the technical solution).

As far as the characteristics of the financing products to be designed, the latter will have to be designed in such a way to have very easy and clear application procedures, which is ranked at the third place among the reasons for not applying for a loan. 

7.4 Willingness to invest on RET/EET
The strong need for a targeted and well-focused awareness raising actions clearly has emerged from the surveys, when respondents have been asked about their willingness to pay to reach a substantial cut of their energy bill (10% for SMEs and 30% for households). Most of SMEs and households (80% and 70% respectively) reported to be keen to invest a maximum amount of 5.000€ with a desired payback period up to 5 years. More in detail:
Households
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Italian households reveal to be interested in smaller projects (approximately 70% of respondents answered that they are available to spend no more that 5.000€ as an extra cost to have a 30% reduction of their energy costs. The expectations Italian households have about the payback period of this investment are mainly on the short term: more than 60% of households desire having a return on the investment within 5 years. Again, the results of the survey seem to suggest that Italian households are not willing to consider very large or complex or sophisticated solutions. This result is probably related to a very peculiar characteristic of the Italian real estate market.
The vast majority of Italian households own their houses. This brings the Italian real estate property to be extremely parcelled. Therefore, every respondent is likely answering only on investments to be carried out in its small portion of property, leading to a possible underestimation of the overall potential demand. In the definition of the FINA-RET financing products, it will be worthwhile to take into account the opportunity to develop products targeting at blocks of flats and Multi-units buildings.

SMEs

Also Italian SMEs reveal to be interested in smaller projects (approximately 80% of respondents answered that they are available to spend no more that 5.000€ as an extra cost to have a 10% reduction of their energy costs. The expectations Italian SMEs have about the payback period of this investment are mainly on the short term: more than 65% of companies desire having a return on the investment within 5 years. These results of the survey seem to suggest that Italian SMEs are not willing to consider very large or complex or sophisticated solutions, most probably because of a lack of proper knowledge about the available technical solutions at their disposal. 
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Deepening the analysis of the households results, by looking at the willingness to pay in comparison to the level of education and the household’s annual income, it can be said that in both cases there is a weak positive correlation. 42% of the respondents having an elementary level of education state they are willing to pay no more than 1000€, while 39% of those who have a higher education declare their willingness to pay something more between 1000 and 3000€. The same is occurring when speaking about the households annual income, where the only outliers with respect to a positive linear trend is represented by respondents who have an annual income ranging from 10.000 and 30.000€, the most popular answer being “less than 1000€”.

	Willingness \ Education
	Elementary
	Secondary
	Higher

	<1.000€
	42%
	26%
	6%

	1.001€ - 3.000€
	14%
	26%
	39%

	3.001€ - 5.000€
	19%
	18%
	11%

	5.001€ - 7.000€
	14%
	18%
	28%

	7.001€ - 10.000€
	12%
	3%
	17%

	10.001€ - 15.000€
	0%
	0%
	0%

	>15.000€
	0%
	10%
	0%

	Total
	100%
	100%
	100%


	Willingness \ Income
	<5000
	5001-10000
	10001-30000
	30001-50000
	>50000

	<1.000€
	57%
	29%
	28%
	25%
	0%

	1.001€ - 3.000€
	43%
	36%
	19%
	13%
	50%

	3.001€ - 5.000€
	0%
	14%
	17%
	38%
	0%

	5.001€ - 7.000€
	0%
	14%
	20%
	13%
	50%

	7.001€ - 10.000€
	0%
	7%
	10%
	13%
	0%

	10.001€ - 15.000€
	0%
	0%
	0%
	0%
	0%

	>15.000€
	0%
	0%
	6%
	0%
	0%

	Total
	100%
	100%
	100%
	100%
	100%


In Italy, people with higher education and higher income are the prime target of for the dedicated financing products to be developed by FINA-RET.

7.5 Concluding remarks on the features of FINA-RET’s Financing Products
There is indeed an emerging market in Italy for small-scale RET & EET applications, both for households and SMEs. The uncertainties related to the costs of energy, the presence of strong incentives and also a diffusion of a more eco-friendly consciousness have opened the way for a real take-off of the market. Still, there are many obstacles to be overcome to make RET/EET investments really spread all over the country. Basically, the forthcoming FINA-RET financing products, among the others, should at least have the following characteristics:

· Capitalize on the existing public incentives, as if the latter were an “implicit” guarantee for the investment. This has been at the root of the good dynamics of the investments in PV in the recent years in Italy, where the feed-in tariff mechanism “Conto Energia” acted as a risk mitigating tool for the banking system;

· Introduce flexibility in its technical features (level of instalments, duration, interest rate, etc.), linking them to the expected and the actual performance of the investment

· “Hide” the initial cost of the investment

· Be promoted and marketed through the Construction and RET/EET industry sectors, similarly to what is currently happening in the car industry.

· Develop integrated packages that may foresee investments in PV and also other typologies of investments (like the insulation of the wall or other EET investments) for which longer payback period are foreseen, in order to enlarge the area of bankable investments (working on average duration and payback period)

· Include in the initial investment cost also the costs for maintenance and assistance in the management of the technical solution, as a form of “implicit insurance” about the actual energy performance of the investment.
7.6 Characteristics of the market of FINA-RET’s Financing Products
7.6.1 Profile of the potential investors
Households

The survey on the Italian households has been performed in November 2008 on the whole Italian territory (20 Regions). Households to be interviewed have been selected on a random basis. Through the survey, approximately 2000 households have been contacted, 1000 of which have completed the level 1 interview. Further, 100 households have given their availability for a full interview (level 1 + level 2).

The sampling procedure adopted to draw the contact list followed the methodological guidelines elaborated by FINA-RET (maintaining the proportionality between population size and density). This ensured that the sample has properly served the project’s objective in being representative of the Italian households.

Hereby in the following, the graphs summarize the distribution of i) contacts made, ii) level 1 and iii) level 2 respondents in each Region. Lombardia, Sicilia, Lazio and Campania (which actually are at the first 4 places in the ranking of Italian regions per population and gather approx. 25 millions of inhabitants out of the 60 millions of the whole Italy) accounted for about 40% of the sample. Basically, the level 2 respondents’ distribution turned out to be in line with the sample distribution, while in the distribution of Level 1 respondents Emilia Romagna and Veneto are preceding Lazio and Campania.
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The vast majority of respondents are female (65% approximately, while as far as age classes are concerned, results show that more than 57% of answers came from people over 50.
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Regarding how the respondents are distributed according their annual income, most of them (approx. 75%) fall into the 10.000-30.000 class. This is ensuring that the target of the RET/EET small scale applications FINA-RET is aiming to promote is widely represented.

More than a half of households that have participated to the survey consist of 3-4 components.
The picture that the survey is delivering on the attitude of the Italian households towards RET/EET solutions for their energy problem features well identified trends.

As a general consideration on the survey results, it can be said that in most of cases the obtained answers have not varied significantly according to the size of the households, the age of the respondents, the region they belong to and their annual income. 

SMEs

The survey on SMEs has been performed in November 2008 on the whole Italian territory. Companies to be interviewed have been selected on a random basis. Through the survey, 708 companies have been contacted and provided with information about FINA-RET’s aims and activities. 102 companied have given their availability for a full interview.

The contact list has been designed, taking into account the regional distribution of Italian companies. This ensured that the sample can be considered sufficiently representative of the Italian market.

Hereby in the following, the table summarizes the distribution of contacted companies and respondents as well as the answer rate in each region. Lombardia, Sicilia, Lazio and Campania (which actually are at the first 4 places in the ranking of Italian regions per population and gather approx. 25 millions of inhabitants out of the 60 millions of the whole Italy) accounted for about 40% of the whole sample.

	REGION
	No. of performed interviews
	No. of contact failure 
	Total contacts
	% of respondents

	LOMBARDIA
	15
	91
	106
	14,2%

	SICILIA
	9
	78
	87
	10,3%

	LAZIO
	8
	70
	78
	10,3%

	CAMPANIA
	10
	63
	73
	13,7%

	TOSCANA
	6
	47
	53
	11,3%

	PIEMONTE
	7
	36
	43
	16,3%

	VENETO
	8
	29
	37
	21,6%

	EMILIA ROMAGNA
	7
	30
	37
	18,9%

	CALABRIA
	5
	30
	35
	14,3%

	ABRUZZI
	2
	27
	29
	6,9%

	PUGLIA
	7
	20
	27
	25,9%

	FRIULI VG
	2
	23
	25
	8,0%

	LIGURIA
	3
	11
	14
	21,4%

	SARDEGNA
	3
	11
	14
	21,4%

	MARCHE
	3
	9
	12
	25,0%

	BASILICATA
	1
	10
	11
	9,1%

	MOLISE
	2
	7
	9
	22,2%

	TRENTINO AA
	2
	7
	9
	22,2%

	VALLE D'AOSTA
	1
	4
	5
	20,0%

	UMBRIA
	1
	3
	4
	25,0%

	TOTAL
	102
	606
	708
	14,4%


As far as the distribution of the sample per economic sector, manufacturing sector is the most represented with 37companies, immediately followed by commerce (34) and services (28). Only three companies from the farming sector have agreed to take part to the survey,
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	Commerce
	34

	Farming
	3

	Manufacturing
	37

	Services
	28

	TOTAL
	102


More than 60% of respondent companies declared an annual turnover not higher than 300.000€ and more than 70% are micro-companies which employ less than 4 people. These results are again fully consistent with the features of the general population of Italian businesses.

The picture that the survey is delivering on the attitude of the Italian SMEs towards RET/EET solutions for their energy problem features well identified trends.
As a general consideration on the survey results, it can be said that in most of cases the obtained answers have not varied significantly according to the size of the companies, the annual turnover and the sector of activities.
7.7 Technologies Positioning in the Italian Market
Despite the fact that both Italian households and SMEs claimed to have great concern for climate change and global warming (see the Table below), when asked about the actual interest they show towards RET/EET investments, answers have not been as positive as expected 

	Concern for climate change and global warming
	Households
	SMEs

	To a very great extent
	17,00%
	22,55%

	To a great extent
	32,30%
	28,45%

	To a moderate extent
	36,30%
	38,25%

	To a slight extent
	11,40%
	8,80%

	Not at all
	3,00%
	1,95%


Results for both households and SMEs have been summarized in tables, in where:

1. the column “inquired” shows the percentage of respondents that have taken information on the selected technology for a possible investment,
2. the column “invested” shows the percentage of those who have inquired that actually are using (and therefore invested in) the selected technology,
3. in the table of SMEs, there is a third column, named “degree of satisfaction”, which gives a synthetic information on how much the SMEs are satisfied with the investment (and not with the technology) they made. Satisfaction has been ranked on a scale from 1 (low) to 3 (high). The value 0 appears when no actual investment has been made in a given technology. Due to lack of responses a similar information is not available for the Italian households.
Households

As far as the degree of satisfaction is concerned, since the investments actually made by the respondents are really limited in numbers, results have been reported only on the Insulation of walls, for which it is safe to distil some findings. In fact, a quite relevant portion of the sample (56%) didn’t ask for information at all.

Composition of respondents by education and age class
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When looking at the composition of the 44% who have inquired on RET/EET, it is worth noting that the latter is not depending on the level of education an that more than 63% of inquiries came from people who are 50 years old or more. The following table which summarizes results for the “Inquired” and “Used” questions refer therefore only about the 44% of the surveyed households (multiple answers were allowed).

	Technology
	Inquired %
	Used %

	Solar thermal water heater
	39,0%
	7,7%

	Geothermal heat pump
	7%
	14,3%

	High Efficiency Air Heat Pump
	5%
	0,0%

	Biomass boiler
	8%
	12,5%

	Condensation boiler
	6%
	16,7%

	Grid Connected Photovoltaic
	15%
	0,0%

	Stand alone Photovoltaic
	5%
	0,0%

	Micro - hydro
	3%
	0,0%

	Micro wind turbine
	6%
	0,0%

	Insulation of envelop (walls and roof)
	31%
	64,5%


If, on one hand, it can be said that all the proposed options have been inquired (to different extents obviously), on the other hand only 5 out of 10 options have seen actual investments made by the surveyed households.
Solar thermal water heater, Insulation of envelop and Grid connected photovoltaic confirm to be the most popular solutions, at least in terms interest enjoyed among the general public. In this sense, this higher popularity can be explained also through the word-of-mouth effect on the actual accessibility of public incentives for the different RET/EET applications.

Similarly to what observed in the case of SMEs, again the Solar Thermal Water Heater shows a relatively low capacity to turn inquiries into investments, while Insulation of the envelop is well performing with that respect.
As an overall consideration, it seems that Italian households (and the same applies to SMEs) are capable to recognize the economic advantages (and therefore the economic viability of an investments) more in the Energy efficiency/ saving applications rather than in the Renewables.
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Possibly, also the direct perception of a enhanced comfort can play a role: insulation of envelop has an impact also con the comfort enjoyed within the house and this could render visible (in a tangible) way the advantages of this solution. The investing choices seem not to be exclusively financially/technically-driven.

When coming to the degree of satisfaction from the investments, as it has been said, the numbers of the survey don’t allow drawing conclusions safely. Only for the insulation of envelop (which has been implemented by the 20% of respondents) it is meaningful to look at the degree of satisfaction. It is notable that 40% of the respondents show poor o little satisfaction in the investment thy made.

This result is clearly in line with what has emerged in the SMEs analysis. The observed low degree of satisfaction may depend on both the demand and the supply side. On the demand side, the strong incentive programme which is subsidizing investments in EET is certainly favoring the diffusion of these solutions, but, on the other hand, the availability of public support could have a negative impact on how much carefully households are evaluating the adoption of RET/EET solution as a technical and an investment option.

On the offer side, the lack of qualified workforce in the building/installing companies could lead to an underperformance of the implemented solutions.

SMEs

Results of the SMEs survey on themost popular RET/EET have been summarized in the following table and in the following chart.

	RET & EET
	Inquired
	Invested
	Degree of satisfaction

	Grid Connected Photovoltaic
	22,6%
	13,1%
	3

	Stand alone Photovoltaic
	6,9%
	14,6%
	3

	Geothermal heat pump
	12,8%
	23,1%
	2

	High Efficiency Air Heat Pump
	5,9%
	16,9%
	2

	Condensation boiler
	8,8%
	33,5%
	2

	Cogeneration Gas
	8,8%
	33,5%
	2

	Fluorescent bulbs program collective
	41,2%
	88,1%
	2

	Solar thermal water heater
	50,0%
	11,8%
	1

	Insulation of envelop (walls and roof)
	29,4%
	43,4%
	1

	High efficiency electrical motors
	3,0%
	33,3%
	1

	Biomass boiler
	8,8%
	0,0%
	0

	Micro - hydro
	3,0%
	0,0%
	0

	Micro wind turbine
	6,9%
	0,0%
	0

	Heat recovery system for compressed air machine
	0,0%
	0,0%
	0
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From the analysis of the results obtained, it emerges that Solar thermal water heater, Fluorescent bulbs, Insulation of envelops and Photovoltaic appear to be the RET/EET small-scale applications (e.g. products) which Italian SMEs are looking at with more interest, at least in terms of gathering information for potential investments (see horizontal axis in the graph).

The Italian market has been (and still is) strongly supported by the public intervention. Some technical solutions may enjoy a higher popularity also because of the relatively easy access to support schemes for the investment. This has been the case, for example, of the insulation of envelops. For such investments, in Italy SMEs can benefit from a tax credit accounting for 55% of the investment made. All the necessary bureaucratic duties are accomplished by the installing company.

No SME in the sample asked information on Heat recovery system for compressed air machines.
When coming to how easily SMEs (after inquiring) decide for an investment in one or more of the above mentioned RET/EET solutions, Fluorescent bulbs and Insulation of envelop are again the top-ranked options, immediately followed by Cogeneration gas, Condensation boiler and High efficiency electrical motors.

Also the latter have been strongly subsidized by the public sector. On the contrary, no SMEs in the sample turned to invest in biomass boiler, micro-hydro and micro wind turbine, although some of them have taken information.

As an overall result for the Italian market, it is worth to highlight how the degree of satisfaction with the investment made expressed by the involved SMEs is generally low. Only the photovoltaic systems seem to match the expectation of SMEs, while it is peculiar to note that two of the most inquired and invested solutions (Insulation and Solar thermal heater) are not properly responding to SMEs needs. There can be a number of reasons for that, both on the side of the SMEs expectations and the quality of the offer.

As it has been already recalled, investments in RET/EET are heavily subsidized in Italy. While, on the one hand, this is certainly favoring the diffusion of RET/EET solutions, on the other hand the public support could have a negative impact on how much carefully SMEs are evaluating the adoption of RET/EET solution as an investment option. This could lead SMEs to go for the investment without considering all the technical elements that are affecting its “return rate” (refurbishment plan, minimum production capacity, etc).

Further, on the offer side, both the design and the implementation of the technical solution could be improved to enhance the overall efficiency of the installed systems and, consequently, the degree of satisfaction of SMEs.

7.8 The Market’s Potential 
From the previous section it appears that the market for some RET and EET in Italy, is growing. Furthermore, out of the surveys conducted to households, Construction Industry and RET/EET industry came out that when decisions have to taken to build new properties or retrofit the old ones, basically the only issue is price. End-users are reported not to be very interested about RET/EET solutions as they don’t have a correct perception of the cost of investments because they don’t have a clear perception of the benefit either. Many of the respondents in the Construction survey suggested that, given the features of the Construction market, the current programme of incentives is largely inefficient, since it is addressed to the wrong target: given that the competition on the market is exclusively made on the final price of the building, no Construction company can incorporate RET/EET solutions in its offer without becoming less competitive than its competitors.
According to the vast majority of the interviewed Construction companies, the Government should incentivize the offer side, rather than the demand side, giving tax credits to those construction companies which include RET/EET solutions in their offer.

Concretely, when the interviewee end-users were asked to explain why they haven’t invested yet on any RET/EET since they seem interested in them, they gave the following reasons:

· High initial investment cost

· Lack of interest

· Lack of incentives 

D.2.2 has revealed the existence of a large number of financing tools/schemes, coming from both the public and the private sector. As regards the public sector, many incentives are provided at national and local level in addition to a feed-in tariff.

Many of such grants cover up to 55% of investment costs(in the form of a tax credit in three years), nevertheless, aggregating data proves very complicated to be gathered, given the high variability of financing products provided by local public authorities.

One of the leverages that are more successful in turning the incentives offered in real investments is the capability of the RET/EET company to provide an integrated package which goes from the design of the solution to the management of all the bureaucratic processes needed to have the authorization and to access the incentives.

With regards to the private sector, the Italian private banking system provides a large number of financing products, especially loans, addressing almost all RET/EET application available on the market.

However, Italian end-users do not tend to apply for a loan in order to invest on RET/EET. This is often generating situations in which end users are scared when they realized that the initial investment cost can be 5 to 10 times higher of what they expected to be and this can definitively push them to abandon the idea, although it is perfectly demonstrated that the investment in RET/EET is viable both from a financial and a technical point of view.

There is a general consensus between the Construction Industry and the RET/EET Industry that the only form of public support that proved to be effective in addressing these problems is the feed-in tariff mechanism.

As previously discussed, Italian banking institutions offer a wide range of financing products as regards the investment in RET/EET. In that respect, there is competition between the existing players and also the possibility of new players to enter the market. However, Italian households do not tend to resort to loans for investing in RET/EET either because they are not aware of the benefits they would gain or the available incentives. FINA-RET products will be designed in order to compensate any doubts presented on behalf of the buyers.

They should be mainly focused on:

· Energy Efficiency Technologies as they are reported to have an appeal to the market. According to the Italian construction industry, there are uncertainties among the households as regards the economic viability of a RET investment and lack of skilled workforce for the implementation of RET.

· The current energy bill. Financing products are more likely to be successful in the case they will be able to ensure that the cost of energy bill after the investment and the loan repayment has not to exceed the current energy bill.

· Local Banks. Due to their closer relationship with the territory, smaller and local banks are reported to be more capable to intercept the demand for financing RET/EET investments with appropriate products.

As far the government is concerned RET/EET Industry and Construction Industry suggest the follow:

· The government has to simplify the administrative procedures and to give certainty of law. In fact, the demand side is reported to be not completely sure that the Government will keep the same support schemes for the whole period for which they have been announced.

· On the one hand, the construction industry suggests that the market should be opened by the Governments through the introduction by law of more strict EE requirements in terms of energy performance of buildings. On the other hand, RET/EET industry feels that it would be better to continue along the path of incentivising people rather than setting new standards by law (even though they do not totally disagree with the construction industry). Consequently, some more strict law standards may be required in addition to the incentives offered, in order to persuade the household to adopt RET/EET solutions.

7.9  Characteristics of the promotion campaign
7.9.1 Which should be the main message?
Since the main concern of most customers when investing on RET/EET is the initial cost of the investment, the promotion message should be able to attract their interest, for example cost of energy bill after the investment+ loan repayment= current energy bill. 

Having taken into account the reticence of the Italian households to resort to loans, the main campaign message should overcome any doubts of the customers. It should be made clear that FINA-RET products are easy to access and quickly obtained. 

In order to be successful in Italy, it seems crucial that the FINA-RET financing products are integrated in an overall package that can be perceived by the end-user as “ready-to-use”. Both Italian households and SMEs are proved to be not adequately aware of how the different available technology solutions can address their current energy needs.

As Italian state offers various subsidy schemes and it proves complicated for the consumers to decide upon which RET/EET and subsidy scheme to invest, FINA-RET products should be linked to the available subsidy scheme.

Given that, only half of the respondents said to be concerned about the environment and global warming “to a great extent”, the promotion campaign should also be able to raise the environmental concern of the public opinion.

As a result of the above considerations, the main message should be that investing in RET/EET solutions is the simplest thing to do, that, once the investment decision has been taken, will give the end-users only advantages. They will:

· will prove their sensibility to environment,

· will insure themselves against the raise of the energy price,

· will not have to bear any initial cost,

· will have technical assistance in the management of the RE/EE systems

· will not have to accomplish any administrative duty to have access the public incentives

7.9.2 Who should be the “key” person (promoter) of the campaign?
The questionnaire that was prepared for the purposes of the survey that was addressed to households included a question about the sources of information that they trust the most especially for energy related issues. Namely, the interviewees were given a list of informational sources and they were asked to state to what extent they trust them for their information on energy related issues. The list that was provided to the interviewees included the following sources of information:
· Political Parties

· Government

· Journalists

· Electricity, gas and other energy companies

· The European Union

· Environmental protection organizations (NGOs) or consumer associations

· Scientists

· RET / EET Industry

· Energy management services consulting companies.
The analysis of the results coming from all the surveys performed in Italy highlighted the need for a two-level communication campaign. On the one hand, there is a need for a communication action (which is obviously out of the scope of the dissemination campaign of the FINA-RET products) targeting at the general public and aimed at increasing the awareness of the end users both on the present and future key energy-related issues and on the most relevant technological solutions currently available on the market to address their present and future energy needs.

To this effect, it has to be noted that the level of trust in the sources of information about environmental problems is generally poor. It emerges a strong lack of confidence towards politicians in general, where the Government is facing strong credibility problems. The same applies to political parties. This is a key negative result which has an impact also on the poor confidence Italian households and SMEs have (and presumably will continue having) with respect to the support schemes (incentives, subsidies, tax reliefs, feed-in mechanism, etc…) the Government may promote. Italian end-users are generally trustful to those who are perceived as providing independent information (Scientists, NGOs, the EU, journalists) and are therefore considered as more reliable sources of information. Households are also having an average degree of trust also in sources of information that have a direct or indirect economic/industrial interest: in fact, RET/EET companies, Energy suppliers and ESCOs enjoy a moderate (in some cases even good) level of trust. 

In view of the above, the awareness raising campaign should be promoted through Scientists, NGOs, the EU and journalists as they are considered to provide the less biased information. 

On the other hand, there is the need to find the main channels through which the FINA-RET products can be promoted on the market. Again, the results from the surveys have clearly identified the model: given the general reluctance of the Italian end-users to address banks to finance investments in RET/EET, cooperation among financial players, construction industry and RET/EET industry should be enhanced in order to make the FINA-RET products brought to the market and disseminated together with the RET/EET solutions for which they have been specifically designed. 

7.10 Overall Conclusions
As a conclusion, FINA-RET products have increased possibilities to succeed since they are tailored to the Italian’s market needs and characteristics. To this effect, some of the main features of the Italian market as they have emerged in WP3 are summarized in the following:

· The level of awareness of the end-users (households and SMEs) is generally poor. In order to actually exploit the potential of the Italian market, an awareness raising campaign on the available RET/EET solutions is strongly needed. The main promoters of this campaign should be scientists, NGOs, EU, Journalists;

· The extremely poor trust towards banks, combined with the presence of strong public incentivizing programmes (tax credit of 55% for investments in barely all typologies of REì/EE technologies) often bring the final demand to adjust the size of the investment in such a way that there is no need for the end-user to finance the matching part of the investment through a financial product. This is often leading to inefficiencies in the energy performance of the investments carried out. This is at the basis of the limited level of satisfaction about the performed investments that has been registered from the final demand.

· As the presence of the feed-in tariff mechanism (“Conto Energia”) acts as an implicit guarantee to the investment, the financial barrier is more high for EET investments rather than for RET.

· The FINA-RET financing products should be brought to the market through a cooperation to be set-up among financial players, construction industry and RET/EET, similarly to what currently happens in the car industry. This is unavoidable to overcome the poor level of trust enjoyed by the Italian banks at the present moment.
· Public incentivizing mechanisms like the “Conto Energia” proved to be crucial to open the market to the PV market. In order to extend the risk mitigation function of the feed-in tariff for PV also to other technologies, the development of dedicated financing products specifically tailored on mixed investments (RET + EET) can be extremely useful in enlarging the area of the “bankable investments”.

· Financing product should present at least the following characteristics:

a. Be technology-specific and target specific

b. Hide the initial investment cost

c. Be tailored on the current energy bill of the customer
d. Be provided together with maintenance and consultancy services (i.e. ensuring the energy performance and the efficiency of the investment for its whole lifecycle)

e. Present flexible features (level of instalments, duration, interest rate, etc.), linking them to the expected and the actual performance of the investment. 

8. Cross-country synthesis and major conclusions
In this section of the report an attempt will be made to integrate the information resulted from the synthesis of the surveys’ results presented in the sections above. As mentioned in the methodological approach the synthesis remarks will be focused on two directions: first on issues related to the characteristics of the financing products and their promotion strategy and second on issues related to the overcoming of non-technological problems and bottlenecks while designing and implementing both public or private financing products and support schemes and initiatives for RET and EET investments. 
8.1 Financing Products development and Promotion
Surveys’ results on households and SMEs in all five countries reveal that Europeans consider themselves to have:

· A high degree of environmental concern

· Awareness on contemporary energy issues.
With regards to renewables and energy efficiency technologies French and Austrians seems to be well aware, while although Greeks, Cypriots and Italians consider themselves aware their overall replies reveal confusion with regards to expected costs and benefits from investments on RET and EET. In general, it can be said that self-perception of respondents is somehow biased by a substantial impossibility to be dispassionate about themselves.
However it was stressed by the majority of interviewees, including the representatives of the construction industry that customized information on specific technologies is needed to support them taking decisions either for retrofitting of their buildings or for including them in new constructions. More specifically they expressed the need to have more than information, i.e. consultation and decision support, both for identifying the appropriate investment, as well as for identifying the appropriate way for financing it. This awareness raising action should be a priority in the policy agenda, both at regional and national level.
With regards to the most trusted sources of information on the technologies and investments under consideration there was a consensus among all interviewees in all five countries. As illustrated in figures 2 and 3 environmental protection organizations and scientists consider to be the most trusted sources, while political parties, governments and journalist the least trusted ones.
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In Italy, Greece and Cyprus the socio-economic and cultural settings are quite similar and to a great extent the way that individuals (i.e. households and SMEs) face the investments of renewables and energy efficiency technologies in their buildings and production processes is also quite similar. Some major common aspects that share all three markets are:

· Lack of well designed incentives and measures (public)

· Vague impression on investments’ environmental and economic benefits 

· Lack of continuity and consistency on the institutional and legislative framework of implementing these technologies (no strategy in policy design)
· Complex and bureaucratic application process either for implementing a technology or for applying for a subsidy or grand

· Lack of cooperation between public and private sector.

Another commonality between Greeks and Italians is that they do not trust the banking system of their country, while an important difference of Italy from Greece and Cyprus in that RET and EET market is better deployed, i.e. all different technologies are available there is a quite developed network of sales, certification processes have been applied, ESCOs already exist, etc.
The Austrian market is much more developed than the above described ones. Austria is a market that public interventions have supported a lot its development. More specifically, subsidy schemes and grants are available for the majority of the technologies, while there is a formal certification process on energy efficiency. Furthermore, the State has supported actively the development of the energy services sector and has invested substantially on awareness and more specifically it has realized and implemented as much as possible the provision of customized, technology specific information to the citizens. Despite the technologies market is quite developed, the development of private financing sector is limited to loans (not real preferential ones) that provide the matching funds to subsidies. An argument for this market is that although there is a coordination and cooperation between national and local levels that supports the market development all over the country, there is no collaboration between public and private organization in order to lead to equilibrate market. Actually, an issue raised is that investments follows the different subsidies available each time, without being a result of mature decision and design that will lead to the maximum result in terms of cost-effectiveness and energy sustainability. Another issue highlighted by the analysis in Austria is that the oversupply of subsidies and measures leads to the postponement of investments, since among investors there is a belief that always “something” will be available.

The French market seems to be the most developed one in the sense that all market actors, including the state is involved in the development of RET and EET market. In France the government within the last few years has identified and implemented an integrated approach to support energy sustainability by involving all market actors, including private financing. Measures and financing schemes provided are designed in a way that synergies between the state, the private financing, the construction industry, the technologies industry and the consumers are created leading to a win-win environment for all. This approach also support the development of competition in all market segments leading to products (technologies, constructions, loans, etc.) that are of interest of the final consumers and of energy security and environment protection. 
A competitive advantage of the approaches implemented both in Austria and France is that the state support and exemplification they provide lead to a better understanding of the general public on energy sustainable consumption and production and therefore to a progressive behavioural change.

In the figure that follows the intention to invest and the amount willing to invest of households in the five countries is provided. As can be easily perceived from the figure strong incentives and high awareness makes Austrians willing to invest higher amounts. In the case of France the current confusion on the cost of buildings’ retrofitting is reflected in their answers (i.e. the 25% of respondents will invest up to 3.000 euros). The answers of Greeks, Italians and Cypriots are quite consistent with the description of the market provided above.  
With regards to SMEs, as illustrated in the respective figure, the situation is pretty similar. As concerns the payback time the majority of the interviewees compensate the relationship with the size of investment and the expected benefits. In any case the major issue is the initial amount they are willing to invest.
The major issues reported from households for not investing are: 

· High initial investment cost (for all surveyed countries except from Italy that reported lack of interest)

· Lack of awareness (except from Austria, France)
While the major issues for not investing for SMEs are:

· Cyprus: Lack of technology adapted to my case

· France: Lack of funds

· Greece: Lack of incentives and lack of funds

· Italy: Lack of interest and lack of awareness
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Households: Intention to invest – Amount to be invested
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SMEs: Intention to invest – Amount to be invested

With regards to the financing product characteristics, summarizing the responses in all surveyed countries the following revealed to be the most important three:
1. Interest Rate

2. Level of Adaptation on the Investment Characteristics

3. Ease of access & apply.
Interest rate is with no doubt the prevailing issue in any loan. However what revealed to make the difference for investors in all surveyed markets, is the degree of specialization of the loan to a specific technology, and the degree that this is reflected to its features, i.e. correlation of the level of the instalment with the expected savings or earnings from the investment, the repayment period of the loan with the pay-back time of the investment, etc.
Given the overall answers provided by the interviewees the following issues considered of paramount importance while designing a loan for financing RET and EET investment or while designing a subsidy or a grant for RET and EET investment:

1. Capitalize on any available public initiative or design public initiatives that will give ground to the development competitive financing products by the private sector

2. Focus as much as possible to a specific technology in order to capitalize to its expected results

3. Consider the characteristics of the specific target group and design an application process as easy as possible

In the table that follows an attempt was made to present the analysis and synthesis performed so far in an ease to understand and use manner. The table provides in brief the issues that should be considered in developing and promoting a financing product addressing RET and EET investments within different markets.
	Market characteristics & attributes
	Financing Products Characteristics
	Promotion Approach Characteristics
	Comments

	Full deployment of the RET and EET sector (i.e. all technologies available, energy specialized consultants, certification process, etc.)
Existence of several subsidy schemes and incentives

Existence of several financing products offered by the private sector

Synergies and cooperation between private and public sector – existence of an integrated, innovative- approach
Aware investors yet in certain cases misinformed   
	Innovative, highly specialized financing products with: 

competitive interest rate, 

flexible terms 

linkage between the level of installment and the pay back period with the pay back of the investment and the expected benefits
ease of apply 
	Message: should focus on the competitive advantages of the financing product and possibly on the consistently sustainable profile of the bank.
Key campaign person: a representative of an NGO or an energy related research organization or an association of consumers.

Promotion channels: direct with a lot of publicity, through consumers associations, technology providers & construction industry
	The major concern in this market is the competition available in financing products from private banks. 

	Full deployment of the RET and EET sector (i.e. all technologies available, energy specialized consultants, certification process, etc.)

Existence of several subsidy schemes and incentives

Synergies and cooperation between national, regional and local government

Aware investors

Limited offer of financing products from the private sector
	Innovative, highly specialized financing products with: 

competitive interest rate, 

flexible terms 

linkage between the level of installment and the pay back period with the pay back of the investment and the expected benefits

ease of apply 

correlation with available subsidies and incentives
	Message: should focus on the capacity it provides to capitalize better on the existing subsidies, grants and other incentives that it is related to. 
Key campaign person: a representative of an NGO or an energy related research organization or an association of consumers.

Promotion channels: direct with a lot of publicity, through technology providers & construction industry
	The concern in this market is to diversify the product and the bank from the rests that have not actually made any attempt to enter this sector. It may worth a more systematic investment in building and supporting a “green” profile.

	Deployment to a satisfactory level of the RET and EET sector (i.e. all technologies available, energy specialized consultants, certification process, etc.)

Existence of several subsidy schemes and incentives

Existence of financing products from the private sector

Lack of cooperation between public and private sector 

Lack of awareness of investors


	Specialized financing products with: 

competitive interest rate, 

flexible terms 

linkage between the level of installment and the pay back period with the pay back of the investment and the expected benefits

ease of apply 

correlation with available subsidies and incentives
	Message: should focus on the benefits of the investment per se, the capacity it provides to capitalize better on the existing subsidies, grants and other incentives that it is related to and the fact that there is no hidden agenda (create trust)
Key campaign person: a representative of an NGO or an energy related research organization or an association of consumers.

Promotion channels: direct with a lot of publicity, through technology providers.
	It is very important that financing institution considering entering this market to focus initially on the development of an overall strategy that will provide a “green” profile and will not give the impression of just occasional profit!

	Limited deployment of the RET and EET sector (i.e. all technologies available, energy specialized consultants, certification process, etc.)

Existence of limited subsidy schemes 

Existence of financing products from the private sector 

Lack of cooperation between public and private sector and between national, regional and local government

Lack of awareness of investors


	Specialized financing products with: 

competitive interest rate, 

flexible terms 

linkage between the level of installment and the pay back period with the pay back of the investment and the expected benefits

ease of apply 

correlation with available subsidies and incentives
	Message: should focus on the benefits of the investment per se, the capacity it provides to capitalize better on the existing subsidies, grants and other incentives that it is related to and the fact that there is no hidden agenda (create trust)
Key campaign person: a representative of an NGO or an energy related research organization or an association of consumers.

Promotion channels: direct with a lot of publicity, through technology providers.
	It is very important that financing institution considering entering this market to focus initially on the development of an overall strategy that will provide a “green” profile and will not give the impression of just occasional profit!

	Limited deployment of the RET and EET sector (i.e. all technologies available, energy specialized consultants, certification process, etc.)

Existence of subsidy schemes 

Limited financing products available from the private sector 

Lack of cooperation between public and private sector and between national, regional and local government

Lack of awareness of investors


	Specialized financing products with: 

competitive interest rate, 

flexible terms 

linkage between the level of installment and the pay back period with the pay back of the investment and the expected benefits

ease of apply 

correlation with available subsidies and incentives
	Message: should focus on the benefits of the investment per se, the capacity it provides to capitalize better on the existing subsidies, grants and other incentives that it is related to 

Key campaign person: a representative of an NGO or an energy related research organization or an association of consumers.

Promotion channels: direct with a lot of publicity, through technology providers.
	It is very important that financing institution considering entering this market to focus initially on the development of an overall strategy that will provide a “green” profile and will not give the impression of just occasional profit!


8.2 Remarks and Issues for thought & discussion
Further to the surveys on households and SMEs, qualitative surveys were performed in all five countries with construction industry, technologies industry and policy makers. In these interviews the results of the previously performed surveys were discussed and enhanced with the thoughts and concerns of the interviewees. 
Starting from the construction industry the major comment expressed in all countries is that for new constructions and especially dwellings the introduction of RET and EET increase substantially the final value of the product however they decrease the profit margins of the constructors, since high competition and the economic crisis do not allow for an increase in the price of the final product. In particular, in Italy it came out that construction industry is forced NOT to include any EET in their buildings, as the competition they are facing is exclusively set on price. Furthermore, it was explained by engineers that the implementation of technologies related to efficiency and energy savings requires the systematic involvement of different categories of installers. This for construction industry is called systematic innovation that requires trained staff on new technologies and a different philosophy of constructing, to which construction industry has a rather laggard behaviour.
It could be interested and supportive in order to mobilize construction industry if: 

1. the appropriate legislative and regulatory framework will be in place, and 

2. the state will try to incentivize the adoption of EET by subsidizing not the final demand (as most of subsidies directly translate into price differentials for technologies), but the supply side (i.e. the constructors).
An issue raised by constructions is that the technologies’ industry has not being very responsive to their request for training either has attempt systematically to inform them on technologies.
Technologies’ industry actors express different concerns depending on the type of technology they are in and the characteristics of the market they are based. More specifically, a major issue raised by technology providers and installers in Greece and Cyprus was that:
· effort should be placed from the state to provide subsidies and awareness in a uniform way among different technologies so that the development of the market to be also uniform and sustainable

Austrians expressed two more concerns that worth mentioning i.e.

· an enhancement and adjustment of the overall legislation governing the buildings should take place in order to make investments on their retrofitting meaningful. 
· Public measures may have an adverb impact on market sustainable development.

Last but very important comment that is fully supported from all stakeholder groups interviewed is that the major problem with energy related technologies is the fragmentation of the legislative and regulatory framework that makes investors reluctant to invest and businesses reluctant to enter to business.

With regards to the cooperation between market actors and the role of private financing in the development of RET and EET market, both industries expressed the necessity that banking sector enter the market. Living in a period that a lot of expectations have been reposed on “Green Development” it has been considered inconsistency by the interviewees on the overall discussion “climate” that banks hesitate to enter green development or have not been “convinced” by governments to enter the sector. With respect to that, it is worth studying the example of France, in the sense that the problem of sustainability along with the problem of supporting economy has been a problem of everybody.
Constructions and technologies foreseen an alliance with the banking sector that will lead to:
·  A wider supply of financing products (regarding social houses for instance)

·  Simplified borrowing procedures

·  Financing products with flexible terms (i.e. floating rate linked to energy prices) and a direct relationship with the expected benefits of the investment

Interviews to Policy makers that have been conducted confirmed several of the concerns and opinions expressed by potential investors and market actors and to a certain extent provide explanations on the current status of the surveyed markets. 

Austrian policy makers explained that the government has viewed subsidies and incentives as a rewarding mechanism for those investing on RET and EET and not as the main motive to invest. To this respect their main concern was not to build synergies with other market actors but rather to aware the public and convince it to invest. The rest would be calibrated by the market’s dynamics. Furthermore, given the culture and the socio-economic settings in Austria, emphasis was placed in implementing measures and incentives in cooperation with regional and local governments in order to ensure maximum recruitment and monitoring of investors.

In France policy makers focused on increasing trust to investors and to the market therefore they implemented policies that decrease risk of investments by sharing it between state, banks, market and investors and seek to involve private sector and market actors in order to ensure good design of acceptable financing products (public-private) and smooth implementation.
The importance of strengthening the legal framework through the enhancement of the building code to include energy related technologies and to establish and enforce monitoring and certification procedures considers being very important from the majority of policy makers in order to enhance the awareness on the necessity of the application of these technologies in buildings. Yet, there are several difficulties at the institutional level in implementing this process as well as in progressive implementation of EU directives.
Exemplification through the development of public buildings and high quality installations is also considered an effective mean of demonstrating the capacity of these technologies and in this way increase their acceptance and the size and number of investments on them.

Closing this section, a common statement expressed by all interviewees on policy level is that education of public should be the main way to RET and EET investment and that a successful market take-off requires a good mix of legislation (directives), grants, tax reduction and awareness raising.
9. Concluding Remarks

Within this report the synthesis of the results of the FINA-RET project surveys was conducted on a country and cross-country basis. The attempt made was aiming to provide ease to understand and use, within different socio-economic and cultural settings, information and recommendations for developing and promoting financing products for small-scale RET and EET investments. 

Despite the fact that the degree of RET and EET market development varies substantially between the five countries considered in the project several commonalities have been identified:

1. Europeans have substantially raised their interest on contemporary energy and environmental issues.

2. With regards to the loan features importance, as this has been derived following the synthesis and validation of the results, it may be stated that households further to interest rate, they consider rather important the loan’s flexibility and the link between the loan features and the expected outcomes of the investment (see table below). The more aware a market is on the expected costs and benefits of RET and EET application the higher is the importance given to the linkage of the loan with the outcome of the investment (i.e. specialized loans).
	HOUSEHOLDS 

	Loan Feature
	Priority in terms of Importance

	1. Interest rate
	Austria (1st)

Cyprus (1st)

France (1st)

Greece (1st)

Italy (1st)

	2. Flexibility (i.e. in terms of its characteristics)
	Austria (2nd)

France (3rd)

Greece (3rd)

Italy (2nd)

	3. Link of the level of installments with the energy savings attained from the RET/EET investment (including any payments received from feed-in tariffs)
	Austria  (3rd)

Cyprus (2nd)

France (2nd)

Italy (3rd)

	4. Longer repayment period
	Cyprus (3rd)

Greece (2nd)


3. Although the ease of access and apply was not assigned with a high importance, in all countries surveys it was mentioned as a failure and deterrent factor from borrowing in order to invest.
4.  In the case of SMEs and due to the fact that they are more familiar with borrowing procedures and given that energy savings are directly involved with reduction of their production and/or operational cost, the priority in terms of the loans features further to interest rate are different to those of households as illustrated in the table that follows. More specifically, they pay more attention on the specialization of the loan to the investment characteristics (SMEs have a better understanding of the risk foreseen from the investment).
	SMEs 

	Loan Feature
	Priority in terms of Importance

	1. Interest rate
	Austria  (1st)

Cyprus (1st)

France (1st)

Greece (1st)

Italy (1st)

	2. Link of the level of installments with the energy savings attained from the RET/EET investment (including any payments received from feed-in tariffs)
	Austria  (2nd)

Cyprus (2nd)

France (2nd)

	3. Flexibility (i.e. in terms of its characteristics)
	Austria (3rd)

Greece (2nd)

	4. Quick response
	France (3rd)

Italy (2nd)

	5. Longer repayment period
	Cyprus (3rd)

Greece (3rd)

Italy (3rd)


5. Construction industry has a rather laggard response towards RET and EET implementation in their projects in all surveyed countries. The major argument was the decrease of profit margins of a construction. 

6. There were only limited cases/responses indicating the need for proactive activities on behalf of the technologies industry to mobilize and involve private financing institutions to support investments on RET and EET.

7. Public has become very skeptical about the validity of the information sources. The vast majority of the interviewees considers as a trustful source on energy related issues NGOs, European Commission, Scientist and Technology providers, while they distrust political parties, journalists and governments.

Closing this report and taking into account the overall work performed so far within FINA-RET project the following concluding remarks were deemed appropriate to be made with regards to RET and EET market take-off:
· Need to generate trust on technologies (i.e. clear and transparent information on real costs and actual benefits, ensure technical guidance)

· Increase technologies acceptance (i.e. exemplification and develop decision making tools for identifying the appropriate technology)

· Stimulate the market thanks to the positive example of high quality installations (i.e. quality of products, trained installers, control (audits))

· Strengthen, integrate and rationalize the legal framework (i.e. revised building codes including RE and EE technologies, results control mandatory) 

· Facilitate administrative concerns  

· Join public - private effort 

· Coordination between market actors (i.e. technologies industry, constructions industry and banks)

· Provision of integrated services either through construction industry or special consultancy firms

· Actions and incentives on regional and local level.
FINA-RET findings reported in this document will form the main input for the implementation of workpackage four (WP4) of the project that involves the design of financing products for small-scale RET and EET investments.
References 

1. FINA-RET Project, Deliverable name: D3.2 “User Requirements Analysis and Synthesis Report”, August 2009

2. FINA-RET Project, Deliverable name: D3.1 “User Requirements Methodological Approach”, July 2009

3. FINA-RET Project, Deliverable name: D2.2 “Review of existing financial products/mechanisms for RE and EE Technologies applications.”, May 2008

4. FINA-RET Project, Deliverable name: D2.1 “Categorization of a selection of RET & EET according to predefined investment criteria.”, April 2008

Appendix A: Quality Control Review Results

� SMEs value the public relation effect of RET/EET on their premises since they are certified in a dedicated award ceremony by the Ministry of Environment.


� “SAVEnergy” is a specialized trade show, held every spring in Cyprus, for Energy Saving and Renewable Energy Systems.
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