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Green Tech Solutions within Munich Re 

▪ World’s largest reinsurer

▪ Founded in 1880

▪ Group result 2018: €2.3bn

▪ Balance sheet total 2018: €270.1bn

▪ Approx. 43,000 employees 
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Munich Re (Group)

Rating

A.M Best A+ (Superior) stable

Fitch AA (Very Strong) stable

Moody‘s Aa3 (Excellent) stable

S&P AA- (Very Strong) stable



Key Facts: Sales & Buyers Cover

Flexible
Adjusted to client’s needs

Effective
Planning safety for clients and project investors

Reliable
No first-come-first-serve situations or eroding of limits

Insured sales

Module Supplier
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How is the Module Supplier insured?

▪ Flexible insurance cover for registered sales

➢ Make sure to register international sales with 

Munich Re in order to get full protection

▪ Competitive advantage for the Module Supplier

➢ Use insurance to highlight quality and 

bankability of modules

▪ International reputation and marketing

➢ You can make use of Munich Re’s support
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How are the clients protected?

▪ Investment protection for the clients (Buyers)

▪ Long-term planning safety for clients and project 

investors

▪ Manufacturer is backed-up by strong and 

international insurer
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Summary

The PV Sales and Buyers Cover by Munich Re ensures bankable PV modules

Features of the PV Sales & Buyers Cover

√ Mirrors supplier‘s warranty including Product and Power Output Warranty

√ Significant risk transfer: high and extendable insurance protection over 25 years

√ In the event of insolvency: Reliable indemnification for the buyers by clearly assigned Sublimits

√ Individualized Buyer’s Declaration Letter issued by Munich Re



Market Comparison

Munich Re’s

PV Sales & Buyers Cover
Other market solutions

Local support and claims handling
A global network of local offices and insurance partners is essential for your 

support and efficient claims handling

International presence No global presence

Financial rating
Partners with strong capital base strengthen your balance sheet

AA- rating (S&P) Unclear insurance carrier structure

Limits
The Limit (in % of a system’s module value) is the maximum payout of the 

insurance. Meaningful protection starts at 5%

5%-10% 1%-2%

Assignability
For warranty coverage following a manufacturer’s insolvency, limits should 

be clearly assigned to each project

Reserved budgets (dedicated Limits) are clearly 

assigned to each project

Limit are shared in a portfolio:

“First come, first served” payout

Period of Coverage
Coverage with one reinsurance partner for the whole duration ensures 

accountability

True 25 year cover with one seamless Limit
Low Limit is split up and reduced after year 

10

Deductible
The deductible is born by the project and must be smaller than the project 

size

Deductible significantly lower than minimum 

project size

Deductible is allowed to exceed the project 

size

Rate-on-Line
Rate-on-Line = Premium / Limit. The “price per protection”

Low, < 10%
Extremely high, >30%

Can even be >100% in later years!!!

Munich Re Top-Up Cover or Option Cover

Some projects require higher limits or additional customized cover
Qualified Not qualified



No real risk-transfer for project owners

Market Comparison

Meaningful risk-transfer for project owners gives improved bankability

High limit of insurance with dedicated portion for each project Low limit of insurance accessible on a „first come, first serve“ basis

others

project B

project A

others

others
capacity
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A 10 year cover is (misleadingly) called “25 year cover”

Market Comparison

True “25 year cover” with high limit of insurance

High – and constant – insurance limit for the whole 25 year period Low insurance limit of insurance with reduction after 10 years
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What happens in case of a Loss?

Two possible ways to indemnify (examples)

Identify modules 

by known failure 

mode

Actual Cash Value =

(Number of defective modules) x

(Purchase Price of Module -

Depreciation per Year)

Number of defective 

modules: 

▪ Defective modules can 

easily be identified

Actual DC capacity:

▪ General 

underperformance 

detected

100 MWp Park

Underperforming 

modules

?



What happens in case of a Loss?

Two possible ways to indemnify (examples)

Sample test to 

determine 

average module 

performance 

Refund cost = 20 MWp x (Price per MWp)

market price, but 

not more than 

purchase price

80 MWp DC 

actual 

capacity

Loss:

20 MWp

DC

Number of defective 

modules: 

▪ Defective modules can 

easily be identified

Actual DC capacity:

▪ General 

underperformance 

detected

100 MWp Park

Underperforming 

modules

?



How does the insurance structure look like?

▪ Indemnification = (Loss – Deductible)

▪ In aggregate not higher than the Limit

Sum Insured

1 Project

Deductible 

Sublimit

100k or 5%

8%

100% of 

Module 

Values

S&B Insurance Structure



How can a customer extend their proctection?

▪ For most of projects, 5%-10% independent limit is 

sufficient to meet their financing needs. 

▪ Some project owners might need higher limits to 

enhance the bankability of the project or their future 

transfer value. 

Qualified for Top-Up Cover

➢ Buyers of Insured Modules have the possibility to 

place a Top-Up Cover directly with Munich Re.

➢ In addition, Buyers of Insured Modules can qualify to 

add: 

▪ Costs for Installation, Transportation, etc

▪ Loss of Revenue

Sum

Insured

1 project

Deductible

Sublimit

5%

5%-10%

100% of

Module 

Value

Top-up e.g. 40%
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Leveraging Insurance in the Sales Process

Marketing

▪ Warranty Partner List on Munich Re webpage

▪ Insurance Label for Marketing: “Warranty Partner Munich Re” 

Label can be used (separate Agreement must be signed)

▪ Press Release: When business cooperation is established, Munich 

Re can support and jointly publish online press releases on well-

known photovoltaic websites and magazines

For all marketing activities: Please contact Munich Re



PV Warranty Partner List
www.munichre.com/PVWarrantyPartner

▪ The list, does not look at “bankability” in the past, 

production capacity, or shipments.

▪ The list helps potential PV module buyers to find suppliers, 

with PV warranty insurance.

▪ In addition to the benefit of insured warranty claims in the 

future, the listed suppliers

▪ must annually pass the Munich Re due diligence 

process, and

▪ have received material insurance capacity in the past, 

and

▪ have a good track-record regarding insurance losses.

→ www.munichre.com/PVWarrantyPartner



Leveraging Insurance in the Sales Process

Sales Meetings

▪ Reinsurance Coverage Declaration by

Munich Re for the manufacturer

▪ Presentation “Information for Beneficiaries”

for the Sales Force in sales meetings

▪ Munich Re Flyers



Leveraging Insurance in the Sales Process

Declaration of Beneficiaries

▪ Declare each Beneficiary as soon as

possible to Munich Re with the Excel

Sheet

▪ Declaration of Beneficiary can then be

issued by Munich Re for the buyers as

proof of insurance

▪ Insurance Information can be issued to

the buyers by the manufacturer with a

template provided by Munich Re. The

Insurance Information Letter has detailed

information of the insurance policy



How are Buyers (Beneficiaries) referred to Munich Re?

▪ The easiest way to submit projects to Munich Re is with the supplied excel sheet

▪ Sales Contracts smaller than 2 MWp can be aggregated under one administrator/buyer

Name of Buyer 

(Beneficiary)

Module supplier 

(insured's name)

Unique 

Name/Number of 

Sales Contract 

Size of Sales 

Contract in 

nominal DC 

capacity

(Must not be 

smaller than 2 

MW per Buyer)

Product type 

number

(State if several 

are used)

Name of 

Solar Park 

and 

Location

Price per Wp (in 

USD)

Amount (Pcs) 

State per product 

type if several are 

used (please use 

separate rows 

then)

Total value of PV 

modules (in USD) Warranty start 

date

Serial Numbers of 

sales contract

Buyer A AB            4,000,000   PV-Module-AB

several small 

sized 

projects in 

XXX

0.x xx             3,000,000   01/08/2018

(Please submit seperate 

excel sheet w ith all 

serial number per sales 

contract)

Buyer B CD01          20,000,000   PV-Module-AB
Project XYZ, 

phase 1
0.x xx             8,000,000   01/08/2018

(Please submit seperate 

excel sheet w ith all 

serial number per sales 

contract)

Buyer B CD01          20,000,000   PV-Module-DC
Project XYZ, 

phase 2
0.x xx             8,000,000   01/10/2018

(Please submit seperate 

excel sheet w ith all 

serial number per sales 

contract)



Leveraging Insurance in the Sales Process

Representation

▪ Munich Re is actively supporting clients at 

various conference all over the world to 

answer any insurance related questions from 

Buyers, investors or banks 

▪ Supporting our clients on trade fairs: 

Intersolar Europe, Solar Power International 

(SPI), SNEC, and others (Vietnam, Thailand, 

Indonesia, South America, …)

▪ Munich Re has offices around the world with 

Green Tech Solution contact persons in in 

San Francisco, Mumbai, Hong Kong, Japan, 

London

Bogotá

Buenos Aires

Caracas

Mexiko

Santiago de Chile

São Paulo

London

Madrid

Malta

Milan

Moscow

Munich

Paris

Zurich

Accra

Cape Town

Johannesburg

Nairobi

Port Louis

Auckland

Melbourne

Sydney

Beijing

Calcutta

Dubai

Hong Kong

Kuala Lumpur

Mumbai

Seoul

Shanghai

Singapore

Taipei

Tokyo

Amelia

Atlanta

Chicago

Columbus

Hartford

Montreal

New York

Philadelphia

Princeton

San Francisco

Toronto

Vancouver



Contact Information

Dr. Ronald Sastrawan

Director Green Tech Solutions

Tel. +852 2536 6942

rsastrawan@munichre.com

Joanna Pang

Business Development Manager

Tel. +852 5280 0466

jpang@munichre.com

Julia Moser 

Senior Underwriter

Tel. +49 89 3891 5900

jmoser@munichre.com

Julius Abs

Underwriter

Tel. +49 89 3891 6805

jabs@munichre.com

Hong Kong Munich
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Disclaimer

This presentation is for information purpose only and does not provide 

any kind of insurance cover. The only legally binding document is the 

policy wording, the information in this document is for discussion 

purpose only.
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Thank you for your attention!
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