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SECTION 1 – OVERVIEW AND GENERAL INFORMATION
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1.1 Background
In the 1990s trade unions, community organisations and private sector companies
were involved in an initiative called Earth Worker. It was through this initiative that
unionist Dave Kerin met Bob Higginson, founder, innovator and former Chief
Executive of Everlast (now deceased).
Bob and Dave shared a vision for
manufacturing solar hot water systems through small, cooperatively run factories.
There was seen to be great benefit in responding jointly to the decline of the
manufacturing sector and growing environmental crisis. However, the idea was not
pursued at the time.
In 2006 the Moreland Energy Foundation (MEFL) and Dave Kerin decided to reignite
the conversation around the potential to locally manufacture and market solar hot
water systems. Contact with the Everlast company showed that they were keen to
explore Bob‟s vision and could see real practical advantages in working cooperatively
with unions to increase the manufacture of the Everlast hot water tank.
Representatives of the unions who cover the workers involved in the solar hot water
manufacturing and installation industry – the AMWU, ETU and CEPU (plumbers)
Victoria – were engaged to participate in the project which would explore this
relationship.
This led to a meeting between Minister John Thwaites, representatives of trade
unions, Everlast and MEFL in early 2007 to request funding to undertake a feasibility
study and business plan. This request was directed to Sustainability Victoria, who
agreed to provide $50,000 to MEFL towards the feasibility study and business plan.
MEFL commissioned Esther Abram, Strahan Research and T. Krishnan to undertake
the work.

1.2

Introduction

The Saving Energy, Creating Jobs project funded by Sustainability Victoria has two
key components namely : the undertaking of a feasibility study and secondly, the
compilation of a business plan. The feasibility study is essential in testing the
viability of the overall concept. This involves bringing together the following four
strands:
* Working directly with Victorian solar hot water system manufacturer Everlast to
support the increase in supply of solar hot water units for an enhanced market;
* Developing an expansion strategy based on cooperatives which ensure
manufacturing is retained in Victoria and that over time operations are spread to other
areas of the state (such as the Latrobe Valley, Geelong and Moreland);
* Promoting the sale of solar hot water systems directly to trade union members;
* Working with energy retailers to enable the deferment of up front costs of the units.
In demonstrating the feasibility of the concept, there are two main areas which must
be viable. Firstly, we must be sure that union members will be willing to purchase
solar hot water units and on what grounds. This has been investigated by Strahan
Research, the results of which have been used to inform this report. These are located
in their entirety in section 3. Secondly, we must be able to demonstrate that it is
practically and financially possible to establish a new factory to produce Everlast tanks
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and that other aspects of the business model are feasible. This has been investigated
by Esther Abram and T. Krishnan, by holding discussions with various parties in order
to develop a viable business model and working through financial and logistical issues.
The feasibility study has made a thorough investigation into the viability of marketing
solar hot water systems to union members and of union co-ops taking an active role
in the solar hot water industry. Our conclusion is that there is a viable market for
solar hot water within the union membership and that this can be tapped through the
establishment of product packages which meet their needs with a focused marketing
efforts. In addition there is much scope for union co-op involvement in the solar hot
water industry.
Our market research revealed that the prospect of secure
employment for Australians in the manufacturing sector is a strong reason for the
support from union members. This support can be harnessed to build up the business
model which the consultants recommend the unions work towards.
As described above, the stage after the feasibility study is the development of a
business plan. Determining feasibility has required a level of financial analysis, which
has been approached conservatively, making consistent assumptions1 throughout the
process to arrive at the figures. At the business plan stage this will need to be done
more comprehensively, building in more complexity into the models to determine
costs and returns and outlining the way forward for the following two years. Feedback
on the feasibility study will be required to develop a business plan which meets the
objectives and intentions of the unions who will need to drive the project.

1.4

Business model

As discussed above the recommended approach is to work towards the establishment
of a unique business model in a staged approach. The different elements of the
business model are described in detail in section 2 of the feasibility study.
The business model is based on the principle that the more control the union owned
cooperative has over aspects of the supply chain, the more effective the business will
be and the less risk to unions and their members. In addition the business model
addresses the aspirational goal of diversification along the lines of manufacturing
different sustainability products and in different geographic locations.
It is clear that the success of the tank manufacturing venture will rely on sales volume
to drive the cost of production down and provide the resources to look at other
manufacturing options. On this basis the union owned cooperative should aim
overtime to own and operate the following:
A hot water installation and servicing business, which supplies solar hot water
systems but also can respond to general hot water faults. The latter enables the
replacement market to be captured.
An Everlast tank manufacturing plant. This would be set up with a licence
agreement between Everlast and the Cooperative. Everlast would provide the support
to fast track the setting up of the plant on the basis of an increase in their business
initially, followed by a royalty paid to Everlast for a set time / number of tanks.
1

For instance, Everlast manufactures electric and gas tanks, each of which has a different costs structure.
For simplicity and consistency we have used gas tanks and gas boosted solar systems in our modeling,
which has been chosen as most union members have gas systems already.
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A sales and marketing capacity, which organises direct marketing campaigns and
provides administrative capacity for dealing with customer queries, booking service
calls etc. This should operate in conjunction with the hot water servicing and
installation business to provide the best level of customer service.
The cooperative will also have relationships in place with other entities to cover
components of the operation including entities for bill payment deferral and loans such
as energy retailers, Unison, MECU.
As noted above, in the future the union co-op should be looking for opportunities to
expand and own and operate manufacturing of other sustainability goods and
services, including solar collectors and rain water tanks.
See the diagram of the proposed business model on the next page.
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The edge behind the business model is:
Competitiveness – removing the intermediaries which exist in the solar hot water
industry for other products by taking control of the manufacturing and installation of
key parts will result in a reduction of the overall cost to the consumer by taking out
the „mark up‟. This initiative will also get the benefits of the years of R&D investment
made by Everlast on their tank. While systems which currently use the Everlast tank
are currently higher cost, the union cooperative will be able to sell an equivalent
product at lower cost while still generating a surplus.
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Niche market – relates to the interests of a key section of the community who
support the aims of the initiative and whose needs have been taken into consideration
in the design of the product
Volume capacity – one of the key barriers to price reduction of quality solar hot
water systems is the small volume sold by most solar hot water providers. Having a
guaranteed niche market would provide the level of volume essential to bringing down
the cost and ultimately the price for the consumer
Expansion capacity – successful implementation of this initiative will provide the
experience which can be used to shape future initiatives. This will build the profile of
the union owned cooperative which can become the market leader for domestic
sustainability manufactured goods.

1.6

Financing options

There are two different types of finance which must be secured in order to implement
the project. The first relates to capital required in order to establish and fit out the
factory, at a cost of around $1.2million. The second relates to financing to enable
union members to defer the upfront cost of purchasing a solar hot water unit.
Finance for capital
There are three potential sources of finance to support the establishment of the
factory: superannuation funds, union investment and union member direct
investment. The ability for union members to invest directly will be reliant upon the
legal structure established and should be explored when the co-op model is being
developed. In terms of union investment, it is envisaged that the types of returns
estimated during the feasibility study will make this venture extremely attractive to
the participant trade unions. The study has built in an assumption that a 10% return
on investment is required no matter who invests.
Regarding superannuation funds, the environmental benefits associated with the
project would make it suitable for super funds that “filter in” projects such as
Australian Ethical Investment. It should also be attractive to industry funds such as
CEBUS and other smaller funds. The Strahan market research which showed that
76% of union members support their super funds investing in the manufacturing of
solar hot water systems will be useful in putting forward a case.
There is a risk that super funds may feel that the venture is risky if the required sales
volume is unproven and the entity receiving the funds is not robust. For this purpose
the feasibility study recommends the implementation of the project commences with a
market test to prove that the target sales will be achieved (see section 2.9 for a
detailed description of the test). The participating unions will also need to establish a
legally based cooperative and appoint people to its governing structure (preferably
both union representatives and some high profile individuals with significant
experience in the sustainable energy field).
Super funds have not been approached during the feasibility study as it was felt that
there needed to be firm commitment to the direction of the project from unions prior
to taking this step. All fundraising ventures need to be carried out in a highly
professional and expert manner, and for this reason the budget set up for start up
(see attachment 3) builds in funds for the commissioning of someone with good
knowledge of and links within the super industry to undertake the fundraising for the
co-op.

8

Upfront deferment of costs
While the dollar requirement is less, the financing of upfront deferment of costs is
quite complex. The issues involved in setting up a deferred payment scheme are
discussed in detail in section 2.7 and repayments are modelled in attachment 4. It is
noted that the ALP has a policy of introducing low interest loans for energy efficient
goods such as solar hot water if they come to office. If they win Government, the
option of seeking an allocated share of this budget item would be recommended. The
other preferred option would be to seek funding from the Sustainable Melbourne Fund.

1.7

Co-operative structure

The market research showed that union members were particularly amenable to the
union owned co-op concept, with 84% saying that the solar hot water system being
manufactured by a co-operative and retaining the jobs in Victoria would be an
important factor in their choice of hot water service. 69% support the idea of their
super being invested in manufacturing by union owned co-ops. In addition to the
market research, through the process of undertaking the feasibility study the
consultants have found strong support for the idea of increasing Australian
manufacturing through union owned co-ops. This support will deliver the intellectual
property and capacity of companies such as Everlast, Douglas and Green World which
is essential to the success of the project.
There needs to be much work done to establish the best structure of the co-op; this
has not been part of the brief of the feasibility study or the forthcoming business plan.
The start up budget has allowed for legal and other costs which will be necessary to
take the co-op from an idea to a legal entity which can take on and deliver the
project.
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SECTION 2 – ASPECTS OF THE BUSINESS MODEL IN DETAIL
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2.1

Manufacture of the hot water tank

A key component of the initiative is the establishment of a factory to manufacture the
Everlast hot water tank. The Everlast tank is constructed from Marine Grade 316
stainless steel with a plastic coating and can be incorporated into a number of hot
water systems, including gas or electric boosted solar, electric and heat pump. Three
tank sizes are produced for 160, 250 and 315 litre capacity. The Everlast tank is a
superior product, providing a 10 year guarantee on its cylinder. It is therefore an
excellent product to produce and market to union members.
Everlast have stated that they are prepared to provide the assistance required to
establish a factory and commence manufacturing, on the proviso that they receive an
increase in their business when solar hot water systems are marketed to union
members and a „royalty‟ payment for a number of tanks produced by the union owned
cooperative.2
This provides an excellent opportunity to launch a union owned
manufacturing venture, getting the benefit of the investment Everlast have made into
research and development on their tank and the support of an experienced
manufacturer to get into the business. Without this support the venture would not be
viable.
Everlast have been providing information to the project team on the costs and issues
involved with establishing the factory which would be able to produce up to 300 tanks
per month. They recommend a minimum area of 1600 sq metres, with 250 amp, 2
and 3 phase power and natural gas supplied. The cost of the machinery to fit out the
factory will be around $1 million to $1.1 million. Staffing required for the factory
when it is running at full capacity are:
1 general manager
1 office administrator
1 customer liaison/ sales manager/ administrator
1 technical / standards coordinator (retained advisor)
1 factory foreman
2 welders with MIG/TIG experience
4 general factory hands
1 rotational moulder
Everlast have provided a list of machinery which would need to be ordered and made
for the factory. This includes:
Tank fabrication machines – plasma cutter, roller, seam and dome welding - $500K
(an additional $50K for a laser cutter)
Pickle/passivation pressure testing and rinsing - $30K
Insulation injection machines - $130K
Packing and strapping machines - $130K
Rotational moulder - $60K
Various stations – approx $150K
Totals - $1million - $1.2million
Everlast will be well placed to assist with the ordering of the machinery as they
recently fitted out their own factory. It should be expected that there will be a time
delay of a few months between ordering and delivery.
2

Since discussions with Everlast commenced their sales have increased. They have indicated that a new
factory will need to be set up to provide for the demand and they are still very much interested in that factory
being established an run by a union owned co-op.
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In terms of the financial viability of the initiative, Everlast have stated that in their
operation they have been manufacturing about 250 units per month with material and
labour costs averaging about 60% of the total cost which results in a pre-tax profit of
about $300,000 pa. Everlast has also stated they have excess capacity and can
therefore produce well in excess of 250 units without an increase in labour costs and
with indirect cost applied reducing proportionately. In the event production is able to
be pushed up to 500 units per month, the contribution to gross profit would be
significant, in the region of $1.5 million. . On this basis even a poorly run business
should be able to achieve returns of 20%. The initiative would therefore look to
moving production to full capacity led by a concerted effort on marketing solar hot
water systems to members.
See attachment 1 for an overview of the financial implications of setting up a factory
with different production levels. In short, this shows that a factory can cover its own
costs manufacturing around 200 tanks, but is most profitable when it manufactures in
excess of 300 tanks.
The tank manufacturing component of the initiative will require the following steps to
be followed:







Establish a Memorandum of Understanding (MOU) with Everlast which outlines
the arrangement between the union owned cooperative (or interim body) and
Everlast. Details which need to be agreed include:
 the type and duration of support from Everlast to the union owned
cooperative to establish the plant
 the nature of the licensing agreement (how much money to be paid on
each tank, for what duration of time or number of tanks, badging of
tanks)
 resources which the union owned cooperative must bring to the project
Decide where the factory will be located and commission someone to find a
suitable space and place orders for machinery
Once the factory is getting close to readiness, appoint someone to run the
factory and place them at Everlast
Undertake the paperwork to enable the Watermark certification to apply to
tanks manufactured in another plant
Employ workers and train them with assistance from Everlast

Recommendation
On the successful completion of the market test, the union co-op should progress the
establishment of the factory to manufacture hot water tanks. A lawyer will need to be
engaged to help compile the documentation which is required for the formal
Memorandum of Understanding with Everlast.

2.2

Certification processes

A solar hot water system is made up of a number of components, each which must be
approved by an applicable certification system in order to be eligible for installation in
Australia. A component which is sourced by another party (such as a pump or a hot
water booster) will be certified already and therefore is not discussed in this section.
There are two certification processes which are of concern to this initiative. The first
relates to the manufacturing of the tank which requires Watermark Certification by
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complying with the AS3498 2003 Authorisation for Plumbing Products standard. The
second relates to the quantity of renewable energy certificates (RECS) which a solar
hot water system is eligible for, requiring compliance with Solar and Heat Pump
Design and Construction Standard - 2712. This certification process has a direct
impact on the price the customer pays for the system as RECS and other subsidies
vary according to the energy savings determined through certification.
Watermark Certification for the Tank
Everlast have Watermark certification for their hot water tanks. Duplicating the
Everlast factory and their processes means that Watermark certification should be
easily achieved through a paperwork process.
Certification for the Solar Hot Water System
In order to be eligible to receive Renewable Energy Certificates and to qualify for
State government and Commonwealth government rebates, a supplier of a solar hot
water system must be able to demonstrate the thermal efficiency of the complete
unit. The Office of the Renewable Energy Regulator maintains a database of systems
which qualify for RECS, the level of RECS which is determined by a test undertaken by
Graeme Morrison from the University of NSW.
The process of getting certification for a new system can take from 6 months to one
year, which provides a significant barrier to market entry for new players. Without
certification there would be no way of marketing a solar hot water system to
members, other than to promote other suppliers of already certified systems.
There are several options for dealing with this:
Option 1 – buy out an existing solar hot water system supplier and use their approved
system, or get a licence agreement to use their system.
There are three solar hot water suppliers who currently use the Everlast tank –
Douglas Solar, Green World Energy (who have an arrangement to supply the Endless
Solar brand of Hills) and Apricus. Douglas Solar and Green World have both indicated
keenness to cooperate with this initiative.
Strengths – the cooperative would be able to commence marketing and supplying a
solar hot water system to members as soon as the sale or licensing arrangement is
complete. By locking in arrangements with two different suppliers of two different
systems, the union co-op will have the opportunity to offer different products to union
members and determine which system is preferable for a longer term arrangement.
Option 2 – get approval for an existing system configuration with its own marketing
name.
Strengths – would be able to choose between systems available on the market so
would be able to choose which technology combination to use. Would most likely be a
quicker process than getting approval for a whole new system.
Weaknesses – approval time is less than for a new system, but it would still take time.
If the system which approval was gained needed improvements there would need to
be another system approved in future, increasing transaction costs.
Option 3 – get approval for a new, optimised system
Strengths – can configure a system in the most effective way. Originality.
Weaknesses – longest approval process. May find the an existing system is optimal
anyway.
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Option 4 – combination of options 1 and 3, commence with a licence agreement with
an existing supplier or a buy out arrangement while developing a new optimised
system for certification
Strengths – enables immediate market entry while providing for the system to be
improved and/or redesigned so that additional parts can be manufactured by the
cooperative. Experience of cooperative workers in installation and maintenance can
be used to improve the system.
Weaknesses – while two suppliers have indicated a desire to participate, the detail is
yet to be worked out and therefore the co-op will not be in a totally secure position
until these arrangements have been set.
Recommendation
Option 4 – progress discussions with Douglas Solar and Green World Energy towards
initially putting a promotional deal in place for the market test, with a view to
transforming this arrangement into a licence arrangement (or some other
arrangement which is agreeable to both parties) in future.

2.3

Installation

The way in which a solar hot water system is installed has a direct impact on the
amount of solar power the system generates and the overall efficiency of the unit. A
poor installation means that the system relies upon the booster more often than
necessary and does not provide the purchaser with expected energy savings.
Therefore it is essential that the solar hot water initiative is able to control the quality
of the installations.
In addition, from a customer perspective, the person who does the installation is a
direct representative of the union cooperative with whom the customer has the most
interaction. It is therefore preferable to have the installation done by someone who is
directly employed by the union cooperative, rather than to delegate the work to an
existing solar hot water system installer. However, certainly in the early days, it will
be necessary to use the installers who are part of the Douglas and Green World
Energy network.
It is also clear that the increase in sales which this initiative hopes to stimulate (300
per month), is much higher than the installations made by solar hot water suppliers
spoken to as part of this feasibility study.3 This type of volume of installations
provides the potential to create new employment in this area and to organise the work
in innovative ways which keep costs low. Some of the issues which need to be
reviewed regarding work organisation include:





3

While most of the installation requires only one person, two people are
generally required to get the solar collectors onto the roof. One installer
reporter that they used plumbers who usually have an apprentice who plays the
“second pair of hands” role.
A key role is the on site visit prior to the sale and installation, where the job is
sized up and quoted. This can be done by someone who plays a supervisory
role.
Plumbing skills are required for part of the job (such as connecting up new gas
lines) but much of the job does not require plumbing skills.

Douglas has indicated around 10 per month and Green World around 20 per month
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There are now trained solar hot water installers who are able to undertake the
non-trade components of the installation.
Some electrical skills are required for things like connecting up boosters.

In addition to how the work is organised, decisions need to be made about the level of
direct employment and the use of contractors and the costs and benefits involved with
this decision.
Recommendation
For the marketing test, the union co-op refers all sales to the installation companies
who have arrangements with the union co-op (Douglas Solar and Green World
Energy).
On successful completion of the market test, the union cooperative
establishes a solar hot water installation business. There would need to be a transfer
phase when some or all sales are still being referred out. During this time the
licencing agreements will need to be put in place with Douglas and/or Green World,
which should include training on installing their system.

2.4

Hot water unit servicing and post sales servicing

A key barrier to greater uptake of solar hot water is the difficulty of accessing the
replacement market. Research has shown that householders respond to a broken hot
water service by calling in a plumber, who generally replaces the unit with a similar
system. This is the fastest way of providing hot water to the household and
households are generally unwilling to wait any longer than the shortest time for hot
water.
This barrier can be overcome by establishing a servicing arm to the installation
business and promoting the service to union members. This team would need to
provide immediate response to hot water system break downs, aiming to have hot
water available for a household converting to solar hot water on the same day. This
could be achieved through the following ways:
 They immediately install a solar hot water system, which would require two
workers, one with electrical and one with plumbing qualifications to respond to
breakdowns
 They have a stock of electric and gas hot water systems in their van which can
be installed as a temporary measure until the solar hot water installation can be
done
Reversing the current trend (which is to install non solar hot water as the quickest
option) by providing immediate hot water only if a solar hot water system is being
purchased would be a real incentive for householders to adopt solar hot water.
The other function of the installation and servicing team would be to provide post
sales service. Post sales service is extremely important to ensure the reputation and
credibility of the union co-op. It is also very important to union members surveyed by
Strahan Research, with 82% stating that post sales support is an important factor in
their choice of hot water service.
Recommendation
The replacement market is tapped through establishment of an installation and
servicing team which provides immediate response to hot water system break downs,
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and provides immediate hot water for households who sign up to buy a solar hot
water system.

2.5 Retrofitting non solar hot water systems to be solar / adding preheaters
Another benefit of having a team focused on the replacement market is the capacity
to develop a product line in retrofitting existing hot water systems to turn them into
solar hot water systems. In certain circumstances an existing hot water system which
is not old enough to warrant replacement can be retrofitted.
This is not a
straightforward option as not all systems can be retrofitted.
Off peak hot water services
Retrofit is particularly viable for off peak electric hot water services, where solar
panels can be added to heat water in the tank during the day. When the off peak
element turns on during the night it uses less energy to heat the pre-heated water.
This arrangement is eligible for a state government rebate.
11% of members surveyed had off peak electric hot water systems, showing that
there is a small but significant number of union members who may be interested in a
retrofit product. Note that retrofitting electric off peak systems will not result in sales
of the Everlast tank; however it would provide a revenue stream through the sales
and installation component of the co-op and would be a good service to members.
Gas storage hot water systems
It is more difficult to retrofit gas hot water systems. Where a gas storage system is in
place, adding solar panels will have little value as the gas burner turns on immediately
to replace hot water which has been used. The only option is to add a solar collector
and an extra tank, so that the solar collector heats water which goes into a tank
without a burner, preheating water and feeding into the tank with the burner. This is
an expensive option; however if the existing tank is small and the household is
looking to increase their capacity it could be viable.
49% of the members surveyed had gas storage systems. Given the difficulty of
retrofitting gas storage systems it would be preferable to promote gas solar hot water
systems to these households.
Gas continuous hot water systems
Gas continuous systems generally work on the basis of a burner operating in line with
the flow of water, with the aim of heating water to 60 degrees. Therefore if preheated water is run through such a system the water will become hotter than 60
degrees and there will not be an energy saving. However, many gas continuous
systems have been designed to be suitable for solar applications (through having a
temperature valve which adjusts the burner level according to the temperature of the
water coming through the inlet), in which case they could be retrofitted by added
solar collectors and an Everlast tank. It may also be possible to add the temperature
valve to some continuous systems. This means that to do retrofits for gas continuous
systems there would be an initial role of developing a database of different models,
checking their product specifications and working with the manufacturers to identify
which ones can be readily retrofitted. Customers would need to check with product
number on its data plate, which would be checked against the database.
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27% of the members surveyed has gas continuous flow hot water systems. As these
systems have become more popular over time it could be assumed that they tend to
be newer systems. For this reason, despite the complexity, it would be worth looking
at retrofit options.
Recommendation
Develop retrofit and preheating products through initially retrofitting off peak electric
systems and developing a database of eligible gas continuous hot water systems
which can be set up with pre-heating systems.

2.6

Sales

When a potential customer expresses an interest in exploring a solar hot water option
it is essential that they get an immediate response. While customers can be given
general product information over the telephone, suitability for solar hot water is best
worked out on site in conjunction with the customer. Therefore the sales function
best operates in conjunction with the installation function, ensuring that phone
queries can be dealt with professionally and site assessment bookings can be made
immediately.
Another important issue which needs to be driven through the sales function is the
deferred payment. It appears likely that there will be a number of options for
deferred payment which rely upon external organisations and processes. Information
about deferred payment options should be sent to the potential customer in advance
of the site assessment visit and can be arranged when the visit is booked in. The
worker undertaking the visit will then need to go through the options in person and
explain subsidies and RECS to the customer and commence the process of setting up
the deferred payment.
There is a risk that there will be slippage in the establishment of deferred payment
processes as they are managed by external bodies. This risk needs to be avoided by
having the sales worker who has made the initial booking take responsibility for the
seeing the deferred payment process set up.
Recommendation
Set up the sales function in the same location as the installation and servicing
function. Get information on deferment payment options sent to customers in
advance and train the workers doing site assessments to convey information on
deferment options. Empower sales workers to manage customers to the point of
having deferment payment in place.

2.7

Deferred payment

The Strahan Research union member survey shows that 75% of members surveyed
would be interested in paying off their solar hot water system by instalment. Most of
them (64%) would be happy to pay more than the amount they would save on their
energy bills. While views varied on how much they would be prepared to pay per
month, the most popular view (48%) was that paying in excess of $25 per month
would be acceptable. 41% wanted to pay the system off in 1-2 years; 39% to pay it
off in 3-4 years.
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Deferred payment usually involves the purchase of something which saves energy and
paying for that purchase through energy bills, which will be reduced because of the
purchase. This is the most attractive type of bill deferment as it can result in the
purchaser paying no or little extra on their bills. However, there is no reason why the
purchase could not be paid off on a different sort of bill. The key advantage of
deferred payment is that it saves the purchaser from having to make the large up
front investment and, depending on how well the repayment schedule matches the
savings on their energy bill, the net result for their overall budget should be the same.
The key issues which need to be resolved in setting up a deferred payment scheme
are:
 Who provides the finance which enables the upfront cost to be deferred and at
what cost
 Who plays the intermediary role of collecting the money and paying it back to
the financing body
 The timeframe and amount of repayments, to best match the savings on
energy bills and any extra that purchasers are willing to cover
 Dealing with non payments
Financing
Depending on the returns involved, superannuation or sustainable investment funds
could be interested in providing the finance. The Sustainable Melbourne Fund already
supports a similar program via water retailers where businesses and schools can
implement water retrofits and pay off the measures through their water bills. This has
been set up to provide return to the Sustainable Melbourne Fund.
Another potential source of financing is through low interest or interest free
government loans. The ALP have an election commitment to provide low interest
loans to households for things such as solar hot water. It could be possible to get an
allocation from this funding pool directly to the initiative and administer a rolling fund
for members purchases.
In the short term, the market test should integrate a deferred payment option. If this
is to be offered to a small number of members (say 10 or 20), it would be worth
funding the financing directly rather than seeking the finances from a third party.
Based on a $2500 system, $25,000 would finance ten systems.
Billing intermediaries
There are three obvious types of organisations which have the capacity to play the
intermediary role as they have a billing function and have union member customers
already paying for a service through that billing function. Each have their own
interests which would need to be taken into consideration in the negotiation of
deferment arrangements.
Energy retailers – as discussed above the most natural fit from a customer
perspective is with energy bills. However energy retailers are private companies who
are under no obligation to support initiatives such as these and who have a direct
financial interest in maximising energy sold to customers. A discussion with Origin
Energy4 has revealed the following issues to be of interest to them:
4

It appears that Origin would be interested in the project if they could play a role as a partner and have
exclusivity. They have expressed an interest in hearing more about the project when the feasibility study has
been completed.
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The cost of finance – whether they would be covering that cost
The „hook‟ – does it bring in any new customers or just enable them to provide
an extra service to existing customers?
 Exclusivity – would be less interested in something that was being negotiated
with all retailers
 Whether it conflicts with their own solar hot water interests (they have a retrofit
product which they are marketing)
 How successful the initiative will be – the channels to market and how the
product will be sold
It may be possible to form an arrangement with an energy retailer which has an
existing arrangement with a trade union. One option is TRU energy who are setting
up an electricity deal for ETU members.
Timeframe and amount of repayments
The market research has identified that union members prefer to pay off the system
within two to three years and are happy to pay more for the system that they would
save on their energy bills by making the change over. Half would be prepared to pay
more than $25 per month and half would be prepared to pay less than this.
The level of repayments and timeframe are dependent upon the purchase price,
interest rate and whether any amount has been paid up front (see attachment 4 for
some examples). It does appear, based on a purchase price of $2500, that a member
could pay off a system in three years, with a 7% interest rate, by paying around $65
per month. If they were replacing a gas storage system with a gas boosted solar, this
amount would be offset by a $16 reduction in their water bills.5
Dealing with non payments and defaults
A key challenge to be sorted out is when someone has signed up to a deferred
payment plan and can‟t or won‟t pay. Depending upon the source of finance to back
the deferred payment scheme, non payments could be a difficult issue. For instance it
could be assumed that the finance from a Government loan pool would be organised
with the risk of default built in and no penalty to the union co-op when someone
defaults on their payment. However, a private funding source will be expecting to
receive payment and interest on all of their investment. Strategies will need to be put
into place to minimise default due to financial hardship and to reduce risk to the union
co-op.
Recommendation
Manage transaction costs by taking a strategic approach to establishing deferred
payment arrangements, by pursuing the „easiest‟ relationships first. Alternatively,
explore an arrangement with the Sustainable Melbourne Fund to finance deferred
payment.

5

Using the energy costs showed in the George Wilkenfeld report, Estimated Household Water Heater
Energy Use, Running Costs and Emissions, Victoria, May 2005. This estimate assumes that the household
is a medium size, and that the gas boosted solar system being installed is mid way between the solar gas
split system (minimum efficiency) and the solar preheat (high efficiency) systems modeled by Wilkenfeld.
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2.8

Product development

The Strahan market research on union members has provided invaluable information
to inform product development.
Product aspect

Level
of
union
member support
Long life/ 10 year Only 2% expect a hot
guarantee
water service to last 5
yrs or less – despite
the prevalence of 5 yr
warranties.
84% see a 10 year
guarantee
as
an
important issue
Certified installers
79% see this as an
important issue

Can we address it?

√

Douglas and Green World systems
have 10yr warranties on tank,
collectors and much of the booster.
Douglas expects their system to last
far longer than 10 years

√

?

This can be achieved by the
union co-op setting up its own
installation business.
Needs to be
looked at re the marketing test.

Good
post 90% see this as an √ ? This can be achieved by the
installation support
important issue
union co-op setting up its own
installation business.
Needs to be
looked at re the marketing test.
Note that a 10 year warranty means
being behind the system for a decade.
Provides enough hot 95% see this as an √
Gas boosted solar provides as
water
important issue
much hot water as the household

needs. Doing a proper assessment
prior to the purchase will ensure that
the member has a system which is
properly sized.

82% see this as an √
Depending upon the amount of
important issue
hot water used and the type of
system being replaced, members will
see some difference in their bills
Ongoing job creation 87% see this as an √
The business model will result in
in Victoria
important issue
job creation in manufacturing and
Reduction of bills

installation. Overtime the union co-op
can
diversify
its
manufacturing,
creating more jobs over a wider
geographic area

Keep jobs in Victoria
through
manufacturing
by
union owned co-ops
Reduce households
greenhouse
gas
emissions / reduce
household
energy
consumption
Cost

less

84% see this as an
important issue

√

See above

83% and 86% see this √
Solar hot water is an excellent
as an important issue
start in terms of reducing household
energy
use
and
greenhouse
emissions. The union co-op can look
for the opportunities to add to this.
than 33% expect to pay √
It appears we will be able to
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$3000

Pay
off
instalment

between $2K and $3K; provide a system which meets all
44% between $1K and other criteria (such as 10 year
$2K
warranty) for between $2K and $3K.
There are no systems on the market
worth buying for under $2K.
by 74% are interested in √ This is a key part of the business
paying by instalment
model which will need to be worked
on during the market test and beyond

2.9

Marketing

The market research has demonstrated that a union owned cooperative would have a
niche market through supplying high quality and cost effective solar hot water units to
union members. However, the market research does inform us that union members
are positive about solar hot water systems and would be particularly inclined to
purchase them if they could be assured that their concerns (such as having access to
enough hot water) can be addressed and if they can pay them off over time.
Marketing required for whole business model implementation
One way of analysing the market offered by Victorian union members is to look at it in
terms of what level of sales would be required to have a viable business and whether
this could be found in the union membership. If the union coop is manufacturing their
own tanks, there will be a requirement to sell 300 systems per month. A key
consideration is what the size of the „likely‟ market (ie those people who are likely to
purchase solar hot water systems).
439 000 union members in Victoria in total
In order to sell 300 per month / 3600 per year, 0.82% of total membership must
make a purchase
= 8.2% over ten years
Assuming that marketing offers will be sent out to union members without
consideration of whether they are likely to make a purchase, .82% can be used as a
minimum response target.
To work out the likely market we need to include other factors namely:
 whether the union member is a home owner or not
 whether they would consider purchasing a solar hot water unit
 whether their system is old enough for them to consider replacing it
 whether they already have a solar hot water system
The Strahan market research results tell us that 76% of the sample were home
owners and 86% would consider solar hot water. This reduces the size of the union
membership market from 439,000 members to 286,930 members.
The next factor to be taken into consideration is that hot water services are not
replaced particularly often and a person would be less likely to replace a working new
system than they would be to replace a working old system.6 If we assume that most
hot water services have a life of 10 years and that the age of hot water services in
6

One way of increasing the market is to provide services which tap the replacement market and the retrofit
market. This market size analysis has not looked at these issues, but they are covered in other aspects of
the feasibility study and incorporated into the business model.
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union member households is evenly spread (10% are 1 year old, 10% are 2 years old
etc), then half of the households would have a system older than five years. This
reduces the likely market by half, to 143,465 (around a third of overall union
membership). However, with each year 10% of the likely market would have systems
which become more than five years old, meaning that with every year a new group of
union members become likely.
Finally, 5% of the survey already had solar hot water systems, so it seems unlikely
they would be purchasing another one in the next few years. This leaves a „likely‟
market of 136,291.
In order to sell 300 per month / 3600 per year, 2.6% of the “likely” market would
need to purchase a solar hot water system every year. If only a half of the union
membership were exposed to promotional efforts, 5.2% would need to make
purchases.
Marketing approach
A successful marketing outcome relies as much as the effort put into marketing, as it
does on the product which is being marketed. Unions can market to their members at
low cost because they can use existing channels, such as newsletters and mail outs.
There is also the potential to do a more intense marketing drive if unions involve their
delegates and organisers in the effort, thereby using „word of mouth‟ marketing
approaches which are much more effective than mailing out pieces of paper. The
types of marketing approaches need to be further explored in the business plan.
Another important aspect of the marketing is the availability of deferred payment
schemes. These are discussed in more detail in section 2.7 above.
While the initiative would focus marketing through union channels, purchase of the
union cooperative solar hot water systems should be open to non union members.
However, there should be benefits provided to members, such as a discounted rate
and these benefits could be offered to non union members upon joining a union.

2.10 Solar collectors
Collectors are basically an „encased surface onto which a solar radiation absorbent
material (selective coating) is applied and is then configured with copper pipes or
tubes to enable the transfer of heat energy absorbed from solar radiation to the
water. The selective coatings are mostly metal di-electric composites of chromium,
nickel or titanium which are applied to the surface, by chemical or electro-chemical
processes. These processes and material are widely used in the manufacture of Flat
Plate Collectors in Australia and overseas.
The Evacuated Tube Collector is based on a similar principle to that of flat plate
collector in that it too is dependant on a „selective coating‟ but the manufacture of the
tubes and the application of the selective material are complex and more expensive.
They are suggested however to be more efficient than their flat plate counterpart. The
issue in contention between the Flat Plate and Evacuated Tube is the performance of
the collector type especially in winter and summer months.
Both the collector types owe their current design, composition and manufacture to
Australian Research Institutes, CSIRO for the Flat Plate and Sydney University for the
Evacuated tubes. They are manufactured under license arrangements.
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Flat plate collector manufacture is relatively simple, cheaper and the technology
readily available and widely used by the main solar hot water providers, a tried and
tested technology which has been in use in Australia since the 50‟s. There is an
independent Australian producer „Albury Consolidated Group‟ which supplies the
retailer/installer market.
The Evacuated Tube Collector in use by retail/installers in Australia are almost
exclusively imported from China and from a range of manufacturers some of which
will accommodate branding of the solar collector to the purchase requirements. The
price of these imports may suggest a range in quality of the product.
Ongoing research of the evacuated tube solar collector at the Sydney University has
resulted in a successful exclusive license arrangement with Himin Solar Energy
Company in China. The company recently commercialized the high efficiency
evacuated tube collector. It uses a process called Magnetron Sputtering and the
materials used have a high rate of solar absorption and minimal solar emittance
(reflection).
The proposal recommends that the co-operative seek a licensing arrangement with an
existing retail/installer in order to enter the marketplace sooner rather than wait until
a system or systems are configured for accreditation. If this recommendation is
adopted, the co-op will for sometime have use of the already configured accredited
hot water systems of the licensor. This would provide some time to consider options
with regards the solar collector and the decisions to manufacture all or part of the
relevant components.
1. Manufacture flat plate collectors in conjunction with CSIRO
2. Import the latest design in evacuated solar collectors
3. Explore the possibility of importing only the latest design evacuated tubes, but
manufacturing the base with the manifold and other components.
One of the issues for consideration will be the extent of control the co-op would seek
over the production process at least of the main components and therefore margins.
This issue could also have an impact on employment and skill range of staff required
by the co-op.

2.11 Circulating Pumps
Circulating pumps must be able to operate for long periods with temperatures of the
pumped fluid reaching 100°C. The most commonly used pumps are the Grundfos UPS
15-80 UPS 25-60B which draws around 40 to 100 watts of electrical power depending
on which speed the pump is set on. This is a bronze pump with a plastic or stainless
steel impellor and has 3 speed settings. It can be fitted with small isolating valves on
the connections which enable the pump to be removed from the circuit without
emptying the lines. Other pumps brands/models include Davey, Wilo and Salmson
NSB 04-15. Generally the annual energy used by the pump is less than 50% of the
total solar energy harvested and cost of running the pump is less than $15 per year.
Most of the circulators are similar to hydronic (hot water) central heating circulators
so give years and years of reliable service if correctly installed. The Grundfos
specifications for the UPS 25-60B represent a 25mm diameter inlet and outlet and a
60 decimetre (6 metres) head maximum. This means that at best the circulator could
lift water to a height of 6 metres. The “B” indicates that it is a bronze pump body.

23

2.12 Electric/Gas Boosters and Controllers
The booster element can be either electric or gas. Electric boosters are usually located
either at the bottom of the tank or towards the top of the tank. A thermostat switches
the element off when the water reaches the desired temperature, typically about 60°
but it may be set higher. The electric elements are generally rated at 2.4 or 3.6
kilowatts of power with 4.8kW elements available also.
Gas boosters can either be tank mounted on the side of the tank to heat the tank
water directly or a separate in-line instantaneous gas booster after the storage tank.
Gas boosters are generally rated at between 13 (tank mounted) and 200 Megajoules
per hour (in-line instantaneous type), providing fast recovery time. Electronic ignition
systems are used to avoid wasting gas with a pilot light. Electricity is required to
operate the electronic control which turns on the gas when the water temperature
drops and a spark ignites the gas. A big advantage of the electronic ignition is the
ability to control it from a remote location and disable the burner during daylight
hours.
Controllers aim to optimize the solar contribution while minimizing booster use and
meeting user hot water demands in all weather conditions. For example, the Solarit
controller uses three sensors, the third one being at the centre of the tank. The
collector outlet and tank bottom sensors do the usual pump control for solar heating,
freeze and over-temperature control. This third sensor allows monitoring of the
amount of hot water in the tank and control of the boosting. By following an
adjustable 2 hourly temperature profile over the day, the third sensor will limit
boosting to a preset (but user adjustable) temperature for each 2 hour period of the
day. This allows the use to boost sufficiently to meet their patterns of hot water
demand, but avoid excessive heating during daylight hours when you want the
collectors to do most of the work.

2.13 Rain water tanks
While the primary purpose of the feasibility study is to focus on solar hot water
systems, there is an opportunity to manufacture rain water tanks. The Everlast
factory manufactures 600 litre rain water tanks as a small sideline. The rain water
tank is made using the same process as manufacturing the hot water tank casing,
through rotational moulding polypropylene into the cast of the 315 litre hot water tank
casing. Therefore it is possible that a new factory could undertake manufacturing of
600 litre rain water tanks without purchasing additional equipment, and could also
manufacture larger tanks with some additional equipment investment.
Rain water tanks are manufactured through a two stage process. First the powdered
polypropylene is put into a rotational mould and spun in a burner. The mould is then
removed from the burner and cooled. Producing a larger tank would require a larger
mould and a larger burner. There is also the option of producing 600 litre tanks which
join together to make 1200, 1800, and 2400 litre water storage capacity.
While the market research has not investigated member interest in purchasing rain
water tanks, the growing popularity of rain water tanks as a means to reduce water
wastage and enable garden watering during water restrictions is obvious. There is
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also an aesthetic advantage of having a rain water tank which matches the hot water
system.
Up until recently Everlast have made a small number of rain water tanks when the
rotational moulding equipment is not required for hot water tank casing production
and there is a worker available. Given that they are currently producing 300 hot
water systems per month, it can be concluded that for some time the new factory will
have capacity which can be directed to rain water tanks.
This leads to the conclusion that producing 600 litre tanks in the new factory and
marketing them through the same channels as the solar hot water systems is
advantageous with minimal risk and no additional cost. Further, that working out how
to join the tanks so that they can be sold as water storage packages with higher
capacity would be a significant step.
However, a more concerted manufacturing focus on rain water harvesting systems is
worthy of its own feasibility study and seems like a logical step following the solar hot
water initiative. Things which need consideration in such a feasibility study are:
What size and shape best suits the market. Current regulations require new homes to
be fitted with 2000 litre rain water tanks plumbed to flush the toilet. This may be
increased in future or extended to cover the existing home market. For the existing
home market, slimline tanks have the advantage of being able to be fitted down the
side of houses or in corners without taking up too much space or removing garden
amenity. However, small tanks are less cost effective and are less suitable in areas of
low rainfall. Under deck systems can provide large capacity in a non obtrusive way,
but they require a two pump system to operate and, unless the deck is high, need to
be installed prior to the deck being constructed.
What material best suits applications. There is considerable price difference between
polyethylene tanks and steel tanks, although steel is a longer living product which
may have some more aesthetic appeal. There is also the issue of bulging – steel is
less likely to bulge, whereas the risk of bulging is greater with polyethylene the larger
the tank gets. This means that the process of designing and manufacturing larger
poly tanks is more technical and needs greater precision.
Practical considerations in setting up tank making facilities. Round tanks can be easily
manufactured using the same process as for the hot water tank casing, but tanks of
other shapes which can be more suitable for certain applications will need different
moulds and the process may be different. There may be higher R&D costs involved
with making larger poly tanks. Warehouse space requirements for large tanks is high
and transport costs are also considerable.
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Cost comparison of different tanks
Capacity
545 l
600 l
600 l
3000 l
3000 l
3000 l
3000 l
3000
5000
5400
5000

l
l
l
l

Brand/type
Team Poly polyethylene
EGR polyethylene
Everlast
Team Poly polyethylene
EGR polyethylene round
EGR slimline
Irrigation Warehouse 4 tank
unit
Bluescope steel galv. finish
EGR round
Team Poly
Bluescope steel galv. finish

Price
$439
$550.07
$300
$989
951.61
1917.80
1898
(inc
delivery)
2520 - 2752
1284.13
1418
3341

Cost per litre
80 cents
92 cents
50 cents
33 cents
32
64 cents
63 cents
84
26
26
67

– 92 cents
cents
cents
cents

Recommendation
Produce 600 litre water tanks in the new factory and market them to members at a
competitive price. Enable the tanks to be joined and sell multiple joined tanks at a
discount rate.
Once the solar hot water initiative has been successfully implemented, undertake a
feasibility study into the manufacture of rain water tanks.
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BACKGROUND
The Moreland Energy Foundation in conjunction with six Victorian Trades Union have sought to
assess the feasibility of establishing a capability to manufacture solar hot water systems by a union
cooperative in conjunction with Everlast.
To inform the feasibility assessment a telephone survey of union members was conducted in
October and November 2007 to establish the attitudes of union members to solar hot water
systems.

RESEARCH OBJECTIVES
The primary objective of this research is to investigate union members’ attitudes toward hot water
systems and the manufacture of solar hot water systems by a union cooperative.

METHODOLOGY
A telephone survey of 529 respondents was conducted with Victorian members of the following
unions:







Australian Manufacturing W orkers Union
Australian Education Union
Electrical Trades Union
CEPU – Plumbers Division
National Tertiary Education Union
United Fire-fighters Union

A random sample of 529 union members enables MEFL to be 95% confident that the sample result
is within 5% of the population value.

MANAGEMENT OF DATA COLLECTION
Our surveying of households was rigorous and comprehensive:
-

One interview per household is obtained;

-

Sample households are telephoned up to four times in order to make contact to
complete an interview;

-

Only individuals within the sample were interviewed;

-

Highly experienced interviewers were used
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Audit
In order to continuously monitor quality, all telephone interviewing was completed on our premises
under strict supervision. All surveys were thoroughly audited consistent with AMSRS practices.
10% of each interviewer’s calls are audited at each interview session.

Notes on the Presentation of Quantitative Data
Computer rounding produces tables that add up to 100% +/- 1%.
Differences described as “significant” are statistically significant when tested with Chi-square at the
0.05 level.
Other differences described indicate trends but may not reach statistical significance. Crosstabulations where there are a number of categories having small numbers in some cells are
provided as a guide only

SECTION 3.I: EXECUTIVE SUMMARY
Survey
A telephone survey of 529 Victorian union members was conducted in October and November
2007.
The survey sought to establish respondent attitudes toward solar hot water systems and their
manufacture in Victoria by a union cooperative.
Attitude to Climate Change
84.7% of respondents were somewhat, very or extremely concerned about climate change and
global warming.
Concern about Retaining Manufacturing Jobs in Australia
Almost all respondents were concerned about retaining and increasing manufacturing jobs in
Australia with 82.6% very or extremely concerned.
Type of Hot Water System in Household
75.2% of respondents currently have gas hot water systems in their homes - either storage
(48.6%) or continuous (26.6%).
16.3% have some form of electric water heating system, primarily off peak storage (11.4%).
5.2% have solar hot water, either boosted by gas (2.8%) or electricity (2.5%).
Age of Hot Water System
53% of respondents have water heating systems more than eight years old with 20% 8-10 years
old and 33% more than 10 years old.
About a quarter of respondents (25.2%) say their water heating is between 4-7 years old
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Hot Water System Already Installed or Chosen
58.1% of respondents say that the water heating in their household was not chosen by themselves,
and was in the house already.
Reasons for Choosing Hot Water System
The main reasons for their choice cited by those who had chosen their HWS were:
 More energy efficient (17.1% of responses)
 Cheaper running costs (15.5% of responses)
 It was the best system available at the time, or was recommended (13.2%)
 The system’s design was suitable for their needs, or the unit fitted into a designated space
(13.2%)
 Capital costs were lower than other systems (12.9%)
Factors Influencing Future Choice of HWS
The main factors influencing choice of hot water system are:
 Low capital cost of unit (23.7% of responses)
 Energy efficiency/good star rating (22.1%)
 Low running costs (16.4%)
 Unit needs to work efficiently (10.5%)
 Design and convenience factors such as the unit fitting into a specified space (7.3%)
Consideration of Solar Hot Water System
86.3% of respondents say they would consider buying a solar hot water system when they need a
new hot water system.
Reasons for Choosing SHW
The two main reasons given by respondents who said that they would definitely consider buying a
SHW system when they needed a new system were because the solar system:



Is more environmentally friendly (38.8%)
Has lower running costs (26.9%)

Those who said that they would consider a SHW system with a provision attached said that it
would depend on price (8.9%) and needed to be reliable and efficient (2.5%)
Respondents said they would not consider buying a SHW system primarily because the capital
outlay was too high (4.7%) and because they were concerned it could not produce enough hot
water (1.5%).
Expected Life of a HWS
47.1% of respondents said they would expect a new hot water service to last between 1-10 years
and 29.9% expected it to last 11-15 years.
Almost a quarter (23%) of respondents expect a new hot water service to last 15 years or longer.
Willingness to Pay for SHW Lasting 50% Longer
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35% of respondents were prepared to pay over 30% more for a SHW that would last 50% longer
than other HW S. 29.1% would pay 11-20% more and 19% would pay 21-30% more if a system
lasted 50% longer.
Importance of Factors in Choosing a SHW System
The four key factors influencing whether a respondent would but a SHW system or not are:





Its capacity to produce enough hot water (96.2% scored this between 7-10)
Getting a 10-yr guarantee with the solar hot water system (91.9% scored 7-10)
Good post-installation service (90.3% scored 7-10)
The creation of ongoing jobs in Victoria (88.4%)

Likelihood of Buying Locally Manufactured SHW
89.9% of respondents would be more likely to buy a locally manufactured solar hot water system
than an imported one, if it helped create jobs in Australia.
Willingness to Pay
51.5% of respondents say they would pay over $2000 for a fully installed solar hot water system $2001 to $3000 (33.3%), $3001 to $4000 (11.2%) and more than $4000 (7%).
Paying by Instalment
75.2% would consider paying off a SHW system through their energy bill.
Amount Willing to Pay
64% of respondents would be prepared to pay off a bit more than they save from having a SHW
and 33.7% would prefer to pay off an amount equal to what they save.
48.1% of respondents are comfortable paying off a monthly instalment of more than $25. 20.1%
are comfortable with an instalment of $16-$20 a month, and a further 20.1% say $21-$25 is
comfortable.
Duration of Instalments
50.4%of respondents are comfortable paying off a SHW system within 2 years -comprising those
preferring to pay within 12 months (9.5%) and those wanting to pay within one to two years (
40.9%).
29.7% of respondents are comfortable paying over 3-4 years and 19.9% would be willing to take
over 5 years to pay off a SHW system.
Awareness of Government Subsidies
57.3% of respondents are aware of the Government subsidies to assist in the purchase of a SHW
system.

Assistance of Subsidies in Deciding about SHW
89.6% of respondents say that if the government subsidy made a SHW system cost the same as a
gas hot water system, they would be more likely to choose a solar hot water system.
Reasons for Buying SHW due to Subsidy
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The three main reasons respondents would be more likely to buy a SHW if it was subsidized to
make the costs comparable with other systems are because the SHW :




Is environmentally friendly (28.3%)
Is more affordable due to lower capital cost (29.6%)
Has lower running costs (18.2%)

Those who said that they were likely to buy a subsidized SHW system but attached a provision
said that it could not cost more than other HWS (6%) and needed to provide enough hot water
(2%)
Support for Super Fund Investing in SHW Manufacture
76.4% of respondents support their super fund investing in the manufacture of solar hot water
systems in Australia.
Reasons for Support for Super Fund Investing in SHW Manufacture
The primary reason why respondents support their super fund investing in the manufacture of
SHW systems in Australia is because it is good for local industry and keeps jobs in Australia
(35.5%).
Positive environmental effects including reducing greenhouse (15.8%) and that it is a good
investment (10.9%) were also important reasons.
Almost one in twelve respondents (8.7%) gave conditional support saying that their super fund
should invest if it is not risky and does not effect their payout.
Super Fund Investment in Union Supported Cooperative
68.9% of respondents think their super fund should invest in the manufacture of SHW systems by
a union supported co-operative.
Just over one in five (20.2%) respondents were unsure.
Union EBA to provide SHW
46.1% of respondents were not interested in their union negotiating an EBA for them to provide a
SHW system traded off against part of a wage increase.
Over a third (37.8%) were in favour of this, and about one in six (16.2%) were unsure
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SECTION 3.2: SURVEY DATA
CONCERNS ABOUT CLIMATE CHANGE AND GLOBAL WARMING
Respondents were asked:
How concerned are you about addressing climate change and reducing global warming?

Concern about Climate change
and global warming

% Respondents
n=529

Not at all concerned

4.0

Slightly concerned

11.2

Somewhat concerned

29.5

Very concerned

36.2

Extremely concerned

19.0

A vast majority, over eight in ten respondents (84.7%) were somewhat, very or extremely
concerned about climate change and global warming.
Over half (55.2%) of respondents were very or extremely concerned about addressing climate
change and reducing global warming.
Approximately one in seven (15.2%) said they were not at all or slightly concerned with this issue.





Those who own their own home, without a mortgage are less likely than other groups to say
that they are somewhat concerned about Climate change.
Renters are more likely than other groups to say they are somewhat concerned about
climate change.
Those who own their own home with no mortgage are more likely than others to say they
are very and extremely concerned about climate change.
Renters are less likely than others to say they are very concerned about climate change

Demographic Analysis






The 18-34 age group more likely than other groups to say they are slightly and somewhat
concerned about climate change and less likely than others to say they are very and
extremely concerned)
The 45+ age group is less likely than the other 2 groups to say they are somewhat
concerned about climate change
The 45+ age group is more likely than other groups to say they are very concerned and
extremely concerned about climate change
Males are more likely than females to say they are slightly and somewhat concerned about
climate change
Females are more likely than males to say they are very and extremely concerned about
climate change
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CONCERNS ABOUT RETAINING AND INCREASING MANUFACTURING
JOBS IN AUSTRALIA
Respondents were asked:
How concerned are you about retaining and increasing manufacturing jobs in Australia?
Concern about retaining and
increasing manufacturing jobs
in Australia

% Respondents
n=529

Not at all concerned

1.1

Slightly concerned

3.3

Somewhat concerned

13.8

Very concerned

43.8

Extremely concerned

38.0

Almost all respondents were concerned about retaining and increasing manufacturing jobs in
Australia. In fact more than eight out of ten respondents (82.6%) were very or extremely
concerned about retaining and increasing manufacturing jobs in Australia
Less than one in twenty (4.4%) respondents said they were not at all or slightly concerned about
this.
Demographic Analysis
Home Ownership
 Those who own their home, and have no mortgage are more likely than others to say they
are very concerned about retaining and increasing manufacturing jobs in Australia
 Renters are less likely than the others to say they are very and extremely concerned about
retaining and increasing jobs
Age



The 18-34s are more likely than others to say they are somewhat concerned about
retaining and increasing manufacturing jobs in Australia
The 35-44s are more likely to say they are extremely concerned about retaining jobs than
other groups.
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TYPE OF HOT WATER SYSTEM IN HOUSEHOLD
Respondents were asked:
What is the sort of hot water system that you have in your household?

Type of hot water system in
household

% Respondents
n=529

Gas storage

48.6

Gas continuous

26.6

Electric storage - day rate

2.1

Electric storage -off peak

11.4

Electric - continuous

2.8

Solar - gas boosted

2.8

Solar – electric boosted

2.5

Heat pump

0.2

Don’t know

3.0

Three quarters (75.2%) of respondents currently have gas hot water systems in their homes either storage (48.6%) or continuous(26.6%).
Approximately one in six (16.3%) have some form of electric water heating system, primarily off
peak storage (11.4%).
About one in twenty (5.2%) have solar hot water, either boosted by gas (2.8%) or electricity (2.5%).
Demographic Analysis
Home Ownership
 Renters are less likely than other groups to have Gas storage as the main type of hot water
system in their homes
 The group who own their home without a mortgage are more likely than others to have
electric off-peak storage.
 The group who owns but has a mortgage are less likely than others to have electric off
peak storage
Age




The 35-44 age group is more likely than others to have gas storage
The 35-44 group are less likely than others to have gas continuous
The 45+ are more likely than others to electric storage off-peak
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AGE OF CURRENT HOT WATER SYSTEM
Respondents were asked:
What is the age of the hot water system in your household?

Age of hot water system in
household

% Respondents
n=115

<12 months

7.0

1-3 years

14.8

4-7 years

25.2

8-10 years

20.0

>10 years

33.0

*Question added later the survey

Over half the respondents have water heating systems older than eight years (53%) more than ten
years old (33%) and between 8-10 years old (20%).
About a quarter of respondents (25.2%) say their water heating is between 4-7 years old
Just over one in five (21.8%) have a water heater that is three years old or less.
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HOT WATER SYSTEM CHOSEN OR ALREADY INSTALLED IN HOUSE
Respondents were asked:
Did you choose this hot water system or was it already in the house?

Hot water system chosen or
already installed in house

% Respondents
n=529

Chose it themselves

41.9

Already in house

58.1

Almost six in ten respondents (58.1%) say that the water heating was not chosen by themselves,
and was in the house already.
Just over four in ten say they chose their water heating themselves (41.9%).
Demographic Analysis
Home Ownership
 The group who owns their home with no mortgage are more likely to have chosen their
HW S than other groups
Age


The 45+ group is more likely than other age groups to have chosen their HW S themselves
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REASON FOR CHOICE OF HOT WATER SYSTEM
Respondents were asked:
Why did you choose this type of hot water system?

Reason for type of hot water system
chosen

% Responses
n=229

More energy efficient

17.1

Cheaper to run

15.3

Best
s ystem
available
time/recommended

at

the
13.2

Design/capacity/fits in specified space

13.2

Capital costs lower

12.9

Other

8.0

Only heats water you need

7.0

Good warranty

5.9

W orks efficiently

5.2

Lifespan of unit

2.1

*multiple responses allowed

Considering those who chose their water heating systems themselves (n=221),
the two most common reasons for their choice of system are:



More energy efficient (17.1% of responses)
Cheaper running costs (15.5% of responses)

Other reasons given for the choice made were as follows:




It was the best system available at the time, or was recommended (13.2%)
The system’s design was suitable for their needs, or the unit fitted into a designated space
(13.2%)
Capital costs were lower than other systems (12.9%)
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FACTORS INFLUENCING CHOICE OF HOT WATER SYSTEM
Respondents were asked:
What are the main things that would influence your choice of a new hot water system when you
need one?
Factors influencing choice of new hot water
system

% Responses
n=529

Low capital costs/economical cost of unit

23.7

Energy efficiency/good star rating

22.1

Low running costs

16.4

W orks efficiently

10.5

Design/convenience/put in same spot as old one

7.3

W arranty/lifespan

4.8

Instantaneous hot water supply

4.8

Reliability

4.3

Other

1.8

Prefers gas

1.6

Australian made

1.6

Don’t know

1.1

*multiple responses allowed

The two key factors influencing choice of hot water system are:



Low capital cost of unit (23.7% of responses)
Energy efficiency/good star rating (22.1%)

Other factors mentioned less frequently are:




Low running costs (16.4%)
Unit needs to work efficiently (10.5%)
Design and convenience factors such as the unit fitting into a specified space (7.3%)
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CONSIDERATION GIVEN TO BUYING SOLAR HOT WATER SYSTEM
WHEN NEW ONE IS NEEDED
Respondents were asked:
Would you consider buying a solar hot water system when you need a new hot water system?

Consideration given to buying solar
HWS when need new system

% Respondents
n=529

Yes

86.3

No

10.5

Don’t know

3.2

An overwhelming number of respondents (86.3%) say they would consider buying a solar hot
water system when they need a new hot water system.

Demographic Analysis
Home Ownership
 The group who owns their home, with a mortgage are less likely than other groups to say
they would not consider solar HW S when buying a new system
Age
 The 18-34s are more likely to say they would not consider solar when getting new HW S
Gender
 Females are less likely to say they would not consider a SHW when getting new HW S
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REASON FOR CHOOSING OR NOT CHOOSING SOLAR HOT WATER
SYSTEM
Respondents were asked:
Why do you say that?

Reason for choosing or not choosing Solar
hot water system

%
Respondents

Choosing
Environmentally friendly

38.8

Lower running costs

26.9

Good system, can heat to, already using

4.0

Better than electricity/better quality product

3.5

Will choose but…
Depends on price

8.9

W ill consider all options

2.7

Needs to be reliable/efficient

2.5

Not choosing
Capital cost too high

4.7

Can’t provide enough hot water

1.5

Other

1.3

Too much maintenance

1.2

Structural issues, eg does not suit property

1.0

Don’t know
Needs more information

1.8

Capital costs too high

1.0

The two main reasons given by respondents who said that they would definitely consider
buying a SHW system when they needed a new system were because the solar system:



Is more environmentally friendly (38.8%)
Has lower running costs (26.9%)
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Those who said that they would consider a SHW system with a provision attached said
that it would depend on price (8.9%) and needed to be reliable and efficient (2.5%)
Respondents said they would not consider buying a SHW system primarily because the capital
outlay was too high (4.7%) and because they were concerned it could not produce enough hot
water (1.5%).
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EXPECTED LIFE-SPAN OF NEW HOT WATER SERVICE
Respondents were asked:
If you had a new hot water service installed, how many years would you expect it to last?

Expected life-span of new hot water service

%
Respondents
n=529

1-5 years

2.3

6-10 years

44.8

11-15 years

29.9

15-20 years

15.5

> 20 years

7.5

Just under half (47.1%) of respondents said they would expect a new hot water service to last
between 1-10 years.
About three in ten (29.9%) said they expected it to last 11-15 years.
Almost a quarter (23%) of respondents expect a new hot water service to last 15 years or longer.
Demographic Analysis
Home Ownership
 Home owners with no mortgage are more likely than others to expect a new HW S to last
15-20 yrs
Age


The 18-34s and 45+ are more likely than others to expect a new HW S to last 15-20 years

Gender
 Females are more likely than males to expect a HWS to last 11-15 yrs
 Males are less likely than females to expect it to last >20 yrs
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WILLING TO PAY MORE FOR SOLAR, IF IT LASTS 50% LONGER
Respondents were asked:
If a SHW system lasts 50% longer than other ones, how much extra would you be willing to pay for
it?

How much extra prepared to pay for solar
hot water system if it lasts 50% longer

%
Respondents
n=529

No more

6.5

1-10%

10.3

11-20%

29.1

21-30%

19.0

31-40%

5.5

41-50%

20.6

>50%

8.9

Over a third (35%) of respondents were prepared to pay over 30% more for a system that would
last 50% longer.
Nearly three in ten (29.1%) respondents would pay 11-20% more for a system lasting 50% longer.
Two in ten (19%) said they would pay 21-30% more if a system lasted 50% longer.
About one in twenty respondents (6.5%) are not prepared to pay any more for a hot water system
which lasts 50% longer
Demographic Analysis
Home Ownership
 Renters are more likely than others to be prepared to pay 21-30% more for it
 Home owners with a mortgage are more likely than others to be willing to pay 41-50% more
for it
 Renters are less likely than others to be willing to pay 41-50% more for it.
Age




18-34s are more likely than others to be willing to pay 1-10% more’
18-34s less likely to be willing to pay 41-50% more
45+ are more likely to be willing to pay over 50% more for it
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IMPORTANCE OF FACTORS IN CHOICE
Respondents were asked to rate 12 factors on a scale of importance (from 1 for not important at
all, to 10 for extremely important), in their choice of whether or not to buy a solar hot water system
for their household

Factor rated from 1-10

% Response
1-4

5-6

7-10

Mean

Its capacity to provide enough hot
water for your household

1.2

2.7

96.2

9.34

Getting a 10 year guarantee with
the SHW system

2.6

5.6

91.9

8.89

That you’d get good customer
service after it is installed

4.7

5.2

90.3

8.65

The ongoing jobs it will help create
in Victoria

2.6

9.0

88.4

8.57

The jobs will always remain in
Victoria because the manufacturing
is done by co-operatives

3.7

10.7

84.8

8.42

How much it will reduce your
energy consumption

3.5

8.8

87.8

8.38

How much it will reduce your
gas/electricity bills

3.5

13.3

83.3

8.21

How much it will reduce your
household’s
greenhouse
gas
emissions

5.4

10.8

83.8

8.2

That certified installers would do
installation

13.5

7.3

79.1

7.95

Directing some of the profits to
social issues, such as youth
homelessness, health, and looking
after the elderly

8.2

20.0

71.7

7.49

The cost of buying and installing it
compared to other types of hot
water systems

12.2

30.8

57.1

6.72

Getting
a
free
independent
assessment of whether a SHW
system is appropriate for your
household

16.8

26.2

56.9

6.68

When considering the mean scores rated by respondents, the four factors that were most pivotal in
determining whether or not a solar hot water system would be installed are as follows:
 The capacity to produce enough water (96.2% scored this between 7-10)
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Getting a 10-yr guarantee with the solar hot water system (91.9% scored 7-10)
Good post-installation service (90.3% scored 7-10)
The creation of ongoing jobs in Victoria (88.4%)

There were in addition, four other factors rating highly in terms of the decision to choose solar hot
water systems. They are:





The jobs will always remain in Victoria because the manufacturing is done by co-operatives
(84.8% scored 7-10)
How much it will reduce your energy consumption (87.8% scored 7-10)
How much it will reduce your gas/electricity bills (83.3% scored 7-10)
How much it will reduce your household’s greenhouse gas emissions (83.8% scored 7-10)

Demographic Analysis
Men more than women rated as “5-6” the need to get a 10-year guarantee on a solar hot water
system.
Men were more likely than women to rate post-installation support as not very important (1-4)
Women are more likely than men to rate highly (7-10) the need for certified installers to do the
installation of solar hot water system.
Women more than men rated as very important that profits should go to social issues.
Women more than men rated as very important (7-10) the cost of solar compared to other types of
heating.
The group renting more than others rated the importance of getting an independent assessment as
very important (7-10). In addition, women more than men rated this as very important (7-10).
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LIKELIHOOD
OF
MANUFACTURED

BUYING

SOLAR

IF

LOCALLY

Respondents were asked:
Would you be more likely to buy a locally manufactured solar hot water system rather than one that
is imported if it created jobs in Australia?

More likely to buy solar hot water system if
locally manufactured

%
Respondents
n=529

Yes

89.9

No

4.6

Don’t know

5.5

Nearly nine in ten (89.9%) respondents said they would be more likely to buy a locally
manufactured solar hot water system than an imported one, if it helped create jobs in Australia.
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WILLINGNESS TO PAY
Respondents were asked:
What is the maximum price you would be willing to pay for a fully installed solar hot water system?

Price prepared to pay for solar hot water
system

%
Respondents
n=529

Less than $1000

6.1

$1001-$2000

42.5

$2001-$3000

33.3

$3001-$4000

11.2

More than $4000

7.0

Just over half (51.5%) of respondents say they would pay over $2000 for a fully installed solar hot
water system - $2001 to $3000 (33.3%), $3001 to $4000 (11.2%) and more than $4000 (7%).
Over four in ten (42.5%) respondents said they would be prepared to pay between $1001-$2000
for a solar hot water system.
About one in twenty (6.1%) of respondents would be prepared to pay under $1000 for a fully
installed a solar hot water system.
Demographic Analysis
Those who rent their homes are less likely than others to be willing to pay $1001-$2000 for a new
solar hot water system.
The respondents who own their home with a mortgage, are more likely than others to be willing to
pay between $3001 and $4000 for a new solar hot water system.
Females surveyed were less likely than the males to be willing to pay between $1001-$3000 for a
solar hot water system, and the males were less likely than females to be prepared to pay $3001
and above.
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PAYING FOR SOLAR HOT WATER SYSTEM BY INSTALLMENT
Respondents were asked:
Would you consider paying off a SHW system through a regular instalment on your energy bill?

Consider paying off SHW system through
instalment on energy bill

%
Respondents
n=529

Yes

75.2

No

23.0

Don’t know

1.7

About three quarters of respondents (75.2%) say they will consider paying off a SHW system
through their energy bill.
Demographic Analysis
Those who own their home with no mortgage are less likely than others to agree to paying off a
new solar hot water system by instalment.
The 45+ age groups are more likely than other age groups to say they don’t want to pay off a new
solar hot water system by instalment.
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AMOUNT PAYABLE
Respondents were asked:
Would you prefer to pay off an amount equal to the amount you save from having solar hot water
or would you be willing to payoff a bit more?

Amount to pay off compared to savings
from having solar hot water system

%
Respondents
n=529

Less than what I save

2.3

Equal to what I save

33.7

A bit more than what I save

64.0

A third (33.7%) of respondents would prefer to pay off an amount equal to what they save from
having a solar hot water system.
Nearly two thirds (64%) say they would be prepared to pay off a bit more than they save.
Demographic Analysis
Home owners with no mortgage are less likely than others to say they would be willing to pay off
the equivalent of what they save, on a new solar hot water system.
The 35-44s are more likely than other age groups to want to pay off the equivalent of what they
save, on a new solar hot water system. The 45+ age group is more likely than other age groups, to
say they will pay off a bit more than what they save on a new solar hot water system.
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REGULAR INSTALLMENT AMOUNT
Respondents were asked:
How much do you think you would be comfortable to pay as a regular instalment?

Comfortable regular instalment amount

%
Respondents
n=529

Less than $10 a month

5.4

$11-$15 a month

6.3

$16-$20 a month

20.1

$21-$25 a month

20.1

> $25 a month

48.1

The largest proportion, nearly half of all respondents (48.1%) say they would be comfortable
paying off a monthly instalment of more than $25.
One in five (20.1%) say they would be comfortable with an instalment of $16-$20 a month, and the
same number (20.1%) say $21-$25 is comfortable for them.
One in twenty (5.4%) respondents are comfortable with under $10 a month in regular instalments
while a further 6.3% say $11-15 is a comfortable amount for them.
Demographic Analysis
Those who own their home without a mortgage are more likely than others to say a regular
instalment of $21-$25 is comfortable. Those who rent are less likely than others to say an
instalment of more than $25 a month is comfortable for them.
The 35-44 age groups are less likely than others to want to pay a regular instalment of
$16 - $20 a month. The 18-34 age groups are less likely than the other groups to say an instalment
of over $25 a month is comfortable.
Men are more likely than women to say that $11 - $15 per month is a comfortable instalment, while
women are less likely than men to say they find an instalment of over $25 per month comfortable.

51

DURATION OF INSTALMENTS
Respondents were asked:
How long would you be comfortable paying the regular instalment to pay off your SHW system?

Duration of instalments

%
Respondents
n=529

Less than 12 months

9.5

1-2 years

40.8

3-4 years

29.7

5-6 years

15.4

7-10 years

2.1

More than 10 years

2.4

Half the respondents (50.4%) would like to pay a SHW system off within 2 years -comprising those
preferring to pay within 12 months (9.5%) and those wanting to pay within one to two years
(40.9%).
About three in ten (29.7%) would be comfortable paying it off over 3-4 years, and the remaining
one fifth (19.9%) would be willing to take over 5 years to pay off a SHW system.
Demographic Analysis
Home owners without a mortgage were more likely than others to want to pay it off within 1-2
years, and this group were less likely than other groups to want to pay it off over 3-4 years.
35-44 yr olds were more likely than others to want to pay it off between 3-4 years
45s and over were more likely than other age groups to want to pay it off over 5-6 years.
Males more than females want to pay the system off within 12 months, while females more than
males said they would pay it off in 1-2 years.
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GOVERNMENT SUBSIDIES
AWARE OF GOVERNMENT SUBSIDIES
Respondents were asked:
Are you aware that there are government subsidies of between $500 and $2500 for people who
purchase a SHW system?

Aware of Government subsidies

%
Respondents
n=529

Yes

57.3

No

40.6

Don’t know

2.1

Almost six in ten (57.3%) of respondents say they are aware of the Government subsidies to assist
in the purchase of a SHW system.
However a large minority, more than four in ten are not aware of these subsidies.
Demographic Analysis
Home owners without a mortgage were more likely than other groups to be aware of the
Government subsidy for purchase of a solar hot water system.
The 18-34 year age group were less likely than other age groups to be aware of the government
subsidy.
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GOVERNMENT SUBSIDIES ASSIST IN DECISION ABOUT BUYING
SOLAR HOT WATER SYSTEM
Respondents were asked:
If the Government offered a subsidy/rebate that made the cost of a SHW system the same as a
standard gas hot water system would you be more likely to buy a SHW system or wouldn’t it make
any difference to your choice of HWS?

Government subsidy assist in choice of
buying SHW system

%
Respondents
n=529

More likely to buy solar HW S

89.6

W ould not make a difference

10.4

Nearly nine in ten respondents (89.6%) say that if the government subsidy meant that a SHW
system cost the same as a gas hot water system, they would be more likely to choose a solar hot
water system.
Demographic Analysis
Those who own a home with a mortgage are more likely to say a government subsidy equal to a
gas hot water system would make no difference to their decision in buying a solar hot water
system.
The 18-34 year age group is more likely than other age groups to say that a government rebate
equal to a gas hot water system would not make a difference in their choice to buy a SHW.
Men were more likely than women to say that a government subsidy making the price equal to a
gas system would not make a difference in their decision to buy solar hot water system.
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WHY MORE LIKELY OR NOT TO BUY SOLAR WHEN SUBSIDIZED
Respondents were asked:
Why do you say that?

Reason for saying more likely to buy solar
or no difference

%
Respondents

More likely to buy SHWS
Environmentally friendly

28.3

Capital Cost - Government rebate makes it
more affordable

29.6

Lower running costs

18.2

Like solar and already using/used before

3.5

Less maintenance

0.7

More likely to buy ……
If would not cost more

6.0

If provided enough hot water

2.0

If had more information

0.7

If came with house

0.3

If Australian-made

0.2

If other

0.2

Would not make a difference
W ould like more information

2.6

Too dependent on sun, need backup for
heating

1.8

Indifferent – does not matter what heats water

2.5

Needs to be cheaper

1.2

Don’t trust the Government

0.8

Like and use anyway

0.7

*multiple responses allowed
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The three main reasons respondents would be more likely to buy a SHW if it was subsidized to
make the costs comparable with other systems are because the SHW :




Is environmentally friendly (28.3%)
Is more affordable due to lower capital cost (29.6%)
Has lower running costs (18.2%)

Those who said that they were likely to buy a subsidized SHW system but attached a provision
said that it could not cost more than other HWS (6%) and needed to provide enough hot water
(2%)
Those who said a subsidy would not make any difference to their likelihood of buying a SHW
system said that they needed more information about solar rebates (2.6%), felt SHW were too sun
dependent and did not heat water hot enough (1.8%) and were indifferent as long as the water was
heated (2.5%).

56

SUPERANNUATION
SUPER INVESTING IN MANUFACTURE OF SOLAR HOT WATER
SYSTEMS
Respondents were asked:
Do you support or oppose your super fund investing in the manufacture of SHW systems in
Australia?

Support or oppose your super investing in
manufacture of SHW systems

%
Respondents
n=529

Support

76.4

Oppose

6.7

Neutral

7.5

Don’t know

9.4

Over three quarters of respondents (76.4%) support their super fund investing in the manufacture
of solar hot water systems.
Almost one in ten (9.4%) were unsure about this and 7.5% are indifferent.
Demographic Analysis
Renters and those in the 18-34 year age group are less likely than other groups to support super
investing in solar hot water manufacturing.
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SUPPORT OR OPPOSITION TO SUPER INVESTING IN SOLAR
MANUFACTURING
Respondents were asked:
Why do you say that?

Why support or oppose your super
investing in manufacture of SHW systems

%
Respondents

Support
Good for local industry/ keeps jobs in Australia
Environmental factors
greenhouse gases

–

helps

35.5

reduce
15.8

Good business investment, makes money

10.9

Promotes advance of technology

3.8

Keeps prices down/more affordable in future

1.8

Support on condition …
Not risky, does not affect my super outcome

8.7

If keeps money in Australia

1.1

If secures more jobs

0.9

Don’t know why

0.9

Oppose
My super is not for others to dip into

3.3

Better return on other investments

2.2

Don’t know/refused

0.9

Neutral
If a good investment

3.1

Don’t know/refused

2.7

Does not matter to me

1.3

Don’t know
W ants more information

4.3

As long as not too risk y

2.7
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*multiple responses allowed

The primary reason why respondents support their super fund investing in the manufacture of
SHW systems in Australia is because it is good for local industry and keeps jobs in Australia
(35.5%).
Positive environmental effects including reducing greenhouse (15.8%) and that it is a good
investment (10.9%) were also important reasons.
Almost one in twelve respondents (8.7%) gave conditional support saying that their super fund
should invest if it is not risky and does not affect their payout.
Respondents who oppose their super fund investing in SHW manufacture don’t want others
dipping into their funds (3.3%) or feel that a better return on investment can be generated in other
ways (2.2%).
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SUPER INVESTMENT IN UNION SUPPORTED COOPERATIVE
Respondents were asked:
Do you think that your super fund should invest in the manufacture of solar hot water systems by a
union supported cooperative?

Should super fund invest in manufacture of
solar hot water systems by a union
supported cooperative

%
Respondents
n=529

Yes

68.9

No

10.9

Don’t know

20.2

Nearly seven in ten (68.9%) of respondents say they think their super fund should invest in the
manufacture of SHW systems by a union supported co-operative.
Just over one in five (20.2%) respondents were unsure about whether their super fund should
make this sort of investment and 10.9% were opposed.
Demographic Analysis
Those who own their homes with a mortgage are less likely than other groups to agree to super
investing in manufacturing by a union supported co-operative.
The over 45 year age group are more likely than other age groups to support super investing in
manufacturing supported by a union supported co-operative.
Men more than women are more likely not to support the super fund investing in manufacturing
supported by a union supported co-operative.
Women more than men are more unsure about the question of the super fund investing in
manufacturing supported by a union supported co-operative.
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UNION NEGOTIATING AN EBA TO PROVIDE SHW SYSTEM
TRADED OFF AS PART OF WAGE INCREASE
Respondents were asked:
Would you be interested in your union negotiating an EBA for you that provided a SHW system
traded off against part of a wage increase?

Union negotiate EBA to provide SHW
system traded off against wage increase

%
Respondents
n=529

Yes

37.8

No

46.1

Don’t know

16.2

Nearly half (46.1%) of respondents were not interested in their union negotiating an EBA for them
to provide a SHW system traded off against part of a wage increase.
Over a third (37.8%) were in favour of this, and about one in six (16.2%) were unsure.
Demographic Analysis
Women are less likely than men to be interested in their union negotiating an EBA for them which
would provide a solar hot water system traded off against part of a wage increase.
Renters are less likely than other groups to support their union negotiating an EBA for them which
would provide a solar hot water system traded off against part of a wage increase.
The 18-34 year age group are more likely than other age groups to not support their union
negotiating an EBA for them which would provide a solar hot water system traded off against part
of a wage increase.
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SECTION 3.3: DEMOGRAPHICS
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DEMOGRAPHICS

% Respondents
Age groups
18-24
25-34
35-44
45-54
55-64
65 and +

7.8
21.7
30.2
30.2
9.7
0.4

Best description of household
Couple with children or other dependents
Couple without children or other dependents
One adult with children or other dependents
One person household
Group household
Other

56.9
25.0
1.7
5.7
9.1
1.7

Usual number of people in household
1
2
3
4
5
>5
Mean
Number of people within household in different
age-groups
0-5 years
6-12 years
13-18 years
19-25 years
25 +

5.3
25.3
23.0
26.6
14.6
5.1

1

2

3

4

74
59
82
77
49

51
45
38
31
414

4
6
9
10
36

1
10

Description of house
Free standing/detached house
Semi detached/townhouse/terrace/villa
Flat/apartment
Unit
Other
Refused

91.7
3.4
1.7
2.3
0.2
0.8

Home-ownership status
Own home outright, no mortgage
Own home with mortgage
Rent
Other

25.9
49.9
17.6
6.6

Gender
Male
Female

82.8
17.2

5
-

6
-

1
4

1
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SECTION 4: ATTACHMENTS
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ATTACHMENT 1
Investing in Tank Manufacture
An appraisal of cost and income based on Everlast Model:

315ltrs Tank

Electric

Gas

$

$

Direct Cost
Indirect Cost
Total Cost

713
437
1190

670
458
1128

Selling Price

1250

1450

Gross Profit

60

250ltr

.

322

Tank

Direct Cost
Indirect Cost
Total Cost

530
355
883

606
404
1010

Selling Price

1070

1250

Gross Profit

187
_________
Given: (Everlast 60% Direct Cost 40% Indirect Cost)

315ltr

.

Tank

Electric
$

240
_________

Gas
$

At 100 Tanks p/m
60 x 100 =
Annualised

6000
72000

322 x100 =

32200
386400

12000
144000
_________

322x200 =

64400
722800
_________

At 200 Tanks p/m
60 x 200 =
Annualised

Everlast have indicated that they have excess capacity and can increase production from 250 tanks
to 315 tanks with no additional labour input (because they have excess capacity).
This is incidentally about what is being achieved currently. The 65 additional tanks have no
extra labour cost attached and the result is a higher profit margin of at least $115,000
At 300 tanks p/m

Annualised

$

60 x 250 =

15000

175 x 50=

8750
_________
23750
285000

$
322 x
250=
437 x 50
=

80500
21850
_________
102350
1288200
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ATTACHMENT 2
Douglas Solar and Union Co-op Initiative to Market Solar Hot Water
Systems
Price for members, returns to the Co-op and supply issues
Based on the Douglas Solar model DS315E
1. Assume Value of REC‟s $30/unit for 31 units applicable
2. Rebate of $1000
Douglas Solar
- Retail Price
Less Rebate + RECs =
2,000
Installation
Price to Customer

Co-op - Member Price
Less Rebate + RECs =
Installation
Price to Member

$4,500

2,500
800
$3,300

$3,700
2,000
1,700
800
$2,500

Douglas Solar Merchant Price is $3,537 and the Trade Price is $3,985. The company is
willing to negotiate its merchant price down in the event the Co-operative can
generate a sales volume to about 200 month.
At $3,800, the Co-operatives Selling Price, the Union Member will be able to have an
excellent solar hot water system, almost completely manufactured in Australia with
Australian labour and by Australian companies. The price the member pays for this
system $2,600 is well below any existing offer in the market for a similar product.
The Co-operative selling price is based on the merchant price plus a margin of around
$300. In the event the Co-operative and Douglas Solar are able to negotiate the
merchant price down to $3,200, and additional margins of $300 will accrue to the Cooperative, and the result will be as follows:
Co-operative Purchase Price
Co-operative Selling Price
Profit Margin

$3,200
3,800
$

600 per system

At the above purchase price and at the projected rate of 200 system installations per
month, it would represent for the cooperative a profit of about $1.4 million. At the
merchant price, Douglas Solar is doing well through volume although margins are
lower. The Union Members have an excellent solar hot water system and at a great
price. The Co-operative is at the same time, generating a good income.
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Depending on how the Co-operative markets the systems, there is a further possibility
of generating income from how the RECs are packaged in the sale.
In the event the proposal is accepted a similar round of negotiations will have to be
put in place between the Co-operative and Green World Energy.
The ability of the cooperative to meet the predicated demand is dependent on the
suppliers being able to supply. Everlast will not be in a position to assist for long
because it is currently operating at an optimal level. It is therefore anticipated by
Everlast that the cooperative‟s production facility will come on line as early as possible
into the 2nd year to address any demand in excess of their ability to meet supply.
By the end of the 1st financial year the cooperative can anticipate a stream of revenue
from the installations it initiates, but which will be constrained by supply. In the event
Everlast is able to crank up production to 400 tanks per month, the cooperative will be
hard pressed to source 200 tanks from this increased capacity because their existing
customers are already taking more than 300 units! In the event the cooperative is
able to initiate 100 installations per month over a six month period, income generated
would be 100 x $300 = $30,000 for the first financial year.
By the end of the 2nd financial year the cooperative should be able to meet its own
demand unless it exceeds 300 units. In this case Everlast would supply the deficit.

67

Attachment 3

Start Up Income and Expenditure
Expenditure

Year 1

Marketing test and
repayment scheme set up
Project officer
Marketing design
Marketing materials
Ancillary costs
Office space (in kind)
Sub total

Expenditure

Year 2

Co-op and installation
service staffing
90,000
10,000
10,000
20,000
0
130,000

CEO
Installation team leader
Admin support
Marketing development
Admin costs
Office space?
Marketing materials
Total non factory costs

140,000
90,000
60,000
90,000
50,000
100,000
60,000
590,000

Super fund 10%

120000

Co-op establishment
Legal fees
Ancillary costs
CEO (6 months)
Sub total

20,000
10,000
70,000
100,000

Business plan and
fundraising
Fundraising consultant

10,000

Business plan and fin strategy
Sub total

20,000
30,000

Factory start up
Coordinator (3 months @
Everlast)
Rent (3 months @ $60pm2)
Sub total

Coordinator (3 months @
Douglas)

20,000

Miscellaneous costs

73,500

0
360,000

Total factory profit

360,000

System supply gross profit
1st 6 months - 100 systems p/m
2nd 6 months - 200 systems p/m

180,000
360000

Total system gross profit

540,000

Gross profit less non factory
costs and super return

190,000

Target Year 3 Income
300 tanks produced per month
300 systems supplied per month
Income year 3

825000
1080000
1905000

400,000

Income
Scenario 1 - 21 sales
Scenario 2 - 42 sales
Scenario 3 - 63 sales

1st 6 mths - 0 tanks p/m
2nd 6 mths - 250 tanks p/m

22,500
24,000
46,500

Installation start up

Total Cost Year 1

Factory Gross Profit

6300
12600
18900

Note: tank profit based on 250
gas
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Attachment 4
Repayment options
Annual savings from
change over

Gas storage to gas solar
Off peak elec to gas solar

Savings
Small
household
123
155

Savings
Medium
household
201.5
256.5

Savings
Large
household

Total cost
SHW
2500
2500
2500

Mth extra
repayments
$40
480
480
480

Annual
payback inc
bill savings
603
681.5
714

Years
payback
4.15
3.67
3.50

Mth extra
repay $50
600
600
600

Annual
payback inc
bill savings
723
801.5
834

480
480
480

635
736.5
799

3.94
3.39
3.13

600
600
600

755
856.5
919

234
319

Gas storage to gas solar

Small household
Medium household
Large household

Electric off peak to gas solar
Small household
Medium household
Large household

gas storage to gas solar
small
medium
large

electric off peak to gas
solar
small
medium
large

Origin System 4 yrs
Total price
Monthly payback
over loan period
Additional cost
Per year
Interest

2500
2500
2500

2 year payback

3 year payback

Monthly total = $104

Monthly total = $69

Mthly
additional
payment
deducting
savings
93.75
87.25
84.5

Mthly
additional
payment
deducting
savings
58.75
52.25
49.5

91.08
82.67
77.42

56.08
47.67
42.42

2000
60
2880
880
220
11

Douglas
system 3yrs
2500
85
3060
560
186.67
7.47

Douglas
system 3 yrs
$1000 upfront
1500
52
1872
372
124.00
8.27
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Attachment 4
Repayment options
Annual savings from
change over

Gas storage to gas solar
Off peak elec to gas solar

Savings
Small
household
123
155

Savings
Medium
household
201.5
256.5

Savings
Large
household

Total cost
SHW
2500
2500
2500

Mth extra
repayments
$40
480
480
480

Annual
payback inc
bill savings
603
681.5
714

Years
payback
4.15
3.67
3.50

Mth extra
repay $50
600
600
600

Annual
payback inc
bill savings
723
801.5
834

Years
payback
3.46
3.12
3.00

$1000
upfront
2.07
1.87
1.80

480
480
480

635
736.5
799

3.94
3.39
3.13

600
600
600

755
856.5
919

3.31
2.92
2.72

1.99
1.75
1.63

234
319

Gas storage to gas solar

Small household
Medium household
Large household

Electric off peak to gas solar
Small household
Medium household
Large household

gas storage to gas solar
small
medium
large

2500
2500
2500

2 year payback

3 year payback

Monthly total = $104

Monthly total = $69

Mthly
additional
payment
deducting
savings
93.75
87.25
84.5

Mthly
additional
payment
deducting
savings
58.75
52.25
49.5

electric off peak to gas
solar
small
medium
large

Origin System 4 yrs
Total price
Monthly payback
over loan period
Additional cost
Per year
Interest

91.08
82.67
77.42

2000
60
2880
880
220
11

56.08
47.67
42.42

Douglas
system 3yrs
2500
85
3060
560
186.67
7.47

Douglas
system 3 yrs
$1000 upfront
1500
52
1872
372
124.00
8.27
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