


EVOLUTION OF THE WORLD PHOTOVOLTAIC
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MARKETS

Isofoton markets its products and services in
four large geographic areas, adopting specific
strategies according to the characteristics of
each local market, and without losing sight of
the global strategy of finding its presence in
emerging markets and of solidifying mature
markets.

Thelatterare favored by national legislation, which
mainly supports Grid-Connection programs.
The creation of these programs and other
governmentally funded programs in developed
countries during the 1990’s, with Germany and
Japan as examples, was responsible for the
transformation of the Photovoltaic Solar Energy
market. The evolution of the market from small,
off-grid installation projects towards distribution
sparked the interest of large investment groups
and corporations, that took on the effort and
development of a sector capable of covering the
demand of a market which today, is one of the
fastest growing in the world.

Grid-Connection markets are created in
response to the global worry about the negative
effects that the burning of fossil fuels is having
on the environment, in addition to the concen-
tration of these energy sources in few countries
and their non-renewable origins. Therefore,
the objective of Grid-Connection systems is to
reduce the emission of greenhouse gases and
progressively decrease energy dependency.
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There are also the emerging markets, the majority
of which are Rural Electrification markets with
a potential demand of 1.6 billion people who
currently have no access to sustainable energy
services. The needs of this market, and the
international efforts to eliminate poverty and
to conserve the environment ensure a future
market with Solar Energy at the forefront, being
the most flexible, adaptable and easy to use of
the Renewable Energies.

Faced with this reality, Isofoton’s international
strategy is focused on backing flexibility. The
local subsidiaries of the company search for
the best ways to fit the products and services
offered to the conditions of each market.

GEOGRAPHIC DISTRIBUTION OF SALES 2006

%Total sales

Spain 50
Europe 25
America 10
Asia 7
Africa 8
TOTAL 100
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The evolution of events on political and
economic levels over the course of 2006
favored a climate of increased consensus
and commitment of European institutions
with respect to the continent’s energetic
problems and solutions. After the Conclusions
of the European Council in Brussels in March
2007, a basis has been set for a new energy
policy through a “Global action plan in the
energy field for 2007-2009”. The agreements
reached bode well for the prospects of the
sector’s development in Europe.

Faced with this energy policy situation,
the Renewable Energy sector is the only
that stands out with respect to reducing
greenhouse gases and pollution, exploiting
local and decentralized energy sources, and
promoting advanced technology industries
on a global level.

The spring European Council ratifies it,
which reaffirms the Community’s long-
term commitment to the development of
Renewable Energy, on a Union-wide scale,
past2010, insisting that all types of Renewable
Energies simultaneously contribute to the
security of supply, competitiveness, and
sustainability. For these reasons, the goals
linked to Renewable Energy reaching 20%
of the total energy consumption of the EU in
2020, and the reduction of greenhouse gas
emissions by 20% have been set.

Prior to these developments, the European
Union, through the White Paper on
Renewable Energies, had already set an
objective for Renewable Energies to be 12%
of total primary energy by 2010. It establishes
concrete objectives for Solar Thermal Energy
of 100 million m? installed, and of 3.5 GW
of Photovoltaic, a figure which will clearly
be surpassed. Also, in 2006, the European
Parliament approved the initiative of the Board
of Public Works of the “Use of Renewable
Energy in Air-Conditioning Consumption”,
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which will have clear benefits for Thermal
Solar Energy.

This legislative framework, which has
translated into the start-up of Grid-
Connection programs on a national level,
produced an important growth in the market
in 2006 on both Spanish and European levels.
In spite of the problems of polysilicon supply,
the European photovoltaic market continued
gaining market-share, from Germany with
more than 850 MW installed in 2006, to Spain
with a 195% growth, solidifying its position
as the second largest European market. With
respect to Thermal Solar Energy, a 26%
growth was registered in Europe (2.5 million
m2), while growth in Spain surpassed 70%,
reaching 190,000 m2 of installations.

Spain

2006 was the year of solidifying the Spanish
Photovoltaic and Thermal Solar Markets, in
spite of the publication in the Official Spanish
Gazette (BOE) of the Royal Decree Law 7/2006
of June, which repealed the laws established
in the Royal Decree 436/2004, separating the
income entailed by economic activity from
electricity production with Renewable Energy
of the average reference tariff of the electric
market. Consequently, all Renewable Energy
sectors were left waiting for a new Royal
Decree that will regulate the compensation for
the technologies within the Special Regime.

Photovoltaic

With respect to Photovoltaic Solar Energy, the
following principal changes stand out from
the new draft of the compensation scheme for
Renewable Energies:

m The increase in compensation for
installations including between 100 kWp
and 10 MWp. According to the draft,
these types of installations will receive
41.75 cents per kW/h instead of the
current 23 cents per kW/h produced.

% The annual updating of tariff amounts,
taking the increase in the Harmonised
Consumer Price Index minus 100 basic
points as a reference.

The establishment of 371 MW as the
objective for installed power. The value of
the tariff will be re-evaluated either once
this figure is achieved, or in the year 2010,
to take effect on January 1, 2011.
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The approval of the new Royal Decree, under
the conditions set in this draft, could mean
the decisive legal backing that will cause the
Spanish market to take off, solidifying it as
one of the largest in the world.
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Over the course of 2006, and in spite of
the uncertainty generated by the legislative
modifications, the Spanish photovoltaic
Grid-Connection market experienced a very
important growth with the installation of 62
MW connected to the network (170% growth),
which means a total installed capacity in Spain
of 106 MW. On one hand, this growth shows
the strength of the sector and the general
confidence placed in Renewable Energy, but
at the same time it has revealed risks and
weaknesses that need to be solved. Among
them, an excess of expectations resulting
from speculative trends and the lack of
rigour of certain agents of the market which,
consequently, produced an overheating of the
market with the prospect of unrealistic profita-
bility, and which materialized in a number of
petitions for connection points which was
disproportionate with respect to the reality of
the market.

Facing this situation, the solar sector
requested greater rigor and control on the
part of the Administration. The principal
companies and associations of the sector
ask that the bottlenecks generated by the
complexity of administrative processes be
resolved. They also demand the introduction
of the necessary control tools that guarantee
quality of service and transmit the greatest
possible confidence to investors.
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PROMOTING
SOLAR ENERGY
PROJECTS

In light of the attractive prospects of the solar
market in Spain, in 2006 Isofoton streng-
thened the basis for maintaining its privileged
position as a benchmark. In addition to being
the leader in Spain in the manufacturing and
distribution of cells and photovoltaic modules,
Isofoton has become the benchmark in the
development and execution of projects in this
country.

Isofoton has the most prominent actors of
the Spanish solar sector among its clients.
This year, the mutual trust and security in the
future of the sector led the way to the signing
of long term contracts. These contracts
with the major distributors, installers, and
promoters of the country’s projects such
as Acciona, Gamesa, or Solar Dealer, total
300 million euros, reinforcing the company’s
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position for the next few years. At the same
time, Isofoton has reached an alliance for the
future with Endesa, the country’s main energy
agent. This agreement not only guarantees a
supply of more than 100 MW over the next
few years, but interesting lines of cooperation
have also been established, such as the joint
promotion of projects, of research programs
and of the development of new technologies,
and collaboration on productive activities.

In addition, it is necessary to highlight the
important advances in the development
of plants with tracking technology, which
present a growing demand in Spain. In this
line, the principal example is the energy
production center developed in Carmona
(Seville) with the Grupo CAENRE, which
will be one of the greatest in Spain, with an
installed capacity of over 6 MWp and with an
annual electric generation of more than 12
GW/h.

STRATEGIES

% Consolidate position as a benchmark in
the national market.

% Strengthen  alliances  and  long-
term contracts, both for supply and
cooperation, the promotion of R+D
programs and collaboration on productive
activities.

2007 OBJECTIVES

& Consolidate and encourage the loyalty of
the company’s largest clients.

m Continue being a reference point in the
market, giving added value to the product
through the promotion of projects.

® Increase presence and participation with
official organizations with the aim of
promoting Solar Energy projects.



Thermal

Last September the new Technical Building
Code [Cédigo Técnico de la Edificacion
(CTE)] took effect. According to this code, itis
obligatory to incorporate both Photovoltaic
and Thermal Solar Energy into new
building projects. Thermal Solar Energy has
been strengthened by this iniciative, currently
having the following legislative frameworks:

The approval of said Technical Building
Code, meaning a potential of 2.5 million
m?2 to be installed between 2008-2010,
which represents 60% of the global
objective of the Renewable Energies Plan
[Plan de Energias Renovables (PER)].

The Renewable Energies Plan, whose
objective is to reach the figure of 5 million
m2 installed by 2010, 4.2 million m2 of
which correspond to the new station to
be installed between 2006-2010.

Also, various public administration programs
of direct aid exist for already existing
homes with a contribution capacity of 1.2
million m2 installed between 2006-2010, 25%
of the Renewable Energies Plan objective.

For Spain, this regulatory framework will
generate an average annual growth of
installations of almost 1 million m2 or, in other
words, 5 times that which was developed in
2006, with an annual average sustained growth
of 45% between 2007-2010.

In spite of these indications, this potential
brings to light some risks that the industry
will have to face. Firstly, given the relative
immaturity of the Thermal Solar Energy sector,
there is a limited supply of qualified technicians
to take on expected growth. Secondly, there
is an urgent need for development programs,
both on the private business scale, as well as
for the institutions responsible for the control
and development of the Technical Building
Code. Without these types of programs,

the bottlenecks that are capable of slowing
down the development of the market will be
difficult to overcome. Thirdly, the importation
of low quality products is being perceived.
The prices of these products generate an
instability in the market capable of hurting the
sector’s credibility. Finally, the strong demand
generates a trend towards a rise in the cost of
strategic raw materials, which produces the
urgent need to advance R+D materials in the
search for alternatives.

In light of this scenario, Isofoton is preparing
to lead the challenge of the Spanish market.
Isofotonis the leading Spanish manufacturer of
thermal collectors and is among the European
market’s five leading companies for technology
and production capacity. Therefore, in August
of 2006 the new production process for
manufacturing absorbers and collectors
took effect. Based on high technology
ultrasound welding and designed under the
parameters of maximum automation, the new
production process allows for the planning
of the growth in the production capacity in
a gradual manner, with minimal adaptation
investments, and is adapted to the real growth
of market demand until reaching 200,000 m2/
year (140 MWth) by 2009.

The strategy of the Thermal Solar Area
sees technological innovation, compre-
hensive quality of services, and compete-
tiveness as the core of the development
of the business, attracting and keeping
clients, and the constant improvement of
the prestige of the brand.



# Continue to solidify our leadership in the
National Market.

% Increase our presence and participation in
the Exterior Market.

% Promote technological transfer to other
regions.

% lLaunch  activity through Isofoton’s
Subsidiary Network and Project Offices.

% Strengthen R+D activities of new manufac-
turing technologies (laser), products
(vacuum tube), and applications (Solar
Cooling).

Europe

The starting point for the European photovoltaic
market was the Grid-Connection law in Germany.
Since then, the market has multiplied in size,
and other countries have implemented similar
programs. The European market constitutes a
world benchmark of Solar Energy.

The good prospects of the European solar
sector, reflected in the market figures of the
last years, show a clear growth trend which
reaffirms that the European programs based
on the feed-in tariff, the German style, are very
effective. Along these lines, in addition to those
of Spain and Germany, the Grid-Connection
programs of Italy, Greece, and France stand
out.

The regulatory development and the compen-
sation scheme of the new programs arising
in the “Mediterranean Arch” incorporate
conditions necessary to ensure a positive
evolution of these markets. The established
tariffs fix rates of return that make high
volumes of installations feasible.

OUR STRATEGY FOR <SOLID GROWTH
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Grid-Connection [Program in Greece

After a few years of a development process, the

Grid-Connection Law was passed in 20086. It will

take effect in 2007.

The feed in tariff in euro / kW/h are:
System size Tariff-peninsvla  Tariff-islands

<100 KWp 0.45 0.50
> 100 KWp 0.40 0.45

According to the new law, the feed-in tariff is
guaranteed for 20 years.

Grid-Connection programs in Haly

The ltalian solar market is already sufficiently structured
and solid enough for it to take off.

The feed in tariff in euro / kW/h are:

System Ground Grovnd-mounted Partially
size -mounted  and with 70% avtoconsumption  integrated plant
1 kW < 3 kW 0.40 0.40 0.44
>3 kW < 20 kW 0.38 0.399 0.42
> 20 kW 0.36 0.378 0.40

The materials are guaranteed for 20 years. The estimations
predict reaching 1,000 MW installed by 2015.
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In response to this change in European market
trends, Isofoton has organized its commercial
plan in Europe, focusing on these markets in
the “Mediterranean Arch”, with Italy standing
out due to its great attractiveness and
projection.

The Italian market represents a strategic push
for the company, for which the subsidiary
Isofoton Italy was created in 2003. To adapt
to the growth and evolution of the market,
the commercial policy has turned towards the
signing of agreements with strategic clients
and has begun the carrying out of “turn key”
projects.

Also, Greece and France are an eventual
short-term goal for Isofoton, due to the fact
that the recent implementation of the feed-in
tariff indicates that, from similar experiences,
the consolidation of these two markets could
take at least 2 years. Therefore, in 20086,
commercial activities in these two countries
continued with the aim of founding future
bases, earning notoriety, and establishing the
ties necessary with local agents capable of
guaranteeing the presence of Isofoton.

STRATEGIES
% Concentrate efforts on developing
marketsinthose countrieswhichresemble
the Spanish market where experience
can be a differentiating factor.

% Push for Concentration Technology as a
competitive advantage on the European
market.

% Differentiate  from the competition
through the development of Architectural
Integration projects thanks to the know-
how acquired in Spain.

2007 OBJECTIVES

% To ensure a distribution base that can
handle high volumes in the future.

% Diversification of risks by having
presence in various countries and types
of markets.

% Solidifying relationships with the principal
agents and institutions of the strategic
markets.

Isofoton in America 5.3.2

In America, Isofoton is present in two very
different regions:

% The Latin American market, where the
company has had commercial relations
established since virtually the beginning
of its activity. Today it is present in more
than 19 countries of the Caribbean,
Central America, and South America,
acting as a clear reference point in the
Rural Electrification projects that are
carried out there.

% The North American market, including
the United States and Canada, is a
company effort which, in spite of having
a large amount of investments, is
considered to be emerging in terms of
development, in relation to what it will
become in over the next few years.

Latin America

Electrification and rural development are
Isofoton’s main priorities in Latin America. In
this market, Isofoton’s vocation of favoring
accessibility to energy for the populations
of developing countries is realized, as a key
component in reaching economic and social
development. In Latin America, this means
40% of the rural population, or in other words,
39 million people.

This is demonstrated not only in the amount of
projects that have been carried out in a direct
way (Waspam [Nicaragua], rural schools in
Bolivia, 10,000 homes [Solar Home Systems -
SHS] inthe Dominican Republic, Decentralized
Infrastructure Project for Rural Transformation
[IDTR - Bolivia] with the World Bank, etc.), but
also in the solidification of a wide commercial
distribution network with local companies,
maintaining a permanent presence over this
time period.



These local companies have grown as Isofoton
has grown, and are currently directly undertaking
a large amount of Rural Electrification projects in
which their products, technical experience, and
the company’s project execution experience
are being used.

The distribution structure implemented in the
majority of the countries in the Latin American
region makes it possible to establish a closer
relationship. This allows for the identification of
the needs of the population that benefits from
solar energy systems, while at the same time
jointly promoting the use of this energy with
Isofoton to develop future generation markets.

SALES LATIN ARMERICA
' THE CARIBBEAN (80.7%)
ANDEAN PACT (2.1%)

OTHERS (2.3%)

ﬂ CENTRAL AMERICA (5%

2006 Distribution measured by tenders granted this year

An important axis of Isofoton’s commercial
structure in Latin America is comprised by
subsidiaries, mainly the subsidiary in Ecuador
(Isoequinoccial). From its headquarters in
Quito, Isofoton’s operations in Ecuador,
Peru, Colombia, Bolivia, and Panama are
managed.

Within the frameworks of the project of
Photovoltaic Solar Electrification of 10,000
homes and 50 Communal Centers on the
Dominican border, which Isofoton is jointly
developing with the Dominican Republic’s
Secretary of State of Industry and Commerce,
Isofoton Dominicana was created in 2006.
Isofoton Dominicana will be a way to solidify
and expand in the area, and will serve as

a future center for managing the Central
American and Caribbean region.

Along the same lines, at the beginning of 2006,
a branch of Isofoton was set up in Bolivia to
carry out the execution of the IDTR. This is
a project of great importance for both the
number of systems to be installed (17,000),
as well as its innovative formula, as it uses a
new World Bank concessional model for large
Rural Electrification projects.

When talking about the Latin American
market, it is worth mentioning Isofoton’s
work to encourage the creation of legislative
frameworks that lead to the promotion
of Renewable Energy in the production
of electric energy, similar to the existing
European regulations. In this sense, 2006
was an especially gratifying year due to the
announcement of legislation encouraging
Photovoltaic and Thermal Solar Energy
installations in Argentina, Ecuador, Chile, and
the Dominican Republic.

% Solidify Isofoton’s presence in multilateral
institutions.

% Generate Rural Electrification solutions
with specific adaptations to the Latin
American market.

% Encourage transfer of technology and
strategic alliances with local providers in
area countries.

% Promote types of applications which
are in the early stages of development,
such as pumps, desalination plants,
public lighting systems, or Thermal Solar
Energy.

% Position itself for future Grid-Connection
systems.
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¥ Solidify distribution network in Central

America.

% Prepare for expansion into large regional

markets: Mexico, Brazil, and Argentina.

% Position Isofoton as the leading company

in global energy solutions.

W Strengthen the company as a leader in
Rural Electrification Projects.




North America

In 2006, Isofoton continued to maintain its
position towards developing this opportunity-
filed market. The US market is currently
growing at an annual rate of 20% and will be,
without a doubt, one of the principal world
markets in the coming years. In addition, the
southwest of the United States is in an ideal
location for large-scale positioning of Solar
Photovoltaic  Concentration Installations.
This would allow it to become the future
world center in research and implemen-
tation of this new technological solution.
This is the large effort of Isofoton within its
technological diversification policy, whose
objective is to attempt to limit the risks that
stem from excessive specialization. The
company continues to be at the forefront of
the study and development of Concentration
Technology, and has been actively partici-
pating in the research of this technology
since the very beginning, with the objective
of generating great benefits in the future,
both economic as well as social and environ-
mental.

On the other hand, US legislation with
respect to Solar Energy, is experiencing a
rapid evolution that will favor implementing
Renewable Energy in the majority of the
country’s states.

There is a market niche which Isofoton
is actively seeking to play a role in. BIPV
(Building Integration Photovoltaics) is
a relatively new phenomenon, but it can
already be considered solid and a very
important business opportunity, above all in
markets such as that of the US, in exorbitant
dimensions, and always at the head of
the development of new opportunities
and corporate development in the world.
Isofoton has relative experience in these
types of solutions and will without a doubt
find an enormous business opportunity in this
market.

Over the past few years, Isofoton North
America Inc. has become increasingly known
on the American market, establishing its own
brand image and creating its own niches of
action. It has chosen a policy of diversification
of markets and has attempted to access the
markets of those states which offer the best
opportunities or prospects.

Until now, Isofoton North America Inc. has
been present in the distribution market
without directly participating in projects. This
is one of the short-term objectives, while
the Isofoton product has obtained important
visibility and recognition through its presence
and demand throughout the country. Also,
Isofoton North America Inc. is beginning to
play a very active role in the sector’s industry.
In 2006 it maintained its policy of participating
in fairs, seminars, sectorial workshops, and
different events, achieving a high reputation
in the United States and setting itself up as an
authentic “green”, flexible, and distinguished
company.

% Solidify the position of Isofoton and of its
brand as a benchmark in forums of the
sector.

% Backing for Concentration Technology
within the line of innovation and techno-
logical diversification undertaken by the
company.

% Differentiation from the competition
through the development of Building
Integration Photovoltaics (BIPV) project
thanks to the know-how acquired from
other markets.

% Start-up of emblematic projects of

Building Integration Photovoltaics (BIPV)
that have great added value and include
elements that differentiate with respect to
the competition.

Formalization of strategic agreements that
favor the establishment of commercial
channels, development of R+D activities,
and the future achievement of projects
within this market.

Participation in the principal forums and
events of the sector, with the aim of
strengthening the image of our brand and
its distinctive characteristics.



5.3.3 Isofoton in Africa

Isofoton’s activity in Africa in 2006 focused
on solidifying its principal markets: the North
of the continent, the Sahel, and the Gulf of
Guinea.

It is a region with a great number of markets in
which numerous projects are being developed
simultaneously. The office established in
Dakar allows for a very centralized control
of the entire area, so that the preparation
of projects, access to their decision making
centers, and the management of their
execution is coordinated directly between
Madrid, Dakar, the subsidiaries in Morocco
and the branch of Algeria.

The company’s activity is framed within
a logic whose principals are long-term
expansion and the sustainability of business.
Isofoton, conscious of the fact that Rural
Electrification is a sure bet in this market,
has continued to participate in the important
tenders that have been announced, having
reached a very high level of visibility as a
company on the African continent; however,
they have not overlooked the distribution area
of Nigeria and other traditional markets, which
ensure the necessary stability of sales within a
market of very volatile projects.

At the same time, research tasks have been
carried out in new, still fairly undeveloped
regions (generally the South and the East),
with the aim of reaching a global presence
in the entire continent on the basis of the
strategic objectives set this year.

Past experience, having developed solar
solutions that were perfectly adapted to the
type of clients that would benefit from them,
and the image of an able and recognized
company to undertake these types of projects
places Isofoton in a good position. Add to
this the business model, based on social and
human principles, and the consciousness that
the technology used is a fundamental tool
for bringing these underdeveloped regions

to levels of progress deemed unfeasible by
other methods, where the rate of electrifi-
cation doesn’t reach 20% of the population
(more than 417 million people). These all
place the company in a position in which it
is perfectly adapted to place one of the most
important markets of the present and of the
future in Africa.

It can be concluded that the outstanding
presence, activity, and recognition of Isofoton
in Rural Electrification has made it possible
for Isofoton to be considered as the leading
company in the world in the field of this
discipline at this moment.

Along these lines, the quality offered by
Isofoton is being continually recognized by the
European Union, the ministries that manage
these funds, and all of the agents involved,
which makes Isofoton’s position in this region
unbeatable, and the objective of solidifying
markets through projects fully achieved.

% Solidify the strategic areas that facilitate
the decentralization of commercial
action.

i

Strengthen the concept of Integrated
Solar Solutions now started in these
markets.

6

Strengthen position in the distribution
markets of the continent.

% Increase product promotion (fairs and
seminars), of the brand image, and of the
company’s social commitment in Africa.
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Leading solar company in the Rural
Electrification markets, especially in North
Africa, the Sahel, and Western Africa.

Solidify Isofoton Maroc after the Proyecto
ONE to take advantage of new existing
business opportunities in the country.

Solidify Isofoton Algerie as a leading
company of the sector in Algeria.

Creation of Isofoton Afrique del’Ouest
to complete the reinforcement of the
predominant position in all of Western
Africa.

More solid positioning in other areas of
the continent, basically the southern and
eastern regions.




534 lsofoton in Asia

During 2006, Isofoton’s different Asian
markets continued to be solidified, furthering
the company’s goal to expand its activity.
The company’s image and global reach
continue to strengthen while being visibly
present, and it continues to participate in
markets and areas that, in general, would
be illogical for other technologies, having
a content with greater industrial or techno-
logical significance and where it enters into
direct competition with other companies of
the sector, above all the Japanese, or the
budding but very powerful Chinese industry.

Within this geographic area, three very varied
areas of action were defined in 2006 with the
aim of being able to confront the positioning
in the area with the best guarantees. It has
been demonstrated that these three areas
offer a very promising potential, both short
and long-term.

The enormous Chinese market, in which
Isofoton has been working since 2002
through its commercial office, is already
one of the cornerstones of the company’s
activity, 4 years later. Once the subsidiary
(Isofoton China) is established in this country,
realizing the objectives that have been set in
the strategic plan will become a closer reality.
Isofoton is already a recognized company,
and China is becoming the company’s
commercial platform on the continent, which
makes its positioning in the area’s project
market easier, creating a fundamental logical
basis for the stock and supply of all types of
materials and services that the new subsidiary
can channel back to the parent company.

India, the largest Rural Electrification
market in the world, received important
backing in 2006 with the idea that in
2007 Isofoton could take a quantum leap
forward. The collaboration with various local
photovoltaic cell distribution companies is
being strengthened, and Isofoton’s position

for participating in the project market has
been established. This fits within the strategic
policy of higher value added to the product,
using this segment of the market’s know-
how.

Isofoton considers the Middle East to be
one of the continent’s regions with the
most potential. The abundance of oil, which
makes a high rate of electrification easier in
the region, does not hinder the existence
of important niches of the market that the
company has decided to take advantage of
as they are, in the short-term, public lighting
and telecommunications and, later on, desali-
nation systems powered by Photovoltaic
Energy. This is the latest generation of solar
solutions developed by Isofoton, in which a
high level of capacity to set themselves apart
from the competition has been reached, and
they are in high demand in the region. The
participation in the MEEE fair in Dubai, the
most important fair in the sector, and the
activity of a local partner in Egypt, where an
operation center for the entire area is planned,
served to verify these ideas in 2006.

% Creation of strategic areas for the long-
term development of the business
and to strengthen existing distribution
networks.

% Introduction of the Solar Integration
Solution concept already experienced in
other markets.

% Carry out an emblematic project that
allows us to participate in the important
Asian project market.

% Reinforce our position in China as an
important agent in the sector and in India
as an emerging agent.

% Access to the project market in the
interior Chinese regions, once Isofoton
China has been started up effectively,
and preparation for participation in the
Indian project market (2008).

% Ensure and reinforce sales of photovoltaic
cells in China and in India to companies
that are considered appropriate for not
being competition to Isofoton.




