
Solsonica has already been able to realize a number of rooftop PV projects in Italy. 
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On an expansion course
sales services and technical 
support.

This means that Solen Italia 
is well-positioned in all of the 
market segments: starting from 
3 kW system kits for retail up to 
multi-megawatt installations for 
commercial investors.

Clearly, the signs are set for 
growth!

>Solen Energy Italia S.r.l. has ambitious plans for 
Italy. In July 2011, the company launched a 
large office with storage area in the municipali-

ty of Turbigo, Milan. The Italian subsidiary is already 
filling with life – the number of employees is growing 
and the projects are accumulating, says manager 
 Giovanni Leggio.

Solen recently completed two 1 MW open space 
systems near Milan – both turnkey PV plants that 
were delivered by the company in only eight weeks. 
Further open space and rooftop PV systems are cur-
rently under planning. Most of the projects are real-
ized in Sardinia.

Top priority: sustainability

Solen uses only products by established manufac-
turers – a guarantor for highest quality. One of the 
top priorities of the team around manager Leggio is 
sustainability – Italy’s climate, in particular, poses a 
lot of challenges. But Solen has many years of expe-
rience in the field. Planning, project development 
and construction are part of its daily business. But 
the system integrator offers its customers also after 
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contracting small”, says Salamoni. But there is no 
way around it. “We often have customers who are 
looking for an ideal solution for their private rooftops. 
We cannot just sell a handful of solar panels to these 
customers and send them home. They are looking for 
an all-in-one solution. If we can’t offer them a suit
able product, they will leave and find it elsewhere.” 
This is why his company is only active as EPC contrac-
tor for systems with a capacity up to 1 MW. Between 
10 and 15 % of Ferrania’s modules are sold this 
way.

Meanwhile, the company’s business has picked up 
again. Our warehouses have been cleared, says Sala-
moni. “I hope that we will be able to sell solar modules 
with a total capacity of 21 MW in the current year. Next 
year and the year after, the sales are expected to reach 
60 MW. If things turn out well, we will be able to ex-
pand our new production line up to 100 MW.” Similar 
to many other market participants in Italy, Salamoni 
has begun thinking about entering other markets out-
side of Italy since the first half of the year. “So far, our 
modules are available exclusively on the Italian mar-
ket. The trends in 2011 have shown that this has to 
change”, says Salamoni. He now wants to test the wa-
ters in other Mediterranean countries as well. Ferrania 
is already in a favourable position to make that move, 
he says. “We are part of Messina Group, which is active 
in sea freight and has its own shipping group. The dis-

tribution network of the Messina fleet is open to us as 
well. And Savona as a production location provides ac-
cess to a harbour right at our front door.”

Italy’s new tariff regime has not only led to changes 
within the individual market segments. “The times 
when it was possible to make a fast buck in Italy are 
over”, says Bruno Lombardi, Managing Director of 
Phoenix Solar S.r.l. “People are meanwhile beginning to 
talk about energy and not just about generating profits 
and revenues. Finally, the times of speculation are 
coming to an end.” In other words: Italy’s PV market has 
matured.




