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India RE Equity Raises 2026: Valuation,
Structuring and Investor Readiness

By Sudarshan Karweer - 25 August 2026 - growthifye.com

A 2026 guide to equity raises for India renewable energy: valuation, structure, diligence, returns and
investor readiness.

India’s renewable-energy funding conversation is often dominated by debt pricing, lender appetite and
refinancing windows. Yet in 2026, equity strategy is just as decisive for project execution, scale-up and
shareholder returns. For Indian RE developers, C&l platform builders, storage players and hybrid asset
owners, the quality of an equity raise now determines not only whether a project gets built, but also how fast
a pipeline can be monetised, how much leverage can be sustained and how attractive the platform becomes
for future exits.

This matters because the market has become more selective. Utility-scale solar and wind tariffs remain tight,
C&Il competition has intensified, storage economics are improving but still structure-dependent, and lenders
are more disciplined on sponsor support, DSRA, contracted cash flows and construction-risk allocation. In
that environment, an equity raise is no longer a generic capital event. It is a strategic exercise in valuation,
risk packaging, governance and bankability.

For Indian sponsors in 2026, the right question is not simply how to raise equity. It is which equity instrument
fits the asset base, what return expectations investors now underwrite, what diligence standards they apply
and how to prepare the business so that both equity and debt can be closed efficiently.

Why equity strategy matters more in India RE in 2026

India’s renewable market remains deep, but the cost of execution errors is rising. Module prices have
normalised from earlier volatility, but domestic-content-linked procurement choices, transmission readiness,
curtailment risk, BESS integration, land-title diligence and offtaker quality still create material dispersion
between good and weak projects. Investors are paying close attention to these differences.

In practical terms, equity has become critical for five reasons:

» Debt providers are prioritising stronger sponsor backing and cleaner construction-risk allocation

* Interstate transmission system planning, connectivity approvals and substation readiness can delay
COD and stress contingency budgets

» C&l portfolios require working capital, security deposits, acquisition capital and sometimes short-tenor
bridge equity before long-term debt closes
» Hybrid and storage projects need more nuanced underwriting because revenue streams can include

capacity-style payments, energy arbitrage, ancillary services or peak-power value

» Consolidation is accelerating, which means developers with institutional-grade governance are getting
better valuations than standalone project SPVs with thin teams

For many Indian developers, this changes the capital-stack sequencing. Rather than securing land and PPA
and then “finding an investor,” sponsors increasingly need a defined equity thesis before term-sheeting debt.
Lenders want to know who is writing the equity cheque, whether follow-on capital is available and whether
the sponsor can absorb construction overruns or receivable delays.
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Which Indian RE businesses are raising equity in 2026
The equity market is not uniform. Different investor pools are backing different business models.

Utility-scale solar and wind developers are still raising platform capital, especially where they can
demonstrate pipeline visibility, disciplined bidding and credible access to transmission. However, pure
tariff-driven growth stories are under pressure unless the sponsor can show superior execution or
aggregation advantages.

C&l solar and open-access developers continue to attract interest because contracted tariffs often remain
meaningfully below industrial grid tariffs in states where landed C&l power can deliver savings. In many
markets, industrial consumers still compare open-access solar or hybrid supply against effective grid costs in
the broad range of Rs 6.5-10.0/kWh depending on state, voltage level, cross-subsidy surcharge, additional
surcharge and time-of-day structure. A well-structured C&I portfolio with diversified offtakers, strong
collections and disciplined state selection can therefore support attractive equity narratives.

Storage and renewable-plus-storage platforms are another focus area. As BESS procurement grows and
peak-power management gains value, investors are looking for sponsors that understand augmentation
planning, round-trip efficiency assumptions, warranty enforcement, EMS optimisation and dispatch-risk
allocation. Equity for storage is available, but investors expect significantly more technical and contractual
sophistication than in vanilla solar.

There is also interest in distributed portfolios, especially where behind-the-meter, group captive or
feeder-level opportunities can be standardised. These models may need smaller ticket investments initially,
but can scale quickly if customer acquisition, legal structuring and O&M processes are repeatable.

Finally, operating-asset aggregation is increasingly attractive. Acquiring commissioned assets with stable
generation and payment history can be more appealing than backing greenfield execution, particularly for
investors seeking near-term cash yield and a faster route to leverage optimisation.

Common equity instruments and when they work
In India RE, sponsors should avoid treating all equity as interchangeable. Structure directly affects control,
return expectations, debtability and exit options.

Primary equity is the most straightforward route when the company needs growth capital for pipeline
development, margin money, construction support or platform build-out. It dilutes existing shareholders but
improves balance-sheet strength and lender confidence.

Secondary sale works when promoters or early investors want liquidity without materially changing the
company’s operating capital. In 2026, many incoming investors prefer that at least a meaningful portion of
proceeds remains in the business rather than entirely cashing out existing holders.

Compulsorily convertible instruments are still used where valuation gaps exist or investors want staged
downside protection before full conversion. These instruments can be useful, but they must be aligned
carefully with debt covenants, distribution restrictions and change-of-control triggers.

Holdco-level equity is typically relevant for platform scaling, acquisitions and corporate overhead support. It
suits multi-asset developers but may not satisfy project lenders if SPV-level equity commitments remain
vague.

SPV-level equity can work well for ring-fenced projects with clear PPAs and near-term construction. It is often
easier for investors to diligence, but can leave the broader development platform undercapitalised.
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Joint ventures are another route, especially where one partner brings pipeline and execution while the other
contributes capital and governance discipline. JVs can work effectively in C&I, storage and state-specific
development. The challenge is alignment on reserved matters, drag/tag rights, construction decisions and
exit sequencing.

The best structure depends on what the company is trying to solve:

* Pipeline creation and team build-out: holdco primary equity

* Single project execution: SPV equity or project-level JV

Balance-sheet repair before refinancing: primary equity with debt recast

» Promoter monetisation plus growth capital: mix of primary and secondary

Cé&l portfolio roll-up: holdco platform raise with acquisition lines and SPV debt strategy

Valuation in 2026: what investors in Indian RE are really testing
Sponsors often ask what multiple the market is paying. In practice, valuation is still highly situation-specific.
Investors are underwriting risk, not just megawatts.

For pre-revenue or early-stage developers, valuation depends on demonstrated pipeline quality, land and
permitting maturity, promoter track record, state concentration and probability-adjusted COD timelines. Loose
pipeline claims no longer get credit. Investors discount heavily for projects lacking hard connectivity visibility,
realistic EPC assumptions or credible offtaker progress.

For operating portfolios, valuation is more data-driven. Investors examine:

* Net generation versus P50/P75 cases

» CUF trends by site and technology

 Curtailment history and grid availability

» Receivable days by offtaker category

e O&M cost stability

» Debt amortisation profile and covenant headroom
» Change-in-law claims or unresolved disputes

* Repowering or augmentation capex needs

In C&I portfolios, customer quality can move valuation materially. A diversified book of A-/BBB+ equivalent
industrial names with disciplined payment behaviour, contract tenors of 12-18 years and manageable
state-charge exposure will generally command stronger investor interest than a concentrated portfolio with
weak legal enforceability or short residual tenor.

Return expectations in 2026 vary by risk. While exact pricing is deal-specific, broad market thinking remains
practical:

 Late-stage or commissioned utility-scale assets usually seek lower equity return thresholds than
development-stage projects
» Construction-stage opportunities require a premium for execution and COD risk

» C&l portfolios can attract strong interest if churn is low and collections are proven, but investors will still
price in state-policy and counterparty risk
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 Storage and hybrid platforms can achieve attractive valuations where revenue mechanisms are visible,
though investors typically seek additional return buffers for technology and dispatch complexity

Sponsors should prepare for investors to stress-test every assumption. A nominally high IRR model will not
support valuation if the base case relies on unrealistic CUF, under-budgeted evacuation cost or aggressive
receivable improvement.

What investors and IC committees now expect in diligence
The bar for diligence in 2026 is significantly higher than it was a few years ago. Institutional investors want
project bankability, legal clarity and governance readiness before they spend time on detailed negotiations.

A serious equity process should prepare the following workstreams in advance:

» Corporate structure map, promoter shareholding and all historical securities issued

 Audited financials, management accounts and a clean reconciliation of project-level and holdco-level
cash flows

 Pipeline tracker with project stage, land status, evacuation status, PPA/offtaker position, expected
capex and expected COD

 State-by-state regulatory exposure including open-access charges, banking assumptions, CSS/AS
applicability and any pending litigations

» EPC strategy, LD framework, performance guarantees and major equipment procurement plan
» Generation studies, site resource data and independent engineer materials

» Financial model with downside cases on tariff, CUF, delay, capex and receivables

e Tax, GST and customs positions where relevant

» ESG, HSE and land-acquisition compliance records

For C&l developers, data room quality is often the difference between a fast process and a failed process.
Investors expect customer contracts, billing records, -collection history, open-access approvals,
captive-compliance evidence where relevant and a clear articulation of how each state-level tariff stack
translates into customer savings.

For example, if a Maharashtra, Karnataka, Tamil Nadu, Gujarat or ammmmmmm portfolio is being marketed,
investors will ask whether savings remain resilient if wheeling, banking or surcharge assumptions move
adversely. If the answer is not modelled at site level, valuation suffers.

How to improve bankability before launching an equity raise
The strongest equity outcomes usually come from developers that solve debtability issues early. Equity and
debt are now deeply linked in investor thinking.

Sponsors can materially improve investor response through a few practical steps.

First, clean up project selection. In a tight-tariff market, not every bid should be pursued. Projects with fragile
land aggregation, uncertain transmission or weak offtakers can consume management time and depress
platform valuation.

Second, present a realistic capex view. In 2026, investors want line-by-line assumptions for modules,
inverters, structures, BOS, transmission interface, IDC, contingency and GST treatment. Understated capex
is one of the fastest ways to lose credibility.
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Third, align equity with debt milestones. If term sheets from IREDA, PFC, REC or private lenders are part of
the funding strategy, equity investors want to know margin requirements, security package, drawdown
conditions, DSRA expectations and sponsor-support obligations. They will not assume debt closes
automatically.

Fourth, institutionalise governance. Even mid-market developers now benefit from board reporting, monthly
MIS, approval matrices, related-party controls and documented treasury processes. Governance is a
valuation driver, not a back-office issue.

Fifth, build a defendable customer-savings story in C&I. If open-access supply is central to the equity case,
show the tariff benchmark transparently. Compare delivered renewable tariff against the customer’s actual
grid landed tariff, not a generic state average. Include likely surcharge trajectories and time-of-day
implications.

Sixth, separate development risk from operating-asset cash flow where possible. A mixed portfolio of mature
assets and speculative early-stage projects can confuse investors. Ring-fencing helps both valuation and
debt discussions.

Mistakes that weaken Indian RE equity raises
Several recurring mistakes continue to slow or derail transactions.

One is approaching investors too early with an undeveloped narrative. A list of prospective MWs is not a
financing story. Investors need a coherent thesis: where the platform competes, what risks it controls better
than peers and how the capital will convert into value.

Another mistake is overestimating offtaker quality. In utility and C&l markets alike, payment discipline
matters. State utility exposure, receivable concentration and legal enforceability of customer contracts must
be discussed frankly.

A third issue is weak integration between technical and financial diligence. If the model assumes a 22-24%
solar CUF in a site where irradiance, losses or evacuation constraints do not support it, investor confidence
collapses quickly.

Promoter expectations can also become a hurdle. Valuation anchored to historic market sentiment rather
than 2026 risk-adjusted reality often leads to stalled processes. Sponsors should focus on quality of partner,
certainty of close, governance fit and follow-on funding capacity, not just headline price.

Finally, many processes underestimate documentation readiness. Shareholders’ agreements, reserved
matters, anti-dilution, exit rights, distribution waterfalls and deadlock provisions need careful structuring.
Poorly handled legal drafting can create future problems with lenders, minority protections and eventual exits.

A practical 2026 playbook for sponsors preparing an equity round
For Indian renewable-energy businesses planning a raise in the next 6-12 months, a disciplined process is
more valuable than broad investor outreach.

A practical sequence is:

 Define the use of funds: project equity, working capital, acquisition capital, debt prepayment,
development spend or sponsor support
» Choose the right perimeter: holdco, SPV, sub-platform or JV

» Build an investor-ready model with downside sensitivities and realistic drawdown timing
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* Prepare technical, legal, regulatory and commercial diligence packs before outreach

* Map investors by strategy: operating assets, development capital, C&I platforms, storage, hybrid or
special situations

 Align debt conversations in parallel so the equity story is visibly financeable
* Negotiate governance and follow-on funding mechanics early, not at the end
» Plan for post-close execution with board cadence, reporting discipline and covenant tracking

In 2026, the market continues to reward developers that combine disciplined project origination with
institutional-grade financial preparation. The winners in equity raising are not necessarily the largest players.
They are the ones that present a credible pipeline, realistic assumptions, bankable structure and clear path
from invested capital to contracted cash flow.

For Indian RE sponsors, equity is no longer just the first loss piece beneath debt. It is the capital that signals
confidence, unlocks lender appetite, shapes valuation and determines how resilient the business will be
through construction, commissioning and scale-up.

If your business is evaluating a platform raise, project-level equity, investor readiness review or
capital-structure strategy, contact Growthifye’s advisory desk for practical support on structuring, diligence
preparation, lender alignment and transaction execution.

Sudarshan Karweer — Chief Executive Officer, Growthifye
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attribution is welcome.
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