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India SLL Strategy 2026 for Renewable Energy:
KPIs, Pricing and Term Sheet Design

By Sudarshan Karweer - 13 September 2026 - growthifye.com

How Indian renewable projects can use sustainability-linked loans in 2026 with KPI design, pricing
mechanics, lender strategy and term sheet priorities.

India’s renewable-energy debt market in 2026 is no longer short of liquidity for proven assets. The harder
question is how sponsors can convert sustainability performance into a real financing advantage without
weakening bankability. That is where [sustainability-linked
loans](/coreservices/greenfinancing/sustainabilitylinkedloans) matter.

For Indian developers, C&l platform owners, storage integrators and large energy consumers,
sustainability-linked loans can create a practical pricing and lender-engagement lever when the KPI
architecture is robust, auditable and tied to business performance. For lenders, they are useful only when the
structure is measurable, not cosmetic. The market has matured past generic ESG language. Credit
committees now want a direct answer to three questions: what is the KPI, how is it measured, and what
happens if performance is missed?

This article looks at how sustainability-linked loans should be structured for India’s renewable sector in 2026,
including KPI selection, pricing step-up and step-down mechanics, documentation priorities, lender
expectations, and where SLLs fit relative to conventional project finance and refinancing.

Why SLLs matter in India RE debt markets in 2026

India’s renewable buildout continues to be shaped by falling storage costs, tighter grid-integration
requirements, SECI and state tender evolution, and the rise of C&l open-access portfolios. Utility-scale solar
tariffs remain highly competitive, often in the roughly Rs 2.4-3.0/kWh range depending on location,
transmission configuration, CUF assumptions and tender structure. Hybrid and firm power structures can
move materially higher, while C&l delivered tariffs frequently land in the Rs 4.0-6.5/kWh band depending on
state charges, banking, wheeling, contract tenure and consumer load profile.

At the same time, the debt environment is more segmented than many sponsors assume.
» Domestic project lenders still prefer straightforward contracted cash flows, DSCR visibility and clean

security packages.

» Development finance institutions and some foreign lenders are more open to performance-linked
margins if KPl governance is strong.

» Public-sector lenders including IREDA, PFC and REC continue to play a central role where ticket size,
sector exposure and policy alignment support the deal.

* Private credit and NBFC participants remain relevant for bridge, holdco and structured situations but at
higher pricing.
In this context, SLLs are useful because they can:
« Differentiate a sponsor during lender selection.
» Support pricing improvement, usually modest but still meaningful over large debt tickets.

» Help standardise sustainability governance across a multi-asset platform.
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* Align borrower behaviour with operating outcomes that also matter to lenders, such as emissions
intensity, plant availability, storage performance or water-use reduction.

However, an SLL is not a substitute for bankable cash flow. It is a pricing and governance overlay on top of
an already financeable credit case.

Where SLLs fit best: project, platform and corporate use cases
The biggest structuring mistake in India is trying to force an SLL into every renewable transaction. In practice,
some use cases are much better suited than others.

First, portfolio or platform-level debt is often the best fit. A sponsor with multiple operating solar, wind or
hybrid assets across states can define KPIs at a portfolio level, giving room for statistical stability and
reducing volatility from any single site. This works particularly well where the borrower has recurring lender
relationships and established ESG data systems.

Second, C&l renewable platforms are increasingly suitable. Open-access and captive portfolios serving large
industrial and commercial clients can set KPIs around avoided emissions, renewable-energy supplied,
outage performance, or reduction in grid power intensity for customer facilities. Since C&I buyers increasingly
ask for traceable sustainability outcomes, the financing structure can reinforce commercial positioning.

Third, integrated renewable-plus-storage businesses can use SLLs effectively if the KPI set captures both
clean-energy delivery and system reliability. For example, a KPI based on renewable curtailment reduction or
peak-period discharge compliance may be more credit-relevant than a broad sustainability narrative.

Fourth, corporate-level borrowing by established developers can work if there is enough reporting discipline
and if the loan purpose, sustainability framework and group governance are coherent.

Standalone under-construction SPV debt is often harder. Construction risks, EPC variability, commissioning
uncertainty and changing generation profiles can make KPI calibration difficult. In such cases, conventional
project finance may be cleaner at first, with SLL features considered at refinancing or platform aggregation
stage.

KPI design: what lenders will actually accept
In 2026, lenders in India are significantly less tolerant of vague KPI drafting. Good KPI design has five
characteristics: materiality, measurability, baselining, borrower influence and verification feasibility.

For renewable borrowers, the most credible KPI categories include:
* Annual renewable electricity delivered in MWh, adjusted for force majeure and grid-unavailability
treatment.
» Avoided greenhouse-gas emissions using a clearly stated grid-emission factor methodology.
 Plant availability or operational uptime for operating portfolios, if measurement boundaries are clean.

» Specific water consumption reduction, especially for sites with module cleaning or auxiliary demand
considerations in water-stressed regions.

» Battery round-trip efficiency, dispatch compliance or renewable-energy firming performance for
storage-linked businesses.

» Share of projects meeting defined environmental and social compliance milestones before financial
close or COD.

» Reduction in auxiliary diesel consumption during construction and operations, where material.
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Weak KPIs usually include broad statements such as “improve ESG profile” or “enhance sustainability
practices” with no numeric threshold. Credit committees will reject these or treat them as non-economic
add-ons.

A stronger approach is to calibrate 3 to 5 annual sustainability performance targets with a baseline year and
a pathway that is stretching but achievable. For example:

* Portfolio emissions avoided: baseline 1.8 million tCO2e in FY2025-26, target 2.05 million tCO2e in
FY2026-27 and 2.25 million tCO2e in FY2027-28, subject to defined commissioning schedules.

» Operating asset availability: baseline 98.2%, target 98.5%, with exclusions for scheduled outages and
deemed-generation events.

» Water-use intensity: reduce module-cleaning water consumption by 15% over two years through robotic
or optimised cleaning in eligible sites.

The target should not be so easy that the borrower automatically earns the pricing benefit. But it should also
not be so aggressive that the margin step-up becomes inevitable and undermines sponsor credibility.

This is where Growthifye’s [Green financing
frameworks](/coreservices/greenfinancing/greenfinancingframeworks) and [Impact quantification &
MRV](/coreservices/greenfinancing/impactquantificationandmrv) capabilities become relevant. Without a
lender-acceptable methodology for measurement, even a sensible KPI can fail during due diligence.

Pricing mechanics: what an Indian SLL can realistically deliver

Borrowers often overestimate the pricing upside. In India’s renewable market, SLL pricing benefit is usually
incremental rather than transformational. A realistic expectation in 2026 is often a margin step-down or
step-up in the range of 5 to 15 basis points, though stronger international lender participation or larger
platform deals may produce wider bands.

For example, if a portfolio term loan is priced at 9.10% all-in over a floating benchmark, the SLL feature might
create:

* 5 bps reduction for meeting all annual sustainability performance targets.
* No change if only a threshold portion is met.
» 510 10 bps increase if targets are materially missed.

Some lenders may prefer a one-way step-down only, while others insist on two-way pricing to preserve
discipline. In India, two-way mechanics are often more credible because they align with lender concerns
around KPI integrity.

The economic value can still be meaningful. On a Rs 500 crore debt facility, a 10 bps annual saving equals
roughly Rs 50 lakh per year before tax, assuming full drawing and unchanged benchmark conditions. Across
larger platform financings, that becomes material enough to justify the reporting and assurance effort.

Borrowers should also negotiate whether any step-down applies prospectively, retrospectively, or after
annual assurance sign-off. The timing matters. If the verifier signs off six months after year-end, the lender
may only apply the pricing change for the following interest period. Term sheets should define this clearly.

A second area to watch is use-of-proceeds alignment. Although SLLs are not restricted to a narrow project
use in the same way as some labelled instruments, lenders in India still prefer a coherent deployment
narrative: operating portfolio consolidation, capex for expansion, refinancing of eligible clean-energy assets,
storage integration, or energy-efficiency upgrades.
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Term-sheet issues that deserve early negotiation
Many SLL transactions slow down because the sustainability overlay is discussed too late. Sponsors should
negotiate core commercial and technical points at term-sheet stage, not after credit approval.

Key term-sheet items include:

» KPI definitions and formulae.

» Baseline period and restatement rules if the portfolio changes through acquisitions, disposals or
repowering.

» Frequency of testing: annual is most common.

« Verification protocol and who bears the cost.

» Timing of margin adjustments.

» Cure rights, if any, for data gaps or delayed assurance.

» Treatment of force majeure, curtailment and change in law.

» Consequences of reporting failure versus genuine KPI underperformance.

» Whether margin benefit is ring-fenced for sustainability capex, cash sweep reduction or free corporate
use.

Portfolio changes are particularly important in India because many developers are continuously warehousing,
monetising or refinancing assets. If a 300 MW portfolio becomes 450 MW after a year, the KPI baseline must
be adjusted using a pre-agreed methodology. Otherwise, performance comparison becomes meaningless.

Another practical point is consistency with the financial model. Sustainability-linked pricing should be
reflected in downside and upside cases, but conservatively. Lenders will not size debt on an assumed margin
step-down unless achievement is highly probable. This is why Lender-grade financial modelling is essential:
the model must show the effect of both successful and missed KPI outcomes on DSCR, LLCR and
refinancing assumptions.

Lender appetite: how IREDA, PFC, REC and private lenders may view SLLs

Lender appetite is not uniform, and sponsors should avoid a one-size-fits-all pitch.

IREDA remains an important anchor lender for renewable and energy-transition assets. In SLL discussions, it
is likely to focus on sector alignment, KPI credibility, data transparency and overall repayment strength rather
than marketing value. If the sustainability targets reinforce operational resilience or measurable impact, the
structure is easier to defend internally.

PFC and REC may be relevant where the asset profile, offtake structure and strategic value fit their lending
priorities. For these institutions, the core bankability of the asset remains primary. An SLL layer should
therefore be framed as strengthening governance and performance monitoring, not as a substitute for robust
project cash flow.

Private banks and select foreign lenders may be more flexible on KPI-linked pricing if the borrower has:

» A sizeable operating portfolio.
 Established sustainability reporting systems.
» High-quality sponsors or long-term offtake relationships.

» Clear assurance arrangements with credible external reviewers.
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NBFCs and structured lenders may also participate, though pricing competitiveness depends heavily on
tenor, security and portfolio quality.

For borrowers, the practical strategy is to run a dual-track process: secure lender interest on base credit
terms first, then test SLL economics with shortlisted lenders that show real execution capacity. This avoids
wasting months on theoretical ESG enthusiasm that does not convert into credit approval.

Common pitfalls in Indian SLL execution
Several recurring mistakes reduce execution success.

» Choosing KPIs that are not material to the borrower’s business model.

» Using emissions factors or impact methodologies that cannot be independently verified.

Failing to align sustainability testing dates with audited financials and operational data cycles.
» Assuming pricing benefit will be large enough to offset weak credit fundamentals.

* Ignoring state-level operational realities such as curtailment, grid unavailability or banking-policy
changes.

» Leaving margin-adjustment mechanics vague until documentation stage.
» Overcomplicating the structure with too many KPIs.
The best SLLs are simple, measurable and commercially relevant. In most Indian renewable transactions, 3

to 4 KPIs are better than 8 to 10. Lenders prefer clarity over volume.

Sponsors should also think beyond first close. If the objective is future refinancing, co-lending or platform
monetisation, the KPI framework should be scalable. A lender that buys into the sustainability architecture
today may be more comfortable underwriting a larger refinancing tomorrow if the data series remains
consistent and independently assured.

A practical 2026 playbook for sponsors

For developers and C&l renewable businesses considering an SLL in 2026, a practical sequence is:
* Identify whether the right borrowing entity is project SPV, portfolio holdco or corporate borrower.
» Select 3 to 5 KPlIs tied to value creation, operational performance and measurable impact.
 Build the baseline and target pathway using auditable historical data.
» Map the data owners: operations, finance, ESG and external verifier.
* Integrate KPI outcomes into financing scenarios and covenant analysis.
» Approach lenders with a credit-first and sustainability-second deck, not the reverse.
» Lock term-sheet drafting points early.
* Prepare annual assurance and reporting processes before first disbursement.

This is also the stage where Sustainability-linked loans and Impact quantification & MRV need to sit
alongside credit structuring, not apart from it. When the sustainability and finance workstreams are
separated, execution suffers.

India’s renewable market in 2026 is sophisticated enough to use SLLs well, but only where the structure is
grounded in lender logic. The winners will be sponsors who treat sustainability performance as a measurable
credit-quality enhancer, not a branding exercise. If KPI selection is disciplined, pricing mechanics are
realistic, and documentation is negotiated early, SLLs can support lower cost of capital, better lender

© Growthifye - Vriddhim Business Advisory LLP - info@growthifye.com - +91 84510 99371 Page 5



G ROWTH I FY E growthifye.com/insights

THOUGHT LEADERSHIP - BUILD . GROW . SUSTAIN 2026-09-13

engagement and stronger portfolio governance.

If you are evaluating an SLL, refinancing strategy or lender outreach plan for solar, wind, hybrid or storage
assets, contact Growthifye’'s advisory desk for transaction support, KPI structuring and lender-ready
execution.

Explore Growthifye's related capabilities

This analysis connects directly to our advisory practice: [Green financing
frameworks](/coreservices/greenfinancing/greenfinancingframeworks) : [Sustainability-linked
loans](/coreservices/greenfinancing/sustainabilitylinkedloans) : [Blended & concessional
finance](/coreservices/greenfinancing/blendedandconcessionalfinance) -  [Impact  quantification &

MRV](/coreservices/greenfinancing/impactquantificationandmrv).
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