
T
he recent Green Deal and Energy Companies 
Obligation (ECO) figures released by 
Department of Energy and Climate Change 
(DECC) on 27 June, echoed the concerns 

the industry have had for a long while now. The latest 
statistics show that the 38,259 assessments completed 
up to 16th June have resulted in 245 Green Deal plans 
– with only four of these signed off for completion.  

A further 5,118 cashback vouchers have been 
issued for self-financed installations, delivered 
by providers such as British Gas, which enable 
householders to pay for measures out of their own 
pocket and claim back the cost. 

However, these measures do not constitute Green 
Deal loans and fail to meet the key ambition of the 
scheme – which is to facilitate the whole house 
retrofits that are badly needed to deliver both carbon 
and financial savings.

Tangible incentive
It’s clear that in order to meet the 14 million  
homes by 2020 target, a tangible and compelling 
incentive is urgently required. With the sheer volume 
of work to be undertaken around the country, it is 
certainly going to take a concerted effort by industry 
and the Government to drive the scheme forward – 
and for installers it surely makes business sense to 
get involved. 

The Green Deal has placed a greatly-increased 
emphasis on upgrading the thermal performance of 
the 6.6 million solid-wall properties in the UK. Indeed, 
one of the key purposes of ECO is to provide funding 
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Peacey explains why solid 
wall solutions will be the next 
big opportunity for installers.
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for solid wall insulation under the 
Carbon Saving Obligation. 

This has had a huge impact on 
the cavity wall insulation market. 
Figures attributed to the Cavity 
Insulation Guarantee Agency 
(CIGA) suggest that cavity wall 
installations fell 97% in April 2013 
compared with the same month 
last year. From an installer’s 
perspective, offering to upgrade 
a home’s thermal performance 
seems a logical step, and one 
that presents great rewards, 
making it sensible to add solid-
wall insulation upgrades to the 
services they provide.

Appetite for refurbishment
DECC’s own research, issued 
earlier this week, showed that 
47% of the households they 
surveyed had or were planning 
to install one or more of the 
measures detailed in their 
Green Deal Advice Report 
– demonstrating there is an 
appetite for energy efficiency 
refurbishments.

However, if the scheme is to 
really achieve its objectives and 
deliver the economic boost that 
is so clearly needed, all of the 
parties involved will need to take 
an active role in promoting the 
scheme. Although there will be 
Green Deal assessors tasked with 
calculating the potential benefits 
of different insulation, heating 
or renewable energy upgrades, 

merchants and installers also 
have a crucial role to play.

The new focus on solid walls 
offers opportunities for contractors 
outside the insulation industry 
(such as renewables installers, 
plumbers and heating engineers) 
to branch out into this new area. 
What’s more, many of these 
installers will already possess many 
of the skills required to tap into 
this revenue stream. For example, 

as solid wall insulation could affect 
the ventilation of a building, Knauf 
Insulation highly recommends 
that their ThermoShell Approved 
Installers hold a valid ACoPs 
certificate for ventilation and gas 
appliances – a qualification that all 
installers with Gas Safe approval 
will already possess. 

With many solid wall systems 
available, partnering with a 
reputable manufacturer is going 
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THE NEXT STEP
Ensuring high quality installations will be paramount 
to the success of the Green Deal and, for this reason, 
Knauf Insulation is working to support all levels of 
the supply chain in delivering the high standards 
required. The company has opened a dedicated 
training academy in Birmingham to assist in up-
skilling contractors from various trades and enabling 
them to progress towards the installation of its 
innovative ThermoShell Internal Wall Insulation 
(IWI) and External Wall Insulation (EWI) systems.  

Each course consists of a full day of training, with the 
delegates having a thorough theoretical workshop 
in the morning followed by a practical session in 
the afternoon – putting what they have learned into 
practice. After attending the course, the delegates will 
have permission to install Knauf Insulation’s systems 
but will only become fully accredited once their 
work has been inspected and signed off by a Knauf 
Insulation Regional Technical Manager (RTM).

to be a key requirement for  
any installer.

Keeping up appearances
The flexibility of EWI allows it 
to be installed over a variety 
of existing substrates including 
brick, stonework, concrete and 
concrete blocks. In addition, 
it provides the opportunity 
to enhance and upgrade the 
appearance of existing properties. 
The ThermoShell EWI System has 
been designed to last the lifetime 
of the property, helping to protect 
the building structure from the 
effects of weathering, thereby 
extending the life of the building.

On the other hand, for 
those buildings where EWI is 
not the preferred option, IWI 
systems provide the solution, 
delivering high levels of thermal 
performance cost effectively 
and without having to alter 
the exterior appearance of the 
building. The simplicity of the 
ThermoShell IWI system gives 
the installer the opportunity to 
install on a room-by-room basis, 
or as part of a whole building 
refurbishment plan. 

For some properties though, 
it is worth looking into a hybrid 
solution that uses both EWI and IWI 
systems, thereby maximising the 
benefits offered by each system.

Although there is a huge 
opportunity for installers, they will 
need to adopt the strict supply 
criteria of the system providers, 
where the systems cannot be 
applied by anyone that is not 
approved from the system provider. 
This is critical to the overall 
standard of the on-site application 
and the guarantees that are 
required under the Green Deal.

Gas and central heating 
engineers who are skilled 

››Gas and central 
heating engineers 
who are ready to 
provide energy 
efficiency measures 
will ultimately be 
adding to their  
own bottom line.‹‹

and ready to provide energy 
efficiency measures, as an 
additional part of the Green Deal 
services they already offer, will 
ultimately be adding to their own 
bottom line as well as providing a 
pool of competent installers able 
to deliver this initiative. It’s now 
up to manufacturers, merchants, 
installers and the Government to 
pull together as much as possible 
and work as an effective supply 
chain to make the Green Deal a 
great success.  n

Figure 1. Knauf Insulation’s specialist academy has been set up in Birmingham to train installers.
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