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Context

Wayleave agreements govern network 

operators' use of 3rd party land to install, 

access and operate equipment.

Landowners 
entitled to 
payment

Agreements
give security
for assets 

Well consented
networks will 
enable Net Zero 

Key Points:
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Context

Wayleave 
Agreement

• Personal agreement between landowner and network operator
• Requirement to update upon landownership change
• Landowner can request to terminate agreement

~80% 
of GB DNO Network is held on 

wayleaves

~18,000 
consent enquiries per year across 

UK Power Networks

Risk of 
Termination

When landownership changes
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Ensuring the right payment for the 
right equipment under the right 
consent agreement to:

• Enhance customer satisfaction.

• Increase network security.

• Support achieving Net Zero targets.

Challenges

Confirming 
landownership

Enquiry 
volumes

Long customer 
email exchanges

Asset identification

Map Drafting Site visits

The Problem
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User Research and Engagement

Objective

To improve and streamline the wayleave customer 
journey.

How?

Qualitative in-depth customer interviews

Why?

To be able to improve the current journey, it first needs 
to be understood.
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Customer learnings

Service Renewal/EndEngagement Consideration ConversionAwareness

Learn of wayleaves by:
• Word of Mouth 
• On-Site Discovery
• Claims Agents

Customers Need Clarity 
on Renewals and Easy 
Access to Agreement 
Documents

Customers need more 
information on importance 
of keeping assets

Customers:
• Seek Clarity on Agreement Terms & 

Maintenance Schedules
• Trust DNO Crews to maintain 

equipment

Customers Value Human Touch 
and Direct, Simple, Consistent 
Engagement

Customers Want Simpler, Digital-First 
Processes with Map Tools 
and E-Signatures
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Reduction in risk of 
Termination of wayleave 

agreements

Existing DNO/TO
Back-End 
Systems

2. Process 
streamlining

3. Map Drafting
4. AI Asset 
Recognition

1. Customer
Portal

5. Digital 
Contracting

Customers / Private Landowners

Distribution Network Operators Or Transmission Operators

Accessible access to wayleave 
information

+
Streamlined Onboarding
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Work Package 3: Foundational digital architecture

D3.2 Customer access and registration

Verification Code
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Customer photograph AI recognition

Climbin
g steps

Electrical Pole British Telecoms Pole
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DNO asset identifiers and Optical Character Recognition (OCR)

DNO Poles
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Generation of new wayleave agreements

Decision on if 
wayleave 

agreement 
required

Details 
collected from 

customer

Customer  
upload: 

landownership 
documents

Generation of 
new agreement 

and map

DNO Wayleaves 
Team to 
validate 

Agreement 
issued to 

customer for 
signature

Example details:
• Asset type(s)
• LR Title Number
• Date of property purchase
• Property owners
• Address of asset
• Primary Contact number
• Address of residence
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Key solution benefits

Enhanced transparency

Landowners have easy access to information

Simplified operations

Processes are streamlined

Improved network security

Agreements are in place reducing termination requests

Customer time savings

Customers spend less time setting up new agreements
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1
2

3
4 5

Next steps for Beta Phase

Continued engagement with 
customers and networks

Review of 
designs and 
requirements 
from Alpha Phase

Development 
Phase

System Testing

Public User Trial

Iteration, 
Enhancement, 
and Extended 
Roll-out



Thank you
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