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Position paper on increasing energy
access through off-grid solar
solutions

Summary

USEA is the leading voice of the Ugandan off-grid solar industry with 106 member companies, covering the full
range of off-grid solar technologies from basic solar lights to large mini-grids. The aim of the paper is to provide
input into the draft Off-Grid Strategy, from the perspective of the private sector. The four recommendations are:
• To fully integrate off-grid solar solutions into the Rural Electrification Strategy:
o Develop an integrated electrification plan including grid, mini-grid and standalone solar components.
o Use the Multi-Tier Framework for defining energy access, target-setting, planning and tracking 		
energy access, with targets for the numbers of people reaching all five tiers.
o Take immediate steps to support the standalone solar market, whilst developing a policy and financing
framework for mini-grids in the medium term.
• Make the standalone solar sector’s tax regime more conducive to growth:
o Provide clarity on tax rates for all components, including related appliances.
o Build capacity of relevant government bodies to ensure taxation is consistent.
o Inform businesses of upcoming changes in taxation well in advance, so they can plan accordingly.
o Reduce taxes on products in the sector, to lower prices for consumers and accelerate growth.
• Improve Access to Finance for standalone solar companies:
o Set up a results-based financing facility, to support companies in reaching poorer customers in more
remote areas.
o Expand and improve terms and conditions for local currency working capital facility to help companies grow.
• Establish an Off-Grid Strategy Steering Committee to improve coordination amongst government
agencies, development partners and build a robust partnership with the private sector:
o Establish a Steering Committee to improve coordination amongst relevant government agencies involved
in delivery of the off-grid strategy. The committee should also facilitate dialogue and collaboration between
government, private sector and other stakeholders.

The Role of Off-Grid Solar
in Delivering Universal
Energy Access
Over the last decade, the scale and importance of the energy access challenge has been
recognised for the first time. The world is not currently on-track to achieve universal
energy access by 2030, with remote, rural areas lagging behind. According to the
International Energy Agency and World Bank, the growth rate needs to be 4.5 times
faster than it was from 2012-20141. In Africa, household electricity access rates are not
keeping up with population growth.
Dramatic cost reductions and improvements in technology performance are making
standalone solar solutions – from solar lights to mini-grids - an increasingly attractive
option2. According to the International Energy Agency just 30% of new household
electricity connections in rural areas will come from grid extension. 45% will need to be
provided by mini-grids and a further 25% will need to be provided by standalone solar
solutions (Figure 1)3. Mini-grid and standalone solar solutions are estimated to be the
least-cost option to supply electricity to nearly three-quarters of the people living in
remote areas of sub-Saharan Africa - the population that is considered the most difficult
to serve worldwide4.

Standalone solar solutions
Grid extensions
Mini-grids

Figure 1: Most cost-effective mix of technologies needed to deliver universal household
electricity access in rural areas, IEA, 2016
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The same single light user experience which cost $20 to manufacture in 2010 cost around $4.40 in 2015, a decrease of almost 80%. Solar home systems have improved in
performance, and now come bundled with efficient appliances such as fans, radios and TVs. These appliances consume 50-70% less energy than mainstream appliances. Off-Grid
Solar Market Trends Report 2016, Bloomberg New Energy Finance, 2017.
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Global Status Report 2018, REN21.

Off-grid solar markets have proven that, with support from government, they can deliver energy access at scale.
According to REN21, off-grid solutions delivered about 6% of new electricity connections worldwide between
2012 and 20165. Standalone solar solutions, such as solar lights and home systems, have provided 72.3 million
people with an improved source of energy since 2010, with 39.1 million people gaining Tier 1 energy access and
a further 2.1 million people gaining Tier 2 energy access6.
Mini-grids have been successfully deployed across Africa and Asia – including in Kenya, Nigeria, Tanzania, and
Liberia. India is the fastest growing market, with 206 mini-grids installed in the last 12 months. 13 large mini-grids
(with installed capacity greater than 100Kw) were implemented in 2017, half of which were designed specifically
to deliver energy access for households and businesses. The pipeline for 2018 suggests that the market may
more than double in size, with around 35 new large mini-grid projects announced. The total number of minigrids is likely to be far higher when smaller mini-grids are also taken into account7.

The Government of Uganda has set a target
to increase access to electricity in rural
areas from 10.3% to
by 2022

26%

Governments and development agencies are scaling up their support for off-grid solar solutions. Several
development partners like The World Bank, DFID, USAID, Sida, GiZ, and KFW are partnering are partnering with
government integrate off-grid solutions into national electrification plans, providing funding and build capacity8.
The private sector has a central role to play in scaling off-grid solar solutions. According to the IEA, to
achieve universal access by 2030, levels of investment need to increase five-fold from 2009 levels. Both public
and private investment need to increase dramatically9. To reach the required investment level, a significant
proportion of public funding must be deployed in ways that help to attract private investment. A market-based
approach, in which the private sector designs, manufactures, distributes, installs, operates and maintains off-grid
solar solutions wherever possible, is key to attracting private investment. This makes it possible for universal
household electricity access to be achieved at scale, at speed, and at low cost to government - making it an
attractive option for resource-constrained countries.
Recognising this, the Government of Uganda has set a target to increase access to electricity in rural areas from
10.3% to 26% by 2022, with a view to achieving universal access by 2030. This includes increasing the number
of off-grid connections by 138,500 by 2022, with 95% of them expected to be solar home system installations10.
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Global Off-Grid Solar Market Report: Semi-Annual Sales and Impact Data July-December 2017, GOGLA et al
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Draft Uganda Off-Grid Strategy for Stand Alone Solar Systems and Mini-Grids prepared by NRECA International for USAID – Uganda Electrification Expansion and Improvement
Program Cooperative Agreement No. AID-OAA-A10-00028, April 2018
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According to the most recent Uganda Bureau of Statistics household survey (2016/2017), 17.5 percent of
households (1.4 million) are using off-grid solar lights or home systems (9.3 percent of urban households and
20.7 percent of those in rural areas). However, the majority of these products are believed to be basic pico-PV
products that do not meet Tier 1 access requirements11. According to GOGLA, just over 1.4 million qualityverified solar lights and home systems have been sold in Uganda since 2015 (Figure 2)12. The volume of sales
decreased since their peak in the first half of 2017, having significantly dropped by 21% between the second half
of 2017 and the first half of 2018. Year on year growth has slowed from 73% in 2016 to just 20% in 2017, while
2018 marks the first decrease with a 20% drop in sales volume. Uganda’s standalone solar market is at risk of failing
to grow fast enough for the country to achieve universal energy access. There is a risk of the market falling into a
shrinking trend if urgent action is not taken to improve the policy environment and support the sector.
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Figure 2: Sales of Quality-Verified Solar Lights and Home Systems in Uganda

Following extensive consultation with USEA member companies international off-grid solar companies and
development partners, the following priority issues have been identified:

1

11

Lack of an off-grid component in the Rural Electrification Strategy. This is causing confusion with regards
to the role of off-grid solutions in the government’s energy access strategy, undermining confidence and
creating a perception of risk which is deterring investment.

Draft Uganda Off-Grid Strategy for Stand Alone Solar Systems and Mini-Grids prepared by NRECA International for USAID – Uganda Electrification Expansion and Improvement
Program Cooperative Agreement No. AID-OAA-A10-00028, April 2018
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Reported sales from affiliates, meaning sales by GOGLA members or sales of Lighting Global quality-verified products, see GOGLA Sales & Impact Reports.
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Challenging tax regime. Following the introduction of taxes on solar accessories and spare parts, there
is a lack of clarity over the tax regime. Companies report being taxed differently to each other, and
sometimes one company is taxed differently on specific containers of the same product like deep cycled
batteries. The lack of clarity is in part a result of relevant URA officials not being trained in the new
tax rates. The other part is limited awareness of the changes in tax regimes by the solar companies.
This makes it difficult for companies to predict costs, to price appropriately, and to attract investors. In
general the tax regime is high, forcing companies to pass on costs to customers, pushing up prices and
reducing uptake.

3

Limited access to finance. Companies struggle to access finance at all stages of their growth and
development. Financial incentives are needed to enable companies to serve underserved geographical
areas, or poorer customers. More accessible concessional financing is needed to enable companies to
meet their working capital needs, ideally in local currency, to reduce foreign exchange risk.

4

No mechanism for coordination amongst government agencies implementing off-grid strategy, or for
dialogue between government and the private sector. The lack of forums for sharing information,
getting feedback, and working together on the design, implementation and monitoring of policies and
programmes is hampering the development of an enabling environment for growth.

There is an urgent need to take steps to improve the policy and regulatory environment for Uganda’s standalone
solar industry, especially in light of the recent introduction of new taxes on the sector. We call upon the
Government of Uganda to take immediate steps to support the standalone solar market, whilst establishing a
mechanism to work with the private sector to address more complex issues, such as policy and financing for
mini-grids, in the longer term. The rest of this paper makes recommendations regarding how the Government
of Uganda might proceed in this direction.

Just over 1.4
million qualityverified solar lights
and home systems
have been sold in
Uganda since 2015.
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Recommendation 1 - Fully
integrate off-grid solutions
into the Rural Electrification
Strategy

Inclusion of grid, mini-grid and off-grid solutions in electrification strategies, as part of an
integrated approach, is key to developing effective electricity access plans. Geospatial,
socio-economic and financial modelling can be used to analyse a range of factors which
influence the most cost-efficient way to connect communities – including the size of the
community, population density, distance to national grid, terrain and level of economic
activity. This kind of analysis enables governments to make more informed decisions
about the appropriate mix of grid, mini-grid and off-grid solutions to deploy, whilst also
factoring in other considerations such as availability of funding, broader macroeconomic
conditions and government priorities. We acknowledge and commend the ongoing efforts
by government towards integration of grid, mini-grid and standalone solar components
in the Rural Electrification planning.
The SEforAll Multi-Tier Framework has been developed to help governments in goalsetting, planning and tracking energy access. It recognises the complexity of energy access
and is broader than previous binary metrics, such as whether a household is connected to
the electricity grid. The framework recognizes that there are many ways to expand energy
access – from grid extension to mini-grids, off-grid solar home systems and solar lighting,
as well as improved cook stoves and clean fuels. ‘Meaningful’ energy supply is defined as
having the following attributes - it must be: ‘adequate in quantity; available when needed;
of good quality; reliable; convenient; affordable; legal; healthy and safe’13. For household
electrification, there are five ‘tiers’ of energy access, based on these attributes (Figure 1).
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Beyond Connections: Energy Access Redefined, SEforALL and World Bank ESMAP, 2015.

TIER 0

TIER 2

TIER 3

TIER 4

TIER 5

Power1

Very Low
Low Power Min
Power Min 3 W 50 W

Medium Power High Power
Min 200 Wh
Min 800 W

AND Daily
Capacity

Min 12 Wh

Min 1.0 Wh

Min 3.4
kWh

Min 8.2 Wh

OR
Services

Electrical lighting,
Lighting of
air circulation,
1,000 lmhrs per
television, and
day and phone
phone charging
charging
are possible

Hours per
day

Min 4 hrs

Min 4 hrs

Min 8 hrs

Min 16 hrs

Min 23 hrs

Hours per
evening

Min 1 hrs

Min 2 hrs

Min 3 hrs

Min 4 hrs

Min 4 hrs

3. Reliability

Max 14
disruptions
per week

Max disruptions per
week of total duration
< 2 hours

4. Quality

Voltage problems do not affect the
use of desired appliances

1.
Capacity

ATTRIBUTES

TIER 1

2.
Duration

Min 200 Wh

5. Affordability

Very High Power Min
2 kW

Cost of a standard consumption package of 365 kWh
per annum is less than 5% of household income

6. Legality

Bill is paid to the utility, prepaid card
seller, or authorized representative

7. Health and Safety

Absense of past accidents and
perception of high risk in the future

Figure 1: Multi-Tier Matrix for Access to Household Electricity Supply

Setting targets based on the multi-tier framework can send a powerful signal to companies and investors that
a government is committed to creating the conditions for off-grid solar market growth. This is especially the
case if targets are timebound and accompanied by plans showing where – and to which socio-economic groups
- grid, mini-grid and standalone solutions are to be deployed. We call upon the Government of Uganda to use
the Multi-Tier Framework for defining energy access, target-setting, planning and tracking energy access, with
targets for the numbers of people reaching all five tiers. We recommend Tier 1 as the minimum definition for
energy access and setting targets for all the Tiers of the Multi-Tier Framework. This way all progress, be it from
Tier 0 to Tier 1 or from Tier 4 to Tier 5, can be celebrated as an achievement.
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Recommendation 2 - Make the
standalone solar sector’s
tax regime more conducive to
growth

Following the introduction of new taxes and tariffs on the standalone solar sector in
Uganda, there is uncertainty with regards to the tax rates to be applied to specific
components of solar home systems, components, and related appliances. There is also
inconsistency in how taxes are being applied, with companies being taxed differently
to each other, and some companies even experiencing different tax rates on individual
consignments of the same product. Uncertainty around the tax regime and inconsistency
around how taxes are applied is causing severe damage to the market, since it undermines
companies’ ability to predict their costs, and to set prices accordingly. According to
a recent global study by Dalberg, ‘most market players highlight policy uncertainty as
worse for the market than a lack of sector-enabling policies… companies are reluctant
to engage and invest in a country if the policy environment is constantly in flux and they
perceive that enforcement is lacking’14.
We call upon the Government of Uganda to clarify all tax rates, including any planned
future tax changes, and to ensure these taxes are consistently applied through providing
training and support to the Uganda Revenue Authority, Uganda National Bureau of
Standards and other relevant government officials. We encourage the government to
provide USEA, GOGLA and member companies with a contact person they can work
with to resolve situations where products, components or related appliances are being
taxed incorrectly. We would also welcome the opportunity to publish a solar components
and appliances taxation handbook in partnership with the government, URA customs and
private sector to provide clarity to government, URA personnel and to the private sector.
A list of products, HS codes and applicable tariffs, based on our current understanding,
is attached as an Annex.
Sudden changes in tax rates are making it very difficult for companies to plan, and to
price their products appropriately. This is creating uncertainty and deterring investment.
We encourage the government to consult with USEA and GOGLA prior to making any
further changes to tax rates, and to inform the private sector well in advance of any
upcoming changes which are planned. This will help businesses to plan, to predict their
costs, and to price appropriately.
In order to achieve the Government of Uganda’s energy access targets, affordability of
off-grid solar systems must be improved. Taxes and duties applied to the sector have a
significant and direct impact on the cost of solar products and reduce affordability. The
cost of goods for companies has increased in some cases by as much as 40%. Driven
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Off-grid Solar Market Trends Report, Dalberg et al, 2018

We call upon the Government of
Uganda to temporarily or permanently
remove VAT and tariffs, ideally from
a complete solar system and not only
solar generation.

by competition, margins in the sector are already very low, companies are forced to pass on these costs to
consumers, with end-user prices increasing by as much as 25%. In a highly price-sensitive market, this puts
solar home systems, especially those delivering full Tier 1 or Tier 2 access, well out of the reach of low-income
households. The sector’s growth rate has dropped as a result, and some companies are event considering
pulling out of the country. We call upon the Government of Uganda to temporarily or permanently remove
VAT and tariffs, ideally from a complete solar system and not only solar generation, components and related
spare parts and appliances. This is one of the most effective ways for governments to support the growth
of the standalone solar market, improving affordability, boosting uptake and accelerating energy access. The
modest loss of revenue which would result could easily be recouped through other forms of taxation which do
not dramatically affect the nation’s chances of achieving its energy access goals. Revenues from other forms of
taxation paid by off-grid solar companies will also be boosted, as the sector grows and employs more people.

Recommendation 2 - Make the standalone
solar sector’s tax regime more conducive to growth
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Recommendation 3 - Improve
Access to Finance for Off-Grid
Solar Companies

Off-grid solar companies need improved access to finance if they are to scale up15.
Providing long term payment plans to consumers makes higher levels of electricity
service affordable to consumers, but significantly increases companies’ working capital
requirements – since systems must be purchased upfront before they are sold to customers
over time. Access to affordable local currency financial products lowers foreign currency
exposure and the costs associated with managing associated risks. The Government
of Uganda should use public funding to encourage private investment, through costabsorbing or de-risking strategies that incentivise investors to enter the market. National
Credit support institutions and development banks such as the Uganda Energy Credit
Capitalisation Company (UECCC) and Uganda Development Bank could play a vital
role by developing facilities that either incentivize financial institutions to invest, or invest
directly. UECCC launched a working capital facility with support from the World Bank.
The Facility should be made more accessible by increasing the funds available, including
solar systems integrators or component-based installations and reducing barriers like the
requirement for collateral security.
Previous financing programmes in Uganda have failed to meet expectations, through
a combination of design shortcomings and limited implementation capacity. However,
results-based financing and concessional lending programmes are proving highly effective
around the world, when they are well-designed and implemented by partners with
appropriate capacity. Results-based financing involves paying companies a fixed amount
per product sold in an underserved area, or sold to an underserved socio-economic
group. Concessional financing schemes, which have a similarly proven track record in
other markets, involve lending to companies that meet stringent requirements, such as
the need for collateral for loans, at below commercial rates. These schemes minimise the
risk of market distortion, since they do not subsidise end-user prices. Refer to Annex 2
which describes how results-based financing was used, and the impact that it had, in the
Lake Zone, Tanzania.
If governments subsidize end-user prices or distribute products for free in areas where
companies are seeking to sell products, this can distort the market, signalling to customers
that they do not have to pay full retail price, or pay at all. Customers may hold out for
reduced-cost or free goods in future, and are more likely to default on PAYG products
that they have already purchased. This undermines the commercial viability of off-grid
companies, and discourages future investment. While there may be short-term benefit
for selected users, longer-term adoption of stand-alone solar is likely to be reduced, and
could be reversed. End-user subsidies are likely to be needed to reach 100 percent of
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Off-Grid Solar Market Trends Report 2016, Bloomberg New Energy Finance, 2017

off-grid customers. However, due to the risk of market distortion, which can slow down overall electrification
efforts, they should ideally be introduced only in the final phases of electrification efforts, once market-based
approaches have fully realized their potential.
We call upon the Government of Uganda to design and implement schemes which scale up access to both
results-based financing and local currency working capital financing for companies. Some of the key advantages
of the two approaches are as follows16:

Results-Based Financing

Local Currency Working Capital Financing

Better value for money for donors, implementers and consumers

High demand for working capital, as a lack of is regularly cited as a
major barrier to growth by off-grid solar companies

Allows participating companies to develop their own business
models and adjust them as necessary, including offering lower
prices if they choose to do so

Lending in local currency means companies are less exposed to risk
of currency fluctuations

Incentivizes diverse service models that are often better than
previous models

Lending at below commercial rates is essential to enable companies
to make products affordable to consumers.
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Technical Assistance to the Rural Energy Agency of Tanzania Final Report, Mark Hankins, August 2017

Recommendation 3 - Improve Access
to Finance for Off-Grid Solar Companies
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Recommendation 4 - Establish
an Off-Grid Strategy Steering
Committee

Uganda has an Energy and Mineral Development partners’ Group which coordinates
donor activities in the energy sector and reports to Ministry of Energy and a steering
committee to oversee Energy Africa Compact implementation, but neither of these
bodies is sufficient to ensure effective coordination and collaboration across government,
development partners and private sector or to facilitate robust partnership between the
government and private sector.
To ensure effective implementation of the off-grid strategy, strong coordination and
collaboration is needed across a range of government agencies. To help achieve, this
we encourage the Government of Uganda to set up an Off-Grid Strategy Steering
Committee made up of REA, MEMD, ERA, UNBS, UECCC, Ministry of Finance, other
relevant government stakeholders, development partners and USEA. Such a committee
could coordinate activity across all Ministries, Departments and Agencies in support
of the off-grid energy access strategy. This committee would act as a lead body within
government, and be mandated to work with closely with the off-grid private sector to
achieve universal energy access.
As noted by SEforALL, ‘enhanced collaboration between energy ministries and other
ministries—such as finance, education, health, rural development and environment [is
needed] - to ensure policy coherence across a range of policy areas in the economy’17.
A robust partnership between government and private sector is also needed for
stakeholders to work together effectively in pursuit of energy access goals. Government
needs to be able to communicate changes in policy to the private sector, and get feedback
from companies with regards to how policies and programmes are affecting company
performance. Companies in turn need a channel through which they can communicate
emerging challenges and opportunities in the market. Regular communication can help to
build trust and mutual accountability.
In addition to facilitating dialogue and collaboration between government and the private
sector, the Steering Committee could be used to engage other stakeholders with a role
to play in delivering energy access. For example, civil society organizations with strong
links to communities can be engaged to play a role in public awareness campaigns, provide
technical assistance to distributors, or provide policy advisory services to government.
Mobile network operators, local financial institutions and cooperatives can be engaged to
play a role in last mile distribution, or to help overcome affordability challenges through
offering consumer finances.
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Energizing Finance, SEforALL, 2017

In addition to supporting the government with taking action in response to the recommendations made in this
Position Paper, an Off-Grid Strategy Steering Committee and Advisory Group would, between them, make
it far easier to address many other challenges faced so that off-grid solutions play their vital role in achieving
universal energy access. Such issues include, but are not limited to:
•
•
•
•
•

Policies and Programmes to promote Energy for Productive Use
Mini-grid financing and regulation
Consumer Protection, Quality Standards & Enforcement
Consumer Awareness and Demand Creation
End of Life Repair, Re-use and Recycling

USEA and its partners stand ready to partner with the Government of Uganda to build off-grid solar markets
and achieve universal energy access by 2030. We look forward to working more closely with government in
future, to assist with the design, implementation and monitoring of policies, programmes and funds intended
to support the sector.

Recommendation 4 - Establish an
Off-Grid Strategy Steering Committee
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Annex 1 – Table to Current HS Codes
and Recommended HS Codes

Based on our current understanding, the following HS codes and taxes apply to products and components. We
would welcome the opportunity to publish a taxation guidebook in partnership with the government, URA to
provide clarity to government personnel and to the private sector. It could then be kept up to date and used as
a useful reference for all stakeholders.

SN

Component/Products

Current status in
HS Codes

Recommended
HS Codes

1

Solar Lanterns (with and or without charging)

9405.40.00

8513.10.20

2

PV Module

8541.40.00

8541.40.00

Solar Home Generation System
(Generation & Storage as components or in retail
packages)

8501.30.10 or
8501.10.10

8501.30.10

3

Solar Home Lighting Systems (Generation, Storage &
Multipoint Lighting Systems as components or in Retail
Packages, with and or without charging)

9405.40.00

9405.40.20

4

Solar Home Systems (Generation, Storage, Multipoint
Lighting and varied appliances as components or in
Retail Packages)

9405.40.00

9405.40.30

5

Charge Control Units whether or not with USB charging
capability- regardless of the Voltage

8537.10.00

8537.20.00

6

DC Inverters

8504.40.00

8504.40.00

7

Solar Charge Controllers

9032.89.00

8537.20.00

8

Metering Units (Solar Meters)

9028.30.00

9028.30.00

9

Batteries
Lead Acid

8507.20.00

8507.20.00

Nickel-Metal Hydride

8506.50.00

8506.50.00

Lithium-ion

8506.50.00

8506.50.00

Other Batteries

8507.80.00

8507.80.00

10

Solar Battery Capacity Meter

9030.89.00

Solar Power Display Meter

9031.80.00

Cables

8544.49.00

* Legal Note 4 to Section
XVI of the EAC CET

11

12

13

Core Loads / Applications ie Lighting
LED Bulbs

9405.40.00

9405.40.00

Bulbs and fluorescent tubes

9405.91.10

9405.91.10

Solar breakers

8536.20.00

* Legal Note 4 to Section
XVI of the EAC CET

Switches

8536.50.00

* Legal Note 4 to Section
XVI of the EAC CET

Solar LED Light Bulb Holders

8536.61.00

* Legal Note 4 to Section
XVI of the EAC CET

TVs and their requisite cables

8528.72.90

8528.72.90

Radios and their requisite cables

8527.19.00

8527.19.00

DC Multi-media Speakers

8518.29.00

8518.29.00

Fans and their requisite cables

8414.59.00

8414.59.00

DC Powered / Solar Refrigerators

8418.29.00

8418.29.00

Solar Irrigation Pumps (Liquid Elevators)

8413.81.00

8413.81.00

DC Powered / Solar Refrigerators

8418.29.00

8418.29.00

Solar Phone Charging Units

8504.40.10

8504.40.10

TVs and their requisite cables

8528.72.90

8528.72.90

Radios and their requisite cables

8527.19.00

8527.19.00

DC PA Systems

8518.29.00

8518.29.00

DC Hair Cutters

8510.10.10

8510.10.10

DC Hair Clippers

8510.20.00

8510.20.00

DC Hair Straighteners

8516.32.00

8516.32.00

DC Projector

9008.50.00

9008.50.00

DC Water heaters

8419.19.00

8419.19.00

Solar Servers

8471.70.00

8471.70.00

DC Powered Maize mill

8479.82.00

8479.82.00

DC Monitors

8528.59.00

8528.59.00

Enhanced Loads:

Productive Use

Annex 1 – Table to Current
HS Codes and Recommended HS Codes
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Annex 2 - Results-Based Financing in
the Lake Zone, Tanzania

A results-based financing scheme was run in the Lake Zone of Tanzania, financed by Energising Development
(EnDev) and implemented by SNV, with the Tanzania Investment Bank hosting the fund. Companies could claim
results-based financing for all Lighting Africa quality-verified products sold in the Lake Zone. The value of the
RBF incentive was based on the brightness and duration of light provided (lumen-hours per day). A maximum
incentive cap was set to ensure the scheme benefited a range of firms. The aim was to improve access to clean
energy whilst creating jobs and making a broader range of products and services available.
After two rounds of RBF financing in 2014, 8 out of 10 participating companies were still active in the zone.
Two companies achieved the maximum incentive cap of €550k. All companies secured pre-financing from other
sources before starting sales through investment or loans, whilst some specifically used their participation in the
RBF scheme to help secure investment.
38,000 unit sales were incentivised, ranging from basic lights to 200W systems. 70-80% of systems were over 10
Wp (Watt Peak) and delivered at least Tier 1 energy access. 25-30% of the systems were used for productive
income-earning activity. Pay-as-you-go companies made up 65% of sales with cash-sales companies making up
the other 35%. Further rounds of the successful scheme were subsequently implemented, with the market
steadily moving towards larger systems delivering higher tiers of energy access.
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