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Challenges to Market Development

Short Overview
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Energy Market Scorecard
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Market Reality
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v No cause-effect relationships across different levels
v Activities on different dimensions and subsystems are necessary to arrive at a

change
v Projects need to remain flexible and responsive to market development/
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Challenges / Opportunities (1)

* General

Access to finance (for companies and customers) and
affordability (to customers)

Reaching the last mile / Leave-no-one-behind
(‘attractive’ customers?)

Recycling / End-of-Life

Local value generation (assembly / production)
Innovation?

* Standalone

After-Sale Services (repair & maintenance, warranty,
etc.)

Quality and copycat products

Regulation (Taxation in EAC both financial and
incoherent application)



Challenges / Opportunities (2)

* Mini-grids

* Market viability not in sight (ROl periods too long, but
typical for infrastructure)

e QOperator skills necessary (esp. technical)

* Regulation (e.g. what happens when the (main) grid
arrives, tariffs)

e Grid expansion / densification

* Mainly utility business but not only — retail business
models are possible



Business Models

Off-Grid Electricity On-Grid Electricity General

Mini-& Micro Grids

Efficient Appliances

IPP (large)

Solar Home Systems (PAYGO)

Digitalisation

PicoPV (cash-sales)

Captive Power
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Mini-grid Success Factors
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