Conference Report

Introduction
The 4th International Off-Grid Lighting Conference and Exhibition, the premier global event
for the rapidly growing off-grid solar lighting and household electrification sector, was held
in Dubai, UAE from October 26th to 29th 2015 and was organized under the patronage of H.E.
Sheikha Lubna Al Qasimi, Minister for International Cooperation and Development of UAE.
Co-hosted by the Global Off-Grid Lighting Association
(GOGLA) and the World Bank Group through its
Lighting Global initiative, #IOGLC2015 convened more
than 500 conference participants across 23 different
sessions, bringing together policy-makers, investors,
bilateral and multilateral donors, manufacturers,
distributors, retailers, international organizations,
end-user groups, academics, and others. The
conference also incorporated an additional, extensive
day of topical side events individually organized by
conference participants and kindly sponsored by the
Italian Ministry for the Environment, Land and Sea.
A parallel trade exhibition assembled over 40
exhibitors, expertly placed to present their products
and business/organizational plans to the large
number of conference attendees.
The organizers would like to sincerely thank
the sponsors of this event: The OPEC Fund for
International Development (OFID), Total, Greenlight
Planet, Philips, Omnivoltaic, Solarway, PowerAfrica,
GIZ, the Italian Ministry for the Environment, Land
and Sea as well as the government of UAE for
having made this event possible; and wish to thank
all conference speakers, participants, exhibitors and
other contributors for their inputs across this highly
valuable and productive event.
The conference began with a welcome message from
Nobel Peace Laureate Professor Mohammed Yunus, via
video link, followed by high-level speakers who ‘set
the scene’ for the sector. They included The Rt Hon
Grant Shapps, UK Minister of State for International
Development, as well as other senior figures from
industry, government and the investment sector.
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In subsequent sessions, the broad ranging conference
focused on the specific themes currently at play in
the solar off-grid industry. This included unlocking
finance for the industry, supply chain development,
market channel innovations, product developments,
quality assurance and product innovation, intellectual
property rights concerns, policy and regulation to
enable sustained market growth, sustainability, and
measurement of the impacts of off-grid lighting.
One of the major highlights of #IOGLC2015 was a
presentation on the upcoming 4th Market Trends
Report, the definitive biannual report that tracks the
progress and the trends of the global solar lighting
industry. GOGLA and Lighting Global will jointly issue
the report in early 2016.
The two and a half-day conference provided a clear
update on the status of the dynamic industry as
it continues its rapid development. Some of the
significant messages included:
• The industry is maturing
Whilst still operating in a relatively young market, it
is very clear that this industry is at a much more
advanced state than at the previous conference in
Dakar in 2012. Technology is rapidly progressing,
enabling new and more profitable business models
to develop; sales have been growing strongly in all
product categories; investment levels are
increasing; and an increasing number of
governments are recognizing the value that off-grid
solutions can play in delivering their energy
policies. Within this context, the enormous
consumer demand is clearly proven.

• PAYG business models ready for replication and
scaling up
Within an emerging segment of the industry, there
has been a shift from a product-focus to a
service-focus. This has been enabled by a strong
shift in investor interest in the last two years
towards ‘DESCOs’ (distributed energy service
companies) offering solar home systems as a
‘Pay-As-You-Go’ solution. This is likely to continue,
as industry actors, development banks and donors
continue to explore options to mobilize debtfinancing tools that could contribute significantly to
further scaling of the industry. Among the DESCOs,
there remains a large variety of approaches,
offerings and target customers, with the potential for
different models to coexist within a single country.
• The market for solar lighting products is
entering a commodification phase
Big sales numbers are still being achieved in direct
sales of products at the lower end of the spectrum.
The trends for this part of the industry appear
complex. On the one hand, consumer demand is now
clearly proven and becoming ever more activated in a
growing number of countries and regions. On the
other hand, ‘barriers to entry’ are low, whilst many
consumers are highly price-sensitive. This results in
increasing numbers of lower-cost products entering
the market, including low-quality or even counterfeit
products that bring the potential for an unsustainable
‘race to the bottom’. In a contrasting trend, some
manufacturers of quality products are in position to
build on consumer concerns about quality to
differentiate their brands, reap larger margins and
secure market share in a risk-averse marketplace. At
the same time, distribution barriers are only slowly
being tackled and last-mile distributors continue to
struggle to find access to working capital.
• “Energy access” a bigger policy priority
Building on the work of Sustainable Energy for All
and many other energy access pioneers, the
adoption of ‘universal energy access’ as one of the
Sustainable Development Goals is providing an

important push for public sector interest in energy
access. Together with the increasingly visible
impact of the off-grid lighting and electrification
industry, this is leading to a noticeable increase of
attention from national governments, multilateral
development banks, and donors. Their adoption of
energy access targets, and linkage with other
policy objectives such as private sector
development, climate change, household access to
capital, or other social and economic impacts can
provide a forceful leverage of market efforts to
provide households with solar lighting and
electrification solutions. However, inappropriate
government initiatives, including price subsidies for
otherwise commercial products can undermine
long-term market development, and national quality
standards which are not harmonized with global
industry standards can create barriers to entry that
impede the development of local markets.
• Scale and sustainability requires an 
‘eco-system’ approach
The sector has reached a point where helping
individual businesses to develop is no longer
adequate to materialize and sustain sector growth.
The sector as a whole will need to develop its
capacities and work with sector stakeholders in
order to provide access to finance, market
intelligence, quality assurance, enabling policy
environments, adequate sector representation and
knowledge exchange – among others. On all fronts
there have been positive developments, but on all
fronts there is also a need to progress to the next
level and further build the sector so that it can
deliver its potential impact.
The remainder of this report will present the main
calls to actions and key messages for each of the
conference streams and as collected by designated
stream rapporteurs.
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Testimonial From An Ever-Growing
Conference
More than 500 participants representing
nearly 50 different countries attended
the 4th International Off-Grid Lighting
Conference and Exhibition. There was
clear progress from the 3rd edition of the
event in attendance (up from 400 in Dakar
in 2012) as well as in diversity of roles of
participants.
Snapshot of Participant Feedback
• Over 80% of conference attendees believed that
the quality of the conference was very high
• More than 90% of the attendees found the
exhibition to be of very high quality
• Over 95% of participants considered networking
opportunities at #IOGLC2015 and the organization
of the event to be very good
• Over 90% of event participants felt that the event
was great value for money.
In their own words – testimony from
conference attendees
‘The exhibition gave me a great opportunity to be
informed about various solar lighting technologies
and appliances as well as finance and market issues’
‘I was keen to hear about the strategies within the
manufacturing community to provide innovative and
affordable products’

‘A great networking opportunity for me to learn and
share experiences with others from around the world
working hard in the rural energy access sector’
‘The conference allowed us to learn about the role of
policy frameworks and government commitment in
the promotion of off-grid solutions’
‘This event is crucial because it brings together
practitioners, governments, technology providers,
and the entrepreneurs who make this happen for
real people’. | Kandeh Yumkella, Former Special
Representative of the UN Secretary-General
‘This event has come at the right time in the sense
that the off-grid market is at a turning point.
I think there’s a quiet revolution happening in the
electrification industry and off-grid is leading that
revolution’ | Anita Marangoly George, Senior Director,
Energy and Extractive Industries Global Practice,
World Bank Group
‘The conference was extremely useful in bringing
together all the different actors, be they providers of
technology, financiers, distributors, and making sure
that they progress knowing what each other is doing
rather than working in silos’ | Samy Ben-Jafaar, Senior
Director – Private Sector Facility, Green Climate Fund

To watch #IOGLC2015 videos
‘I learned about different methods adopted in
different parts of the world involving technology,
quality assurance and business models’

To view #IOGLC2015 photos
To see #IOGLC2015 presentations
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Position 0
Subtitle

The Role of Governments and Policy
in Facilitating Access to Growth
Stream Sessions
• Working with Governments to Scale Impact
• Achieving National Level Policy Change: The Case
of Kerosene Subsidies, VAT and Tariffs, and Quality
Assurance
• The Role of Governments and Donors in Facilitating
Access to Capital
• Building an Effective Program – Practical Tools for
Governments and Donors to Support the OGL
Market
Main Discussion Points From Across The Stream
• Sustainable Development Goal 7 is a game
changer in terms of policy and regulation.
Governments and investors are starting to
appreciate the value of off-grid, which is expected
to result in more support for the industry
• The Global Tracking Framework helps to position
the off-grid industry as a central player with
national governments
• Eco-system gaps at the global and national level
are still a barrier for the private sector, especially
with regards to financing. The money governments
are able to save (on reduced kerosene subsidies)
could be put into a fund to build an enabling
ecosystem for the industry
• Removing VAT and tariffs on solar lanterns helps
to get the market off the ground but doesn’t
guarantee trust in the market in the long term (due
to a potential influx of counterfeit goods)
• Divergent standards are costly to manufacturers,
ultimately raising the final sales price.
Communication and harmonization of standards
across regions is necessary
• Investors need to develop effective exit strategies
• Access to foreign capital is critical for private
sector involvement
• Program results should be verified. While costly
and time consuming to gather this data, it can be
extremely useful and revealing
• Awareness creation programs should emphasize
quality
• Government programs are most successful when
working in cooperation with private partners

Main Calls to Actions
• Quality Assurance requires more attention and a
harmonized approach
• Governments should cooperate more with the
private sector
• The industry’s potential for growth must be
promoted. With the right support the sector could
have a growth rate equal to that of the mobile
telecoms sector.
• Governments should enforce standards seriously
and pass that directive on to customs officials
• Technical support is needed to help decision
makers to design effective policies
• It is important to build on the success of previous
programs, both on the national and international level
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Financing
Kindly supported by
Stream Sessions
• Financing Across the Supply Chain
• Financing Growth: How to Access and Use Debt to
Grow Energy Access Businesses
• Getting your Business Funded – Equity Needs and
Solutions
• How to make Direct Sales of Off-Grid Energy
Products Affordable? The Role of Consumer Retailer
Financing
Main Discussion Points From Across The Stream
• DESCOs need to finance both inventory and
finance consumers. DESCOs also need commercial
capital to facilitate growth
• For most companies, Forex risk is critical
• Practical models for standardizing appraisal of
DESCO performance can help to increase levels of
investment
• Businesses can accelerate investment if they are
cash flow positive, have a solid management team
and demonstrat a robust business model. In addition,
if companies bring their own equity, loans will follow
• A focus on quality as well as on business
models is key for increased investment
• Long term financing is a challenge and an area
that DFIs must help to address
• Businesses have to accommodate investors’
criteria, keeping in mind a general move from grant
funding to impact orientated and commercial
investment
• Businesses should focus on building
sustainable investor relations in order to entice
investors back for future rounds of investment
• Businesses are advised to adopt a long-term
approach to partnerships with investors. For
example, over-negotiating with regard to valuation
in the first round may be counter productive in the
longer term
• While businesses may compete well for market
share, competition for capital is higher
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• The off-grid sector is not a winner takes all
industry, unlike many mobile telecoms markets
• The off-grid industry is underserved by large
investors, who have the capacity to help in
scale-up efforts
• Investors need to be prepared for changes in
the environment (for example emerging
technologies, pricing, financing solutions)
• Microfinance institutions (MFIs) can provide
critical access to finance to low-income households
in emerging markets and often look to partner with
credible solar energy providers to reduce risk and
ensure volume
• Providing access to finance for smaller, less
expensive products is challenging due to the
inherent transaction costs. Therefore, cross selling
of products and product bundling can be an
effective strategy
Main Calls to Actions
• Sector needs to develop its capacities and work with
stakeholders to better provide access to finance
• Greater collaboration with DFIs is needed to secure
long-term finance
• Build solid investor relations to ensure investors are
enticed back for future rounds of investment
• Sector to target larger investors, which have the
capacity to make a big impact in scaling sector efforts
• Ensure investors are educated and are made aware
of changes in the environment (including emerging
technologies, pricing, financing solutions)
• Good communication and management of investor
expectation is important in nurturing long-term
relationships with investors to help ensure
sustainability
• Deploy strategies that help increase access to
finance for small, low cost products (which suffer
from transaction costs) such as cross selling and
product bundling

Business Services
Kindly supported by

Stream Sessions
• The Art of Selling Solar Energy Products at Scale
• Building the Supply Chain for New Markets to the
Last Mile: Success Stories in the Off-Grid Lighting
and Other Consumer Goods Industries
• “Pay-As-You-Go”: The Best Way to Reach All
Unconnected People? What are the Models, and
what are the Opportunities they Bring?
• Getting the most from your Marketing Buck:
Lessons on What Works
Main Discussion Points From Across The Stream
• There is a wide range of consumers in off-grid
regions and it is important to appeal to people’s
wants and not only their needs
• A number of keys to success were identified:
-- Product quality and functionality
-- Community endorsement of products and
businesses
-- Financing for the sales agent and the end
consumer is often critical to enable sales
-- Service – build trust, offer to install systems,
after sales support and upselling
• Partnerships with organizations that have
existing relationships with communities can help
with service issues
• Limited margins often put pressure on the ability to
invest in customer service. There is a need to look
carefully at your business model to ensure that you
can achieve this
• Results based donor financing can help speed up
growth and momentum in the market place if
directed upstream in the value chain rather than at
reducing consumer prices
• Important to continually innovate to offer
consumers new products and services

• Branding is essential to help consumers believe in
you, your product and your service
• Different markets need different strategies
Main Calls to Actions
• Partnerships (even looking beyond the sector) are
essential as very few companies have all the
qualities and capacity to “go it alone” given the
breadth of the industry and factors required to be
successful
• Segmentation and branding have an important role
in the face of the multiple products and potential
market spoilage from low quality products that are
entering the market
• While there is tremendous innovation in technology
– what is now needed is a corresponding level of
innovation in financing, distribution and supply
chain management to reach the last mile
• PAYG is now coming of age and scale up will
depend upon tapping into the local financing
stream at a competitive price to mitigate foreign
exchange risks from fluctuation
• Distribution may be “King” but working capital
across the supply chain is the glue that keeps
everything together and the ticket to scale.
Working capital = Scale
• There is no silver bullet in terms of the various
business models/approaches. All are important and
play a very distinct and crucial role in the overall
development of the off-grid sector
• This is a rapidly evolving sector; from growing
consumer needs and aspirations, to increased
competition from new companies entering the
market and new technological innovations – success
will come from keeping a finger on the pulse of the
industry and market and evolving in tandem
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Position 0
Subtitle

Quality Assurance and
Technology Innovation
Stream Sessions
• Technical Advances and Environmental Issues for
Off-Grid Energy Systems
• How to Make Quality Assurance Effective,
Sustainable and Affordable, Overview of Current
Status and Key Trends
• Innovations in After Sales Service: New Technology,
Service Centre Networks and Creative Business
Models
• Super-Efficient DC Appliances in Combination with
State of the Art SHS Can Boost the Decentralized
Off-Grid Energy Market
Main Discussion Points From Across The Stream
• Advances in the cost and performance of
technology have made off-grid energy services
much more affordable
• The rapid rise of mobile phone access and
service platforms like mobile money and internet
access are critical elements of supporting
distribution and retail supply chains
• New business models are remixing and combining
different technology architectures that couple
advanced energy systems with information
technology advances, for example, pay-as-you-go
solar micro loans, long-term energy service
companies and partnerships with telecommunications
• Solar energy is a global commodity whilst lithium
is cost competitive with lead acid as a storage
medium
• Energy storage may move beyond batteries to
hybrid thermal solutions
• Increasing focus on international harmonization
of standards: More governments are getting
involved to link the Lighting Global QA framework
with regulation in their country. There is a need to
find a long-term sustainable QA framework
Recent Lighting Global QA progress includes:
-- Working closely with IEC to update test
specification through IEC update process
-- Introduction of Performance Reporting
Requirements in collaboration with GOGLA
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-- Introduction of Accelerated Verification
Method (AVM), which would be an optional
alternative quality verification pathway.
Introduction of AVM will help results to be
delivered quicker
-- Expansion of the QA program to cover Solar
Home System plug and play kits up to 100 watts
Technology advancements in Pay-As-You-Go and
other web-based services have meant that the cost
of gathering insightful data has dramatically reduced
Solar Home Systems (SHS) are becoming more
popular and more efficient largely because of the
emergence of super-efficient appliances. Need to
keep SHS efficient, quality and affordable
Recognition of the importance of QA for the
emerging class of high efficiency DC appliances
Solar power generation should not be a
distinguishing factor (consumption should be the
metric). There is a need to think beyond efficiency
and expand value optimization
DC does not equal efficiency
Off-grid is not subordinate to on-grid
Incorporate voltage regulation to cut off
appliance at certain battery voltage

Main Calls to Actions
• Use data collection from Pay-As-You-Go systems to
refine service and learn about consumer behavior
• Integration of appliances in the QA framework
• Identification of entity for leading the Lighting
Global QA framework after IFC and World Bank
responsibility ends
• Investigate the potential for a quality assurance seal
• Battery recycling is an issue to be focused on going
forward
• Reduce Solar Home System cost
• Continue to increase appliance efficiency
• Consider an end-of-life for appliances
• Research and development on higher power
appliances

Social Impact: State of Knowledge
and Opportunities for Action
Main Discussion Points
• In October 2013, there was no standard for
calculating social impact in the sector with GOGLA
ultimately forming an impact-working group to
build a metrics framework and fill the gap
• There is a lot of work to do on developing and
improving these metrics, not least:
-- Expanding on how solar home systems can be
better represented in these metrics
-- Addition of metrics around education-related
outcomes, splitting out by gender, as well as a
representation of humanitarian setting impacts
• Social impact helps raise awareness and the
profile of our work and the sector’s contribution to
development goals, which helps to attract funding,
investment, access to working capital, and
regulatory support.
• The sector is confident in the areas where there is
an impact. For example, households with an
off-grid product can:
-- Save money
-- Increase their income
-- Support their child’s education
-- Improve their health
-- Reduce carbon emissions
-- Enhance well-being and safety
-- Have better access to communications and
information

• The harmonized impact metric framework for
the off-grid sector was launched at #IOGLC2015.
The aim was to build a way for us all to accurately
and consistently calculate and communicate impact.
The metrics have been aligned with, and promoted
by, the Global Impact Investing Network’s IRIS
metrics. There is now an ability to calculate the
estimated impact and aggregate it as a sector
– (using a simplified version of the metrics). With
15.1 million solar products sold across developing
countries, 66 million people across the globe now
have improved energy access
Main Calls to Actions
• Study the impact of off-grid lighting and energy on
income generation
• There is a clear opportunity to join the GOGLA
working group to determine the factors that will be
assessed next
• Hearing from those living off-grid isn’t a nice-to-have
but a need-to-have. Understanding consumers and
the off-grid population; their behaviours, their usage
patterns, and their drivers for adopting (or not
adopting) off-grid products and services is essential
• Social impact should be used to inform programme
design and delivery and to provide ideas for
development and innovation
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Environmental and Social
Sustainability Across the Value Chain
Main Discussion Points
• Sustainable product design is best started from the
beginning of the product design cycle
• A company should establish absolute (not relative)
ways of achieving sustainability goals
• A business within the renewables sector is not by
definition sustainable, and feasibly can be
‘disposable’ rather than ‘sustainable’
• Few functioning collection/recycling/disposal
systems currently exist
• Penetration grows with increased trust in the
technology. Trust can be established through
social networks and when service options are
apparent to the end user
• When repairing products, service technicians help
the owners better understand what went
wrong and how to prevent their products from
breaking in future. It is important for service
technicians to achieve an income to continue in the
repair business
• The biggest challenge for manufacturers is
collecting waste. Having a network of repair
shops can help with that. Promotional offers such
as discounts on new batteries when bringing in old
ones can help
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• The repair market can help to establish a
secondary solar market as well as promoting the
primary market by overcoming trust obstacles that
consumers have with unreliable solar technology
Main Calls to Actions
• Show/highlight examples of open source, best
practice, design principles
• Work with partners and the e-waste industry in
recycling and disposal
• Build links between repair and recycling activities
• End of life issues is something that the industry
needs to address together. The relevant GOGLA
working group is pushing hard to find solutions
on this
• Cooperation between companies is essential
• Systems on the ground and engagement with
governments are also required
• There is a need to develop the understanding that
waste has a value and to do what is done with
mobile phones today. Collection, removal of useful
components and finally recycling

Position 0
Subtitle

Incentivizing Innovation and
Quality – How to Keep Copycats and
Counterfeits from Spoiling the Market
Main Discussion Points
• Intellectual property infringements (IPR) involve all
types of products and are causing billions of dollars
of damage each year
• Custom interventions are made more difficult by
a number of key trends including, increasing small
assignments sales via Internet; direct electronic
transfers; online untraceable communications;
booming sea and air transport. In addition, the
increasing development of supply chains from within
Asia to Africa has led to a closed ‘ring of trust’
• IPR is a problem affecting lower end product ranges
more than the higher end; and direct sales more than
service driven business models. Yet market spoilage
from dissatisfied customers affects everyone
• Action is not impossible – decisive action should be
taken to stop the problem growing. Efforts can be
pro-active (registering rights) and re-active (fighting
infringements). Targeted pro-active defense enables
a better and cheaper reactive defense
• Various organizations exist to support companies
in protection of their brand – e.g. REACT works to
remove advertisements from online auctions and
workswith export (China) and import (Europe)
customs. GOGLA is member of REACT and GOGLA
members have access to their expertise
• Sproxil uses a technology solution (scratchable
labels) to mobilize end-users in detecting fraud.
Intervening with visible policy force in shops/
media gives strong warnings to retailers
• In all cases, cooperation with government
remains important. Industry won’t be able to fight
this without government enforcement

Main Calls to Actions
• Companies with brands should prepare themselves
pro-actively. GOGLA with support from REACT and
other specialized organizations can help to provide
guidance
• GOGLA is to team up with anti-counterfeit
organizations such as REACT, Sproxil to evaluate
further support that can be provided
• GOGLA, Lighting Global and national renewable
energy associations are to work with national
custom agencies to create awareness

11

Sponsored by

TOTAL
TOTAL_brand_block_CMYK
30/01/2014
24, rue Salomon de Rothschild - 92288 Suresnes - FRANCE
Tél. : +33 (0)1 57 32 87 00 / Fax : +33 (0)1 57 32 87 87
Web : www.carrenoir.com

RÉFÉRENCES COULEUR

M100% Y80%
M48%

Y100%

M100% Y80%

C100% M80%
C70%

K70%

M30%

Omnivoltaic
Electricity for all. Anywhere

Supported by

conference2015.gogla.org

#IOGLC2015

