
RETOOLKIT CASE STUDY 

PV Market Transformation Initiative 

1. Overview  
The Photovoltaic Market Transformation Initiative (“PVMTI”) is an initiative of the 
International Finance Corporation (IFC) and the Global Environment Facility (GEF), 
which aims to promote the sustainable commercialization of PV technology in the 
developing world by providing examples of successful and replicable business models 
that can be financed on a commercial basis. 
PVMTI has US$25 million available for concessional funding (US$15 million in India, 
US$5 million in Kenya and US$5 million in Morocco), which may be provided as: 

• Debt (senior or subordinated) 
• Partial risk guarantees 
• Equity (to a lesser extent) 
• Up to 10% as grant for non-commercial activities 

In order to establish sustainable businesses beyond the end of the PVMTI program, 
investee companies have to source co-financing from sponsors and other financial 
institutions to achieve the following leverage targets on PVMTI funds: 

India       3 to 1 
Morocco 2 to 1 
Kenya   1 to 1 

Since its launch in June 1998, PVMTI has committed more than US$19 million to nine 
projects in India, Kenya and Morocco and is in the process of finalizing additional 
projects for the remaining US$6 million available under the PVMTI fund. 
 
At the end of 2003, PVMTI investments had resulted in the installation of over 10,000 
SHS, and at the end of the project in 2009, the plan is for 400,000 systems to have been 
installed. 
 
More details can be obtained at the PVMTI project web site. www.pvmti.com

2. Investment Approach 
PVMTI targeted investments to prove the viability of a number of different business 
models and finance mechanisms, and concentrated on downstream business operations 
for off-grid systems, such as: extending sales and distribution networks, merging and 
expanding assembly, delivery and service operations, and building consumer finance 
infrastructure and providing relevant products. 
No funding was provided for technology development, manufacturing, or on-grid power 
stations. 
To date, PVMTI has backed a variety of promising business models and finance 
mechanisms ranging from: 

• Partnerships with industrial players, 
• Leveraging existing distribution networks, and 



• Joint ventures between PV companies and finance institutions to provide credit 
for solar home system customers.  

In some cases, PVMTI is also providing financial backing to some exciting new 
applications of PV technology.  
PVMTI investments were specific to each country.   
Country Situation Approach 

India 

 

Large market with several players (service and 
manufacturing) 

Backdrop of significant government subsidies 

Focus beyond solar home systems (street 
lighting, drinking water) 

Value-added approach 

Mainstream financial players showing interest 

Promote retail sales 
networks supported by rural 
banking infrastructure 

Kenya 

 

Active market, but dominated by “trader 
mentality” 

Focus entirely on solar home systems  

Nexus between commercial banking and savings 
cooperatives key 

Promote consumer credit 
and  working capital finance 
for PV enterprises 

Morocco 

 

Well-regarded national utility with mandate for 
rural electrification 

Primary focus is solar home systems  

Originally fee-for-service model (with initial utility 
subsidy) appeared likely 

Promote fee-for-service 
programs based on solar 
home systems  

3. Technical Guidelines 
Technical quality, particularly in rural PV markets, is one of the primary factors 
influencing customer willingness-to-pay under credit or fee-for-service schemes. 
Satisfied consumers spread the “good news” about reliable products, confirming publicity 
and market awareness campaigns.  Conversely, products that don’t function as expected 
rapidly lose credibility and become increasingly difficult to sell. 
In recognition of this fact, all PV systems supplied under PVMTI were required to 
comply with a set of technical standards referred to as the “PVMTI Technical 
Guidelines”.  
Rather than seek to create new technical norms, the project adopted state of the art 
standards, protocols and procedures for systems and components.  This approach was 
intended to contribute to broader acceptance of global standards and avoid adding to the 
multitude of national standards for PV rural electrification applications, most of which 
have never been effectively applied.  
Download the guidelines for Kenya, India and Morocco.

4. Business Models Financed 

Country Company Business Focus 



India Shakti Alternative Energy PV sales piggybacking on LPG sales network 

Shell Solar India Multinational developing sales/svc infra in partnership w/ major FIs 

Sunlit Media Streetlights w/ ads -- value-added service provided using PV 

SELCO Solar Light Leading SHS dealer expanding network to new regions 

SREI International Finance Major FI providing consumer finance for SHS w/ NGO 

Kenya Muramati Tea SACCO Creditworthy credit union borrowing directly for SHS w/ svc provider 

Barclays Bank w/ KUSCCO Comm bank lending to credit unions for SHS w/ svc provider(s) 

Equity Building Society Commercial bank (retail) lending for SHS w/ svc provider(s) 

Morocco Salafin-Afrisol FI providing consumer finance for SHS 

Al Amana-Noor Web Microfinance institution providing consumer finance for SHS 

Zakoura Microfinance institution providing micro-credit for SHS 

Sunlight Power Maroc SHS Dealer using business investment to manage growth 

5. Finance Mechanisms Used 

Country Company Debt Equity 
Quasi-
Equity 

Partial Risk  
Guarantee 

Partial 
Credit  

Guarantee 
Gran

t

India Shakti Alternative Energy x x    x 

Shell Solar India x  x x  x 

Sunlit Media x x    x 

SELCO Solar Light x     x 

SREI International 
Finance x  x x  x 

Kenya Muramati Tea SACCO x     x 

Barclays Bank w/ 
KUSCCO x     x 

Equity Building Society x x

Morocco Salafin-Afrisol    x  x 

Al Amana-Noor Web     x x 

Zakoura  

Sunlight Power Maroc  x x



6. Investments in India 
By the end of 2003, PVMTI had committed US$11.9 million to five projects and had 
achieved significant progress on the ground. 

6.1 Shri Shakti Alternative Energy Ltd, India 
PVMTI committed US$2.2 million in Shri Shakti Alternative Energy (SSAEL) through a 
combination of loan, equity and grant funding to help it leverage the existing LPG 
distribution network of its sister company (Shri Shakti LPG) to sell PV and alternative 
energy products.    By the end of 2003, SSAEL had set up a network of 8 Energy Stores, 
had diversified its dealerships to install and service PV systems, and had opened 
additional distribution outlets with other Indian companies.   Sales of over 2000 systems 
have been achieved to date with this promising sales pipeline.   

6.2 Shell Solar India 
PVMTI committed $4.0m in loan, partial risk guarantee and grant to Shell Solar India to 
develop a sales/service network for PV products and provide consumer financing in 
South India.  Shell Solar India has expanded its network to 18 sales and service centers 
and has installed over 8000 SHS since its deal with PVMTI was finalized in mid-2001.   
They are projecting continued strong growth based on credit sales. 

6.3 Sunlit Media Pvt Ltd, India 
Sunlit Media was formed in 2000 as an innovative business generating revenues from the 
sale of advertising on PV-powered streetlights, which were provided (installed and 
maintained) gratis to private campuses enhancing safety at night and improving quality of 
life.   PVMTI originally committed US$2.3 million in loan, equity and grant to help 
Sunlit Media expand this business.  However, shifting fortunes in the Indian advertising 
sector have delayed the deal, and PVMTI has scaled back its commitment to US$1.1 
million. 
 

6.4 SELCO Solar Light 



6.5 SREI International Finance, India 

$3.5m in loan (w/ kicker), partial risk guarantee, grant 
Develop sales/service network and provide consumer financing in West Bengal (in 
partnership with Ramakrishna Mission) 
 

7. Investments in Kenya 
Kenya has been a challenging for PVMTI.  By the end of 2003, US$4.7 million had been 
committed to three projects and had achieved significant progress on the ground. 

7.1 Muramati Tea SACCO 



7.2 Barclays Bank w/ KUSCCO 

7.3 Equity Building Society 

8. Investments in Morocco 
Since the start of PVMTI, the Moroccan PV sector has undergone significant changes.  
After a slow start, Office National de l’Electricite has accelerated the rollout of its fee-
for-service program for solar home systems (SHS).  Four contracts were awarded in June 
2003 for a total of 16,000 systems, and the tender for an additional 37,000 systems was 
completed in 2004.  This brings the cumulative total for SHS awarded to over 80,000. 
By the end of 2003, PVMTI had committed US$3.7 million to four projects.  However, 
final disbursement of the funds has been delayed by Moroccan regulatory issues related 
to international financing. 



8.1 Salafin SA 

8.2 Al Amana-Noor Web 

8.3 Zakoura 



8.4 Sunlight Power Maroc 

9. Key Lessons Learned  
As of the end of 2003, the emerging lessons learned are provided below. 
Business 
Capable “deep-pocket” sponsors are interested in the SHS business but concerned about 
opportunity cost.  Their willingness to partner with existing SHS players provides 
exciting opportunities for increasing market scale dramatically. 
 
Understanding the business environment is critical.  What works in one country may not 
work in another -- each country is unique. 
 
Financial 
Many of domestic with rural infrastructure are not credit-worthy.  Capable and bankable 
financial institutions are increasingly interested in micro-credit, but remain concerned 
about collection. 
Several projects likely to be commercially viable after only one round of concessional 
financing 
 
Technical 
Logistics for efficient O&M services remains a major challenge  
System quality needs specific supports.  Domestic training and testing/certification 
facilities limited in most countries 
Structuring adequate commercial incentives to promote battery recycling proved difficult. 
 
Others 
Management skills for most service providers need strengthened to ensure success. 
Procurement constraints imposed by multilateral lenders has limited the use of funds. 
 


