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FOREWORD 

 
Challenges foster innovation. Perhaps this 
statement aptly introduces basis for the 
comprehensive exercise that was 
undertaken – scoping rural electrification 
opportunities - clean energy solutions via 
alternative distribution channels, 
operating models and networks; 
gathering key stakeholders’ and 
consumer insights on needs and 
preferences.  

It is only when faced with a problem, that 
one seeks solution; an alternative that can 
provide ease & benefit. A significant 
example is the global shift from 
conventional energy forms to use of 
renewable energy, to overcome 
challenges associated with demand & 
supply. Hence, solar! 

This is a time of unprecedented 
uncertainty for the energy sector. Safe, 
reliable, affordable, and clean energy 
supply is fundamental to global economic 
growth and human development and 
presents huge challenges for us all. To 
make things more daunting, it is in the 
context of this uncertainty that today’s 
policymakers, strategists, and business 
leaders have to take critical decisions to 
endorse current and future energy 
infrastructure development. 

Technological breakthroughs are fast 
evolving with greater promise, benefit and 
impact. Engineers and researchers are 
creating novel types of photovoltaic 
devices that can change the landscape of 
energy accessibility, endorsing solar 
power as an extremely practical source of 
renewable energy. From what was once 

an expensive proposition, solar 
technology, has the proven potential to 
tackle global and local challenges by 
empowering BoP markets.  And in doing 
so, solar solutions also uncover vantage 
points for the business community.   

One of the most exciting solar 
technologies in this regard are solar home 
systems. Solar home systems (SHS) are 
specifically designed for off-grid rural 
communities across the developing world 
& serve as complete standalone systems 
to provide electrical power away from the 
main grids. 

According to the Energy Access 
Practitioner Network initiated by the 
United Nations, 60% of the additional 
generation capacity needed to reach 
universal access to electricity by 2030 will 
be off-grid. The undeniable conclusion is 
that renewable energy is part of the 
answer to power the needs of the world’s 
poor, and a prerequisite for development. 

In Pakistan, Nizam Energy is a leading 
supplier & distributor of alternative 
energy technologies, including solar home 
systems. Nizam Energy commissioned an 
independent study in order to understand 
consumer needs & preferences for SHS in 
rural Pakistan. In addition, the exercise 
also attempted to gauge key stakeholders 
& most appropriate go-to-market 
strategy/s given the specific product. 
Stimulus was engaged as research scoping 
& stakeholder engagement partner for 
this purpose. 

 



 

This document aims to indicate iterations, 
in the form of findings, learnings, and 
recommendations, from the first phase of 
a clean-energy (solar), rural electrification 
dip-stick analysis, and research exercise, of 
sorts, commissioned by Nizam Energy. The 
initial phase embarked with multiple 
objectives, resulting in cross sector – 
private, social, public – engagements with 
multi-stake-actors, institutions, and 
networks, representing a kaleidoscope of 
perspectives and viewpoints; as primary 
research. 

Secondary research phase was 
voluminous and wide-spread, to say the 
least; owing to boundless existing 
innovative models, case studies, and 
success stories, from across Africa, Asia, 
and Latin America, that have been trialed, 
tested, and proto-typed, and brought to 
scale, over the past almost two decades. It 
involved getting a sense of various other 
global, regional and local players and 
contributors; as well as getting acquainted 
with new trends and breakthroughs, in 

the contexts of solar home systems, BoP 
markets and entrepreneurship, inclusive 
business models, value-chain 
development, etc. 

For this purpose, extensive 
documentation was taken on to capture 
the process of probing engagements; 
gather deeper insights about Pakistan’s 
local operating environment across 
targeted provincial districts; & to identify 
strategic areas for Nizam Energy to focus 
on. 

In a world becoming more 
interconnected, where new technologies 
foster faster innovations and demand 
changes in our behavioral responses, the 
task of understanding the issues that will 
shape our future becomes ever harder. 
We hope you will join us in using the 
insights from this research endeavor, to 
challenge our own assumptions of what is 
of the highest importance as we set the 
fundamentals for Nizam Energy’s rural 
strategy for Pakistan.  
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Opportunity in Pakistan 
 
 
 

 
 
 

 
While providing grid electricity to such a 
large number of people seems an 
overwhelming feat, off-grid renewable 
electricity technologies such as solar home 
systems have shown great potential for 
rural electrification in the developing 
world (Urmee & Harris 2009). 
 
Only about 4% of Pakistani households tap 
into solar power according to IFC’s 
Pakistan Off-Grid Lighting Consumers 
Perception Study (2015). According to the 

study, there are several barriers to its 
widespread adoption including a lack of 
consumer awareness, limited supply 
chains, & a shortage of consumer 
financing (which is a significant barrier, 
considering the relatively high up-front 
cost of some solar products). Most 
importantly, the IFC study finds that there 
is a tremendous opportunity for industry 
players that can deliver high-quality, cost-
effective products to consumers. 

 
 

 



 

Innovating for Energy Access 

The result of a strategic alliance between 
Nizam Energy Pvt Ltd (Nizam Energy) & 
Stimulus Pvt Ltd (Stimulus), Innovating for 
Energy Access is an initiative that aims to 
bridge the gap in service to the rural BOP 
consumers in Pakistan.  
 
Nizam Energy & Stimulus – two 
organizations amongst several others in 

Pakistan, who believe that the world is 
bursting with ideas to alleviate poverty, 
develop human talent, cure disease & 
improve governance. Together, they have 
embarked on an opportunity to test & 
apply innovative business models directed 
at resolving a very specific social problem: 
making low cost energy accessible to all.  

 

Scoping Network & Distribution Partnership Potential 

Understanding the traditional marketing 
mix was essential to identify gaps & 
determine way forward in approach to 
maximize outreach. It is interesting to 
note that an abridged version of IFC study 
mentioned on preceding page was made 
available approximately 1 month after 
Nizam Energy & Stimulus had embarked 
on their planned research to identify: 
 

- Current PRODUCT/S & 
featuresmost required by rural off-
grid communities 

- Consumer’s ability & willingness to 
pay – ideal PRICE points 

- Most suitable channels for product 
PLACEMENT & distribution 

- PROMOTION of product & 
customer acquisition through 
various alternative mediums  

 
In order to spur disruptive innovation as 
desired by Nizam Energy, it was critical to 
bridge core gaps prior to taking the next 

big leap. Thus Stimulus engagement 
proceeded in two parallel streams:  
 
Stream 1: Product Innovation 
“Deliver customized products, most suited 
to consumers as per their need by seeking 
consumer input on potential innovation in 
available products” 
 
This was achieved via a study focused 
on understanding consumer preferences 
for Off-Grid Lighting Products (clean 
energy solutions) based on insights from 
potential consumers across 11 locations 
from the Provinces of Punjab (Southern & 
Central) & Sindh (South Eastern). A 
qualitative & quantitative energy demand 
assessment was conducted through 
household surveys & focus groups to 
ascertain energy needs, willingness & 
ability to pay for a solar home system. The 
information gathered also allows for 
targeted design of system sizing & 
packages, as well as tailored financing 
options for rural households.  

 
 



 

Research, mapping & scoping focus was on select 11 locations / districts from across the 

Provinces of Punjab & Sindh:  

 

Punjab Sindh 

Bahawalpur Khushab Rahim Yar Khan Tharparkar 

Bhakkar Layyah Rajanpur Umerkot 

Dera Ghazi Khan Muzaffargarh 
  

 

 
Stream 2: Value Chain Development 
“Leverage existing & develop new 
networks in strengthening supply of 
products; explore opportunity for access 
to finance; & explore alternative mediums 
to enhance consumer approach” 
 
Critical engagement/s were also initiated 
for the purpose/s of: identifying key 
players & stakeholders; exploring 
network; partnership; extension services; 
resource mobilization & ground activation. 
This included:  

1. Strengthening & Developing 
Nizam Energy Supply Chain - focus 
on relevant Nizam Energy 
Distribution Networks 

2. Addressing Consumer Financing 
Options - understanding role & 
access of MFIs for potential 
consumers 

3. Consumer Education & Awareness 
- potential of development sector 
organizations such as 
NGOs/INGOs/NPs/CSOs in rural 
marketing & consumer 
engagement 

 

  



 

 



 

Consumer Preferences Highlights 

- Target populations were rural off-
grid communities in selected 
districts of Punjab& Sindh province 
with limited interaction with on-
grid population. A total of 2,711 
surveys were conducted. 
 

- For those communities that had 
access to grid electricity, it was 
essential to determine amount of 
load shedding experienced. One of 
the reasons people convert to solar 
energy, is due to load shedding. 
These communities, known as 
off/on-grid communities, are a 
fantastic prospect for solar home 
systems in addition to rural 
communities.  
 

- Washrooms are traditionally 
located away from their houses, 
thus light is imperative to use 
washrooms during the night. 
Communities also use light to ward 
off deadly animals like snakes & 
scorpions that are most probable 
to attack in the dark of the night.   

 
- LED torches & kerosene lanterns 

are used as alternatives for the 
purpose of lighting. LED torches 
are one time investment for a few 
months that cost Rs 200 to Rs 600 
(USD 2 – USD 6). Batteries cost an 
additional Rs 40 per week, while 
the life of the product is 
approximately 3 to 6 months. 
Kerosene Lanterns are basically 
diesel lantern & diesel costs around 
Rs 800 to Rs 1,000 (USD 8 – USD 
10) per month. 
 

- There is a preference for using LED 
torches since people are aware of 
health hazards of kerosene 
lanterns. However, LED torches do 
not serve the purpose of providing 
light for the complete duration of 
the night. Thus, families have to 
resort to kerosene lanterns.  

 
- On average, surveyed communities 

spend approximately Rs 500 to Rs 
1,000 (USD 5 – USD 10) per month 
on alternates to lighting.  

 
- The local market provides easy 

access to China made solar 
products & people have purchased 
solar panels for the purpose of 
charging cell phones. Many people 
are using solar panels since last five 
years.  
 

- There was not a single 
village/community where at least 
one of the households did not have 
solar panel for cell phone charging 
purpose. The awareness of solar 
energy is 95% in off-grid areas. 
 

- 98% of surveyed communities 
indicated their willingness to 
acquire a solar home system if they 
could get a suitable financial deal. 
Preferred DC products: 

o Punjab - 2 LED Bulbs, 1 Fan & 
Mobile Charger  

o Sindh – 2 LED Bulbs & 1 
Mobile Charger 

 
 
 



 

- Off-grid rural communities as well 
as off/on-grid communities do not 
have sufficient purchasing power – 
however, they can afford products 
on monthly installment packages. 
On an average 97% of results shows 
that people are willing to purchase 
solar home solutions on monthly 
installments. 

 
- The most prominent 

telecommunication network is 
Telenor with strongest rural 

penetration in Punjab & Sindh. 
Communities are well aware of 
mobile money transfer service & 
Easy Paisa is the preferred service 
in most communities.  
 

- Preferred mobile phone brands are 
Nokia & Q-Mobile due to their 
perceived longer battery life after a 
complete charge. People also 
select mobile phones for their built 
in LED torch as a source of light.  

 

Recommended Products for Rural Off-Grid Market 

During field survey, need & requirement 
for the following solar home systems was 
inquired:  
 

1. 3 Watt System – 2 DC LED Bulbs + 
Mobile Charger 

2. 10 Watt System – 4 DC LED Bulbs + 
Mobile Charger 

3. 50 Watt System – 3 DC LED Bulbs + 
Mobile Charger + 12 Watt Pedestal 
Fan 

 
It became clear that that the most 
promising systems are:  

- 3-W due to the combination of light 
& mobile charging, which fulfills 
the most basic needs of off-grid 
rural communities 

- 50-W because of the availability of 
fan 

 
It was evident that prospective consumers 
were not able to pay for the 50-W system, 
yet desired to acquire it for the simple 
reason of the fan being included – with 
extremely high temperatures being 
experienced in Pakistan off late the fan 
has become a basic necessity.  

 
 

  



 

  



 

Access to Finance 

Several respondents indicated their 
inability to pay the complete cost of 
product upfront due to limited & seasonal 
incomes. However, they are keen to avail 
installment options, indicating ability to 
pay approximately Rs 800 (USD 8) per 
month to avail a basic solar home system.  
 
In this regard, two options are suggested:  
 

1. Access to finance through micro-
finance schemes - this proposition 
holds merit in that micro-finance is 
a growing industry in Pakistan, 
however, respondents were vary 
when it comes to loan based 
financing. The main reason for this 
is the 30% to 40% markup that 
micro-finance banks & other micro-
finance facilitation organizations 
charge from borrowers – while the 
principal amount is quite small, the 
borrower is never really able to pay 
back the loan due to accumulating 
interest. A few microfinance 

organizations are operating on 
karz-e-hasna principle – interest 
free loans which are quite popular 
due to a religious perspective as 
well.  
 

2.  An alternative in this regard is a 
Pay as You Go (PAYG) model – 
even in the most remote locations, 
100% population has access to 
mobile phones & a significant 
majority is aware of & has 
experienced mobile money 
transfer service as well. Access to 
technology could well be a 
leverage point with payment 
through mobile phones.  

 

The only barrier to overcome is 
consumers’ access to finance. If the 
financing can be worked out, solar home 
systems as well as other solar products 
are keenly demanded products.  

  



 

Recommended Go-To-Market Strategy 

Strategies tested with regards to reaching 
out to off-grid consumers with sales & 
service support included: 
 

1. Retail sales  
a. Enhancing & expanding 

existing Nizam Energy retail 
network 

b. Creating a network of 
dedicated B2C sales agents 
 

2. Development sector partnerships 
with NGOs & Micro-Finance 
Initiatives 

a. For profit partnership with 
NGOs: NGOs (staff, 
community development 
officers’ networks) were 
offered an incentive on 
sales similar to direct sales 
network 

b. Partnership with micro-
financing organizations: 
Organizations that offer 
micro-finance products 
within target communities 
were considered a point of 
leverage, since the buying 
power of communities is 
very limited 

c. Partnerships on 
programmes to create 
awareness about health 
impacts of traditional fuels 

as well as the advantage of 
solar as a cost-effective & 
clean energy technology 

 
3. Corporate sector partnerships - 

Private partnerships / sponsorship 
for rural electrification were 
explored via building up on 
Corporate Social Responsibility 
(CSR), Corporate Philanthropy (CP) 
& Cause-Related Marketing (CRM) 
initiatives 
 

4. Developing community level micro-
entrepreneurs - Village level eco-
entrepreneur: youth & women 
provided support in the form of 
training, initial seed funding, start-
up kits consisting of marketing 
material & on-going business 
mentoring & advice. Each 
entrepreneur will be responsible 
for managing his or her own small 
business with access to supply of 
stock from Nizam Energy 

 
5. Eco-Franchising - Opportunity of 

franchising is available for existing 
entrepreneurs / individuals who 
would like to enhance their 
businesses & can take complete 
ownership of the brand 

 

  



 

Experience from the Field 

Corporate networks allow for wide 
outreach in far flung areas where other 
sectors have not yet had an impact, 
especially when it comes to locations from 
where large corporations & manufacturing 
concerns are either sourcing raw material 
or distributing their products. Businesses 
offer well developed sourcing, marketing 
& distribution systems ensure ensuring 
penetration that few other sectors allow. 
However, leveraging on these systems has 
to be planned & managed carefully.  
 
The development sector opens up great 
avenues & prospects however 
engagement with development sector is 
pre-dominantly the output of trust 

building & credibility, hence requires time 
intensity & frequent interaction. Also, 
quality of products is of utmost important 
from a development sector perspective.  
 
The potential of growth & success in the 
entrepreneurship model is phenomenal. 
Community based entrepreneurs provide 
a local nuance with understanding of the 
communities they serve. They reach out to 
a largely underserved & less informed 
audience & are able to generate 
significant interest due to personal selling. 
A large scale national campaign is required 
in reaching out to prospective 
entrepreneurs.  

 

Conclusion 

The results of field study indicate clearly 
that there is an awareness of solar 
technology amongst potential consumers. 
Consumers are only interested in acquiring 
product that fulfills their required utility. 
Consumers do not appear to be quality 
conscious & interestingly, their decision to 
purchase is not influenced by price points 
as long as utility is being fulfilled. 
 
Thus, provision of systems / components 
required by consumers is absolutely 
essential. Following this, consumers need 
to be educated on importance of 
acquiring quality products rather than 
cheaper alternatives available in the 
market.  
 
Finally, it is evident that majority of target 
consumers do not have the ability to pay 

upfront for desired solar home systems & 
are interested in availing an installment 
plan. A suitable financial deal will no doubt 
create an inclination towards acquiring 
solar home systems.  
 
Generating a demand for solar home 
systems depends on delivery mechanisms 
that create strong levels of awareness & 
trust in the product. Thus, suggested sales 
& distribution strategy for the product/s 
are hybrid interventions, utilizing a 
combination of channels & leveraging on 
the strength each channel provides to 
create large scale, lasting benefits for 
Pakistan’s rural population. The key to 
achieving success is simply relationship 
building & developing trust.   

 



 

About Stimulus 
 
Stimulus provides a host of pioneering services and solutions to the global social 
development community i.e. donors, INGOs, multilateral/bilateral agencies; as well as private 
sector corporations on the mandate of CSR / sustainability. Our experience lies in designing 
& delivering organizational context specific communication messages/social campaigns; 
strategic leadership & management development programs. Through customized 
interventions, we have been delivering on numerous internal and external stakeholder 
engagement interventions. 
 
 
For further details:  
Hira Wajahat – hira.wajahat@stimulusorg.com  
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