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INTRODUCTION 

In the framework of the Entrepreneurship Support Facility - a sub component of the Regional Off-Grid 
Electrification Project (ROGEP), the ECOWAS Regional Centre for Renewable Energy and Energy 
Efficiency (ECREEE) with the support of the World Bank, organized a regional training workshop for 30 
entrepreneurs on Pay-as-you-go Technology and Business Models from June 20-23, 2018 in Accra, 
Ghana. The training was followed by the first B2B1 networking event organized under ROGEP on June 25, 
2018. The B2B brought together 15 international companies with 30 local entrepreneurs.   

The purpose of this training was to equip participating entrepreneurs from the 19 target countries of 
ROGEP with the necessary know-how on PAYGO and last-mile distribution in order to achieve higher 
uptake in rural areas. Hence, this training course provided participants with a solid knowledge on last-
mile distribution of pay-as-you-go stand-alone and off-grid solar solutions; the technical language 
associated with the industry and development and financing of PAYGO businesses. 

Participants learned about helping clients clarify their needs and gained insights into the drivers behind 
the success of PAYGO business models with a special focus on case-studies from East Africa. The 
workshop, which was supported by the World Bank, is expected to ultimately translate into improving 
livelihood conditions of the inhabitants of the region by empowering men and women as they experience 
the positive impacts of accessing reliable energy services through a private sector-oriented approach.  

The training was conducted by Gerald Mwega and co-facilitator Waweru Gichimu both from Kenya, 
East Africa, who were selected after a competitive process. The two facilitators displayed 
complementary technical know-how of pay-as-you go and expertise of various business models to reach 
the last-mile. The facilitators brought extensive experiences working with leading providers of PAYGO 
solar in East Africa, practical expertise in last-mile business models, microfinance and route-to-market 
strategies. However, they also had in-depth knowledge of the ECOWAS region having worked in 
Ghana, Nigeria, Senegal, with leading distribution companies. They shared valuable insights and 
experiences, successes and learnings from the East African market.  On the last-day, which was devoted 
to access to finance, Mr. Godfrey Mwindaare, led the session on what investors and financiers are 
looking for, pulling from his experience working at Standard Bank and Acumen Fund. 

The document, herein, is a report of proceedings of the training on Pay-as-you-go Technology and 
Business Models.  

PARTICIPANTS 

Under the ECOWAS Entrepreneurship Facility, which has been running since 2015, 50 entrepreneurs 
were selected out of 400 to receive support as a result of the 3rd call for expression of interest. These 50 
entrepreneurs expressed the need for technical assistance in developing business plans, developing their 
marketing strategy, business models, accessing finance and more effectively managing their enterprises. 
Moreover, these entrepreneurs specifically highlighted their interest in pay-as-you-go technologies or 
business models. The basis of the training workshop held in Accra in June 2018 stems from the above 
requests, made by the majority of the entrepreneurs.  

 

																																																													
1 B2B or Business to Business, is a form of transaction between businesses, such as one involving a manufacturer and 
wholesaler, or a wholesaler and a retailer. Business to business refers to business that is conducted between companies, 
rather than between a company and individual consumers. 
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Given the fact that entrepreneurs from Central African Republic, Cameroon, Chad and Mauritania were 
not parties to the ECOWAS Entrepreneurship Facility, participants from these countries were selected 
based on advice from the ROGEP focal points in these specific countries. The training was delivered in 
English. However, adequate interpreting services was provided in Portuguese and French.	

The participants were mainly senior level managers and entrepreneurs managing business in the solar 
PV market. However, some mid-level managers were also brought along by their companies which goes 
to show the importance entrepreneurs are attaching to the Facility.  The business activities of the 
participating entrepreneurs span over several segments of the off-grid sector, from Pico lanterns and 
SHS to mini-grids. All the more reason why the participants were quite attentive to the content of the 
training, which was laser-focused on PAYGO technology and last-mile distribution. 
 

Gender Consideration in Participation 

There were four (4) women in attendance, while two other female entrepreneurs were unable to attend 
after confirming their participation. About 6 participants were under the age of 40, which highlights the 
gender dimension for a market that is normally-dominated by older males. ECREEE highlighted the 
need to ensure more women entrepreneurs participate in future trainings. The Coordinator of the Facility 
highlighted that upcoming calls for expression of interest (EoI) will have specific gender criteria in order 
to increase female and youth participation.  

PROCEEDINGS 

The overarching belief guiding this training was direct experience and active participation, which 
ultimately promote learning and knowledge-transfer. 
There were several facilitation techniques used by the trainers which included question and answer, 
brainstorming, simulation exercises, group discussions, case study discussions and practical 
implementation of some of the topics by trainees via role-plays, presentations, etc. 
 
This multi-dimensional training methodology was utilized in order to make sure all the participants get 
the whole concept by actually practicing what they learn, because only listening to the trainers has its 
limitations, but what the trainees do by themselves is easily understood and mastered. The key was to 
use experiential learning to make the training interactive and effective, as people, especially 
entrepreneurs learn best by doing.  
 
Opening Day 
Opening remarks were given by Mr. Mahama Kappiah, Executive Director of ECREEE and Mr. Koffi 
Agyarko, Director of Renewable Energy, Energy Efficiency and Climate Change at the Energy 
Commission of Ghana.  

Mr. Kappiah in his welcoming remarks highlighted the mandate of ECREEE in establishing a viable 
regional market for renewable energy and energy efficiency. With this mandate from the Heads of States 
and Governments of the ECOWAS, ECREEE has been working steadfastly to create an enabling 
environment for the uptake of renewable energy and energy efficiency solutions. Specifically, the Center 
has supported all 15 member-states in terms of policy and regulation framework, promotion of 
investment, capacity-building of various stakeholders, etc. He reminded the audience that all 15 
ECOWAS member states have renewable energy (RE) action plans; energy efficiency (EE) action plans 
and 13 out of 15 have an investment prospectus, paving the way for attracting private sector investment 
in the RE and EE sectors. 
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Mr. Kappiah, continued to say that in order to meet the bold objectives set by the region in terms of 
energy access and promotion of RE and EE, ECREEE, designed the Regional Off-grid Electrification 
Project (ROGEP) with the overall objective to increase access to sustainable electricity services in the 
ECOWAS and broader West African region for household, commercial enterprises and public health 
and education facilities. ECREEE received funding from the World Bank toward the cost of the 
preparation of the Regional Off-Grid Electrification Project (ROGEP) and is applying part of the funding 
towards this Entrepreneurship Support Facility, specifically this training. He took the opportunity to thank 
the World Bank for its support towards our efforts through ROGEP. He also expressed his pleasure to 
extend ECREEE’s experience to four other countries, which are not in the ECOWAS. He insisted that the 
magnitude of the energy challenge calls for more concerted efforts and collaboration between various 
countries. 

Mr. Agyarko, the Director of Renewable Energy, at the Energy Commission, highlighted the maverick 
role ECREEE is playing in the region. He recalled the innovative policies and programmes Ghana has 
been implementing especially in the field of rural electrification. He reiterated that giving energy access 
to communities living off-grid is the best way to ensuring sustainable and equitable growth. He pointed to 
the fact that the government of Ghana has made lots of efforts, however, the country is ultimately looking 
to the private sector play its role in a market-based approach. He recalled the role of government, which 
consists of putting in place a conducive environment for private sector to flourish. 

Mr. Agyarko insisted on ensuring the solutions are accessible to poor people living in rural communities. 
He also emphasized the gender aspects of the energy issue where women are disproportionately affected. 

Both high-level speakers emphasized the need for capacity-building to ensure local entrepreneurs are best 
equipped to tackle the issue of off-grid electrification with support from government such as fiscal and 
other incentives.  

He also extended his appreciations to the World Bank and urged the participants to take full advantage of 
the opportunities afforded by ROGEP.  

On that note, the workshop was opened by Mr. Agyarko.  

Introduction and Profile-Building 

Upon returning from taking the group picture, participants took turns introducing their neighbor to their 
right, after a five-minute conversation. This exercise breaks away from the usual monotonous 
introductions. It builds the momentum and sets the stage for the rest of the training. 

Following the introductions, participants were asked to fill-out a form which gave the trainers the 
opportunity to fully understand their businesses. Prior to the training, the trainers circulated the forms in 
an attempt to have the profiles of each entrepreneurs before arriving in Accra. However, many of the 
participants were already in route to Accra, hence unable to attend to the request. 

Participants, then, took turn voicing their expectations for the training after giving a brief description of 
their business.  

Overall, the expectations were within these broad themes: 

1. Understanding PAYGO technology 
2. Marketing of various solutions 
3. Making an investment pitch 
4. Access to finance 
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5. Outsourcing, distribution and manufacturers partnerships 
6. Sales and marketing 
7. Managing credit risk 
8. Soft skills for business 
9. Entrepreneurship and leadership skills 
10. Logistics and Inventory Management 
11. Evaluating a Franchise/ Licensing partnership 

The trainers managed to bring the focus back to the overall theme of the training, while promising to 
keep the agenda flexible in order to meet the needs of participants.  

The rest of the day was spent going through the agenda with presentations from trainers and group 
exercises. On occasions, the observers, Lindsay Caldwell Umalla, WB consultant and Siré A. Diallo, 
Coordinator of the Entrepreneurship Facility, intervened to share their experience on PAYGO, 
business development, customer service, etc. 

Participants were given a group homework exercise where they had to build the profile of their main 
customers. 

 

 

 

 

Day 2 

The day kicked off with a review of the previous day’s homework exercise on customer profiling. Mr. 
Waweru took the participants through the customer profiling process and outlined the importance of 
capturing information to understand the profile of target customers. Mr. Gerald, then engaged the 
participants on their logistics value-chain, discussed last-mile distribution and the challenges each 
entrepreneur faced in relations to these. This was a very engaging session that brought out the numerous 
problems faced by the startups. There was a lot of sharing of experiences and ideas on many aspects of 
the business e.g. inventory management challenges, tariff classification among other issues, placing 
orders abroad, etc. The session discussed the   M-KOPA case study with specific focus on successes in 
creating product awareness and the direct sales model. Participants were later given a take-away group 
exercise where they had to discuss route-to-market and marketing strategies. 

By popular request, the Coordinator of the Private Sector Facility, made a presentation on the ROGEP 
and specifically gave details on the Facility itself. Entrepreneurs were very keen to understand the 
project as a whole and also the sub-component on the Facility. From Mr. Diallo’s presentation, it was 
clear that mini-grids were out-of-scope for ROGEP. He informed the audience that ROGEP aimed at 
creating a market for off-grid solutions such as SHS, picoPV lanterns, standalone systems, solutions for 
productive use of energy. He also emphasized the value-chain approaches were ROGEP aims to support 
nexus issues such agriculture, water, health, education, etc. He highlighted the technical assistance (TA) 
and financial interventions under the Entrepreneurship Facility. He informed participants that companies 
were put into three (3) categories or tiers with various support catering each tier. 

 

Main	Take	-away	or	insight	
‘Think outside the box’- To be creative you need to challenge your own assumptions and look at things 
from a fresh angle. You need to break out of conventional thinking and take off the blinders formed by past 
experience. Once you start to think ‘outside the box’ you open up many more possibilities and it becomes 
easy to solve every day problems. This was illustrated to participants through an ice-breaker. 
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Day 3 
 
The day kicked-off with a recap of the previous day take-aways. Thereafter the team watched a number 
of videos on some select East Africa solar success case studies. The team was taken through a deep dive 
process of product awareness creation and sales efficiency again looking at how  
M-KOPA developed a successful agency model and how this was executed to drive the sales volumes. 
The participants were fully engaged asking a lot of questions on the execution strategy drawing learnings 
and comparing with their own strategies. The goal was to later learn about the route-to-market strategies 
and their challenges, the sales journey, marketing strategies and challenges.  
 
A key group activity was the match boxes castle. The team was divided into groups and each group was 
handed some match boxes which they were to use to build the tallest building. The catch was that one 
person was to be blindfolded and to build the building under instructions from another team member. 
Three (3) groups tied and they were all declared winners.  
In the afternoon, a key icebreaker exercise was the tug of war. Instead of working together, each team 
was pulling apart to win the price.  
 
 
 
 
 
 
 
 
 
Day 4 

The program of the day included presentations on solving the financing challenge, attracting financing 
and mobilizing partners. Mr. Godfrey Mwindaare, a financing expert consultant with vast experience on 
financing and who has worked for Acumen and Standard Bank was brought on as a resource person. 
Instead of presentation, the team was divided into groups. Each group was to work on a business idea 
and prepare a 15 minutes investor pitch.  They were to use the knowledge they had gained the previous 
3 days. Godfrey, Siré and Lindsay formed the investor panel of judges to assess each groups’ pitch and 
declare a winner but not after sharing a couple of tips on preparing for the pitch.  
 
After the lunch break each person was handed one balloon and one pin. Each participant was to blow 
their balloons. Once all balloons were inflated and everyone was ready, a group photo was taken. The 
idea was to keep the balloon safe on his/her head for 1 minute. After the minute was over the person 
who still had his/her balloon held up intact above his/her head was the winner of this game.  At the 
sound of “go”, the group went wild with participants’ pinching each other’s’ the balloons while 
protecting their own. Participants went into a frenzy with people chasing each other in the room. There 
were no instructions to use the pin and every participant wanted to be a winner. They did not listen to 
all the instructions. As take-away from this exercise, the group was told they could all have easily 
become winners in this activity if they all decided to raise their balloons in the air and stay put. They 
were given all pins but there was no instructions given in regards to blowing-up a partner's balloon. 

Main take away 
It is important to document sales and distribution route-to-market strategies, but these strategies will be a 
hit and miss if entrepreneurs do not invest time in profiling their customers. Customers are a lot like putting 
together the pieces in a jigsaw puzzle: you don’t know exactly where the corner pieces will go (top/bottom, 
left/right). But after identifying them as a corner piece, you have a general idea that helps you optimize your 
time when dealing with them. 
	

Main Take-Away 
 
It is important to communicate effectively and to stay focused on the ultimate goal instead of having 
competing agendas as a team. Collaboration is the new competition. It is called collective impact. People 
work together, but they all have a different idea about what they’re building and how to value previous 
contributions. Someone with a different idea comes along and tears down what’s been built together.  
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Thereafter the team completed the evaluation forms and took the post training assessment.  

 

 

 

 

 

 

 

 

Training Requirements and feedback 

1. Participants completed Pre-work Questionnaire before the workshop. Due to the limited time, 
very few submitted this to the facilitator. There was also a challenge with language as the 
documents had to be translated into other languages.  

2. Each participant was to carry something unique (souvenir) from their country or company. Due 
to fact that this was a last-minute request, this was not done.  

3. Participants were meant to carry company flyers and brochures. Information, Education and 
Communication material (IEC). If not bulky, each participant can carry sample product 
otherwise flyers and photos will work. Several participants did their best to bring in marketing  
materials. However, many did not get the information in a timely manner as they were already 
on in route to Ghana.  

4. ECREEE- Provide names, country, company name, designation and email contacts for all 
participants prior to training. A participant profile was shared for completion. As there was no 
training need analysis done, facilitators needed this information in advance. Due to time 
constraints this was not done. Instead a get to know the participant’s session was carried-out at 
the beginning of the training.   

5. ECREEE- Provided Stationery (Writing Pads, Post-it notes, Pens, Pencils, and Rubber), Paloma 
hotel provided a Spacious Training Venue. Translation booths were also on site and were 
equipped with translators.  

6. ECREEE-Facilitated travel and logistics and accommodation for 2 trainers for the trainings.  

Main Take-Aways 
 
It's human nature that each one of us on a given team wants to stand out and be the only winner. This showed 
very clearly in the activity. The real team spirit is that everyone works together (collaborates) so we can be 
all winners and achieve our common team goals.  
No matter how great an idea is, investors often deny investment to entrepreneurs who appear disorganized, 
inconsistent, or directionless. You need to show your passion for the business. Make sure you plan, plan and 
plan. If you cannot nail a short presentation, how can you be expected to manage a growing company? 
	

Insert	in	2	or	3	sentences	here	
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Training Evaluation 

Participants were requested to give feedback on the training carried out. Below is a summary of what 
they felt was most impactful and also suggestions on areas they would wish their capacities built in 
future trainings. 

	

 
Respondents Responses 

1 Consider Francophones in the production of documents 
2 Good training and facilitation 
3 I appreciate the training and I will keep it in mind 
4 More interaction about our current operations, weakness and strengths 
5 No comments 
6 Overall, it was a great training. Use for more videos for demonstration 
7 Practical training on PAYGO systems should be added to training curriculum 
8 Thank you to all the facilitators, ECREEE and the World Bank 
9 This kind of training should be given more often 

10 Time keeping was a big problem. Sessions started later than agreed time  
11 To have possibilities of attending similar training to improve understanding of the subject  
12 matter so as to advance in the project area. 
13 Training was appropriate to address major challenge faced by us entrepreneurs in West Africa 
14 Very good consultants 
15 Very good way to facilitate classes. Thank you. 
16 Very important training. We need to have it again. 
17 We had to see many things in a short time 
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18 We thank ECREEE and the World Bank 
 

Suggested Capacity Building Themes Based on Participants’ Feedback 

Desired training areas Additional relevant training suggested 

ü Business Growth management 
ü Business management 
ü Developing good business models for financing 
ü Project development and communication 
ü Development and Communication) 
ü How to sell a project to a banker  
ü How to write business plan based on the PAYGO 

Business Models, especially the financial aspect 
ü Initial training in installation of innovative equipment 

in the market 
ü Maintenance of installation systems (PAYGO) 
ü Market Studies and support 
ü Mini grids model training  
ü Business Plan writing 
ü Mini-grid market 
ü Sale agent commission 
ü Sales and Marketing Strategies (Going international) 
ü Solving the financing challenge 
ü Technical assistance training on PAYGO Systems 
ü Technical Sales 
ü Investor pitch proposals 

ü Managing credit risk 
ü Soft skills for business 
ü Detecting and managing fraud 
ü Managing Logistics and Inventory 
ü Evaluating a Franchise/ Licensing 

partnership 
ü Managing product release gates  
ü Product lifecycle management  
ü Product budgeting and costing 
ü Process mapping and business process 

design 
ü Finance for non-finance managers 
ü Sales Entrepreneurship 
ü Business Analytics – Analysing and using 

data analytics to make critical business 
decisions 

ü Outsourcing 
ü Tariffs  
ü Product standardization – IEC standards 
ü Customs Tariffs  

 

 

 

NB: A detailed feedback is annexed as per analysis done by ECREEE team 

 

Closing Ceremony 

As the facilitators were not going to participate in the B2B networking event on the 25, closing remarks, 
and participation certificates were given. Mr. Yuri Handem, reminisced about the beginnings of the 
Facility and highlighted the diversity in the various trainings. He urged participants to continue prepare 
themselves in order to fully participate in the solar off-grid market. Yuri, then comforted the audience 
by letting them know that he will be working closely with the new Coordinator of the Support Facility. 
Mr. Siré A. Diallo spoke about the important role the private sector needs to play in order to increase 
the uptake and adoption of off-grid solar technologies. He insisted on the many services that ROGEP 
would provide entrepreneurs especially through the Private Sector Support. He thanked the facilitators, 
the WB and the participants for what he considered a very successful training. Participation certificates 
were then handed out to entrepreneurs. 
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Recommendations 

• Behavioural assessments – These will help bring out the training needs based on 24 competencies 
that will be assessed. This will also help understand the profiles of the selected entrepreneurs in 
the Facility in order to have customized trainings. A separate sample profile report has been 
provided as an attachment. These reports could also be used to assess entrepreneurs’ current 
capabilities and potential and to strengthen their positions through effective capacity 
development initiatives. These behavioural assessments could be valuable to ECREEE staff as 
part of the wider plan to encourage situational leadership within companies. The assessments 
also bring out the critical soft skills and hard skills that the entrepreneurs need to develop as part 
of self-awareness.  This is very valuable info for the training need-assessment. 

• Additional courses curricula can be developed as part of a toolkit of training for these start-ups 
in order to make a holistic package. 

• Development of a curriculum in conjunction with incubators and universities for a specific 
training course in renewable energy that includes all the critical skills required.  

• It is our opinion that a field visit be included as part of the training. This will support class 
learning. This could be in form of a field visit to an existing best in class operation that will 
reinforce learning.  

• ECREEE can consider setting-up a centre of excellence. Part of the support currently offered to 
small businesses can be structured and packaged under this centre of excellence with subject 
matter experts drawn from all over the ECOWAS or beyond. The start-ups can even purchase 
services from these experts.  

• Similar or customised training for the middle managers of start-ups and early stage companies. 
These trainings are for the second cadres of management who are more involved in sales, 
logistics and operations. The participants in this training were mainly MDs/CEOs (owners) who 
are more strategic. 

• Tailored country-based training as the trainees have quite a varied level of experience and 
operational coverage in their countries. 

• ECREEE should consider conducting a benchmarking exercise in East Africa or other matured 
markets in the off-grid PAYG space. We shall be glad to support you put together a visit plan.  
 
Challenges  

• Language translations hindered smooth flow of the delivery as some terminologies were too 
technical for interpreters. 

• The scope of training was wide for one facilitator. This was however mitigated by ECREEE 
allowing the lead facilitator to include a co facilitator with additional skillset. ECREEE could in 
future consider working with two facilitators for 4-day workshops.  

• Hurried planning time thus not able to capture Trainee backgrounds in good time. This made 
facilitators lose some time trying to level the expectations. 

• There was a very small window between award of the tender and the training itself hence a lot 
was done last minute. A lot of the preparation was done on the go.  
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• Time keeping was a challenge a few times as there was a lot to be covered. While the participants 
were fully engaged in the learning, on some few occasions some topics had to be pushed to the 
next day.   

• ECREEE- met the terms of engagement as provided in the proposal prior to training kick-off. In 
future, the contract should be signed and confirmed well in advance to allow for full term of 
engagement to be met by both parties.  

 
Supporting Documentation and annexes 
 

• Training Presentations 
• Group Assignments 
• Videos and Photos 
• CoE centre of excellence presentation 
• Evaluation Feedback Analysis 
• Behavioural profile report samples – English version which can be provided in French and 

Portuguese as well. 
• Centre of Excellence presentation. 
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ANNEXE 1 
 
PROGRAM AGENDA 

Day 1 

 
 
 
Day 2 
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Day 3 

 
 
Day 4 
 

 
 
 
 
 
 
 
 
 
 
 
 


