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ANNEX 1 TO CO-OPERATION AGREEMENT 079265-2010-053 
 
 
 
 
FORMAT EASE PROJECT PLAN FORMAT 2007 V3 
 
This format should be used to plan and elaborate EASE Projects in the form of a working document 
that can be shared for feedback among the different EASE partners. Project Plans should be short 
(maximum 6 pages – excl. budget, time schedule and annexes), concrete and to the point. Please 
update author, date and version information in the header each time changes are made to the 
working document.  
 
1. Basic Information (Max 1/4 page) 

Project Name: Group Access to Solar Lighting 

EASE Country: Uganda 

EASE Partner: Send a Cow Uganda (SACU) 

Project Implementing Party: Send a Cow Uganda 
Contract Party: Send a Cow Uganda 
Total Budget: Euros: 19,840 

National contact person  Samuel Kawumi  

ETC contact person Frank van der Vleuten 
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2. Market Background (Max 1/2 page)   

 
 
 
 
 
 
 

How does this (e.g cook stove) market function in your country?  
 
Market is characterised by lead firms that import the solar equipment from Europe and China but are 
mainly concentrated in Kampala with few under developed dealerships that many times lack stock and 
technical expertise in installation.  There is quite a varying degree in the quality of products supplied 
which directly corresponds to the prices of products.   
 
How in the target region?  
 
Dealers in the target region stock solar products in small quantities and many times ask for a 50% 
75% of purchase price from a customer before a solar system is delivered and installed.  As a result 
the buying process usually takes a few days.  The potential customer pays for the transport of the 
technician that will install the system. Dealers usually sell custom made systems which are often under 
designed thus leading to a high failure rate and system abuse. 
 
Where is the market development now compared to the phases in the EASE Access strategy?  
 
Its at Stage 2: Starting rural markets 
 
 
What is market history and what are strong versus weak points in the market chain?  
 
Strong points 

 Technology is readily available in Kampala and in major towns in Uganda 

 Technology is proven and has been used widely in Uganda for over 20 years now 

 Solar loans now a common product in financial institutions  

 A wide range of products that clients can choose from 
 
Weak points 

 Dealerships not getting enough technical and marketing support from lead firms  

 Technical skills  of technicians in the region still limited and may require more training 

 Promotions on solar are very weak on the ground 

 Many government programs are intervening in the supply chain for short term gains 

 Potential end users don’t have sufficient effect to ‘pull’ and influence supply chain  
 
Why is an EASE intervention necessary?  
 
To demonstrate that business models that that have a well thought out marketing strategy for example 
targeting well organized groups can be replicated and scaled up to achieve significant numbers of 
solar PV sales and connections. 
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3. Product package (Max 1 page) This product package has to be completed in full detail before the 
rest of the proposal can be written: without a complete and logical product package, rest of the project 
proposal cannot be written.  
 

(a) Technological description of product  
 
A solar PV system utilizes sunlight as its primary source of energy. This energy is then converted into 
electricity and stored in a battery bank. Batteries store electricity which is later conveniently used for 
applications like powering simple appliances like lights, phone charging, radio, television etc. A solar 
system has a number of components that play various roles in changing sunlight to useful electric 
energy. These include a solar module, charge controller and battery 
 
(b) How do we know the product is a proven solution for the energy demands of our target group 
(provide references) 
 
In order to mitigate the rising cost and unreliable supply of wood and oil-based fuel needed for lighting 
and cooking farmers are using lorena stoves and biogas. The farmers were linked by SACU to private 
biogas service providers but the technology is diffusing very slowly due to the high cost of setting up 
biogas plants.  
 
Some few households have been linked to dealers in solar PV and these have managed to sell a few 
systems to these households. Some of the farmers SACU is working with in Masaka have acquired 
solar power technology and are happy with it.  
 
Rapid needs assessment in the over 22 groups (about 1000 families) revealed that the farmers are 
experiencing difficulty in affording/accessing paraffin for domestic lighting. 
 
(c) How will product be presented in market (commercial strategy)  
 
Solar PV will be presented to the target groups as an energy source that can be used for basic 
household energy needs for example lighting, phone charging and entertainment.  It is planned that a 
solar vendor will present solar products they have in stock and make a single purchase as a group. It 
is planned that after this pilot, several SACU groups will be inducted into the project to encourage 
sustainability of the approach in enabling groups access solar lighting. 
 
(d) How will the product be distributed in the market, what is the planned stock situation (Logistical 
strategy)  
 
Send a Cow will leave this entirely to the vendor to work out as Send a Cow does not want to interfere 
in the supply chain.  What will be key is that the solar vendor has a clear plan on how to get solar 
products on demand to the group which will be stipulated in the MOU that Send a Cow and the solar 
vendor will sign at the beginning of the project. 
 
(e) Will finance be offered with the product, how? 
 
This is a decision that Send a Cow will not make and will be left for the target groups and the solar 
vendor to work out. 
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4. Justification (Max ½ page) 
 

 
5. Quantitative Objective (Max ¼ page) 
 

Number of people that will be reached  
 

 50-100 households closely linked to the group members or between 300 – 600 people assuming 
that every household has 6 people 

 
What kind of energy demands will be covered 
 

 Lighting 

 Entertainment (radio and possibly TV) 

 Phone charging 
 
Expected sustainable market volume after the project (with how many people/units per year will the 
market continue after the end of this project) 
 

 10 SACU groups per year 
  
How will counting take place during and after the project 
 
Send a Cow Uganda (SACU) will monitor quantities and types of purchases and installations as is the 
current case under the normal SACU procedures in monitoring of group activities.   
 
After the project, group Project Officers will be used to continue monitoring solar usage and purchase 
by group members as part of their obligatory monitoring activities. 
 

 
 
 
 
 
 
 
 
 

(a) What will the project ‘bring’ in terms of benefits for the target group compared to the current 
situation? 
 

 Group to meet solar vendor as a group and negotiate ‘a group sale’ terms 

 Increased awareness of the availability of an alternative source of energy 

 For households that have broken out of the cycle of poverty, this will be another avenue for them to 
access better livelihoods and achieve ambitions 

 
(b) What will the project ‘bring’ in terms of lessons for the EASE programme (define the ‘testing’ 
questions that will be answered by the project)? 
 
The project will endeavour to answer the following questions: 
 
1. To what extent does meeting basic energy needs in a group setting contribute to improving the 

livelihoods of individual members of the group and the wider community?  
2. What is an effective intervention strategy in overcoming bottlenecks in satisfying demand for basic 

energy solutions to SACU groups? 
3. What changes have occurred in the supply chain for energy solutions that can be attributed to the 

project activities? 
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6. Methodology (Max 1 page) 
 

What will the project actually DO? Short overall description of approach 
 Refer to and include (here or in the annex) the project organisation map according the 

presentation model developed in the KM activity in EASE/2006. 
 Refer to and include (here or in the annex) the main actor changes 

 
SACU will pilot the project with two groups whose members have sustainable incomes and can afford 
to meet basic needs.  Participatory Rural Appraisal techniques shall be used to review benefits of 
accessing solar lighting systems and to compare them with current means of accessing energy for 
lighting.  SACU will facilitate this review with support from Project Officers that are attached to these 
groups. 
 
The discussions will consider the priorities of the potential end users on lighting and how best this need 
can be met.  A supplier will then be introduced to these groups and will be given an opportunity to 
promote their products.  It is hoped that the solar vendor will offer the groups a bundled offer which 
should benefit both the groups and the vendor. 
 
Direct monitoring of project progress shall be achieved through the project officers that will file monthly 
reports. Participatory evaluation sessions within the groups will be encouraged so that input and 
feedback of the group members can be acted upon. 
 
Lessons learned shall be documented and shared with the actors and EASE partners in shared reports, 
meetings and regional workshops. 
 
Step-by-step plan for implementation (to help readers ‘think-through’ the process, what/who is needed 
when) 
 
The implementation plan shall include the following activities: 
 
1. Identify the SACU groups and solar vendors interested in participating in the pilot. 
2. Signing of memorandum of understanding with the selected solar vendor(s) 
3. Election of project management committees/teams within the 2 pilot groups 
4. Introducing/linking the solar vendor(s) to the SACU groups 
5. Organise group workshops/meetings and invite the solar vendor to promote the technology and try 

to make sales to the group 
6. Periodically carry out monitoring/evaluation visits to assess progress of the project 
7. Monitoring of growth of demand and users of solar will be regular. Reports shall be written on a 

quarterly basis to document lessons learnt, challenges faced and bottlenecks identified and 
strategies used to overcome the bottlenecks and challenges. 

8. The project will be evaluated and a final report will be shared with EASE partners. 
 
How will lessons be drawn and documented (monitoring and learning) 
 
Monitoring of project activities will be regular, focusing on progress on the questions that the project 
intends to answer. Monitoring  will be carried out by the project officers attached to the groups with 
support from the Project Coordinator. 
 
Every quarter SACU will monitor installations and sales and keep an updated database that will be 
shared with ETC Energy.  An end of project evaluation and lessons that can be replicated will be 
highlighted and documented for sharing within the EASE Partnership. 
 
A final report will be submitted at the end of the project that will be a documentation of the approaches 
used, achievements made, lessons and recommendations for scaling up to other groups within the 
SACU family. 
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7. Project Team (Max 1/2 page) 
 

Who will be involved in the project, from which organization, in what role (position and tasks) and for 
how much time. Include one person who will be Catrin’s contact person for contract management, 
invoices, deliverables etc. 
 

 
 
(b) Describe the lead implementing business organization in terms of ownership structure, the 
organisation, management/governance, responsible person of the project  
 
Send a Cow Uganda (SACU) is a Christian non-governmental development organisation. It has been in 
existence for over 21 years and is involved in fighting malnutrition and poverty among vulnerable 
people in Uganda through the development of animal production, sustainable agriculture and local self 
sustaining groups. SACU currently works with over 5326 households in central, eastern and northern 
Uganda. It provides vulnerable people with training and on-going support, improved seeds and cuttings, 
animals, extension and animal breeding services. 
 
Is the lead implementing organization the contract party? If not, why not? 
 
The lead implementing organisation is also the contract party. 

 
8. Conditions precedent for project implementation (Max ¼ page) 
 

List preconditions that need to be in place before project implementation:  
e.g. back ground info on implementing partner (e.g. product supplier),  
e.g. working arrangement with third parties (e.g. micro finance organisations). 
 

 Willing SACU group to participate in the pilot.  

 SACU group members willing to pay for the lighting solution proposed by the vendor  

 Credible solar vendor in the areas where the SACU groups are based 

 Agreement between SACU and EASE on the proposed project intervention strategy and work plan, 
and signing a contract on the agreed terms. 

 

 
9. Major Risks and Management Measures (Max ¼ page)  
 

Risk Mitigation measure 

Delivery of poor quality solar power 
solutions to the groups 
 

 Due diligence done when selecting dealers 

 Products warranty provided by solar vendor 

 Quality standards stipulated in the MOU  signed 
between SACU and the solar vendor 

Failure by some farmers to pay for the solar Dealer/entrepreneur to work with the group and not 

Name Organization Role Tasks Core 
team 
member 

Time (%) 

Christopher Kyeswa SACU Contract Manager Contract management and 
liaison with ETC Energy 
 

No 10 

Esther Sempebwa SACU Project 
Coordination 
 

Overall project leadership Yes 30 

To be decided after 
selection of the pilot 
groups 

SACU Project  Officers Guidance to the SACU 
group on project 
implementation and 
documentation of project 
progress 

Yes 70 

SACU Group Community 
Based 
 

 Day to day running of the 
project.   
 
 

Yes 
 
 
 
 
 

100 
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power products 
 

individuals 
 

Theft of the solar power products after they 
are delivered/ installed in the farmers’ 
homes 
 

Quality installations to ensure that modules are firmly 
stuck on the roofs 

 
 
10. Deliverables (Max ¼ page) 
 

# Title deliverable Description deliverable Deadline Submitted by 
(responsible person) 

1 Quarterly project 
reports 
 

Technical and financial project 
progress reports 

July15
th
,   

Oct 15
th

,  
Project Coordinator 

2 Entry and exit process 
report 

Documentation of the process of 
organising and supporting groups to 
access solar energy 

Nov 15
th

  Project Coordinator 

3 Final project report Documentation of project results and 
impact 
 

1
st
 Dec  Project Coordinator 

 
 
11. Reporting (Max ¼ page) 
 

1. Contents and dates of progress reporting 
 

 Quarterly progress reports shall include updates from the sales and installations data base, 
meeting reports and financial reports. Quarterly reports shall be submitted by the 15

th
 day of the 

following month after the quarter ends. 

 Final evaluation report shall contain the findings of the final evaluation, which shall indicate a 
comparison between what was expected and what would have been achieved. This report shall be 
submitted by 15

th
 December 2010.  This evaluation shall be carried under regular SACU 

procedures and processes.  However EASE may be asked to provide input into this basic 
evaluation process. 

 
2. Form and structure and date of end-reporting 
 
An end of project report will be submitted at end of December 2010. This will be a narrative report 
including achievements made, lessons learnt during the project and recommendations on how best to 
run innovative energy projects through SACU groups. This will be accompanied by a financial report on 
project expenditure. 
  
3. milestones for go/no go decisions to go for larger scale 
 

 Go if the processes followed are replicable and the pilots in the groups have been commercially 
successful 

 Go if the developed market supply chain has signs of self sustainability. 

 No go if group sales can not be replicated in other SACU groups 
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12. Time Planning (Max 1 page) 
Table indicating activities (and deliverables) per month including responsible organization/person. 
 
Attached as Annex  
 
 
13. Budget (Max 1 page) 
Including total budget in EUROs, EASE financing, (when applicable) co-financing. Make a lay out with 
budget line numbering.  
 
 
A detailed set of notes annexed to this budget (in Annex) 
 
 
 

 

 


