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Experience from Existing Co-operation Between Banks and Local MFIs for Lending  

in Solar Home Systems
ABSTRACT

This paper highlights the experience and outcome from existing cooperation among the solar companies, commercial banks, local cooperatives and Alternative Energy Promotion Centre/Energy Sector Assistance Program and the consortium partners. The subsidy policy was conceived, keeping in mind that the users’ contribution is necessary for sustainable use of SHS as it covers roughly about 40% of the total cost.  Moreover, subsidy from donors is not ad infinitum. The household that can pay remaining amount are accessing to subsidy for SHS installation and poor households which cannot generate the remaining amount are excluded from benefits of subsidy. Rural people might be able to pay the system cost in instalments but payment of total cost at once is difficult for most. Various studies have revealed that many rural off-grid households can pay monthly instalments to purchase SHS on subsidy as they are purchasing conventional energy sources at a cost. These households are willing to pay for better energy resources. Consumer credit is one way of doing this. With micro-credit readily available from finance institutions, locally, it could be possible for those users to own SHS within three years without additional financial burden. In this context, AEPC/ESAP had initiated a piloting called “Credit Financing SHS-2065”.  Winrock International, National Cooperative Federation of Nepal and Sana Kisan Bikas Kendriya Sangh formed a consortium in order to successfully carry out the project. The project was successful in achieving all the targets.  
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