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Technologies and standards

Question: Can you clarify the appliance categories?

Answer: This is covered in the RFP section 2.1. H-PURE Rwanda focuses on improving access
to standalone off-grid PURE solar appliances. These include solar refrigerators, solar freezers,
solar grain mills, solar dryers, solar egg incubators, sewing machines, solar lighting systems for
small enterprises and solar enterprise kits (including hair clippers, radios, TVs, speakers, phone
chargers, etc.). Applicants may include both the appliances they currently offer from this list and
those they wish to add to their catalogue to offer in this project.

This isn't an exhaustive list, if there are other appliances which would fall within the category of
productive use of renewable energies, and you can make a good argument as to why these
would be useful and add value to refugees and host communities, then you can certainly submit
those.

Question: Is it mandatory to apply on all technologies? Or can companies choose which
technologies they specialise in?

Answer: You can pick. It can be one technology, or it can be an array of technologies. We don't
have any limits there.

Question: Are there any required standards of the technologies?

Answer: We are not specifying. This is really for the applicants to include in their applications.
The important thing, of course, is that we do want high quality products being sold and then
utilised by refugees and the host communities, and then we have that requirement that Robert
ran through in some detail about the environmental impact so it's really about the longevity of
the product. What will happen if that product fails, if there are any issues, do you have the
capacity to repair and replace?
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Question: Is there a limited target number per technology? And if yes, what is the target
number?

Answer: No. We're just trying to ensure that we're doing something meaningful, providing
products that are required, and assessing what the impact of this is on the refugees and the
host communities.

This is a co-creation process where we receive the offers from companies, and then depending
on the quality of products and the cost, we try to match the offer on the needs. So, the tender is
one step, but after that follows other steps, including partnering with other organisations.

Question: Should we include details only for the specific products we are applying for, or should
we provide information for the entire company, including other products not related to this
application?

Answer: The financial proposal should be linked to the defined technologies in the proposal.
However, the company can also provide some additional information that can help us analyse
their application, but our focus is on those top technologies that are highlighted in the RFP.

If you are proposing to provide information about your company, and you want to show how well
your company is doing. So, for example, | have a company, and | am doing really well at selling
batteries. And what | want to show is that, look, | have a distribution network, | have a success
story of selling batteries, and now I'm going to switch over to solar products. Then that's good to
include in your application process, because it shows us a bit of your history. It's not to say
necessarily that you'll be selling batteries under the proposal, but including information that you
think gives a bit more context about your organisation, that's great to include.

Question: Would power from biogas, from site waste, be included in scope. This will include
human agricultural water and food waste.

Answer: We have been looking at solar power technology, because what we're trying to test
also are things that can like technologies that can be replicated in diverse areas. So, we hadn't
considered the use of biogas in other sites. The agriculture component might not have been
considered in the beginning, because the focus was on solar. Again, any innovative technology
can be part of the proposal, and then this can be assessed.

Question: Is a solar powered walk-in refrigerator cold room that can refrigerate and freeze and
offers cell phone charging as a revenue stream, an acceptable solution for the project.

Answer: What we're trying to do with this project is reach as many micro entrepreneurs as
possible. What we're trying to do is create revenue generating capacity for as many people as
possible, as I've mentioned before, it's refugees and it's the host communities, and so having a
walk in cold room really provides an opportunity for who owns the cold room, and then while the
refugees and host communities may benefit from the product, it may not reach the criteria of the
number of people that are now micro entrepreneurs and that now have an income generating
source.
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At the end of the day, we're also looking at the scale of access to technologies as much as
possible. So, | would say innovation is good, but again, we know sometimes because we have
the high cost, so | think we'll be able to balance it's not restrictive, but | think taking into account
that we are also targeting a certain number of beneficiaries.

Question: Are there options to the direct sale model, for example, partnership, where revenue
is shared from the technology knowledge, technical job creation, digital platform, carbon
sequestration, monetisation and financial modeling transfer from the supplier?

Answer: What we're trying to achieve here is to have productive use of renewable energy
technologies supplied in these three refugee camps and host communities.

We would like to have a certain number of micro entrepreneurs capacitated and then able to
generate income. And if that comes in a different way than the way that we're used to seeing a
traditional sales model, then yes, | think that that can indeed be included in the proposal. | would
only just caution you to always remember what the objectives are here. It's the number of
people reached, the number of people capacitated, it's 50% women, and it is we're going to then
be testing, have people generated more income, and is this model sustainable?

Question: Are cement suppliers for building cement pads to place systems within or near
refugee camps available?

Answer: Yeah, | think all the refugee camps are not far from a supplier. So sometimes transport
costs might be fitted in, but | think small supplies are available within communities. We do have
small hardware, where people sell like construction materials, and the access to them would be
a challenge. And | think there are some people selling some internal construction materials
within the council, so we'd also have some refugees that are also venturing into construction
businesses where they do sell similar materials.

Question: How much space will be available for solar components to be deployed?

Answer: what we're trying to do is trying to sell kits for the small businesses, and so the space
available will be according to the micro entrepreneur, that is the person that purchases the
equipment and then sets it up in their space. | don't think that we would be looking for any kind
of a solar farm solution, because, again, it wouldn't be reaching our criteria of generating and
capacitating micro entrepreneurs such that they could generate income.

Question: Why don't you include hybrid inverters and portable solar generators in the list of
appliances?

Answer: The list is not exhaustive, and other things can be added. And hybrid inverters and
portable generators might be considered to be the generating source of the power. But what
we're looking for are the appliances that may be plugged into the energy which is generated. So
the examples that you see there include, for example, solar powered mills.
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But it's true, the solar power could come from an inverter or a portable generator. So | would say
that it's not excluded, if you would like to apply with that. And if you can make a good argument
for why that would make sense, how it would benefit and reach all the markers of the project, |
would encourage you to apply.

Location of delivery — refugee camps and host communities

Question: Is there a designated place for delivery?

Answer: This is in the RFP. We identified three camps and host communities which have
potential for the use of PURE technologies, and that is Nyabiheke, Kiziba, and Mahama. We will
be able to support companies to reach those camps. Deciding these sites was based on the
demand for appliances. We are looking for partners in Rwanda that are delivering these
products to the camps, selling these products to the micro entrepreneurs and supporting those
micro entrepreneurs.

Question: Our offering requires a specific type of site selection / location. How is that handled?

Answer: Robert outlined in the presentation there that we are targeting three locations, camps
and the host communities. And the proposal can target one single camp, two camps or three.
We don't have a rule that you need to be in all of the camps or in any particular part of the camp
or host community. And so long as you are targeting those three and it's just for you to
understand, as companies or organizations applying for this that we will make a selection to
ensure that we we're testing different technologies across different sites, but as it comes to your
application, you don't need to apply in an area that you're not familiar with or you aren't
comfortable working in. Apply for the sites which are most appropriate to you.

This is also another quote on labs, because, depending on how Rwanda is, there might be
some technologies that function, depending on a particular site, in terms of solar radiation.
Rwanda is quite good for solar, solar panels, or solar appliances, to operate. So, anyone who
wants to apply, | think that will not be an issue in terms of performance, technology, depending
on the climatic condition.

Question: Can you give the number of refugees in each camp?

Answer: Please see here. Nyabiheke has around 12,000, Mahama around 67,000, and Kiziba
around 15,000.

As with any business proposal, we recommend doing a little bit of research to understand what
it is that you are proposing, what it is that you are going to be getting yourself into. So it would
be good to understand a little bit about reality. Practical Action have published several reports
on that, and you can find other resources online.

Question: How do you define a host community?
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Answer: We call communities that are closer to the camp host community because they are not
living within the camp. One of the UNHCR and the government approach is to ensure that there
is integration between the refugees and host communities. So as part of the project, you also
want entrepreneurs within the host communities to also benefit from the project. Host
communities are within about five kilometres of the camp. It's an area where refugees and host
communities live together. And of course, we do also have refugees that also wish to build their
businesses within the host communities.

Community involvement

Question: What specific expectations do you have for community involvement and local
capacity building?

Answer: This is something that can go into proposals, whether it's to the extent that you already
have extensive experience at carrying out community engagement, and then you already have
a plan for how you would do that, or if you identify that this is something that you would need
support with, you can also lay that out clearly in your proposal. Practical Action have a firm
presence on the ground and have quite significant experience building capacity in certain areas,
so we can make the budget such that support is provided. But if you already have your own
plan, you already have your own experience doing this, then you can also lay that out in your
proposal. We will also be conducting some awareness raising campaigns on some of these
technologies, together with the companies. So that's also another way of engaging with the
communities, trying to understand how this technology would benefit them. So we also conduct
market development activities as well within the communities. That's how we plan to engage the
communities.

Question: How are suppliers connected with beneficiaries? Do you have an existing database
of potential beneficiaries that we will work with, or are suppliers responsible for marketing and
identifying interested individuals?

Answer: We have the manufacturers, suppliers, and then we have the potential suppliers,
distributors, on the ground. And what we're trying to do here is test out a market-based
approach. So what we aren't trying to do is find or even have beneficiaries in this project. We're
having product suppliers, distributors, and then we're having micro entrepreneurs.

Microentrepreneurs are the ones that are going to buy the products and then use them to
hopefully generate income. That's really what we're testing here. And so yes, if you are a
manufacturer, supplier of technology, indeed, you would need to find a local distributor. And
then the role of distributors when it comes to any kind of off grid solar or, | suppose, any kind of
an off grid renewable energy usage, is that the organization selling the product generally should
know best how to reach the end user, how to sell that product, who to reach out to, what to tell
the end user about the product. And it's really very important for the sustainability of this
program. Not looking for products to just be dropped into a place without the end user having
knowledge about how the product can be used and having the support.
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However, we are able to make connections to some extent, between different players. So if
there are, for example, distributors already working in the camps and host communities.
Potentially, they're already distributing another product, maybe not solar or any kind of
productive use technology. But it's not necessarily that we're here to fill in all the gaps. We are
trying to support a market-based approach, and we're trying to support something which is
sustainable and can continue after the life of the programme.

We will be doing market involvement in terms of awareness raising that will better inform the
presence of the companies and what kind of technologies that will be providing. Within
awareness raising, | believe that even small businesses within the refugee camps reach out to
companies, or companies shout out to them to understand what technologies they are facing.

But with our technical assistance, we also support companies on how to better select
entrepreneurs in terms of advisory. And so we want to ensure that even the suppliers, even
without when the project ends, can still continue to engage with end users. And we believe that
with the technical assistance, it will be much easier, even for the companies that may come, to
reach the beneficiaries. It's not quite a very big place, but it's a community where everything that
happens and all of them understand what is already happening, they come so market
development activities and awareness raising, we don't have to create a link between the end
users and the suppliers, and then we make the market now, function on its own.

Budget, finances, contracts etc.

Question: Is there a minimum or maximum budget? In the RFP, no minimum or maximum
budget has been included that would be there in a grant application. There's no specified
equipment nor quantities as there would be in a tender. Should it be USD 50k, 500k or 5
million? Is there a co-financing requirement, or you will fund 100% of the project?

Answer: We have left the RFP quite broad and open — it is something like a challenge fund, in
that applicants can apply for what they think is most meaningful. We do have a maximum
budget, and though | can't share in exact details what that maximum budget is, we would
imagine that the values going to companies would be in the region of 50,000 and we would want
multiple companies applying. | can't imagine that any company would get more than 100,000. It
could be structured, indeed, like a grant. We're certainly not expecting any repayment, but it's
not necessarily that money needs to be spent on products. As Robert outlined in the beginning,
we heard that some money could go to funding products, or can go to cost of goods sold, or can
go to training or technical assistance.
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Question: Is there a limited budget per technology?

Answer: No. Companies should let us know the cost of these technologies they are proposing
to supply, and after proposals have been received, we can enter into discussion with affiliated
companies to further look into the project, discuss what they submitted, and then we can make
a decision from there.

Question: What is included in the statement “a percentage of the landed cost of goods”? How
much is being paid? Why is it being paid after delivery? Can a deposit be made against the
landed cost of goods?

Answer: We're quite flexible and we're quite open. We understand from many years of
operating in these sectors, and we know how it works for international manufacturers, we
understand what the payment terms look like. And so, if you would like to lay out in your
proposal that the money goes towards a deposit, or that money goes patrtially to the deposit,
partially on landing, it's quite open in the proposal. These were example cases to try and help
ease understanding but we're not saying that that's the hard and fast rule. It's really, truly open.
And | would suggest that if you have any very specific questions about that before submitting
your proposal, or if you want to tighten up any of the wording, you can email us.

Question: What is the type of contract that would be signed with the companies applying?

Answer: It's a non-commercial contract, not really traditional delivery, but depending on the
needs, on the needs of beneficiary support, on the need of after sale conditions that is linked to
that particular technology. | would say it's a delivery contract, but linked to some level of support
services, depending on the company needs. Again, this will be narrowed down from your
proposals.

Question: | need clarification on funding for those costs. Will it be a grant, a repayable amount,
or an advance on the contract? If yes, is there a specific markup range that we must not
exceed?

Answer: The request really comes down to the proposal. Is it a grant? Is it a repayable amount
that's dependent upon what you put in your proposal? We wouldn't expect many people to
suggest having a repayable loan. What we imagined is that most people would be looking for
some kind of grant funding, and the grant fund would pay for all or part of the cost of the actual
appliances, and then may also be for part of the cost of the cost of goods sold. But we aren't
going to decide on exactly how that should be that really needs to come through in the proposal.

And the one thing | can say is that there won't be any advance on a contract. We won't be just
giving money to people, because, as we mentioned in the beginning, this is money from UK aid
and IKEA Foundation, we owe a duty of care to our funders, and so what we're trying to do is
ensure that the money is being spent to the highest impact for the refugees and the host
communities.
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And we want to see more productive use technologies, and we want to see people making
money as a result of having those productive use technologies, and as such, we need to be
careful about how we spend the money. If, for example, you are acquiring products which need
to be brought in from another country, and payment needs to be made up front, according to
your contract with the supplier, then yes, we will pay that money up front, but then some
commitment, of course, would need to be made that you are going to deliver the products and
the follow-on support.

Question: If we are a local contractor and we have our manufacturers from China, how will we
identify the stock and cash flow projections when we don't have the LPOS or required quantities
from the client?

Answer: Well, | suppose that what we were hoping for in this project is that the people and the
organisation supplying would have some idea around how much they normally sell or supply in
a similar region. It's true that it's a refugee camp and it's a host community, and it's slightly
different, but we were imagining that these organizations were already selling, either in rural
areas in Rwanda or in other countries. And so the experiment or the model would essentially
just extrapolate out something similar, and maybe presume that people may have slightly lower
purchasing power for which you would apply for the grant that we are offering. | think that's kind
of the idea. And I'm sorry if that wasn't clear until now, that's, that's really the proposal.

When you don't know how many are required from the clients a quick search online would show
you the population in these camps. And so it shouldn't be, | mean, it shouldn't be outside of the
realms of possibility for a business already operating. | think that this question is only really
going to be very difficult for organizations that have never worked in it, in these markets, have
never sold these products. And so then, maybe, then maybe it's a stretch.

We're trying to offset some of the costs of businesses that are doing something similar, but now
they're moving into a slightly more challenging space. So, | suppose that that would be my
broad scope answer.

It's not simple delivery, and it's the end. We want to see continued operations from the private
sector, in the context where the government of Rwanda is also looking at graduating refugees
towards more businesses. So, | think also in this perspective, you are not only delivering this
project, but you can also project yourself into that particular market and probably come with
some estimates.

Question: | linked you with the manufacturer, can you pay for all materials to be delivered in
Rwanda, and then during installation, you could pay us the balance for service labor charged to
the local contractors.

Answer: The proposal should be one holistic proposal, and so if you are going to work with a
manufacturer that's operating in a different country, that's just part of your proposal. So you put
forward your proposal to purchase 100 solar mills and then distribute them within the camp. Part
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of your proposal would be that you would want that payment made to the supplier in China. We
would pay you. You would pay the supplier, and then the other part of the payment you would
use to cover part of your cost of goods sold. But then presumably, you would also get some
money back from the micro entrepreneur that you're selling the product to. And what we're not
trying to do here is purchase and dump technology onto the market. All of the proposals that
you put forward should have some kind of sustainability plan, and that's sustainability in terms of
business sustainability over time, and not sustainability in terms of good for the environment. So
if your proposal says, purchase these equipment from China. We'll install them. That's the end
of my proposal. | can already tell you that that proposal probably isn't going to do very well.

That's not what we're trying to do here. We're trying to build a sustainable business. We're trying
to get a flow of goods from anywhere, wherever they are, sourced into the country, and then
we're trying to get players within the refugee camps and host communities to install those
goods, to maintain the goods, to provide services to the micro entrepreneurs, and then to see
the micro entrepreneurs earning money. What we're not trying to do is just spend money as
quickly as possible, pay someone in China to bring in products , put appliances into camps and
then leave.

Question: Can we have visibility on the budget to support companies reduce the risk?

Answer: In general, the budget is the budget that you apply for in your proposal. We don’t think
any individual company would receive more than 100,000. We're imagining that organizations
would be applying in the 10s of 1000s. And then it's your proposal that would say how much
support you need. So like, let's say that you put together your business plan, and you can see
that it's going to cost you 50,000 to buy the product, and then it's going to cost you other 50,000
to move the products to the camp, train your staff, warehouse the product, provide support
afterwards, and ensure that you have all of the e-waste requirements in place so you can see
that, okay, that's going to cost you 100,000 and then you know that you're going to sell the
product to the customer, and over, say, A two year period, you'll be earning back, | don't know,
70,000 so then you can put together your proposal to us to say, Ah, well, | need the 100,000
because it will allow me to pay all these costs up front, and then by the time the customers are
paying me back, I'll use that money to buy more stock, and I'll be sustainable at that point. So to
support the budget, it's really dependent on how you put your proposal together.

So it's true that we have left it very open, and we really hope that the people applying for this
funding and for this grant money really think about how the money would be most meaningfully
spent, how this money can transform work that you were already potentially planning to do, or
how this money enables you to move into an area that you weren't previously working in, and
that's really a big hope.

Question: Regarding the financial cash flow template to be completed as part of the RFP, I've
seen there is some figure that is already existing on the template, dubbed as a cash available at
the beginning of the month. So, | am seeking clarification on whether, since you had already
indicated there is no budget, whether there is an already big expenditure for the as indicated in
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the template. The other thing is, on the cash flow template we have M1, M2 etc — is this month
or milestones?

Answer: The M is month, so starting at month one. And the starting cash in hand is for you to
update. We need to understand what the financial position of a company in terms of cash flows
is, like month on month. Any values that are already in the template are just to try and help you
to fill it in. And so don't take the value in the template as being like, that's money that's given, or
anything like that. You need to fill in the template with your own values. If you have, again, very
specific questions about the template, you can follow up with us with questions in case that's
still unclear to you.

Question: How can we define a number of products for offtake? We don't have a clear number
of products on optic, like we don't have a buyer ready at the end in those refugee camps. micro
the entrepreneur wanted, wanted something else, so I'm not sure on which product would move
in what number we understand as a business, we need this product, this numbers, this kind of
product, these numbers. It's quite challenging. Actually, | can give a unit price for all of the range
of products. That's not a problem, but the off peak is the challenge.

Answer: | can understand where you're coming from, from the perspective of the international
manufacturer and supplier, bringing in a product that is one piece of this and what | would
recommend to you, particularly, and any others on the call that are in a similar situation, is that
the key for you is finding the local distributor. We're not looking for an off taker. We're not kind of
doing a mass procurement, and then the products would be stockpiled somewhere. What we're
trying to do is like our real aim is providing the products in the camp to the microentrepreneurs.

And so normally there are three parts to this. There's one international supplier, manufacturer.
Then there would be whoever is going to import the products. And then there's the third one,
which would be the one distributing the products in the camp, and in the case of the
international suppliers, distributors, that's really the most important part. They would be the ones
that would be able to understand which products are needed. What's the purchasing capacity?
Where could they store these products? How many could they likely sell? Because you're right,
it needs to be appropriate.

So, you probably wouldn't need, like, five fridges sold in five houses next door to each other. So
the likelihood is that to ensure that the products are appropriate for the market, they would need
to be spread, and that's really where you need to be, linking up with a local distributor, so
distributors already working in the camps to understand how you could both benefit from this
grant that we're giving so that some of the money can go towards paying for the product, so that
the customer ends up paying less because their purchasing power is lower, and then some of
the money can go to also building up that, that distribution of products, that's really the key you
need to have the other half in order for your proposal to be meaningful, | think.

In terms of defining quantities, I'll say this will be discussed through the companies that we
select, and us giving more details, for example, in terms of how much freedom to deploy a
sewing machine. So, at this stage, what we would like to know is, what does the company
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have? What are they able to supply? And then we're now down to say, okay, within this camp x,
we deploy X number of features. And for example, if they wanted to order. In that case, we will
now be knowing like this is how the market looks like for Mahama, for the fridges, and for them,
they'll be able now to determine which quantity to provide. But at this stage, of course, we did
mention things like quantities in the proposal, because we wanted to hear from the companies,
which technologies that best suit, and what, what, what their potential in terms of supplying what
we have already proposed. This can be discussed as we move further in terms of selecting the
companies during negotiation and also the resolution process.

Question: Could you please clarify, will the beneficiaries of our products be the ones to pay us?
How can we recover our investment?

Answer: | hope that | already partially answered this one a minute ago, but yes, indeed, that
would be our expectation. Our expectation would be that you would sell the products to the
micro entrepreneurs. Then the micro entrepreneurs will start earning money, and they will pay
you back for the product, as we see with Pay As You Go technologies across multiple markets,
and that would be our expectation. And what we are doing here is we're providing a kind of risk
guarantee for you. We're reducing the risk by paying some of that money up front in case some
of the customers aren't able to pay you back, or in case they don't all pay you back, or that you
don't have the money upfront to buy the products. But once you buy them and you sell them at
a cost, it's sustainable such that in future, you can carry on buying products and carry on selling
products. That's really our hope. But we don't dictate that. You would put that together in your
proposal.

It would be our expectation that everybody, every micro entrepreneur receiving a product would
pay for that product in some way. We won't dictate how much or over what period, but we would
generally expect that, because of the cost of productive use appliances, we would expect that
payments would be made little by little over a certain period of time.

Evaluation of proposals

Question: Could you provide further details on the weighting of technical and financial
evaluation components?

Answer: This is detailed in Section 7.2 of the RFP. Please reach out if you have any specific
guestions. I'd like to reassure everybody that this will be a completely open, transparent
process, and we will be using the weighting criteria. There'll be no favoritism, there'll be no
evaluating according to any previous knowledge other than what's contained in the proposals.

Question: Can we submit a draft of our proposal for pre-assessment before the deadline?

Answer: We don't, unfortunately, have the capacity to read multiple rounds of applications. And
I would recommend that the best thing to do is ask very clear, pointed questions to the email
that we have outlined here. And the other thing about this programme is that we do have
something of a deadline. We do actually need to start deploying activities and spending funds.
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And as such, we would like to get the proposals in their full form, approve them, and then
already kick off almost immediately, so that we're in the process of spending money and starting
to see products arriving in February.

Question: Is there an extension expected on the deadline? Holidays are around the corner.
Many people will be out of office, and the work content required is high for this RFP?

Answer: No, there won't be an extension to this deadline, and that is because of what |
mentioned earlier, which is that we've made a commitment to our funders about spending this
money. We actually tried to make the RFP quite simple and relatively easy to respond to. It
doesn't require the level of detail that you normally see in these kinds of RFPs. So we had really
hoped that this deadline would be achievable.

If we find that there, we don't get any applications, then, of course, then we would, at that point,
have to review whether we close the project or whether we extend the deadline.

Company experience and partnerships

Question: Is it a mandatory requirement for the company to have operated in refugee camps
before?

Answer: No. Our proposal is encouraging companies to establish their presence in these
camps, so anyone can apply to the market, and that's what we want to promote as well.

It also depends on what the companies will provide for us, and our work is also to assess which
company best fits with what they are providing. We now decide whether to pay running costs of
goods as they would spend, and because after the delivery services, we may say if we can give
a company approved cost depending on capacity and technology. | think with our evaluation,
we'll be able to determine which is the best way that suits funding, cost of goods or landing, or
maybe a company wants to procure new stock, so with the data shared in the proposal we will
be able to discuss and decide.

Question: Is joint venture allowed?

Answer: Yes, | hope that we've made it clear throughout this webinar that it is not only allowed,
but it is encouraged. Yes, please apply in partnership, join with other organisations.

Question: Is it compulsory to get our partners before the submission of the application?

Answer: | would say that that would be ideal, yes. Because if you, for example, are the
manufacturer or supplier of technology, and then you don't have your partner on the ground,
then that's difficult to review that proposal. However, if you are the partner on the ground, and
what you haven't yet decided upon is your technology provider, that one is potentially easier to
review. However, | would strongly recommend that you do try and seek out your partners as
soon as possible. If you imagine that all bids, as | mentioned, will be compared against each
other.
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For bids where we have clarity on which are the partners, which are the technologies, they will
then be compared against bids which have incomplete information. And so, I'd say that it's
probably in your best interest to identify the partners. If you need help in identifying partners, |
would recommend again that you reach out to the email that we have shared, because
potentially we can help you.

Question: Can a business which has not been registered in Rwanda apply?

Answer: Yes, a business that has not been registered in Rwanda can apply. The important
point would be to make sure that you have a partner in Rwanda that will be able to distribute
your product, ensure the upkeep of your product, train the incapacitate the micro entrepreneurs,
and ensure there's about 50% patrticipation of women. So yes, absolutely, companies or
businesses that have not yet been registered in Rwanda can apply, but in order to implement
you would need a Rwanda counterpart, and it is extremely easy to register a business in
Rwanda. Without the partner on the ground that can distribute the product, deliver the training
and the after sales, it probably wouldn't succeed. So yes, you can apply. We encourage
applications from multiple kinds of nationalities and consortiums, but you would need someone
in the camps to be able to do the distribution.

Then are companies allowed to propose other PUE technologies, for example, movable surface
solar irrigation systems that can be moved from farm to farm or rented to other farms. Yes, any
technology can be included. However, it will be important to understand if that technology is
appropriate in that locale. So, are there farms? Is there arable land? Is irrigation needed?
Where would you be pumping the water from, provided that you know that those conditions
exist? Then, yes, if, if not, then | mean, | suppose that in the scoring process, that might not do
so well, but | would say that with technology, there is no real bound. We just gave a list as an
example.

Irrigation is also part of the scope that | wanted to look into. But | also believe it's also an
opportunity for companies, let's say, once they set up in the camp. And what we want is that
company even can sell beyond what we have really proposed, as they see how the market is
catching up. So, introducing such technologies, maybe after the project will also be interesting.
Yes, we know there's a lot of land they're taking around the camp with solar education, smaller
water pumping. So, yeah, it's quite a good solution. But of course, as we test these are already
proposed, we also have a value chain to collect and the companies that will be able to work with
them come also. That will be an opportunity for them to scale up their operations.

Question: | want to ask for good imports. The good imports you make when we are protecting
the product, we may put the imports, so as for the pure material, you can apply for exemption in
order to reduce the budget. Which can apply, which you can put in a proposal. So for you in
Energy Saving Trust you can come here in Rwanda, and you apply for exemption due to input
exemption, then during our vacation, we will not pay the taxes. So, this can help with not having
a large budget.
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There are exemptions which can be applied for this that can be reduced. The tax burden on
local companies importing products, but that duty exemption is something that needs to be
applied for when working with productive use of renewable energy. So, on solar appliances. Is
that correct?

Answer: So, what | know, like we recently worked with to submit most of the list of pure
technologies that can be exempted from taxes, and | think it's the hands of rica that knows the
compliance of these technologies in terms of tax payment. So, | can consult and then provide
detailed information on importation tax duties, maybe for, for example, for the proposed
technologies in the FP, and then we can share them with the to the to the bidders that want to
where they can ask information. And if there are some exemptions on some technologies, and if
there are some that we buy, | feel it won't be easy to look for some of them. | think in the context
of this bid, | think the list can be shared, but | think it's primarily the responsibility of companies
to know they do their quotations in reference to the approved product from the government of
Rwanda in regard to tax exemption, if not, | think it's good to apply the way it is without really
basing on exemptions. In this case, the product might not be listed, because some of them are
not listed, but I think it may be a bit difficult for us to facilitate any of that in the context of this bit,
sorry.

I would recommend that we have a quick look into that, and then we can get back to you. But |
think that it's going to be largely, as Anaclet suggests, that we follow whatever the government
lays out for this. So, if the government believes that these products should be liable to pay VAT.
Then, of course, VAT will be paid. But we can have a look at the regulations, and we can see
what the requirements are, and then we can ensure to share the links with everyone so that it's
fair.



